I VE CEO HAS ABUND | แผ ท ศศ | พ แพ พ พ 
| QA po 099 | KM. KAMATH T MEE (11 
: —, 
[bus day 


ww.businesstoday.in | January 5, 2014 150 


i 
ul 
4 


ni 
: 


CEO, TCS 





enovo recommends Windows ชี Fro. 


detaches itse 
and mobili 


mE 


į 
į 
Er 
ร 
í 
i 


20 YEARS OF LEADERSHIP 
THROUGH INNOVATION 


1800-3000-9990 | www.lenovo.com | corpsales@lenovo.com 
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The Villas ESPACE PREMIERE 


Located in Sector 33, Gurgaon. 5 minutes from Located in Sector 71, Nirvana Country 2, Sohna 
Medanta & Rajiv Chowk | 4 floors of expansive villa Road, Gurgaon | Simplex & duplex villa living | 
living | Premium features like personal elevator, lap New age home automation & security system 


pool / Jacuzzi & putting greens 
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SEIKO 


DEDICATED TO PERFECTION 


ASTRON. The search for totally precise time, everywhere on the planet, is over. By developing a 
low-energy-consumption GPS receiver, Seiko has been able to create a watch that connects to the GPS network 
and uses it to identify both time of day and time zone. The new Astron recognises all 39 time zones on earth, i 

precise to one second every 100,000 years, and by taking all the energy it needs from light, never needs a battery 


change. If you can see the sky, you will know the local time, anywhere on our planet. Finally, time and space are 
united in a prestige watch. seiko-astron.com 
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EXPERIENCE THE LATEST MARVEL IN TIMEKEEPING TECHNOLOGY. 


SEIKO BOUTIQUE Chennai - Express Avenue, Ph-26464994 | Bangalore - UB City, Ph-41636912 . Phoenix Market City Mall, Ph- 67266390 
Kochi - Lulu Mall, P3-9142791427 | Kolkata - Camac Street, Ph-22827704 
For further enquiries, contact Rajesh on 98861 27797 or email rajeshp@seika.in 
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yd Letter from the Editor-in-Chief 








MAY A MILLION 
LEADERS BLOOM 





any CEOs ride on a rising tide. It's easy 
to deliver the numbers in a fast- 
growing market. If an economy is 
expanding at nine per cent, you can 
keep doing what you are doing in the 
same way and still appear to be a star 
performer. It's in the tough times 
that a CEO's mettle gets tested. This is the time 
when true leadership is required. New strategies 
have to be developed, cost-cutting becomes an 
imperative and innovation is the order of the day. 
The last three vears have been among the tough- 
est that Indian business has faced in recent dec- 
ades. The India story started winding down in the 
beginning of 2011 — we forecast a decelerating 
economy in our India Slowing cover story that 
February - and has not looked up so far. 

In spite of all this, there are companies and busi- 
ness leaders who have managed to thrive. They 
have tweaked business models. restruc- 
tured product portfolios, juggled teams, 
made heavy investments, pared costs 
and delivered stellar results. It is 
these CEOs we are celebrating in 
this Best CEOs issue, which coin- 
cides with BT MindRush, a signa- 
ture annual event we are launch- 
ing this year. To their credit, 
these CEOs not only performed in 
a hostile business climate but also 
an atmosphere of fear created in the 
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With the entry 
of Gen-Y crowd, the 
old command-and- 
control leadership stule 
is not that effective and 
is replaced with a more 
collaborative style 
of leadership 





corner offices of the country by the judiciary and 
government by their probes. In this issue of Business 
Today, you will see the results of our Best CEOs survey 
based on a methodology we built together with 
consultancy firm PwC India. Last year, we had part- 
nered business school INSEAD and Harvard Business 
Review for our first ever Best CBOs listing based on 15 
years performance measured by shareholder re- 
turns. This year, we blended it by measuring three 
broad metrics over a period of three years: relative 
shareholder performance, growth in profits and 
revenues, and efficient capital utilisation. We then 
brought in the smarts of an experienced jury led by 
ICICT Bank Chairman K.V. Kamath to choose win- 
ners from a shortlist. The five-member jury, which 
commended our research team for the analytics, 
took into account the non-quantitative aspects of 
leadership like social responsibility, mentoring and 
coaching, gender sensibility, governance and other 
values while picking the winners from a 
shortlist. Turn to page 44 to start read- 
ing the Best CEOs package and page 
| 34 for the methodology. 

Even as we take the big stride 
with BT MindRush in our 21st 
year of publishing to celebrate 
and groom leadership in India, 
we are acutely aware that we 
don't have enough leadership 

bandwidth in our country if we are 
to grow from a $2-trillion economy 










to ล $10-trillion one. Our win- 
ning CEOs see this as the crying 
need, too. They have varied 
leadership styles ~ some swear 
by strategy, some by their peo- 
ple, some by customer centricity 
and some by execution - but all 
of them are clear that they have 
to groom leaders at all levels in 
their organisations. As the 
Indian workforce gets younger 
with the entry of Gen-Y crowd, 
the old command-and-control 
leadership style is not that effec- 
tive and is replaced with a more 
collaborative style of leadership. 
This issue contains such insights 
as also some nuggets in the CEO 
profiles that promise to tickle 
your brain. Here are some: 


€ Vivek Chaand Sehgal's 
Motherson group of companies, 
which traces its name to a com- 
pany he formed with his 
mother in the mid-1970s, will 
close revenues at over 335,000 
crore in 2013/14, up from 
some 32,595 crore in 2008/09. 
Sehgal is proud that one of his 
companies does the interiors of 
the 911 Porsche Carrera. 


® When at Citibank. Aditya 
Puri didn't hesitate in taking a 
step down the ranks when he 
shifted from operations to mar- 
keting because he knew the 
exposure was essential to his 
career. Today, he helms the 


second-largest private bank in India, HDFC Bank. | 


@ Nitin Paranjpe, while fighting with his back to 


(Above) The current magazine 


cover featuring this year's winner 


of the Best CEO award, TCS's 

N. Chandrasekaran. (Below) 
BT's January 12, 2012 cover 
featuring the 2012 winner of the 
award, JSPL's Naveen Jindal 
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access io his nice easy for st iff 
ers at all levels even insisting 
lunch with management train- 
ees at least once a week. 








@ Shikha Sharma, CEO, Axis 
Bank. credits Kamath for two 
important milestones in her 
career: an introduction to the 
personal computer and a 
primer on Excel. 








€ It is well known that Tata 
Consultancy Services's 
N. Chandrasekaran is a mara- 
thon runner and even had an 
app developed that allows fel- 
low runners in the company 
share their logs. What is less 
known is the CEO's ele 'phantine 

memory: pu Loos aes estime ite oe 
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TCS fa fisit name. 

With a comprehensive 
Best CEOs listing (turn to page 
128 for an alphabetical listing 
of the top 100 CEOs in India} 
and what promises to be a col 
lector's issue, we promi: 
shine the light year af 
on accomplishments — (d 
development needs — of 
in corporate india a.c 
we believe, will help sustain 
ind Mig Id the aue dcn hat 
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Is the value of Amway 
products commensurate 


with the price that you pay ? 





A resounding YES. 


Amway offe rs 140 high quality products in 5 categori ๐ ๑ 
-at multiple price points, all of which come with a 
comprehensive 10096 money back guarantee? The 
consumer pays for the quality, safety and reassurance 
that comes from 54 years of product innovation. 











. Our products are backed by 1000+ patents, 900 
-scientists and 75 R&D and quality assurance 
laboratories worldwide. Nutrilite'V is the world’s No. 1 
selling vitamins and dietary supplements brand, and 
Artistry™ is among the world's top 5 largest-selling 
premium skincare brands? 










Amway is proud of its 15-year presence in India. We 

continue to invest in the country and provide 

entrepreneurs with the opportunity to own and operate 

their own business, as we do in more than 100 countries 
and territories worldwide. 








For the truth behind the headlines 
-go to www.iamamway.in 
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*For more information, visit www.amway.in OR SMS 'AMWAY' to 58888. ELE 
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Fortune from 

the Farm 

By profiling four agricultural 
barons who have made fortunes 
from the fields, your cover story A 
Call to Farms (December 22) has 
shown how the farm sector can be 
both competitive and progressive. 
Innovative technology and value- 
added products have helped them 
in achieving their targets. These 
men have also prospered by 
ensuring better storage facility for 
their high-value food crops, and 
in turn provided employment. 
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Rival players within industries are working together for a larger goal. 
Às we are thinking of emerging markets, we can provide all the 


support, globally, - Elias Textile 





WRITE TO: 


Twelve students of II? Kanpur have bagged 
tl-crore package 


That is why there has never been a Nobe! 
laureate from IITs, despite the fact that 
these students have the best brains. 

- Raj Yadav 


= Letters to the Editor 
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Successful agriculture contributes 
to GDP growth and export 
earnings as well. But the real 
challenge lies in ensuring 
marginal and small farmers 

are successful, too. 

Jacob Sahayam, Thiruvananthapuram 


For Leaders of 
Tomorrow 

Thanks to Business Today for its 
unique initiative, BT MindRush 
(The Turnaround: Make the Worst 
of Times Your Best of Times, 
December 22), which brings 
global thought leadership to the 
doorsteps of India. It will help 
today's second line of command in 
companies sharpen their 
management thinking and skills. 
It could well become a guidebook 
for the leaders of tomorrow. 
Abhinav P., New Delhi 


Tackling Banking 
Risks 

This refers to your story on Indian 
Banks (India's Best Banks, 
December 8). No business is 
without risk and banks obviously 
are no exception. The important 
thing is to have a dynamic risk 
management profile in place to 


perceive various risks ahead and 
counter them with an appropriate 
mechanism. Ánd congratulations 
to the team of HDFC Bank lor 
bagging the coveted BT's Best 
Large Bank award for 2013, and 
also to the Business Today team for 
carrying the feature on India’s 
Best Banks, which provides 
insights into various challenges 
being contronted by the 


Indian banks. 


Srinivasan Umashankar, Nagpur 


Correction 

The case study on Daikin, 

Coming in from the Cold (December 
22, Pages 82-88), says Daikin 
once imported residential ACs 
from Japan and Taiwan. The 
concerned countries were Japan 
and Thailand. It also says Daikin 
MD Kanwal leet Jawa "got 7300 
crore sanctioned from the parent 
to double the plant's capacity to a 
million units". The funds were 
used not only to double the 
plant's capacity but also for 
Daikin's other expansion plans 

in the country. 

We regret the errors. 


Send all your comments to editor.bt Gintoday.com 


Some new cancer drugs are available in other 
countries, but not in India. 

If you compare with other nations on manufacturing 
of any product, India's position is always zero. 


Politicians and media always discuss many things 
which do not help in the development of India. 


- Linson Mathew 


TRAI indicates hike in rates of telephone, 


TV broadcast services 
Rate hike is not the only solution to loss. 


- Sanjay Vanam 
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_ DShare your experience as consumer or SME 
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_ on scrapbook at www.busin | 
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They have led their companies 

with elan and vigour, ensuring 
high growth despite the difficult 
economic environment 


Best Womans 777 
CEO 
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TIC S. X. > Best CEO: Automobiles 


SHARMA em ๓ A, 
Axis Bank . AAA | Bajaj Auto 


B `- As 


! t CEO: Banking, Financial 
Se 








Best CEO of an MNC 


& Best CEO: FMCG 8) P 4 


NITIN PARANJPE 
HUL 





Best CEO: 
Core Sector 


AKHILESH JOSHI 
Hindustan Zinc 
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Column by K.V. Kamath 
Leadership development 
does not happen overnight. 
It starts with recruiting 

the right people and takes 
years thereafter 





Interview with 
Ram Charan 
“No CE 
Every CH nas i 
blind sid: 


= 
How | Equipped 

to Become a CEO 

CEOs are not born. 

They are made. 

They tell BT how 
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Advantage they've overcome 

Achieving a their weaknesses Portrait of an 
sustainable Indian CEO 
competitive What traits 
edge is nearly should a CI 
impossible ! 
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world 
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The Top 100 CEOs 

The companies they head have defied the slow 
runaway input costs, high interest rates and ad 
market conditions to deliver stunning result 
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Finnish giant Nokia may 
have to exclude its Chennai 
plant from the $7.2-billion 
deal with Microsoft if tax 
issues facing the India unit 
The 
income-tax department had 
slapped ล X2,080-crore tax 
demand on Nokia for not 
withholding tax on the pay- 
ment made to its parent as 
royalty for software used in 


are not resolved soon. 


its mobile phones.The shut- 
ting down of the Chennai 


plant will hit thousands of 


employees, according to 
Finland's foreign minister, 
Erkki Tuomioja. 


Vodafone plans to invest $3 
billion over the next two 
years. This is notwithstand- 
ing its 312,000-crore tax 
dispute with the govern- 
ment, The company wants 
to spread its footprint in 
rural India. 
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Television network 
Star India nas bagged 
the team sponsorship 
rights of the Indian 
cricket team for a period 
of three years. Star now 
holds all the three 
important rights 
in Indian cricket: 
broadcasting, 
series title and team 
sponsorship. 
The BCCI has 
declared Sahara's 
bid as ineligible. 


The Economic 

Offences Wing of 
Mumbai Police has 
moved to recover a 
substantial part of the 
15,575 crore owed by 
National Spot Exchange 
(NSEL) to investors. 
Three properties, 
including one in 
Mumbai's Juhu area, 
owned by Jignesh Shah, 
chairman and group 
CEO of Financial 
Technologies (FTIL), 
are among the 
attached assets. 
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India’s fourth-largest IT serv- 
ices exporter, Wipro Ltd, said 
it would acquire Opus Capital 
Markets Consultants LLC 
(Opus CMC), a US-based BPO 
provider of mortgage due 
diligence and risk manage- 
ment services, for $75 mil- 
lion - the company’s 20th 
acquisition since 2000. Azim 
Premji-led Wipro has also 
decided to shut down its 
manufacturing ol computers 
and servers because of the 
changing market scenario 
and consumer preferences. 
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A group of leading 

European Union 
anti-trust regulators 
has fined six financial 
institutions — including 
Deutsche Bank, Royal 
Bank of Scotland and 
Citigroup - a record 
total of €1.71 billion 
($2.3 billion). The 
penalty is the biggest 
to be handed down to 
banks for rigging the 
benchmarks used to 
determine the cost of 
lending, one of the 
most brazen violations 
of conduct since the 
financial crisis. 


Amazon CEO Jeff 

Bezos has unveiled 
a plan to test drones 
as delivery vehicles as 
the world's e-commerce 
company works to 
improve efficiency. 
The gadgets, called 
octocopers, could 
carry as much as five 
pounds within a 10-mile 
radius of an Amazon 
fulfilment centre. 


Economy 





India's current account defi- 
cit, or CAD, narrowed in the 
quarter ended September as 
government measures to curb 
imports of non-essential 
items, especially gold, kicked 
in. The CAD, the excess of a 
country's imports of goods 
and services over exports, 
narrowed to $5.2 billion from 
$21 billion in the year-ago 
period, according to provi- 
sional RBI data. Finance 
Minister P. Chidambaram 
said the CAD for the year will 
be less than $60 billion, or 3 
per cent of GDP, and the latest 
data suggests the government 
may achieve this target. 


$53 million 


Estimated losses 
suffered by India due 
to phishing attacks 
during the third 
quarter, according to 

a study by RSA. India 
ranks fourth in the list 
of nations hit by 
phishing attacks. The 
US remained at the top 
of the charts. Phishing 
is the process of 
acquiring information 
such as user names, 
passwords and credit 
card details by sending 
e-mails disquised as 
official mails. 
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Worth of mobile phone- 
based transactions by 
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July 2013 compared to 

126 crore in EM | 
India was ranked 94th September 2012, India aims to earn guidelines, cleared by a 
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the cleanest, while Somalia 701,000. The merger and acquisition —— the auctions. 


emerged as the most corrupt. 


India's services sector activity 
witnessed a moderate 


improvement in November | 
over the previous month, | 


even while indicating the fifth 
successive monthly contrac- 
tion, according to the HSBC 
survey. The HSBC/Markit 
Purchasing Managers Index 
for the services industry 
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ot, . 
เม Ly ` 


Man in the middle: Commerce Minigter Anand Sharma 
(C) at the WTO ministerial conference at Nusa DuayBall 


Falling Short 








India had to give more than it gained in the trade 
deal clinched at WTO's Bali meet. By YASHWANT SINHA 


he first impression that the Bali deal 
gives is that India has done pretty 
well in the negotiations. It suits the 
government to create the impres- 
sion that it has been a great victory for India 
and we got what we wanted. But I think a 
much deeper study is called for. Whatever 
sketchy details have become available show 
that it is not such a great deal after all. As far 
as food subsidies are concerned, they had a 
‘peace clause’ which was supposed to last four 
years as an interim arrangement. Now, we are 
claiming that we have not accepted the four- 
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vear limit and therefore we can breach the 10 
per cent subsidy limit as and when necessary. 
The point is that the next ministerial is due 
alter four years. All the arrangements which 
we have entered into in the Bali ministerial 
will automatically come up for review in the 
next meet, So, it is [our vears whether we like 
it or not. It is not indefinite. 

Secondly, trade facilitation and food sub- 
sidy were the two main issues at the Bali 
ministerial. The developed countries were very 
keen to get trade facilitation through and they 
have got what they wanted. They are very 
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“WE SHOULD 
ALLOW THE 
DOHA ROUND 
TO JUST LAPSE. 
THERE IS NO 
POINT IN 
SAVING IT... THE 
MINISTERIAL 
ROUNDS HAVE 
NOT BEEN OF 
ANY GREAT 
HELP. ” 





Trade 





happy. We are also projecting 
it as being of great help to India 
because trade facilitation will 
lead to an incremental global 
trade of $1 trillion over a pe- 
riod of time. In most of the 
countries we export to there is 
already much-easier trade fa- 
cilitation available. In India, 
we will have to go for a lot of 
legislative action to implement 
trade facilitation. We have ex- 
port and import control rules. 
If you look at the Morocco 
meeting and the negotiations 
in the Montreal, Uruguay and 
Doha rounds, it can be seen 
that the developed countries 
have always been pursuing 
their own interests very firmly. 
Incrementally, they have been 
doing two things: forcing the developing coun- 
tries to accept things which are in their na- 
tional interest and making the WTO all-power- 


ful and inclusive. For instance, the inclusion of 


the services sector in the WTO negotiations, 
which India conceded in Montreal, was a ma- 
jor step forward for the developed countries. 
Under services, we have to make one conces- 
sion after another. It is the developing coun- 
tries which are giving up and it is the devel- 
oped countries which are gaining. 

In trade facilitation, my reading is that the 
developed countries stand to gain much more 
than developing countries. Generally, their size 
of trade is much larger than ours. These are 
the countries which will gain rather than 
smaller players like India. We might be very 
happy that we have crossed $100 billion in 
terms of exports but we are still small players 
globally. To tout this as a major achievement, 
then, is incorrect. In Bali, we have ended up 
giving more than we gained. 

Then, there are a whole lot of reporting re- 
quirements on subsidies. Many people are 
protesting that what was always considered to 
be within our sovereign domain will be exposed 
to the international community. We will be 
putting to global scrutiny our agricultural 
subsidy programme. Remember, on the nuclear 
deal too we were objecting to the reporting re- 
quirements to the US Congress and the 
International Atomic Energy Agency. These 
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reporting requirements make 
it very obtrusive. They will 
scrutinize the reports and act 
upon them. We are opening 
ourselves to scrutiny from 
which we were safe until 
now. 

The developed countries 
have been very clever. 

The point we are making 
before the WTO all along is 
that agriculture might be a 
livelihood issue for developed 
countries. For us, it is a civili- 
sational issue. Agriculture 
has kept the Indian civilisa- 
tion going and surviving 
through all vicissitudes. 

Exports are not merely 
dependent on trade facilita- 
tion. They are dependent on a 
number of other considerations. Therefore no 
one single consideration will lead to a boost in 
exports as many of us are asked to believe. It 
will depend on the state of the world economy, 
growth of international trade and competition 
in various markets. 

Indeed, by agreeing to trade facilitation in 
Bali, we have lost our last bargaining chip. 
Four years from now, if discussions on agricul- 
tural subsidies begin, what are we going to 
bargain with? We have a final deal vis-a-vis an 
interim deal. Even if the interim deal is in fa- 
vour of India, it remains an interim deal as 
against the final deal on trade facilitation 
which the developed countries have got. 

Mv own feeling is that we should allow the 
Doha round to just lapse. There is no point in 
saving it. It was supposed to be a development 
round. What is development-oriented in Doha 
round so far? The ministerial rounds have not 
been of any great help. In any case, world trade 
will grow. Much of what we could not achieve 
on a multilateral basis was achieved on a bilat- 
eral basis through trade pacts and preferential 
trade agreements. 

In the WTO negotiations, the major benefi- 
ciaries are the US, European Union, Japan and 
China. € 

The author is former finance minister and 

a senior leader of the Bharatiya Janata Party 
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Article of Contention 


The debate over Article 370 has been revived. How do its 
provisions affect investment in Kashmir? By ANILESH S. MAHAJAN 








INDIA IS 















t was the winter of 2011 when Gujarat 

State Petronet Ltd (GSPL), leader of the con- 

sortium mandated to lay the 1,670 km gas 
pipeline from Mehsana in Gujarat to Srinagar 
in Jammu & Kashmir (J&K), encountered a 
roadblock. J&K did not have laws in place to 
give it the approvals required for laying such a 
pipeline in the state. 

To avoid land acquisition, pipeline compa- 
nies in the country opt for Right of Use (Row). 
Thev lay the pipeline underground with the 
approval of the landowner, who can continue 
to use the property. GSPL officials said they had 
completed the RoU formalities in other states. 
But J&K had no provision in its state law to give 
an RoU at all. GSPL needed amendments to 
existing state laws, and persuaded the 
Petroleum and Natural Gas Regulatory Board 
to convince the state government to bring 
these about. Now, two years later, the law is in 
place after the J&K cabinet cleared an ordinance 


in November. This is despite the fact that Chief 


Minister Omar Abdullah had been supporting 
the pipeline project from the beginning. "Just 
imagine, when a chief minister is backing the 
project, it took two years. If someone wants to 
come and invest without any state government 
intervention, it would be just impossible," said 
an industrialist, who did not wish to be named. 

Article 370 of the Constitution gives the 
J&K legislature authority to make separate laws 
for the state. Indeed, laws approved by 
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Parliament are not applicable in J&K. unless 
separately cleared by the state assembly. This 
often poses problems for businesses - they have 
to follow different laws in the state from those 
in the rest of the country. Narendra Modi, the 
Bharatiya Janata Party's (BJP) Prime 
Ministerial candidate, has now sought a debate 
on the provisions of Article 370. 

One major hurdle for Indian companies is 
the provision that debars non-residents from 
buying property in the state. Some companies 
feel this prevents them from attracting talent. 
“The small and medium industries in the 
Jammu and Udhampur areas don t find talent, 
as people cannot buy property and settle 
there," says Avinash Rai Khanna, BJP Rajya 
Sabha Member of Parliament from the state. 

Recently, Abdullah's government organ- 
ised an investment summit in Srinagar, in 
which all the big corporate houses partici- 
pated. But by Abdullah’s own admission, no 
big investment rolled in. “We have a popula- 
tion of roughly 10 million, and geographically 
we are at one corner of the country. So neither 
are we a market nor at a logistic advantage,” 
he told Business Today, Abdullah ruled out a 
review of Article 370 on the grounds that it 
would strengthen the hands of the separatists. 
But many industrialists still see it as a hurdle in 
expanding business operations in the state. @ 
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As diesel prices rise, domestic sales fall 
while exports surge. By AJAY MODI 
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factors, including stable pricing as the 
government subsidises the fuel. 
Deepak Mahurkar. Director and 
Leader-Oil and Gas at consulting and 
accounting firm PwC India, says diesel 
exports are growing because of stagnant 
local demand and higher supply from 
export-oriented refineries. "Domestic 


ee demand growth is expected to catch up 
0 despite increasing prices if economic 
o activity picks up or owing to seasonal 
: and incidental developments like elec- 

X Oe : US tions and farming," he says. 
cos Source: Petroleum Planning & Analysis Cell, Petroleum Ministry According to the Petroleum 
on Planning and Analysis Cell, the data 
es wing of the petroleum ministry, domes- 
DOMESTIC lowing domestic demand for diesel and tic consumption has fallen because of price 
CONSUMPTION a weakening rupee are helping boost increases, slowing sales of commercial vehi- 
OF DIESEL HAS exports of the fuel. Diesel exports have cles and a better power situation. A shift by 
FALLEN DUE TO climbed 32 per cent in the first seven months some industrial consumers to alternative fuels 
๕ 0 of the fiscal year that began in April to more after the government allowed dual pricing of 





than $15 billion, government data show. In 
rupee terms, exports soared 44 per cent to 
391,408 crore in the April-October period as 
the local currency fell against the US dollar. 
Exports in volume terms surged 36.5 per cent. 
This led to a rise in the share of diesel in 
India's petroleum exports to 42 per cent in 
value terms for the April-October period from 
36 per cent last fisca! year. 

Domestic consumption has fallen 0.8 per 
cent in the April-October period to 39.46 mil- 
lion tonnes. This is due to factors like regular 
price increases and a bumper monsoon that 
helped farmers cut dependence on diesel gen- 
erators for irrigation. Local consumption of 
diesel had been growing at six to eight per 
cent over the past few years due to various 
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diesel is also hurting local consumption. 

Since April, diesel prices have risen 10 per 
cent to 353.67 a litre in Delhi. Regular in- 
creases are likely in coming months as the 
government attempts to bring down refiners' 
revenue losses on the fuel, Oil companies cur- 
rently lose 9.99 on every litre of diesel. 

An industry executive attributed the in- 
crease in exports to a rise in output as opera- 
tions in new refineries at Bathinda in Punjab 
and Bina in Madhya Pradesh have stabilised. 
The executive, who does not want to be 
named, added that both Essar Oil and 
Reliance Industries are likely exporting more 
diesel this year. € 
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The manufacturing sector expanded, driven by rising domestic orders. The HSBC 
India Manufacturing Purchasing Managers’ Index (PMI) for the manufacturing 

industry climbed to 51.3 in November. This is the highest in seven months. It was 
also the first time since July that the manufacturing PMI reading rose above 50* 








*PMI reading of above 50 
indicates growth 





The current account deficit (CAD)* — jun" Sep'n 
narrowed sharply in September 
2013 mainly because of growing 
exports and declining gold | 
imports. This will further support 4g 4 
the rupee and ease inflation | 


Figures in S billion — *Dollar inflows minus dollar outflows 
Source: Central Statistics Office, Reserve Bank of india, Markit Economics 





0 — ii “16.9 - 
223 797 .217 : 











FOCUS Tech 


Samsung 
;alaxy Note Il, 


JMackBerryZ10O 
The prices of Samsung 
Galaxy Note Il and 
BlackBerry Z10 have 
come down after their 
successors, Samsung 
Galaxy Note 3 and 
BlackBerry Z30 
respectively, were 
launched. The Galaxy 
Note || is down to 
£30,999 from €39,900, 
while the Z10 price has 
fallen to £29,990 from 
143,490. 








A number of smartphones makers have been slashing 
prices of premium brands to increase sales. By NIDHI SINGAL 
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Apple iPhone 5c 
(buyback offer) 
A replacement for last's vear iPhone 5, the 
new version runs on iOS7. and offers a 
smooth performance. Since the model is 
still to catch on in India, Apple has intro- 
duced a buyback scheme by which, in ex- 
change for a few select smartphones, the 
iPhone 5c, which costs 741,900, can be 


obtained at a maximum discount of 


t1 3,000, that is for 328,900. 


Nokia Lumia 1020 

(buyback offer) 
Following in Apple's footsteps, Nokia too 
has introduced a buyback offer on its flag- 
ship Lumia 1020. The company is offering 
a discount of 113,500, thereby bringing 
the price down from 349,999 to 136,499. 
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Sony Xperia Z 

Sony too has lowered the price of this 
premium model to 131.999 from 

38,990. It also provides an important 

differentiator - the Sony Xperia Z is dust- 
proof and waterproof, which most other 
phones, however high-end, are not. 
Combined with a 1 3MP camera. it is a 


great device for its price. 


Google Nexus 5 

Manufactured by LG, the Google 
Nexus 5 has high-end specifications and 
costs 328,990. Its price, already compet- 
itive, stays unchanged but a big benefit 
it ollers is the guaranteed timely 
Android updates the user will receive. 
The only downside is a rather mediocre 
SMP camera. 
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FOCUS 0 ท Record/Assembly Poll Results 


“Notes to self for 2014. 
Never underestimate the 
underdog/newcomer with a 
fresh face and message" 


Omar Abdullah, Chief Minister. Jammu and Kashmir, on Twitter 





“We have shown politics 
will not be held hostage any 
more to corruption... Ifthe 
old parties don t recognise 
this, the public has shown it 

can make them redundant" 


Arvind Kejriwal, President, Aam Aadmi Party, to wire agencies 





“I think the Aam Aadmi Party 
involved a lot of people the 
traditional parties did not. We have 
learnt from that. We'll do what the 
AAP did in ways you can't 

even imagine" 


Rahul Gandhi, Vice President, Indian National Congress, to wire agencies 





Sonia Gandhi, 
President, Indian National 
Congress, to wire agencies 


"The final tally — BJP has won 408 out 
of 589 seats, which is nearly 70 per cent 
of the total seats. Phenomenal!” 


Narendra Modi, BJP Prime Ministerial candidate, to wire agencies 
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Here's a Way out! High performing organizations are increasing their 

Organizations with success rate by: 

high success rates use > Investing in PMI certified Project Management 
Professionals (PMP)®. 

project management 

methodologies > Providing training and professional development 


opportunities. 


Have you made the > Standardizing practices and tools which result i: 
j greater efficiency and more scope for innovation 
switch yet? 


> Aligning project, program and portfolio 
management to organizational goals. 


Your organization too can benefit immensely by having PMPs in your project team. Contact us to get more details 
about PMI Certifications and how your team can get certified. 


To know more about PMI Certifications, log on to 7 7 m 
www.pmi.org.in/downloads/PMI.Pulse.Talent. Management.pdf V á á 
For details please write to pmi-india@pmi.org or SMS PMI to 56767 Project Management Institut 


PMI, the PMI Logo and PROJECT MANAGEMENT INSTITUTE are marks of Project Management Institute, Inc 


FOCUS Etcetera 


Urban Price Tag 
City dwelling Indians may 
bemoan the rising cost of living, 
but from a global perspective, 
they are fortunate. Not a single 
Indian city figures in global 
consulting agency ECA 
International's list of the 50 
most expensive cities for 
expats. But the list still has 
many surprises. Topping it is 
neither London nor New York, 
but Caracas, Venezuela. At 
No.2 is Luanda, Angola. Last 
year's topper Tokyo is at No.1O. 





Phoney Joys 
A new study has found that 
people who can resist the urge 
to immediately look at texts 
they get on their mobile 
phones or take every call they 
receive are likely to be more 
contented. Three scientists at 
the University of Ohio, US, 
came to this conclusion, which 
contradicts earlier studies 
claiming mobile phones usage 
increased social interaction 
and reduced feelings of 
isolation, making folks happier. 


Wild Hurdle 


Around 40 to 50 projects have 
been held up since September 
for want of forest clearance. 
This is because the term of the 
members of the National Board 
of Wildlife, under the Ministry of 
Environment and Forests, which 
gives these clearances, has 
expired and not been renewed. 
All commercial project falling 
within a 10-km ambit of the 617 
protected areas in the country - 
national parks and wildlife 
sanctuaries - need this special 
clearance. 
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State of Play 


With the bill for the reorganisation of Andhra Pradesh having been approved by the 
Union Cabinet, the state of Telangana, the 29th state of the Indian union, is all set to 
become a reality. A brief look at what this means: 


Contours: The state of Telangana will comprise 10 districts bounded by the remaining 
part of Andhra Pradesh to the south, Maharashtra to the west and Chhattisgarh to the 
north and east. Hyderabad, which falls within Telangana, will be common capital of 
both Telangana and Andhra Pradesh for at least the next 10 years. 


History: The demand for Telangana dates almost from the time the state of 
Andhra Pradesh was created in 1953. Before Independence, Telangana - then 
known as Hyderabad state — was ruled by the Nizams, while the rest of Andhra 
Pradesh - Rayalaseema and the coastal districts — was part of the British-ruled 
Madras Presidency. Thev were joined together as the residents spoke a common 
language, Telugu. 

The demand for a separate Telangana sparked major movements in 1969, 1972 
and 2009. These often turned violent leading to police firing and deaths. Around 250 
to 300 activists were killed between 2009 and 201 2 alone. 


Grievances: Those seeking a separate state allege the Telangana region has been 
discriminated against by successive governments of Andhra Pradesh. It remains less 
developed than the other areas. They claim that though large parts of the catchment 
areas of the Godavari and Krishna rivers lie in Telangana, the benefits of irrigation from 
the canals built to channelise their waters have gone mainly to coastal Andhra. They 
believe large portions ofthe funds allocated to Telangana were never spent. 


Likely impact: Many hold that smaller states lead to better governance. States such 
as Haryana, Himachal Pradesh and more recently Uttarakhand and Chhattisgarh have 
done better economically than when they were part of larger states. 

However, the creation of India's 29th state may give a fillipto demands for separate 
states in other parts of the country, such as Vidarbha in Maharashtra, Gorkhaland in 
West Bengal or Bodoland in Assam. 
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Work anywhere and everywhere. 


Herman Miller Setu* is a sophisticated 
multipurpose office chair that offers 
instant comfort. Its Kinematic Spine bends 
and flexes with you, while its breathable 
elastomeric fabric conforms to your 
contours to keep you comfortable and 


supported. It's complexity made simple 





A roof that rusts? Or a roof that is 10096 rust-proof? 


The choice is simple. 





For more information, please call: 1800-103-9494. E-mail: hindalco.everlast@adityabirla.com | www.everlastaluminiumroofing.com 


Fverlast Alumini 


stay beautiful for . 


Everlast is a quality product from Hindalco - the 

largest manufacturer of aluminium rolled products. 

is made from high-quality virgin aluminium alloys 

do not rust, need no maintenance and look beautif 

long time. Everlast's superior thermal properties moderat 
the temperature under the roof by keeping i 

summers, and warmer in winters. This saves en 
provides a comfortable work environment, which improves 
productivity. What's more, Everlast offers an end-of 


resale value of up to 60%. 


Protection for a life 


IDEAL ROOFING AND CLADDIN¢ 


* industries » Warehouses + Far: 


Available in a variety of colours. 
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BEST CEO of an MNC 
WINNER: Hindustan Unilever 
NITIN PARANJPE 
| OMINEES: Nestle India 
ANTONIO HELIO WASZYK 
Bosch 
V.K. VISWANATHAN 
Blue Dart Express 
ANIL KHANNA 


GlaxoSmithKline Es IRE 














R: Axis Bank "P 
SHIKHA SHARMA 
OTHER NOMINEES: Britannia Industries ee 





Apollo pei Enteron 
X 
PREETHA REDDY 

ICICI Bank 


CHANDA KOCHHAR 


Companies 
suring high 
lt economic | 






WINNER: Lupin 
K.K. SHARMA 
OTHER NOMINEES: Torrent Pharmaceuticals 
SAMIR MEHTA 
Divi's Laboratories 
MURALI K. DIVE 
Ajanta Pharma 
YOGESH AGRAWAL 
Dr. Reddy's ' | 
b. Y. PRAS 








WINNER: Tata ta E Sunless 
N. CHANDRASEKARAN 
OTHER NOMINEES: Vakrangee 
DINESH NANDWANA 
Eclerx Services 
PD. MUNDHRA 


Hexaware Technologies 


P.R. CHANDRASEKAR 
Wipro 
AZIM H. PREMJI 
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BEST CEO: FMCG 
WINNER: Hindustan Unilever 
NITIN PARANJPE 
OTHER NOMINEES: ITC 
| nt S 
i Hm Es Nestle 
ANTONIO HELIO WASZYK 


GlaxoSmithKline Consumer Healthcare 


ZUBAIR AHMED 


Marico 
HARSH C. MARIWALA 


BEST CEO: CORE SECTOR 
WINNER: Hindustan Zinc 


AKHILESH JOSHI 


OTHER NOMINEES: UltraTech Cement 
0.P. PURANMALKA 


Adani Ports & Special Economic Zone 
GAUTAM S. ADANI 

Cummins India | 

ANANT J. TALAULICAR 


FAG Bearings India 
RAJENDRA 0 


WINNER: HDFC Bank 
URI 


ADITYA P 


OTHER NOMINEES: YES Bank 
RANA KAPOOR 


Mahindra & Mahindra Financial Services 


RAMESH IYER 
Bajaj Finserv 
RAJEEV JAIN 


Kotak Mahindra Bank 
UDAY KOTAK 


BEST CEO: AV TOW 
IN E aj Auto 

RAJIV BAJAJ 

OTHER deed Mahindra & Mahindra 
ANAND MAHINDRA 


Eicher Motors 


3 JR LAL 


VENU SRINIVASAN 


BEST CEO: AUTO ANCILLAR 
WINNER: Motherson Sumi Systems 

V.C. SEHGAL 

.. OTHER NOMINEES: MRF 

K.M. MAMMEN 


Balkrishna Industries 


ARVIND PODDAR 


Bosch 
V.K. VISWANATHAN 
Bharat Forge 
B.N. KALYANI 
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INDIA'S 
BEST 


CEOs 





orner offices of companies across the coun- 
try have been feeling the heat for some time 
now. Falling demand both in India and 
abroad, runaway input costs, stubbornly 
high interest rates, policy paralysis in gov- 
ernment, deliberate targeting of particular 
companies by the government, have all 
vitiated the business environment in the 
country. The life of an Indian CEO today is 
unenviable. 

Instead of bemoaning current conditions, however, 
Business Today has chosen to celebrate those CEOs who 
have defied the hostile conditions to deliver stunning re- 
sults. We have prepared 
our first and definitive 
listing of India’s top 100 
CEOs. We have also iden- 
tified India’s Best CEO 
and the Best CEOs across 
nine other categories. 

A CEO's perform- 
ance cannot be meas- 
ured merely by the 
numbers his/her com- 
pany delivers across 
various metrics. So we, 
along with our knowl- 
edge partner PwC, de- 
signed an elaborate 
two-stage process — 
both quantitative and 
qualitative — to choose 
the best of the lot. The 
quantitative process 
sifted through the 
BT500 database on 
India's most valuable 
companies (see www 
businesstodau.in/bt 500)A five-stage filtration process 
eliminated companies that did not qualify. We followed 
this up with a three-phase evaluation of the qualifving 
companies on parameters such as top line, bottom line, 
market capitalisation and return on equity. This led to 
our list of India's top 100 CEOs (see page ! 28). It also 
enabled us to finalise the nominees for each of our cat- 
egories (see previous pages), 

To choose the winner in each category from among 
the nominees, we turned to the qualitative aspect. We set 
up an independent jury chaired by K.V. Kamath, 
Chairman, ICICI Bank. The other jury members were 
J.J. lrani, Ex-Managing Director, Tata Steel; Subodh 
Bhargava, Chairman. Tata Communications; Samir 
Barua, ex-Director, IIM Ahmedabad; and Amit Tandon, 





For previous year's best CEO stories, go to: 
www.businesstoday.in/archives-janO514 


— ” , 


The Jury: (Standing) Amit Tandon (second from left), Samir Barua (third 
from left); seated (left to right) J.J. Irani , K.V. Kamath, Subodh Bhargava. 
With them are moderators Josey Puliyenthuruthel (standing, extreme 
left) and Shashank Tripathi (standing, extreme right) 
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How the photos in the package were shot: 
www.businesstoday.in/businesstoday.in/Vivan 





Founder and Managing Director, Institutional Investor 
Advisory Services India (IiAS). Decisions were reached at 
an intense 90-minute jury meeting on November 1 1 in 
Mumbai, moderated by Business Today's Managing Editor 
Josey Puliyenthuruthel with technical support from 
Shashank Tripathi, Leader, Strategy, PwC India, and 
Arup Mazumdar, Principal Consultant, Strategy and 
Research, PwC India. 

A word on the winners. Ever since N. Chandrasekaran 
took charge as CEO of IT services major TCS, the company 
has seen a scorching pace of growth. This year, for the 
second year running, the company topped the BT500. It 
came as no surprise then when the jury picked 
Chandrasekaran as 
India's Best CEO in 201 3. 
He also bags the Best CEO 
award for the IT & [Tes 
category. What makes 
Chandrasekaran tick: 
Find the answer in our 
profile (page 48). There 
are also detailed profiles 
of winners in the other 
categories: Shikha 
Sharma (Best Woman 
CEO), Rajiv Bajaj (Best 
CEO: Automobiles), Nitin 
Paranjpe (Best CEO of an 
MNC as well as Best CEO: 
FMCG), Aditya Puri (Best 
CEO: BFSI), K.K. Sharma 
(Best CEO: Pharma and 
Health Care), Akhilesh 
Joshi (Best CEO: Core sec- 
tor), and V.C. Sehgal 
(Best CEO: Auto 
Ancillaries). 

In a separate re- 
port, this vear's winners tell us how they overcame their 
own weaknesses to become the effective CEOs they are 
now. What are the managerial traits an Indian CEO 
needs to have to deliver results? Turn to page 1 22 for the 
answer. A column by jury chairman Kamath looks at 
how corporate leaders are made, while another by PwC's 
Tripathi discusses the conundrum the Indian CEO faces 
- defend his home market while foraying globally. In an 
interview, management guru Ram Charan talks of the 
changing role of the CEO and more. We also have an 
analysis reprinted from Harvard Business Review on how 
creating a sustainable competitive advantage is fast be- 
coming a challenge. ๑ 
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A SAFER DRIVE. FUEL SAVINGS. LONGER TYRE LIFE. 
MICHELIN ENERGY XM? tyre. 
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The New MICHELIN ENERGY XM? tyre features: 
Superior Silica based tread compound reduces rolling resistance by up to 2296 ', thereby saving fue! 


IRONFlex Technology provides optimum casing strength, and the new micro resilient rubbi 
compound enhances road grip, thus improving reliability and safety. 


Alternative Bridging Technology enhances the rigidity of the tread, and IRONFiex Technolog, 
provides optimum casing strength. Together, they help deliver up to 28%™ longer tyre life 


Available in sizes ranging from 12" to 15". 





3 BENEFITS - 1 TYRE 
To find your nearest MICHELIN dealer, visit michelin.in via your PC or mobile or 


call us at Toll Free No.: 1800 103 6424 


Follow us on Ei/MichelinIndia 
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"interna! test done in Michelin RAD Centre, japan Compared to a leading indian competitor. “Internal Michelin testi conducted in India on pulli roads comparing heading tyre maken in India 





VAT ARK EL 





VOLOHA 


VUHAUW NVAIA AH SHAVY 


เจ แบ 





CEO/TATA CONSULTANCY SERVII 


The IT czar has kept TCS 
on a high-growth pat! 
despite the persisting 
economic uncertainty. 
By GOUTAM DAS 
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to English-medium for the senior secondary exams. He 
graduated from the Coimbatore Institute of Technology 
with a degree in applied sciences and completed his post- 
graduate degree in computer applications from Regional 
Engineering College, Tiruchirappalli. 

“I remember Chandru (his friends called him 
Chandru) as a focused and hard-working student during 
our college days," says Nandakumar V., his hostel mate 
and slippers. "I am not tense at all now." at REC Tiruchirappalli, in an email. Chandra was not 

Chandrasekaran, or Chandra as he is popularly athletic at this stage. though he had played some cricket, 
known, may not be the only TCS executive enjoying peace batting a bit, bowling a bit, in school. Nandakumar moved 
of mind. The fast-paced growth India's largest software to the United States in 1989 and now runs a company 
services exporter has recorded since Chandra took over as called Yes-M Systems LLC in Atlanta. He kept interacting 
CEO in October 2009 would make any company executive with his college friend whenever Chandra visited North 
stress-free. TCS has nearly doubled its revenue in the past America to handle TCS projects in the late 1980s and early 
four years to $11.6 billion for the year ended March 201 3. 1990s. Even at the time, says Nandakumar, Chandra 
It has grown at a compound annual rate of 21 per cent aspired for leadership roles. 
despite a crippling slowdown in its main markets of North Chandra never attended any management school. 
America and Europe. The company also led Business Nor does he read much management literature. His les- 
Today's list of 500 most valuable companies in India for sons in running a company have come from real-life ex- 
the second year in a row and has widened the gap with periences. Of course, he benefited immensely from the 
second-placed Reliance Industries. platform he inherited from S. Ramadorai, his predecessor. 

Chandra's old friends believe he is a corpcrate legend 4 strong delivery mindset was already part of the com- 
in the making. His story has the familiar ‘filmi’ trappings pany's DNA when he took over as CEO. He also flourished 
of a small-town guy making it big — from a village called because TCS is part of the Tata group. “The group is 
Mohanur in Tamil Nadu where he grew up. to his professionally managed, so I get to run the show. 
current sea-facing apartment, Sagar For me, it is the enormous freedom to oper- 
Darshan, in the country’s business capital. — , ” ๒ จ & ate. Then there is the strong value system 
Chandra lives on the second floor of f J Chandrais “น % ofthe group,” says Chandra. 


who has a family history of diabetes, started running in 
2007 to improve his fitness level. The marathon runner 
has changed in many other ways since then as well. He 
has become more persevering, patient and observant — 
desirable qualities for one who leads a company of 
285.250 people. He is also more relaxed. "1 used to be 
more tense as chief operating officer and in my earlier 
years," he says. He is dressed simply in a plaid shirt, jeans 
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the apartment with wife Lalitha and f  fnotamicromanager.S 4% One of Chandrasekaran's early in- 
15-year-old son Pranav. Theofficeison f F He gives executives ' 8 fluences was his father, who wanted 


enough freedom to him to document every rupee he spent. 


the first floor. It is intricately designedin — & | operate. But he sets | | 

classic European style with vintage |  Mhemambitioustargetsf He learnt lessons in frugality, honesty 
porcelain vases, statues, candle stands, & น andhisreviews f ส # and perseverance from his father. 
clocks and chandeliers complementing จ ด $ "C Itérisé S of "Every time I wanted to do something, 
vintage-like furniture. The only Indian ®Ņ "ee 4f he would ask iff am committing myself for 
touch are the paintings on the walls, one of e ส ส ศ - ศ the long term or was it for the short term. He 
them ~ of the ghats of Varanasi - by Pune-based lib ม would say whenever you have to do a one-off 
landscape artist Govind Dumbre. The home-office also thing, you don't have to think much. Long-term com- 


mitments have to be thought through," says Chandra. 
Chandra remembers an incident that influenced the 
way he looks after his people. In the government school 
in Mohanur, when he was in the sixth grade, Chandra 
could not attend classes for more than two months be- 
cause of a surgery he underwent. His class teacher, 
Kannammal, kept for him the complete notes of what was 
taught in every subject during his absence. "The teacher 
didn't have to do that. I didn't think about it so much at 
that time. Many of these things come to my mind now.” 
he says in a reflective tone. "Now I think about what it 
means to take care of people. You work in a team. 
Somebody or the other will always need help. It is impor- 


has video conferencing facilities, a gym, bedrooms, and a 
bar where Chandra settles down with single malt in the 
evenings. The only things modest about the apartment 
are an old, manually operated, two-door elevator and the 
CEO's yellow Nano minicar, which is parked beside his 
black Mercedes. 

All this is a world apart from his early life. Chandra 
was born in an agricultural family and had five siblings. 
His father, Srinivasan Natarajan, was a lawyer by profes- 
sion but also managed the family farm that grew bananas, 
rice and sugarcane. Even Chandra tried farming for six 
months before realising it was not his cup of tea. He stud- 
ied in a Tamil-medium government school and switched 
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...When you need it most. * | 





We understand the agony you feel when a loved one is hospitalized. That’s why we are by your side r 





[m] [s] Taking care of the expenses. While you take care of the one who needs you most. Let the best of Japanese e! 
+ Indian empathy work for you. Now. And when you need it most. 
[m] i ๑ Award winning services ๑ Aided by technology and delivered with care * 7 million+ happy & healthy customer family 


Scan QR code to know 


more about Chola MS Call 1800 200 5544 (toll free) or sms CHOLA to 56677*; www.cholainsurance.com 
YD /CholaMSinsurance 


Wi /cholamsinsurance Comprehensive health insurance covers: Individual & Family Floater * Topup * Critical * Hospital hs 
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HEALTH INSURANCE 


With you when you need us most 


Cholamandalam MS General Insurance Company Limited 

( A joint venture between Murugappa Group & Mitsui Sumitomo Insurance Co. Ltd, Japan) 

Regd. Office: Dare House, 2, N.S.C Bose Road, Parrys, Chennai — 600 001. India. 

T: «91-44-3044 5400 F:+91-44-3044 5550 E: customercare(2cholams.murugappa.com 


Disclaimer; For more details on risk factors, terms and conditions, please read sales brochure carefully before concludin 
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tant to spend the time to help him.” 

In the early stages of his career at TCS, Chandra learnt 
vital management lessons from customers. Around 1993, 
he was working on a very large US federal government 
programme. In the first phase of the project. TCS did a 
spectacular job. On the day the second phase was about 
to go live, the client manager came up to Chandra and 
asked him out to lunch. Chandra was alarmed. The sys- 
tem was going live and he felt he had to stay in the office. 
But the client manager was persistent. "I was very restless 
in the car. There were no mobile phones those davs - no 
one could have reached me," he says. "The client man- 
ager then said he needed to find out who could step into 
my shoes. Somebody needed to handle the job when | 
wasn't around." That was a lesson in delegating, trusting 
people and risk taking. 

A recent incident highlights Chandra's risk-taking 
spirit. In September this year TCS was up azainst four 
competitors in Saudi Arabia to set up a business process 
outsourcing (BPO) centre that would service clients such 
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as state-run energy giant Saudi Aramco and US conglom- 
erate General Electric. Abid Ali Neemuchwala, who 
heads TCS's BPO business, was speaking to Chandra about 
the project when the CEO suddenly popped the question 
-why not set up an all-women centre? This was unheard 
ofin the deeply conservative Islamic kingdom. "It created 
a competitive advantage and became a very unique 
proposition. This shows his ability to think out of the 
box." says Neemuchwala. 

Pradeep Udhas, Head of Markets at consultancy KPMG 
India, feels Chandra's grip over whatever is happening in 
the company is awesome. Brother of ghazal singer Pankaj 
Udhas, Pradeep is a singer and composer himself and 
Chandra has attended his performances. "There are two 
different types of brains. Some leaders are very good with 
the macro picture and the vision. Some are more detail- 
oriented," says Udhas, who has known Chandra for 2 3 
vears. "He has this great ability to see the big picture and, 
at the same time, go down to minute levels of detail. Even 
while leading a $12 billion company. he would know 
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about a $2 million project TCS is pitching for.” themselves but also their families. The pe 
Chandra's control over the firm does not mean he allows the CEO to remain connected witi 

is a micro-manager. His trusting nature allows his While remembering so many names appe 

executives enough freedom to operate. But he sets man, research from Kansas State | 

ambitious targets and his reviews are intense. vear said it was not brain pow 

“I feel I am in review every day. He knows determined a person's ability 

every single thing about my unit,” says names. It was his level of interest 

Pratik Pal, head of TCS's retail business. | anever and the desire to understand tl 

"When I go to make a presentation to attended management mattered. This ability is found 


school. Nor does he read 


a customer in the US — when it's 3 a.m. 
much management 


who are more socially awa! 


in India —I get an SMS from him. ‘How literature. His lessons definitely is. He also has 
is the preparation?’ After two hours, in running acompany once flew back from the 

get another SMS, ‘How was the pres- come from real-life his dog Rav. a Beagle. wh 
entation?’ He remembers a presentation เร ม Ray died earlier this ห อ ล ง 
even if I had told him about it two weeks after struggling with the dis: 
before," says Pal. months. "He was a good guy, ( 

Chandra also has a phenomenal capacity for "We have been thinking ol getting : 

remembering people — some executives claim he knows will wait till my son finishes his Class X exams. % 


at least 5.000 of them by their names. Corridor conversa- 





tions with him can revolve around not only the executives 
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RISK-TAKER 


In her 33-year career, Shikha Sharma has 
learned that it pays to look beyond the 
obvious and the safe. By MANISHA SINGHAL 


hen Shikha Sharma, 
Managing Director 
and CEO of Axis Bank, 
walks into a room, 
her simplicity is im- 
mediately apparent. 
Her manner is most 
unassuming — unex- 
pected of a top busi- 
nesswoman. 
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In her plush Mumbai office, she speaks freely about 
the choices and challenges in her career, but is measured 
and guarded about personal questions. Three things de- 
fine her, she says: “I want to learn. I do not fear anything, 
and a lot of people have invested in me and made me who 
Lam today." The only way to pay them back. she adds, is 
to invest in other people. 

In 2000, when private companies were allowed to 
enter the insurance business, she grabbed the opportunity 
with both hands. After nine years at insurer ICICI 
Prudential, she returned to banking when she joined Axis 
Bank in 2009. 

"Moving to Axis was the best opportunity of my ca- 
reer,” she says. “It is a different experience. It is a large 
organisation that has different levels of complexity." Her 
shift from ICICI to Axis made headlines and prompted 
some speculation as to how things would go for her there. 
She had spent 29 years helping build the ICIC! edifice, and 
Axis took her out of her comfort zone. There were mur- 
murs about the selection process for the top job at Axis. 
too. But she dismisses any talk of opposition to her getting 
the job: "Was there a buzz on that? Well, in any case if 
there was, it is settled now." 

Sharma attributes her readiness to take risks to her 
upbringing. “I am happy to take risks,” she says, and adds 
that growing up in an armed forces family teaches one to 
overcome fear and anxiety. and to cope with situ- 
ations. At Axis, the challenge was to under- 
stand the business and get to know the top 
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gathered over years in the business. 

Kalpana Morparia, CEO for South Asia and India op- 
erations at JP Morgan Chase, lauds Sharma’s ability to 
create new businesses and take significant career risks in 
doing something that is not her forte. “Her passion to build 
businesses amazes me, and shows her great entrepre- 
neurial skill and her desire to build and scale up new 
businesses,” says Morparia, who was joint managing di- 
rector at ICICI Bank and five years Sharma's senior 
(Morparia joined in 1975). 

Sharma says her biggest strength is being a good 
learner, and adds that she has no ego when it comes to 
learning from others. She is also not scared to make mis- 
takes. “Till such time I get everything right, I'm willing to 
learn and I'm willing to make mistakes,” she says. “I al- 
ways tend to spend a couple of months understanding and 
learning, and frame a point of view about businesses, and 
then I get into execution mode.” 

Axis is just the beginning of a new chapter in 
Sharma's career, which began after she landed a job in 
ICICI in 1980. She earned her MBA from the Indian 
Institute of Management Ahmedabad, with a major in 
finance. There she also found her life partner Sanjaya 
Sharma, who was her classmate. He has been working 
with Tata Sons for 33 years. She dodges the question of 
who scored better. 

As much as she helped shape ICICI, it helped 
shape her career, “I can tell you that I cut my 
teeth there, learnt my leadership style and 


management team. “I took a couple of everything that I know about financial 
months to understand the banking P biggest strength is à services in ICICI,” she says. She laid the 
scene and working with the team on P being a good learner. foundation of ICICI's personal finance 


where to take the bank," she says. “I 
think things worked out well." 

They have indeed. Since she took 
over, the bank has more than doubled its 
branch and ATM network. It has expanded 
in foreign markets, including Singapore and 
Hong Kong. Its net profit, on the basis of com- 
pound annual growth over three years, increased by 
30 per cent. Axis Bank today is India's third largest private 
bank, after ICICI Bank and HDFC Bank. 

In 2010, Axis bank acquired the investment banking 
and broking units of Enam Securities for 32,070 crore. 
The Enam deal brought Axis closer to being a universal 
bank and filled the gap in its corporate business by offering 
equity and M&A services. However, regulatory processes 
delayed the closure of the deal, and Sharma describes it as 
“a trying period”. 

Axis Bank's Deputy CEO Nilesh Shah says: “Axis is 
now very close to being like a foreign bank and has moved 
a notch above a private bank.” He says the bank is benefit- 
ing immensely from Sharma’s experience and wisdom 
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services business, and that was not the 

only start-up she helped establish. “I 

was part of the investment banking 

start-up, I was part of structured finance 

start-up, I was part of the retail finance 

start-up, and I started the life insurance busi- 
ness at ICICI.” 

In ICICI, she found mentors such as K.V. Kamath. 
who was then Managing Director and CEO. She says that 
an introduction to the personal computer and a lesson in 
making an Excel spreadsheet are just two small examples 
of the things she learned from him. The opportunity to 
head the insurance business in 2000 was a big one. Other 
mentors included Narayanan Vaghul, the bank's former 
chairman and Mark E. Tucker, former group CEO of 
Prudential. who went on to become a major influence. 

Besides mentors, Sharma also found friends among 
her colleagues, such as Morparia and Renuka Ramnath, 
founder of Multiples Alternate Asset Management. These 
relationships have lasted through the decades, even after 
they have all moved on from ICICI. 
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“We've now known each other for 33 years, and our 
relationship is way beyond being office colleagues,” says 
Morparia. “We have a lot of common passions, and we 
travel together.” She and Sharma travelled to Kashmir 
last year, along with Ramnath and another former ICICI 
colleague, Ramani Nirula. “It’s great to have women bud- 
dies,” says Morparia. “There is a handful of people Shikha 
can use as a sounding board, and 1 think I'm one of them.” 

When Sharma decided to leave ICICI in 2009 for Axis, 
it was soon after she lost the top job to Chanda Kochhar. 
But Sharma says this was not the reason for her leaving. 
“Axis was a great opportunity,” she says. “I know that 
when it comesto people, the choices are not easy and it is 
very difficult to explain why you choose one person over 
the other, especially when they are near equals." 

Her success in ICICI Prudential was headv. By the end 
of 2008, its market share was nearly 13 per cent (new 
business annual premium equivalent) with the next pri- 
vate player at 9.4 per cent. In 2008/09, the company 
registered a total premium income of 115,356 crore, an 
increase of 1 3.2 per cent over the previous year. The new 
business premium income stood at 16,484 crore, and the 
company reached a milestone of nine million policies is- 
sued since inception. 

This fast-paced growth had its critics, and there have 
been allegations about mis-selling of ULIP {unit- 
linked insurance plan) products. Sharma defends 
her company against these charges, saying 
some are warranted but others are not. "I 
think there were too many regulatory 
changes that were happening too fast, 
and that slowed down the insurance 
sector," she says. 

Ramnath, who was deputy general 
manager at ICICI Ltd in the early 1990s 
and reported to Sharma, recalls that their 
22-year-old relationship was turbulent in 
the beginning but later settled down. The 
two are now almost as close as sisters, she says. 
adding: "When Shikha visits mv home. we even chat 
sitting on the floor. She is such an unassuming person, 
she is ready to-eat with me in the kitchen rather than in 
the dining room.” 

Ramnath says Sharma was an exceptionally demand- 
ing boss. She recalls an incident from her initial years. “On 
a crazy workday, I finalised a term sheet and wound up 
work at two in the morning, and left it with a handwritten 
covering note on Shikha’s table,” she says. “The next day, 
when I turned up in the office, I got a drubbing from her. 
She pulled me up for the note not being typed and said it 
was highly unprofessional.” 

Far from ruining the relationship, the incident 
strengthened it. “We became a formidable team after that 
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and covered for each other, as Shikha was good at corpo- 
rate strategy and planning. and I was good with clients," 
says Ramnath. 

But friendships are firmly compartmentalised, because 
Sharma says she believes a CEO's position is very lonely. 
“Tve enjoyed being a CEO and have enjoyed getting the 
opportunity to shape something as it grows,” she says. “I 
think that is the fascinating part of it, but it is a lonely re- 
sponsibility, as ultimately every decision ends with you, 
and you just cannot blame it on anyone else." 

This belief perhaps shaped her leadership style. as she 
is of the opinion that consensus is for larger routine issues. 
However, on bigger issues, where decision making is 
crucial, she says. one needs to listen to oneself. She says 
she has often overlooked the majority view and come out 
triumphant. "You should do things that you believe in." 
she says. "There has to be a fine balance between listening 
to people and taking decisions.” 

A hands-on boss is a hands-off mom. Her children - a 
son and a daughter - "love her this way”, she says. But 
she does want to lead by example in her personal life, too. 
So when she wanted her children to learn music, she 
enrolled for singing lessons too. "My son picked up playing 
the guitar quite well," she says. 

Behind the hard-nosed businesswoman facade, her 

friends say. Sharma is a fun-loving person. Morparia 

says she loves shopping and has a great collec- 

tion of exquisite Indian weaves. By her own 

admission, Sharma enjoys Bollywood 

movies and tries to catch them on open- 
ing weekends. 

Unlike many CEOs, Sharma likes 
lazy mornings. "These days. I’m into 
swimming, so I catch a swim in the 
morning,” she says, adding that she is in 

office till at least eight in the evening. 

She was a good student, and good 
with numbers. This has helped her in profes- 
sional life. "I did very well in application of 
mathematics courses,” she says. "I'm good at using 
data for decision making and at reading data patterns." 
She says she scored better than most of the engineers in 
her MBA class. And was she better with numbers than her 
husband: Again she deflects the question. "I have learnt 
a lot from him” is all she is willing to say. 

Her colleagues say she has come into her own after 
joining Axis Bank. She seems to agree, as she signs off the 
interview with Business Today. " At this point in time. I do 
not think that there is any leadership skill that 1 need to 
work upon. It is now more an issue of allocating my time 
to different issues." € 
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Rajiv Bajaj dived into homeopathy and yoga to 
weld a modern marketing strategy. The results 
are therapeutic. By SUVEEN SINHA 





Where are many endearing man- 
agement books, but there are no 
enduring ones. Immersed in that 
belief, Rajiv Bajaj decided to 
script his own. Not a physical 
book, but a set of ideas that are as 
intangible as some of the princi- 
= ples they emanate from. It took 
years a striving, seeking, and finding. 
Curiously, strategy was the last ingredient 
to be added to the recipe. 
The first was homeopathy. 





Zeal to heal 

Sometime in 2002, Bajaj noticed that his 
son, four years old then, would fall ill every 
two or three months. So would the son's 


friends. That set Bajaj thinking. “Our child- 
hood was not so long ago. But I do not re- 
member us falling ill so frequently.” Some 
of it could, of course, be ascribed to pollu- 
tion, junk food, the changed lifestyle, and 
the accompanying stress. But what was the 
solution? The usual prescription of para- 
cetamol, antihistamine, antiobiotics and, 
in acute cases, cortisone could not be sus- 
tained for long. 

As is his usual approach, when Bajaj 
thought of homeopathy as the possible so- 
lution he dived deep into it, right down to 
the Organon of medicine written in 1810 
by the father of homeopathy, German phy- 
sician Samuel Hahnemann. He ap- 
proached the subject devoid of the scepti- 
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RAJIV'S RECIPE 


Three things have influenced Rajiv Bajaj's strategic thinking the most 











meopathy Yoga 


RACED IN: 2002 


XS: Samuel Hahnemann's 
anon of medicine, Rajan 
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LEARNING: Deal not with 
iptoms caused by 

genous factors; heal from 
inside by addressing the 
endogenous causes 







MANAGEMENT APPLICATION: 
Work from the inside to : 
clarify, correct and strengthen 
the strategy to remove any 
susceptibility in the 
organisation 


cism that can at times afllict practitioners, and under- 
stood more than he read. 

"Rajiv tends to relate everything to homeopathy these 
days, so much so that his son says he suffers from 'home- 
opathy ke side effects’. Sometimes he overdoes it. His dogs 
are on homeopathy. I treat them.” says Sunil Anand, 
Bajaj's doctor, who is based in Pune, the same city as 
Bajaj and his company, motorcycle and three- 
wheeler maker Bajaj Auto. 

Today. everyone in Bajaj's immediate 
family, extended family, friends and col- 
leagues is on homeopathy. So is his 
company, albeit with a twist. 

It is said of homeopathy that it does 
not benefit those who do not have faith 
in it. But with Bajaj the benefits came 
first, then the faith. And the faith, once 
entrenched, segued into management 
philosophy. 

Here is how. All branches of medicine have 
the concepts of wellness and the immune system. 
Cough or cancer, if pushed hard all doctors will tell you 
the cause is that your immune system has gone awry. 
Only, a homeopath approaches it differently. 

If cold weather gives you the flu, prawns allergy. or 
playing squash aches and pains. it does not mean that 
cold, prawns and squash are bad. They cause no harm to 
scores of other people. They are exogenous, exciting 
causes that disturb your wellness because of endogenous 
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factors that are specific to you. 

"That is true of businesses as well. The information 
technology industry has rumblings, but TCS (Tata 
Consultancy Services) shines bright. Sun Pharmaceutical 
goes from strength to strength. but not the others in that 
industry. IndiGo can do no wrong, but that cannot be 

said of many others in aviation," says Bajaj. That can 
be put down to the individual constitution of the 
companies. 
The homeopath deals not with symp- 
toms but with the endogenous cause so 
that you are no longer susceptible to 
exciting factors from the outside. The 
manager's job, in the same way, is to 
work from the inside to clarify, correct 
or strengthen the strategy to remove 
any susceptibility in the organisation. 
"Asa manager, my job is to work not 
on the system but in the system. Within the 
same system and environment why should I 
not be more like TCS, Sun and IndiGo? I must be less 
concerned with the exciting causes that lie outside of me 
and be more aware of the fundamental causes that lie 
inside me. The homeopathic equivalent of individualisa- 
tion in the corporate world is specialisation. Every 
company should be specialised in certain important 
aspects. In homeopathic terms, every individual has a 
constitution: the analogy in the corporate world is a 
business model," says Bajaj. 
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Listening to Bajaj - the 
voice coming out of his 
mouth but so rich in timbre 
it seems to originate from 
some place deeper - the ap- 
plication of homeopathy in 
corporate strategy sounds 


deceptively simple. But, of 


course, it isn't. And there- 
lore Bajaj has no hesitation 
in giving it out. 

A person's immune sys- 
tem is intangible. It cannot 
be captured on X-ray, MRI, 
or ultrasound. Nor can it be 
operated on. The same is 
true of a company's strat- 
egy. Unlike its material as- 
sets like land, manpower, 
capital, and machinery, its 
strategy is impalpable. "I 
can show you all the mate- 
rial aspects of Bajaj Auto, 
but if you say please show 
me your strategy, I cannot," 
says Bajaj. 

There is safety in that, 
just as there is in his adop- 
tion of Jack Trout's ideas. 
But we will come to that 
later. For now, there is 
yoga. 


Centre, forward 

The concept of yoga comes 
from the word yog, which 
comes from union — union 
of the body with the mind, 
and of the mind with the 
Creator. In another word, it 


means alignment. What you think and what you do 
should be aligned to a superior goal. 

In the corporate world, as companies grow bigger, the 
larger goal — the mission, the vision — becomes hazy. And. 
as would happen in the case of all things hazy, aligning 
your organisation to the goal becomes difficult. 

But some manage to keep it sharp. “IndiGo has a 
clear goal: an airline that is hassle-free, on-time and low- 
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‘STEVE JOBS OF MOTORCYCLES’ 
By Jack Trout 


t is not an exact analogy, but Rajiv [Bajaj] is kind of 

Steve Jobs of the motorcycle world. Jobs was very 

rare; he was the best marketing CEO in the technol- 
ogy world. He had a sense of marketing and design. 
He knew what he wanted and pushed his people to 
come up with it. 

Rajiv got a new engine technology. He got out 
of scooters, a decision which did not make his father 
very happy. Of all the moves he made, [pulling out of 
scooters] was the boldest. His father's reputation 
was built on scooters, and on that thing | can never 
pronounce [Hamara Bajaj]. That's what separates 
him from several other CEOs. 

We have had long discussions on it. How many 
battles can you fight? And how many battles do you 
have the resources to fight? You have to concentrate 
your forces if you are going to win battles. 

Rajiv and | have disagreements, but it is fun discuss- 
ing things with him. | have told him that he has to 
reposition the Bajaj brand. His family uses the Bajaj 
name for a lot of other stuff. It is not good, especially in 
the very competitive world in which we live. You have to 
have some priority about your brand. | have had argu- 
ments with his father about that. | have told him that 
if | were him | would rebrand all the other businesses. 

Jack Trout, the marketing strategy guru, has worked 
with Rajiv Bajaj and his team for nearly three years. 

(As told to Suveen Sinha and Goutam Das) 





that heals. 


64 BUSINESS TODAY January 5 2014 


cost. The goal is clear. 
Everything [CEO] Aditya 
Ghosh does is aligned to 
that.” says Bajaj. “When 
we said to ourselves we will 
be a motorcycle specialist, 
it served to align everyone 
to that goal. The purpose of 
the organisation is clear.” 
(see Steve Jobs of 
Motorcycles.) 

That is easier said than 
done, given that corporate 
history is full of the debris of 
diversification. To avoid 
joining the heap. Bajaj 
looks at yoga for solutions. 

Before Baba Ramdev 
planted images of kapal 
bhati in the minds of Indian 
television viewers, yoga 
was mostly about the aas- 
anas. The aasanas, while 
putting the body in a cer- 
tain position, focus on the 
breath. In homeopathy the 
remedy works on the nerv- 
ous system and the nerves 
carry the sensation of the 
remedy through the veins. 
correcting the physical 
body. Yoga acts on the 
breath, whose power influ- 
ences the nerves as the 
body gets stretched in ส 
way that stretches the 
nerves in a certain way. 
That carries sensations to 
the brain, which releases 
certain chemicals in a way 


Therefore, the first thing you need to do in yoga is to 
choose the aasana you want to perform. That is, take a 
position. The second is to find your centre in that position, 
so that you are perfectly balanced and the aasana feels 
eflortless. That achieved, vou can stretch. or twist, or 
bend or do whatever else you want in that position. The 
critical thing is to find your centre. 
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“We can translate this in business terms as first a 
company or brand must take a position in the market. 
What do you stand for? Secondly, you have to find your 
centre in that position; doing business in that position 
should become less and less stressful. You should not be 
sweating, you should not need a prop. If you do, you are 
not aligned. Once you find the centre -- once your morale 
is high, your sales are good, your margins are good, your 
attrition is low, and you come to work happy -- you 
can expand,” says Bajaj. 

Clarity of goal, therefore, is not to snulf 
out expansion - after all, growth in busi- 
ness is all about product and market 
expansion ~ it is about growing after 
you have taken a clear position and 
found your centre. 

That's nicely put, but is anything of 


gleaned Bajaj N in 
positioning, 
| "differentiation. and 
| pp au from AI | 
& Ries and Jack Trout's | 
% books, and by 





core competence, bottom of the pyramid, just in time, 
total quality management, CAD-CAM, Lean, Six Sigma. 
Seven Habits of Effective People. Seven New Habits of 
Effective People. and the Blue Ocean strategy. 

“The Bible is the Bible forever. If you Google 
Newton's laws, they are the same. The Bhagwad Gita 
never changes. A book on medicine evolves, it changes 
a little bit. Chemistry, biology. physics, and religion 

evolve. Management does not evolve. Suddenly 

one business school decides, "This time to get 
all students in for $100,000 a year I must 
sell them something called Restructuring 

the Corporation, the new thing to do'. 

By the time the poor critters are pass- 

ing out some new theory has come. 

They realise they have wasted their 

two years and learned nothing. And 


this startlingly new? interacting with g authors of business books keep writing 
Bajaj handles the question adroitly. "Ws rout on these topics." 





"Even if you say there is nothing new about 

this, at least homeopathy and voga have 

given me a different language, a different set of 
words with which to talk to people so that their mind 
opens up to something new. Otherwise, we are spewing 
the same buzzwords all the time and nothing changes." 


Fishing for Trout 

Bajaj does not have much patience for the usual buz- 
zwords of corporate strategy. And for gcod reason. 
Studies say 90 per cent of all new products and services 


E411 
FAX AT THE 18 », 





in the United States and Europe failed in a certain period. 

“What can explain this? Would you fly an airline that 
crashes 90 per cent of the time? Go to a surgeon 90 per 
cent of whose patients die? Send your child to a school 
with 90 per cent failure rate? What gives managements 
the right to be wrong 90 per cent of the time?" Bajaj asks, 
referring to the questions raised in a book by marketing 
strategy consultants Al Ries and Jack Trout. 

According to him, the problem lies in the fickle nature 
of management thought. "Every six months they invent 
a new theory." he says, raising a sardonic eyebrow while 
mentioning principles like world-class manufacturing. 
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The trouble is, all things do not fit into 

one puzzle. A management person cannot 

look at the puzzle and choose his toolkit. "This 

kind of flawed education leads to the theory that you just 

have to do something better, that if you do something 

better you will have better business. There is no talk 

about specialisation, sacrifice, differentiation. or first- 

mover advantage. There is none of that. They do it be- 

cause they are also running a business, they need to get 

students into seminars and sell their books. Mr Ries says 

the vast majority fails because they were introduced to 

serve a market rather than to create a market. The job 
has to be always to create a market." 

From Ries and Trout's books, and by interacting with 
Trout, Bajaj gleaned lessons in positioning, differentia- 
tion, and specialisation, as well as counterintuitive 
concepts like 'strategy does not decide tactic but tactic 
decides strategy’. 

He quotes them freely. Trout says, half in jest, that at 
times he wonders if he did really say that. 

Just as in the case of homeopathy and yoga. Bajaj's 
gleanings from Ries and Trout are not kept in Fort Knox. 
And that is where the homeopathic principle of individu- 
alisation comes into play. 

"Mr Trout's books are available to my competitors. 
They can also hire him. Somebody else will get invaluable 
advice but not necessarily the same answers we got. They 
may get superior answers, but different answers. You 
have his gyan, but how do you apply it specifically to your 
business model? That I understood from homeopathy." 

Talk about perfect alignment. Talk yoga. € 

ADDITIONAL REPORTING BY GOUTAM DAS 
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Nitin Paranjpe's focus on the consumer, rigorous attention 
to detail, and leadership qualities have infused the slow, 
complacent HUL with dynamism. By AJITA SHASHIDHAR 





E he dry summer heat of May and June 
can be quite oppressive in Pune. But it 

did not deter Nitin Paranjpe, then 
Managing Director and CEO of 
Hindustan Unilever (HUL), from step- 
ping out of the air-conditioned confer- 
ence room of HUL subsidiary Kimberley 
Clark Lever, for a market visit in 2011. 
Paranjpe and Prakash Iver, 

oo Managing Director of the Pune-based 
Kimberley Clark Lever, walked into a kirana store in 
the city's Hinjewadi locality. A dusty bottle of Vim 
dishwashing liquid caught Paranjpe's eye. He rolled 
up his sleeves and started wiping the dust off the bot- 
tle. Just as he was striking up a conversation with the 
store owner, a teenaged student walked in to buy a 
packet of Maggi noodles. Paranjpe asked the shop- 
keeper to step aside and interacted with the student 
himself. He asked the student why he preferred Maggi 
noodles to Knorr (an HUL noodle and soup brand) and 








eventually persuaded him to buy a packet oi Knorr 


instead of Maggi. 

Iyer says the teenager had no inkling he was taik- 
ing to the CEO of HUL, thanks to Paranjpe' s humility 
and focus on the consumer. H is the combination c 
intellect and the ability to get close to issues that 
makes Paranjpe one of the most successful CEOs of the 
126.000-crore consumer goods behemoth. 


This consumer-centric approach has paic 


iiet od 


















handsomely. When Paranjpe took over the reins of 


HUL in 2007, it was going through one of its rou 
patches. Revenue growth was in the single digits. : 
Paul Polman. CEO of Unilever Plc, had even deci 
that its Indian arm was an "underperformer , 7 
years later, at the company's annual review, 
Paranjpe admitted that he and his team had made 
mistakes. A former colleague of his, who now heads 
an Indian consumer products company, says. "He 
said the mistakes were part of a learning curve. and 
promised to fix them. It requires immense 
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a leader to own up to his mistakes publicly.” 

HUL’s top team realised it could no longer afford to rely 
on its decades-old strategy of catering to the mass market. 
“We concluded that getting back to growth would require 
us to become even more obsessive about consumers, their 
changing needs and aspirations,” says Paranjpe, now 
president of the home care business of Unilever Plc. He 
adds that HUL set up organisation-wide initiatives to make 
the consumer focus the corner stone of everything it did. 

His former colleague and friend, Jyothy Laboratories 
CEO S. Raghunandan, calls him a “nuts-and-bolts guy” 
who leaves no stone unturned to ensure his company’s 
vision is implemented. The focus on the consumer became 
something of an obsession for Paranjpe. 

By keeping an eye on changing consumer aspirations, 
Paranjpe steered HUL from just a mass products 
company to a mass and premium products 
one. The Pond's cold cream brand, for in- 
stance, was extended to a range of high- 
end anti-ageing cosmetics. Similarly, the 
Vaseline brand, synonymous with pe- 
troleum jellv for chapped lips. got a 
makeover in the form of men's groom- 
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E HUL management 
E trainees at least once a 
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CEO of Harish Bijoor Consults. “I always felt he could have 
made a great career as a human resources professional. ” 

Former head of Britannia Industries Sunil Alagh says: 
“Tt is not easy to be humble, being the CEO of HUL." He adds 
that all of corporate India is struck by Paranjpe’s humility, 
and believes that the company’s turnaround can be at- 
tributed largely to his people skills and efforts to dismantle 
hierarchies in the organisation. 

“One needn't be a direct reportee of Nitin to meet 
him." says a young HUL management trainee. "Even the 
most junior area sales manager can meet him and share 
his or her views with him." Indeed, while he was CEO at 
HUL, Paranjpe made it a point to have lunch with manage- 
ment trainees at least once a week. This, he says, helped 
him understand what young India aspires to. 

Even at the organisational level, says 
Raghunandan of Jvothy Labs, he set up ro- 
bust processes that helped HUL to put 
consumers at the centre of everything it 
does. A case in point is Mission Bushfire, 
which requires every HUL employee to 
spend at least one day a year in the 
marketplace to understand consumer 


ing products. what young India g behaviour. The company also has an 
“HUL always had a good product บ aspires to d internal website called Point of Purchase 


portfolio, but under Nitin, it started offer- 
ing the best.” says Devendra Chawla, CEO of 
Food Bazaar. The premium products, he adds, 
had higher margins and ensured a better growth rate. 

Chawla says he will always remember Paranjpe for 
developing the Indian consumer market in line with con- 
sumers changing aspirations. Although the premium 
segment was high on Paranjpe's agenda, he didn't over- 
look the rural market, HUL's mainstay for decades. He 
aggressively increased distribution: the number of rural 
outlets doubled to two million between 2010 and 2012. 
“One needs strong leadership to take these kind of steps, 
as rural distribution requires huge investments, and the 
benefits and growth are rarely as fast as one would like 
them to be.” says Abneesh Roy, Associate Director 
(Institutional Equities — Research), Edelweiss Securities. 

Paranjpe says building superior brands through in- 
novation and backing them with good market execution 
are at the heart of his company’s strategy. “This has 
helped build competitive advantage.” he says. HUL has 
grown consistently at 10 per cent for 10 consecutive 
quarters. Revenues climbed to 326,000 crore in 2012/13 
from 117.764 crore in 2009/10. 

Brand specialist Harish Bijoor. who worked with 
"aranjpe during the early part of his career, says Paranjpe 
is the most down-to-earth CEO Hindustan Unilever has 
ever had. "People skills are something Nitin excelled in 
even in the early part of his career," says Bijoor, who is 
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Eye or Popeye, where any employee can 
give an update on stock availability in any 
store in the country. 
Paranjpe believes in setting unrealistic goals to 
get HUL employees to perform and come up with break- 
through ideas. This is something he learned from late 
management guru C.K. Prahalad during a conversation 
about what could make HUL an even greater company. 
“The value of that conversation which stayed with me 
was how a mismatch between aspirations and resources 
is a necessary condition for any breakthrough and inno- 
vative thinking," says Paranjpe. “I experimented with this 
thought in my recent stint and saw it come to life when 
people took on goals and aspirations which had no cor- 
relation with the resources. When we live with these 
possibilities, then magical outcomes do take place." 

So, what is it from the India story that Paranjpe would 
like to replicate in his new role as President of Home Care, 
Unilever Plc? "The most important learning is the need for 
our obsession with consumers." he says. "If we are able to 
delight our consumers, we will continue to win. Another 
important learning was that we should not be complacent 
about our leadership position. We need to constantly chal- 
lenge ourselves and ensure that we continue to lead in 
both thought and practice, and that is the only way to 
remain in a leadership position for the long term." € 
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A HEALINY BALANCE 


Aditya Puri likes his evening walks. He likes gardening and playing 
with his dogs. He has also built a bank. By ANAND ADHIKARI 
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ne day in the early 1980s, Aditya Puri 
faced up to his boss Nanoo Pamnani. Puri 


was then heading Citibank's Delhi opera- 
tions and Pamnani was the lender's India 
head. Pamnani was a tough task master 
and his frequent phone calls would stress 
out his colleagues. "How much profit do 
you want?" Puri asked Pamnani, who 
then named a figure. "What if I give you 
50 per cent more," said Puri. Pamnani 





was more than happy with the pro 
condition: "You have to stop callii 
Pamnani agreed. “Aditya gave mi 
being tough on him,” says Pamnani, 
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of his job. He has been at the helm of HDFC Bank since its 
inception 20 years ago, making him the longest-serving 
chief executive of any private-sector bank in the country. 
Over this period, he has built from scratch a bank that is 
now the biggest in the country by market value and the 
seventh-largest by assets. 

The tremendous success Puri, 63, has had may give 
the impression that he is a workaholic. Far from it. Puri 
does not believe in putting in long hours at work. He val- 
ues his leisure time and has created a perfect work-life 
balance. At Citibank, he would leave office before sunset 
without fail. Three decades later, come hell or high water, 
he hits Mumbai’s Worli Sea Face every evening for a walk. 
"I believe if you do your job properly, you will go up in life 
and in your career,” he says. 

But the man who created a mammoth bank didn't 
start his professional life as a banker. Puri opted for com- 
merce against the wishes of his air force officer father, who 
wanted him to study science. What explains his decision 
to take up commerce at a time most opted for a career in 
engineering or medicine? Puri says he was highly influ- 
enced by his grandfather during his college years. "What 
you need to know first is what you really want from life,” 
he recalls his grandfather telling him. 

After completing his chartered accountancy in Delhi, 
Puri shifted to Mumbai in 1975 to work for automaker 
Mahindra & Mahindra as an executive assistant to its fi- 
nance director. What he hated most was travel- 
ling 35 to 40 km from his South Mumbai 
paying guest accommodation to his office 





needed experience in marketing. So he switched to mar- 
keting, even though it meant moving to a lower grade. 
“You make it up if you are competent," he says. 

Puri made it up soon enough. He went on to become 
the country head for wholesale banking at Citibank in 
India. After Mumbai, he worked in Delhi, London, Saudi 
Arabia and Hong Kong. "I learnt to deal with people, cli- 
ents and regulators across countries," says Puri. In 1992, 
Dennis Martin, Puri's boss at the time and head of corpo- 
rate banking for emerging markets, transferred him to 
Malaysia as CEO with a clear brief to expand the business. 
His performance impressed the bank's top bosses and he 
was in the race for more global responsibilities. 

By that time, however, Puri had started thinking of his 
next move. He was looking for bigger challenges. India 
was opening up its economy and there were greater op- 
portunities. His father's illness was also at the back of his 
mind. It was then that Deepak Parekh, Chairman of 
Housing Development Finance Corporation, approached 
him in Malaysia with the offer to head a new bank the 
mortgage lender was setting up. Puri accepted Parekh's 
offer. But, as with Pamnani, he set a condition: "You have 
to give me a free hand." Parekh, like Pamnani, agreed. 

"It was a phenomenal opportunity to test everything 
that I had learnt,” says Puri. It was also difficult, consider- 
ing the tough competition. In India, state-owned banks 

had the distribution network and money power while 
foreign banks had the products and service ca- 
๒  pabilities. "We felt that if we could marry the 
^" two we would have a winning combina- 


in suburban Kandivali. At the time, Puri y Puri % tion,” he says. 
had a cousin working at Citibank. Puri d positioned HDFC à Puri strategically positioned HDFC 
envied his cousin's perks. When he Bank as a corporate Bank as a corporate lender in its initial 


found that his cousin was going to 
Beirut for training, he approached 
Citibank for a job. Pamnani, then not yet 
Citibank India head but in a senior posi- 
tion, hired him. "He was an outstanding 
professional, quick on his feet and extremely 
sharp," adds Pamnani. 

Puri's Citi stint started with six months of training 
in Beirut. "Those days Beirut was called the Paris of the 
East. We had aball,” says Puri with a twinkle in his eye. 
The training revealed to Puri the bank's work-oriented 
culture, with its emphasis on meritocracy. By the end of 
the training, he had a good grasp of the theoretical aspects 
of banking. The training turned him from just a finance 
professional to a generalist with knowledge of several 
fields. "All knew is that I had to work hard. If I continued 
and had a bit of luck, I would make it to the top,” he says. 

The next stop after Beirut was Calcutta (ncw Kolkata). 
where Puri stayed for a year before moving to Mumbai. It 
was during the Mumbai days that Puri realised an opera- 
tions job would not take him to the corner room. He 
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years due to ล lack of branches. Its first 
set of clients included the Tata and Birla 
groups and engineering company 
Siemens. “We got the business because 
of our superior products,” says Harish 
Engineer, who handled corporate banking 
at HDFC Bank from 1994 until he retired this 
year. Engineer vouches for his former boss. “Puri has 
no personal agenda. He values hard work,” says Engineer. 
Once the bank found its feet, the focus shifted to retail 
lending. “You have to meet all financial needs if you want 
to be a large player in the banking sector,” says Puri. 
Retail loans now make up 57 per cent of total lending at 
HDFC Bank. In comparison, retail business at its two near- 
est private-sector rivals, ICICI Bank and Axis Bank, consti- 
tutes 37 per cent and 27 per cent, respectively. This is 
despite the fact that HDFC Bank does not offer home loans, 
a segment reserved for parent HDFC. 
Unlike some of his competitors, business expansion 
wasn t the only objective for Puri. Not even when near- 
double-digit economic growth in the first decade of this 
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century prompted some lenders to rapidly 
expand their retail portfolios through 
unsecured lending such as credit card 
loans. “Growth was restricted not by the 





Puri is 
now creating the 
building blocks for 


the next phase 0 
a thing 


and rural areas but these contribute only 
15 per cent to total revenue. He want 
half the bank's revenue to come from 
these areas in five years. "It's a virgin 


, 


market opportunity but by the target growth. He is b market," he says. 
market. We didn't go out to say that we the bank's brand So far, the bank has had an impe: 
want to deal with everybody," says Puri. m" i naer e » cable track record. The only black mark 


This cautious approach helped when, 
in the aftermath of the 2008 global eco- 
nomic meltdown, several banks burnt their 
fingers as loan defaults climbed. Even today. HDFC 
Bank issues 75 per cent of new credit cards to its existing 
clients. "The hallmark of Puri's management style is his 
clarity of thought, quick decision making and keeping 
things simple," says Sashi Jagdishan, Chief Financial 
Officer at HDFC Bank. "He may sound like a tough boss but 
he has a kind heart if there are no issues related to integ- 
rity and attitude at the workplace." 

Puri, whose tenure will last until at least 2015, is 
now creating the building blocks for the next phase of 
growth. The bank is focusing on how technology can be 
used to cater to customers in metros and urban areas. 
He is building the bank's brand in smaller towns and 
cities. Half the bank's branches are located in semi-urban 


is a 34.50 crore fine imposed this year b 
the Reserve Bank of India for violation of 
know-your-customer guidelines after an 
expose by news portal Cobrapost. Was he upset 
"Why should I be? There was not one transaction that 
went through our systems," defends Puri. 

Puri says his job is to think, set a vision and create an 
action plan for the bank, and it's for his senior executives 
to achieve those goals. He is clear he won't disturb his 
work-life balance. He spends his leisure time gardening. 
reading, listening to music, trekking and playing with his 
three dogs. Has the slowing Indian economy put anv ad 
ditional pressure on him? "What pressure?” he snaps 
back. Then he adds in a lighter vein: "Maybe | am passing 
the pressure on to my subordinates.” € 
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commitment of every Indian owning a home. 
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BANGALORE AT 
SOWPARNIKA 
SANVI TODAY 
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ever since its inception, Sowparnika Sanvi has delivered splendid returns to its buyers when compared 1 
y other residential project located in the vicinity. Situated close to shopping malls, offices, schools, 
her necessities in Whitefield, Bangalore. Sowparnika Sanvi boasts of an excellent pricing coupled with location 


When you can get so much for just $36.99 Lakhs 
why not book one today? 
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He takes risks. He seeks 
results. Akhilesh Joshi has 
played a stellar role in the 
success of Hindustan Zinc. 
By N. MADHAVAN 





is October 27, 1986. A motley 
group of mining engineers from 
Hindustan Zinc, then a public sec- 
tor manufacturer of zinc, lead and 
silver, is at work deep inside the 
company's Mochia underground 
mines near Udaipur in Rajasthan. 
It is about to finish a project be- 
gun three years before. Bu: the 
task at hand is a complex one, 
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called "pillar blasting” — it is a job being attempted for the 
first time in India and the biggest such effort in Asia as 
well. When an underground mine is worked on, large 
pillars are deliberately left standing - unmined - to give 
stability to the structure. But these pillars too have rich 


Hindustan Zinc caught Joshi's fancy fairly early in his 
life. "I chose to do BE (Mining) at a local engineering col- 
lege and overlooked two other plum jobs to become the 
assistant mining engineer at Hindustan Zinc's Zawar 
mines (near Udaipur)," he says. A dearth of mining engi- 
ore. One means of increasing the productivity of a mine neers those days meant youngsters like Joshi had lots of 
in its later stages is to blast some of these pillars and ex- opportunities to learn and test their leadership skills. 
tract the ore. But this must be done without causing the | “Bosses did not teach those days. You learnt from hands- 
mine's collapse. on experience and from the workers you managed," adds 

The atmosphere at the project site and in the com- Joshi. He soon began to dream of becoming the head of 
pany's corporate office at Udaipur is tense but calm. The the company's mining operations one day. 
project leader, a 32-year-old mining engineer, carries "Though Hindustan Zinc was a public sector com- 
out the final checks. His responsibility is immense. The pany, the culture inside was like that at any private 
Mochia mine lies beneath a mountain and an imprecise sector company. Good performance was encouraged and 
blast also risks sinking the mountain into the mine, lead- rewarded," he says. This helped. After the success of the 
ing to huge losses of life and property. But Akhilesh Joshi, Mochia pillar blasting project, he was put in charge of 
the project leader, has been fine tuning the position and the company’s Rajpura Dariba mines. A few days before 
depth of the holes that will be drilled to place the explo- he was to take over, a major accident in the mines led to 
sives, the type and amount of explosive to be placed in many deaths and the mine was shut indefinitely. “It took 
them, and the timing and sequence of the blasts for three us two months to pull out the bodies of our colleagues,” 
years now. he says. Joshi put the disaster quickly behind him and 

The detonation is carried out. A series of rapid explo- restarted the mine in record time. This too earned him a 
sions rock the mine sending reverberations kilometres promotion. He was made head of mining operations at 
away. As the dust settles, it becomes clear that the effort Rampura Agucha mine, a large open cast mine that ac- 
is a success - the identified pillars have been blasted but | counts for over 75 per cent of the Hindustan Zinc's 
more importantly, the mountain has not caved พะ ร ore needs. 
in. The mine structure remains intact. After the Vedanta Group took control of 

This success gave Hindustan Zinc a the company its immediate priority was to 
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breathing space of five years to augment f ว S Joshi not , ^W A increase the output of the Rampura 
its mining capacity. It also established £ g only proved his % ù Agucha mine. A PSU engineering con- 
| f worthinthePSU % | | 

young Joshi asa star employee destined — f environment but also & | Sultancy company had suggested a plan 

for a larger future role. Today, 28 years | | impressed the private | | which involved investing a few hun- 

later, he is the CEO of Hindustan Zinc, 4 a _ Sector Vedanta | | | dred crore to raise the capacity of the 

which is also one of the largest zinc * Group which took # f  minesfrom 1.35 million tonnes to two 
I à over Hindustan # — on 

producing companies in the world. bà Zinc 9g # million tonnes. Joshi managed to do so 
“A strong appetite for risk, the willing- $ Ub Bl ata cost of just 15 crore by streamlining 

ness to adopt innovation, the ability to plan ๒ จ a operations. He increased ore recovery levels 


to 90 per cent from 88 per cent and cut the cost 
of excavation from 150 per tonne to 136 per tonne. 
"Today Rampura Agucha is the benchmark mine in the 
world when it comes to zinc production," adds Kumar. 
Joshi revels in proving others wrong. An Australian 
consultancy firm had said that the maximum capacity 
the Rampura Agucha mine could deliver was five million 
tonnes. "Joshi built the manpower, bought large, modern 
that he has managed to effortlessly cross the public sector- equipment, brought in technical expertise and raised the 
private sector divide. He first proved his worth when capacity to 6.1 million tonnes by 2010/11," says Kabir 


meticulously, build a strong project team and g 
| 
i 
| 
ป 
| 
Hindustan Zinc was a public sector unit. But after the | Ghosh, Head, Technical (Mining), who had joined 
| 


give its members operational freedom to deliver were 
traits Joshi exhibited fairly early in his career." says R.R. 
Kumar, Vice President (Mine Planning). Rampura 
Agucha Underground Mine Project of Hindustan Zinc. 
Kumar had been handpicked by Joshi to be part of the 
Mochia pillar blasting project in 1986. 

What makes Joshi's success all the more significant is 


Vedanta Group took over the company following its di- Hindustan Zinc around the same time as Joshi. "He loves 
vestment in 2002, he impressed his private sector em- to take up challenges and has the technical expertise and 
ployers too with his expertise. He became the chief operat- people skills to deliver results. He is not a good orator but 
ing officer ofthe company in 2008 and the CEO in 2010. is a great communicator.” 
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Indeed, Joshi continues to take up fresh challenges. 
He intends to increase the company's annual ore output 
to 15 million tonnes in the next five years from the cur- 
rent 10 million tonnes by focusing on underground 
mining. Hindustan Zinc's Rampura Agucha mine, 
now the largest open cast zinc-lead mine in the 
world, is slowly becoming unviable. "We 
will, over time, convert it into an under- 


f Joshi end จ 


him as a result-oriented leader, but one who rarely dis- 
plays aggression. He delegates and waits for resu ts. 
He says his mother, Geeta Joshi, has had the greatest 
influence on him. "Her words 'You will achieve what 
you think’ is a mantra that [ have followed 
through my career," he says. It has worked 
well for him. He wanted to join Hindustan 
Zinc and did so. He wanted to head its 


ground mine," he says. The success of fio increase Hindustan จ mining operations and did so too. 
this venture will have a big impact on Zinc's annual ore However, becoming the CEO of the 


the future of the company. 


~ outputto 15 million | 
tonnes from 10 million | 


company was not something he had 


He is already working towards the tonnes eloped ซี expected. The management bet on him 
expansion of mining activities by in- on undergroun and is reaping the benefits. Under his 
vesting heavily in exploration. mining watch, Hindustan Zinc's revenues have 


Hindustan Zinc's annual spend on explo- 

ration is 150 crore and this is paying divi- 

dends. Around the time of divestment the 

identified ore reserves of the company stood at 143.7 

million tonnes. Today it is in excess of 315 million tonnes. 
Joshi's networking ability both within the company 

and outside is another strength. His colleagues describe 


Mr. RAMJI SUBRAMANIAM 


Managing Director 
certified Six Sigma Black Belt 
| 1 ฝ ฝ ็ 09 ้ and armed with an MBA in 
inance from TAPMI, Mr. 


Ramji is spearheading the process 
of realizing Sowparnika’s vision of 
transforming the Company into a 
Six Sigma Project Management and 
Engineering Company. 

With vast experience in managerial 
and financial roles with notable 
conglomerateslikeGE,/TCand Fidelity, 
Mr. Ramji is one of the Group's 
key driving forces, which has 
brought commendable success and 
exceptional growth across the board. 

Since its inception in 2003, Sowparnika has grown into one 
of South India’s leading property developers in the Affordable 
Housing Segment, focusing on providing “truly affordable” and 
“high quality” homes to the middle and upper middle class 
population. At Sowparnika, we have systematically developed 
“in-house” expertise for competencies like architectural, QC & 
QS, plumbing, electrical, block work & fabrication activities that 
are traditionally out sourced. 








Our Growth Path 

Currently, we have projects across several major cities in South India 
such as Bangalore, Mysore, Trivandrum, Chennai, Coimbatore, 
Tirupur, Changanassery & Guruvayur. 





to move closer to the company’s mission ~ fo pr 


grown from 18,134 crore in 2009/10 to 

112,700 crore in 2012/13 and net profit in 

the same period has risen from $4.04 1 crore to 
36,899 crore. 

Clearly, Joshi has had plenty to write home about. € 
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The company is today one of the fastest grow? 
in South India. The Road map for the future gre 
achieving a turnover of 200 crores by the Finan da 
2014, moving on to 500 crores by the year 2017 
re with 1000 crores & IPO by 2020. 
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We are committed to strive Towards: 
๑ Cost Effective & Quality Construction 

* Uncompromising Customer Centric Approach 

๑ On-Time Project Completion at every on 

Our vision is to bring in the ” Real | Affordable Homes" at e price 
range of Rs. 9.9 lakhs for a 2BHK, not for a ใจ Jano house b 
a comfortable living space. 













Over the past decade, Sowparnika succeeded | r 
vision of becoming a pioneering force in the indushy: in : chanting 
aesthetic and affordable living spaces. 

This vantage position gives the drive and much need 






housing options for the lower and middie class 0 in cil 
the major Tier Il and Tier Ill cities in India. 


Mr Ramji has been the recipient of the following awards: 

๑ Business leader of the year award by Brands Academy — 2015 
* Entrepreneur of the year award by Brand leadership. 2013 
Sowparnika has been awarded the “Affordable Housing of the voor", and the 
“Best Residential project of the year” — 2012 by ET NOW. 








www.sowparnikaprajects.com | 
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K.K. Sharma's remarkab! 
skills have steered Lupin 
into the big pharma leagut 
By SUPROTIP GHOSH 
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like a conqueror. When Sharma met government officials, 
he found emotions running high. Many feared the deal 
would lead to Japanese losing jobs and Indians taking 
their place. 
Anybody else may have been intimidated — but not 
Sharma. He managed to carry the Japanese along and 
grow the company at an impressive clip without ruffling 
feathers. Lupin Japan is still run by Japanese, with few 
Indians on its staff. And the Japanese business has grown 
well: it clocked net sales of 1,304 crore in 2012/13 com- 
pared with 3860 crore the previous year, or 14 per cent of 
Lupin’s consolidated revenues. 
How did Sharma manage to crack the Japanese mar- 
ket which has traditionally been a tough one? By focusing 
on creating efficiencies, targeting hospitals that treat pa- 
tients with complex diseases, and by canvassing doctors. 
"Doctors are diffident about generics in Japan, but Sharma 
has managed to successfully navigate that," says Ranjit 
Shahani, Vice Chairman and Managing Director of 
pharma company Novartis India Ltd. 
Sharma's success in Japan was particularly impressive 
for a company that was a late-entrant to overseas growth. 
He came into Lupin after the company went through 
tough times. For one, the pharma firm was saddled with 
a massive 3500-crore debt after it dabbled in real estate, 
and failed. For another, it had missed the bus on global 
expansion while its peers such as Ranbaxy had started 
operations in the US. In July 2003, cvc 
International, a Citigroup company, bought 
12.55 per cent of Lupin and the promoter 
family's stake fell to 55 per cent. The in- 
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made it the first Indian company to successfully market 
an individual branded drug, Suprax, in the US. Suprax is 
used to treat infections. Lupin's US sales leapt to about 
33,835 crore in 2012/13 from 32,200 crore in 2010/1 1, 
mainly due to Suprax. 
Former colleagues say Sharma's impeccable under- 
standing of the pharma industry is his biggest strength. 
Suresh Mathew, Executive Director at RPG Life Sciences, 
where Sharma worked a few years, says Sharma has 
"very high technical knowledge" which he used to pull off 
a coup in a licensing deal while at RPG. Sharma beat a li- 
censor down to $500,000 from $7 million it had sought. 
"He has the knowledge required to strategise. He goes into 
minute issues, builds a rapport, negotiates," adds Mathew. 
Sharma says he favours a "sit-and-negotiate" cul- 
ture. He remembers the time he faced huge resistance 
from workers at a Mettur Beardsell India factory near 
Mumbai early in his job as works manager in the 1970s. 
Despite the charged atmosphere, he would take his sub- 
ordinates out for a drink after office hours and talk to 
them informally. The initial resistance slowly withered 
away. "Later, these same employees came to me asking 
for counsel," says Sharma 
Former colleagues also say Sharma has extraordinary 
negotiating skills. "He is a man of few words, humble, 
low-key and sincere." says Shah. He looked like a top-class 
professional manager at his business presentations, 
remembers board member Dr. Vijay Kelkar. 
"What impressed me was his complete com- 
mand over numbers," says Kelkar. 
Dusiness isn't all Sharma cares about. 


vestors wanted a professional manager fm ` n are 1 He's a person of immense style and taste. 

-— that's where Sharma came in. understanding a | | His first designer purchase was a 

Shahani says Sharma's big contribu- pharmaceutical Versace tie 25 years ago. Sharma loves 

tion was transforming Lupin into a industry and his cooking, and friends say he enjoys 
extraordinari 


professionally-run company. 

Industry experts say Sharma, now 
vice-chairman, has played a key role in 
helping realise founder Chairman Desh 
Bandhu Gupta's vision of reaching a revenue of 
$3 billion by 2015/16 — from about $250 million in 
2003. Already. the company's turnover has jumped to 
$1.75 billion (210,780 crore) in 2013, catapulting it into 
the big league. "When Nilesh Gupta (D.B. Cupta's son) 
takes over, he will get a very different company from the 
one Sharma took over. The credit goes to both DBG and 
Sharma," says Dilip G. Shah, CEO of Vision Consulting 
Group and Secretary General of Indian Pharmaceuticals 
Alliance, who has worked with Lupin and Sharma. 

From being a company best known as one of the larg- 
est manufacturers of anti-TB drugs, Sharma helped Lupin 
diversify into a range of affordable generic and branded 
formulations in many markets. Lupin has also acquired 
several pharma firms across the world and Sharma has 
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grilled fish and wine. His favourite wines 
range from Sangiovese and other Tuscan 
wines to Barolo and Barbaresco. 
However, he has not lost sight of the 
basics. Many years ago, he was marketing re- 
frigeration material for cold-storages in Uttar 
Pradesh. His competition was the traditional mixture of 
cowdung and straw, used as insulating material between 
the outer and inner walls of a storage. One of his favour- 
ite pitches, he says, was that the traditional mixture was 
inflammable. It never worked. His potential clients 
would say: “So what if it catches fire, alu pak jayenge! (The 
potatoes will get cooked).” The lesson, says Sharma, is 
that there is more to business than the pitch. “It is the 
difference between your perspective and their perspective 
you need to bridge,” he adds. Clearly, Sharma is both 
about style and substance. € 
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Vivek Chaand Sehgal went on an acquisition spree on the road 
to becoming India’s largest auto component maker. By SUNNY 















wasn't exactly the best time to seal big 
business deals. The world was still reeling 
from the shock of Lehman Brothers going 
bankrupt, companies were cutting costs 
or laying off staff - and people were defi- 
nitely not buying. But Vivek Chaand 


auto component maker Motherson Sumi 
Systems Ltd (MSSL) was making auda- 
m 2239 cious plans while the rest of the business 
world lay low. In September 2009, he closed a €26.5- 
million (3200-crore) deal to buy out VisioCorp, a finan- 
cially troubled UK-based rear-view mirror maker. 

Sehgal took a huge risk. Motherson's entire profits 
were wiped off by the mirror company s losses in the next 
quarter itself. VisioCorp's then CEO wanted two vears to 
turn around the business. But Sehgal was impatient. He 
replaced the CEO with his freshly graduated son. Laksh 
Vaaman Sehgal. who was then flirting with Internet 
music start-up Saavn. He still has an investment in the 
project. Within the next three quarters. the mirror com- 





Sehgal was different: the chairman of 








pany was making operating profits. The father and son 
broke VisioCorp into several units and then worked on a 
unit-by-unit turnaround. "We wouldn't have lasted two 
years if we had continued to make losses," says Laksh, 

Sehgal's gamble has paid off. In just the past few y 












Samvardhana Motherson Group. did busines 
131,000 crore in 2012/13. with the mirror business ac 
counting for 18,880 crore of group revenues. 
grown at an annual 75.63 per cent the past th ม 
and the group plans to close 2013/14 at 835.000 crore. 
With numbers like that, Motherson is India’s largest auto 
component maker, way ahead of rivals such as the Ashok 
Minda Group and Anand Group. Most large automobile 
companies such as Daimler. Volkswagen, Toyota and 
Maruti Suzuki are Sehgal's customers. The Motherson 
group has 227 companies that make about $00 auto 
components. Ask Sehgal about Motherson' s peers in the 
industry and he says: "I have no peers." 
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It's a long way from the time Sehgal started the auto 


component business in 1983. For years, 80 per cent of 


the company's revenues came from supplying parts to 
Maruti Suzuki before Motherson charted a new course 
in 1995/96, The company then decided it would not 
focus on either one company or one product, and no 
customer would account for more than 25 per cent of its 
turnover. In line with the new strategy, it acquired Irish 
wiring harness company Wexford Electronics for 
€330,000 in 2002. Since then, it has acquired about 15 
companies and today is present in 25 countries. 
"Sehgal's model is aggressive and inorganic, and there 
is no one else who has done this," says Vinnie Mehta, 
Executive Director of the Automotive Component 
Manufacturers Association (ACMA), 

By the end of the decade, he had decided it 
was time to revisit the strategy. The board 
then decided that no customer or compo- 
nent would account for more than 15 
per cent of turnover. He has almost 
achieved that goal — Volkswagen. 
Motherson's largest customer, is the 
only exception and accounts for 20 per 
cent of sales. This is because of 
Motherson's €141.5-million acquisition 
of German automobile interiors maker 
Peguform in 201 1. Seventy-five per cent of 
Peguform's revenue came from Volkswagen. 
which increased the auto maker's exposure in the 
Group. "In the new 911 Porsche Carrera, the complete 
interiors are done by Motherson,” says Sehgal, 

Both VisioCorp and Peguform were large acquisitions 
which Sehgal says were made at the behest of his custom- 
ers. Daimler wanted Sehgal to acquire VisioCorp and 
promised him contracts. Later. Volkswagen suggested 
Sehgal buy Peguform because the owners wanted to sell 
the company, which wasn't doing well. Both the compa- 
nies were in a bad shape. but are now profitable and 
contribute huge amounts to MSSL's revenue. 

So far, everything Sehgal has touched has turned to 
gold. He first made a fortune when the American billion- 
aire Hunt brothers were buying silver from all over the 
world in the early 1970s. An 18-year-old Sehgal, whose 
grandfather was a famous jeweller, then transported silver 
to the airport and earned a rupee per kilo. The trips fetched 
him 32,500 every month, which was a small fortune at 
the time. "It was more than what my father was getting 
Irom the government at that time," says Sehzal. 

That was the start of his journey. In 1975, Sehgal 
formed a company with his mother called Motherson 
and started silver trading. By the end of the decade. the 
Hunt brothers had gone and it was time for Sehgal to 
move on as well. The silver merchant then turned into 
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an auto component maker. Motherson formed a joint 
venture with 400-year-old Japanese firm Sumitomo 
Electric to make wiring harnesses for Maruti Suzuki, 
which had just started production in 1983. Little did 
Sehgal know that three decades later he would be head- 
ing an auto components behemoth. “He has the ability 
to look at what opportunities are coming his way and 
make use of it,” says Maruti Suzuki Chairman R.C. 
Bhargava, who has known Sehgal for years. 

Sehgal says he has acquired his values from his 
mother. He isn't flashy and isn't visible at most industry 
association dinners, except one two years ago when he 
was invited to talk to young entrepreneurs, says an 
ACMA member. He did not give any management lessons 
at the event, but quoted from the Bhagwad Gita. He re- 
cites his morning prayers without fail and has 
a temple in every factory. 

Motherson has grown 1,800 times in 
the past two decades despite a string of 
crises along the way. Sehgal says the 
company has successfully survived the 
worst of times — two Asian crises, Y2K, 
the 9/11 attacks and the Lehman 
Brothers collapse. It got listed in April 
1993, and since then has made share- 
holders richer. A 32,500 investment in 

100 shares then is worth 122 lakh today. 
Dividend payouts are also impressive: 
Motherson has been paying 40 per cent of its profits 
as dividend for the past 20 years. Sehgal has raised 
money only once by diluting 10 per cent of equity. "That 
is only possible if the team is extremely focused," says 
Sehgal. "The vision of the group is what everyone has to 
follow, you cannot deviate. You cannot get into aero- 

space or health care." 

Sehgal stepped down as managing director in 1995 
with the idea of creating an institution run by profession- 
als. It was important for him to get out of the day-to-day 
running of the company. The family's role is to see the 
company does not deviate from its vision and stays com- 
mitted to serving auto makers. Even Laksh, he says, is 
not an executive working with the company, but a direc- 
tor on the board. 

Sehgal says the vision will remain the same until 
2020. He has no reason to change things for now. For 
years, Motherson has met its targets every time. To cele- 
brate, Sehgal throws a party he calls GDP, or Get Drunk 
Party, every year. This year, Laksh says, the party will be 
a special one. "Dad will for sure set a big number (the 
target for the next five years) and he will make the rest of 
the team buy into achieving the target,” he says. € 
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BY KV. KAMATH 


THE MAKING 


OF AL 


DER 


Leadership development does not happen overnight. It starts 
with recruiting the right people and takes years thereafter 





uilding leadership is a 
process. The process 
is followed strictly in 
most global multina- 
tional companies. 
Every organisation 
starts with a pool of 
talent, which it re- 
cruits either from ed- 
ucational institutions 









or laterally. 
This first step is a vital one be- 
cause people with the requisite 
abilities must be recruited. Is it tech- 
nical skills vou are looking for. do 
you want people with social skills or 
those who are all-rounders? If at the 
first stage you don't pick the right 
people from among whom the leader 
will emerge, it will create problems 
for the organisation in the future. 
The next step is to make sure 
that people get the right opportuni- 
ties. There should be no bias -- gen- 
der or otherwise — while giving out 
assignments, and performance 
should be evaluated appropriately to 
build a meritocracy. If the mix is not 
right. the talent base that the or- 
ganisation is building will be flawed. 
This hurts not only your employees 
but also the organisation. Most or- 
ganisations have been trying to 
correct it. In the past, one reason for 
a skewed talent base could be the 
absence of both genders in equal 
numbers in the organisation. 
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The step after that is the evalua- 
tion of the talent pool, a process 
whereby you look at each person's 
ability to perform in a given role. 


Initially it is in the role that is laid 


out and then slowly after four to five 
years, in more challenging roles. At 


picking out the leaders. If you have 
done this exercise thoroughly, 
by studying each individu- 
ai's personality in the 
context of the or- 
ganisation, you 
will see a leader- 
ship pool starting 












thing we fail to * 
do is train people & 
properly... Nor do we © 
tell them how they can | 


most cases, no feedbacl 
given. So a talent pool is fc 
there is a question ma 
whether the right people | 
inducted into it. 

Often the pool is skewe 
you have people in it whc 
been fully evaluated nor : 
feedback about themselv: 
happening in a lot of 

tions. These ¢ 
tions Say: w 
seeing 
emerge. 
swer to 
have yc 











to emerge. improve... These are | ated t 
Take. for ex- the twin challenges f properly 
ample, the ability EM years? F 
mple, the ability people rs? I 







to deal with subor- 
dinates, peers and 
superiors. In the next 
five to seven years after the 
initial stage, you start looking at the 
individual's ability to deal with rela- 
tionships outside the organisation 
~ with customers. suppliers, share- 
holders, etc. At this stage you need 
to carry out, not only a 360-degree 
evaluation. but a 720-degree one. 
Most organisations, at least in 
India, fail to give correct feedback to 
employees. Our style is non-con- 
frontational. But there are ways in 
which you can give feedback which 
are not necessarily direct. That can 
be done through dialogue. But in 
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BEST 
CEOs 


board or the world outside? Then 
there are the characteristics which 
define his ability to think. I think in 
the last 10 years the ability to think 
- or lateral thinking - has become 
very important. In a world which is 
changing very fast, are you able to 
look around you and draw the cor- 
rect lessons? Do you understand 
numbers? Do you have the ability to 
look at and understand profit and 
loss account. and achieve those 
numbers required? Has sufficient 
rigour been instilled in you? There 
are social and number attributes a 
potential leader must possess. 


Change is constant 


My experience, given the events of 


the last eight to 10 years, is that 
change is constant. Obsolescence 
happens at a dramatic pace, which 
means you need to re-look and rein- 
vent whatever you are doing. 
Obsolescence could be in the prod- 
uct, the process or the tools availa- 
ble to you. Third because the 
change is constant; time frames are 
shrinking dramatically. 

You need a leader who thinks 
laterally in terms of how to go 
about doing things. The person 
should have the ability to execute 
taking cognizance of the change 
variable. This need has arisen all 
the more in the last few years after 
the technological revolution that 
happened around the vear 2000, 
Today, younger people occupying 
the corner office are also a symp- 
tom of the change. Everything is 
changing. I believe the younger 
leaders will be able to comprehend 
this and rise. Clearly, the future is 
with a younger leadership. 

There are a whole set of new 
factors that have come up after the 
2008 Lehman crisis, which im- 
pacted global growth. The US and 
Europe are still struggling to get out 
of the crisis. The crisis, however, did 
throw up another requirement — 
emotional stability. Emotional 
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shocks now are a constant. Take 
the life of CEOs in the financial serv- 
ices business. There is a shock every 
day. That is the industry which is 
gcing through the biggest changes. 
Sc, does the CEO have the ability to 
face up to these shocks? What is the 
response of the CEO? It could be to 
dismiss the shock. That is not going 
to work. At the other extreme, the 
CEO could completely bow down, 
unable to take the pressure. A 
third response. the correct 
one would be to look 
at it as opportunity 
to improve, build 
and move beyond. 

The ability to 
withstand shocks 
and marshal his 
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f Asmart ` 
' organisation or 
leader makes sure 
that where there is 
a weakness in a 
subordinate, it is 


tion better and successful. A sm: 
organisation or leader makes su 
that where there is a weakness ir 
subordinate. it is complemented. 
somebody who is very strong 
that particular area of weakness 
the leader. 

To summarise, leadership dev 
opment starts with recruitmet 
requires being gender neutral wh 
doing so. choosing people wi 

merit and without bias. After fi 
vears in the organisatic 

the recruits should 
challenged by givii 
them different ro 
and assignmer 
while you mor 

tor and watch. 
At the ne 


i compensated 
troops, think con- bys phh ebody level, after five 
stantly, reinvent : i seven years, yi 


and survive and 
grow, are attributes 
you need today in large 
measure. The best examples — 
where a leader has been able to 
withstand the shocks and then 
build — teach us a lot about how to 
build an organisation of the future. 
In today's context, emotional stabil- 
ity is non-negotiable. 

You could have a leader who is 
weak in some of the leadership at- 
tributes. If you try to find an ideal 
leader with all the skill sets, you 
won't succeed. You are not looking 
for one leader, but leadership across 
the organisation. Fitting someone to 
the exact mould you have in mind 
is the most retrograde step you can 
take in a leadership development 
process. However good you are, 
another leader will probably bring 
in a completely new dimension to 
the company. It is better a company 
gets a new tonic to keep it going af- 
ter your term is up. 

If, in your structure, people 
have diverse abilities, it becomes a 
huge value-add. Their abilities are 
not all the same, but the synergy of 
those abilities makes the organisa- 


b, stronger 


need to have a lez 
ership pool in cle 
sight. At this stage yi 
should probably start running 
360-degree evaluation of the er 
ployee, depending on your orgat 
sational need. In seven to 12 yeai 
the person is probably in a leade 
ship role already. At that time yı 
should have a clear identification 
a leader. Thereafter, the challeng 
become bigger. And you need 
make sure that you get a comple 
view of individuals who rise to hi; 
positions and carefully work wi 
them for their development. 
When a company has probler 
sighting leadership, it is not mere 
yesterday's problem. It is probably 
problem going back 20 to 25 yea 
when somebody did not do wh 
had to be done. And even thereafte 
nobody did what he/she shou 
have. For such a company to try 
suddenly discover leadership cou 
be hazardous. It may still find on 
but it could be difficult. ๑ 
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He has been 

adviser to executives 

and directors of companies, 
both Indian and global, 
for35 years. The roster 
includes Dupont, GE, 


Novartis, Bank of 

America, MeadWestvaco, 

Aditya Birla Group, Tata 

Group, GMR, Max Group, | 
and Grupo RBS (Brazil). 


He has coached more than 


a dozen leaders who went 

on to become CEOs. He has 

written 18 books, many of 

them on leadership. Ram 

Charan, a doyen among 

consultants, has also | 
served on the faculty of | 
Harvard Business School 

and currently teaches at B ) 
Wharton Executive 


Education. He speaks to 
N. MADHAVAN on the 
changing role of CEOs, 
whether they are born 








or made and most What are the biggest perament from that of the CEO of a 
importa ntl y, if th ey challenges a CEO faces company that has opportunity for 
should be loved or feared. today? How can he/she extraordinary growth, both organi- 

meet them? cally and through acquisitions. 


ome challenges are Different characteristics are also re- 
specific to a company quired for different stages of a com- 
or country, and some pany. But every CEO must be pre- 
are universal. The CEO pared to take advantage of two un- 
of a company in a stoppable trends that affect almost 
turnaround situation any business. First is the enormous 
has different chal- impact of various governmental 
| lenges and therefore bodies, some positive, some nega- 
needs different skills, tive. Second, almost all industries, 
judgements, and tem- no matter where they are located, 
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will be transformed by digitisation. 
wireless technologies, advanced 
analytics, sensors and software. 
This combination is going to up- 
end industries and companies. 
Their profit pools will change, and 


some industries will disappear. The 
challenge for a CEO is to go on the 


offensive and not wait and then be 


forced to go on the defensive. In 


\merica, companies like BestBuy 
and Borders were on the defensive 
against the onslaught of Amazon. 


[BestBuy faces serious problems. 





while Borders has closed. | 


You have been working 
with CEOs both in India 
and abroad. How do they 
compare: 

Some of the differences are based 
on the environments in which 
they work. CEOs in India are more 
resilient and have the tempera- 
ment to deal with the delays, mov- 
ing government targets, and huge 
constraints imposed by unpredict- 
able resources (like lack of power). 
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34 int 
his company's share price? 
For investors and traders, there is 
only one score that counts: appre- 
ciation in share price and any divi- 
dends paid over time. However, the 
share price is a function of external 
capital market conditions, along 
with the perception about the indus- 
try or peer group the company is in, 
as well as how company perform- 
ance is seen relative to the peer 
group and/or industry. It is in this 
context that the media makes a big 
splash in evaluating the CEO. Often 
reporters do not fully understand the 
context, and therefore the CEO needs 
to have an approach to correct mis- 
interpretations by investors, ana- 
lysts and the media. Roberto 
Goizueta, the late CEO of Coca-Cola, 
did that very effectively. He wrote 
notes to explain the reality. As is 
well known, he had a record almost 
second to none in creating share- 
holder value over a 15-year period. 
He balanced both the short term and 
the long term. He transformed the 
company, where today 70 per cent 
of earnings come from outside the 
US. ไท many companies in the world, 
however, executive compensation ís 
linked to what is known as TSR, 
Total Shareholder Return, and that 
links to the share price. The CEO and 
his team must focus on the creation 
of real value and communicate ex- 
tensively to those who do the arbi- 
tration of prices. No real value crea- 
tion, no sustaining share price. 


How important is proper 
initiation for a CEO? It is 
often said Day One is 
critical... 

Nooneis really prepared to be a CEO 
on Day One. People discover the 
content and pressures of the job 
when they actually get into the sad- 
dle. Grooming definitely helps, but it 
is unlike any other job they've had. 
So an incoming CEO often benefits 
from some coaching by those who 
have been there. In America, some- 
times a Board member is very help- 
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tions of the Boards l've served on. 
Some members of the Board can be 
extremely helpful to a CEO, but the 
CEO has to be open and seek counsel 
in terms of judgements, nuances, 
what to watch out for, and seek 
feedback. No CEO is perfect. Every 
CEO has a blind side. Boards 
can help. 


ful. It's always good not to stumble. 
Day One is a learning day, a listen- 
ing day, not a day for pontification. 
Self-confidence, humility, learning. 
finding his or her way, looking at the 
situation with fresh eyes and not 
preconceived ideas are some of the 
ways to avoid disaster. 


What is involved in CEO 
Succession? 

The most critical work of a company 
board or in the Indian case, the 
(controlling) family, is to have the 
right CEO all the time. Nothing over- 
comes having a wrong CEO. 
It is imperative that if 


Do biases against them 
still hold back female 

| CEOs? 

| The good news is that female leaders 
| are breaking the glass ceiling. Most 
| of those who are able te 
move up have come from 










you want internal can- ล ต 1 3 finance or marketing 
didates to be CEOs, ลน น backgrounds. Those 


who have chosen HR 
or IT have been less 
successful. But that is 
also true for men. So if 
more women take up 
finance and marketing 
or even operations they 
will have a better chance to 
break the glass ceiling. 


they be identified 

early, because their 

makeup is different 

from the rest, and 

they need to be given 
opportunities to develop 
through experience and 
mentoring differently from the 
rest. It is like finding an ounce of 
gold in a tonne of ore. It's no differ- 
ent than in sports or music. In 
India, a large number of big com- 
panies are family controlled. Family 
members want to be CEOs. The fam- 
ily patriarch may need to come to 
terms with this and do family suc- 
cession planning. Today many of 
the families have their children 
properly trained as professionals. 
going to places like Harvard or 
INSEAD, and learning as they work 
their way up. If they have the quali- 
fications and the experience, there's 
nothing wrong with that. So there 
are companies in India where the 
family members have proven to be 
qualified CEO candidates. But their 
training is done in a different way 
from that of other functional leaders. 


Should a CEO be loved or 
feared? 

Neither. First and foremost a CEO has 
to be a developer, a motivator and an 
energiser of people. Also important, a 
CEO has to be trusted and have integ- 
rity. Today when everything is trans- 
parent, a CEO must be authentic yet 
have the courage to take tough calls 
as needed. A deep desire to be liked bv 


all can compromise leadership. 
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Are CEOs born or made? 

A definitive answer requires a lot 
more knowledge of genetics. But by 
the time a person is in their earlv 
twenties, people can see what his or 
her natural talent is. The best way 
is to identify that talent early and 
help it develop faster. We have peo- 
ple in the world like Bill Gates and 
Steve Jobs who were successful CEOs 
at a very early age. We know one 
thing: through training and mentor- 
ing people can improve over time. + 
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How important is a pro- 
active Board of Directors 

to a CEO's success? 

Here I want to share my insights on 
American Boards and my observa- 


Mehrere ้ ั ้ 0 ๐ ณั ั ั ั 0 ้ น 5 พ ง ห ง ไซ ว รท ง ณ ณ เง ค ง ค ง วน ง ว ง ไน ว ง ง เง น ง น ง แง แ เ แ 


WORLD TRADE CENTER 





Me > É 
ว พ ทุ ณะ ร ร ท ร ฑา 


Pe 
pt 
HIN 
n 


"p umm wg m 


ot re 
= = =e =a E d 


- 
Ta 
, 


เค 





« . 
tte 
— " 


Join the global economic network that connects 7,50,000 companies across the world. A network thot facilitates 
local and international trade delegations and various B2B exchanges. Be part of an Elite Business Club of the 
world. World Trade Center Pune is a 1.6 million sq. ft. integrated business park in Kharadi, the centre of Pune « 
Eastern IT corridor. 


A premium commercial campus by Panchshil Realty, WTC Pune consists of 4 towers with a bouquet of corporate 
offices, mid-sized offices, and single-client built-to-suit spaces. 


The city is open for business, and the world is welcome. 


OFFICE SPACES RANGING FROM 2,000 - 45,000 SQ. FT. 
NOW AVAILABLE ON LEASE. 





INDIA'S 
BEST 


CEOs 


TRANSI 





HBR 








edge is nearly impossible these 
days. A playbook for strategy 
in a high-velocity world. 

By RITA GUNTHER MCGRATH 





trategy is stuck. For too 
long the business world 
has been obsessed with 
the notion of building a 
sustainable competitive 
advantage. That idea is at 
the core of most strategy 
textbooks; it forms the 
basis of Warren Buffett's 
investment strategy: it's 





central to the success of companies on 
the "most admired" lists. l'm not argu- 
ing that it's a bad idea — obviously, it's 
marvelous to compete in a way that others can't imitate. 
And even today there are companies that create a strong 
position and defend it for extended periods of time — firms 
such as GE, IKEA, Unilever, Julius Berger, anc Swiss Re. But 
it's now rare for a company to maintain a truly lasting 
advantage. Competitors and customers have become too 
unpredictable, and industries too amorphous. The forces 
at work here are familiar: the digital revolution, a "flat" 
world, fewer barriers to entry, globalisation. 
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Achieving a sustainable competitive 










Strategy is still useful in turbulent industries like con- 
sumer electronics, fast-moving consumer goods, televi- 
sion, publishing, photography, and... well, you get the 
idea. Leaders in these businesses can compete effectively 
- but not by sticking to the same old playbook. In a world 
where a competitive advantage often evaporates in less 
than a year, companies can t afford to spend months at a 
time crafting a single long-term strategy. To stay ahead, 
they need to constantly start new strategic initiatives, 
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building and exploiting many transient competitive advan- 
tages at once. Though individually temporary, these ad- 
vantages, as aportfolio, can keep companies in the lead 
over the long run. Firms that have figured this out - such 
as Milliken & Company, a US-based textiles and chemicals 
company; Cognizant, a global IT services company: and 
Brambles, a logistics company based in Australia — have 
abandoned the assumption that stability in business is the 
norm. They don't even think it should be a goal. Instead, 
they work to spark continuous change, avoiding dan- 
gerous rigidity. They view strategy differently — as more 
fluid, more customer-centric, less industry-bound. And 
the ways they formulate it - the lens they use to define the 
competitive playing field, their methods for evaluating 
new business opportunities, their approach to innovation 
— are different as well. 

I'm hardly the first person to write about how fast- 
moving competition changes strategy; indeed, I'm build- 
ing on the work of Ian MacMillan (a longtime coauthor), 
Kathleen Eisenhardt, Yves Doz, George Stalk, Mikko 
Kosonen, Richard D'Aveni, Paul Nunes, and others. 
However, the thinking in this area - and the reality on 
the ground — has reached an inflection point. The field of 
strategy needs to acknowledge what a multitude of practi- 
tioners already know: Sustainable competitive advantage 
is now the exception, not the rule. Transient advantage is 
the new normal. 


The Anatomy of a Transient 

Advantage 

Any competitive advantage — whether it lasts two seasons 
or two decades ~ goes through the same life cycle. (See The 
Wave of Transient Advantage.) But when advantages are 
fleeting, firms must rotate through the cycle much more 





The Wave of Transient Advantage 


Companies in high-velocity industries must learn to cycle rapidly 
through the stages of competitive advantage. They also need the 
capacity to develop and manage a pipeline of initiatives, since 
many will be short-lived 
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quickly and more often, so they need a deeper understand- 
ing of the early and late stages than they would if they 
were able to maintain one strong position for many years. 

A competitive advantage begins with a launch pro- 
cess, in which the organisation identifies an opportunity 
and mobilises resources to capitalise on it. In this phase a 
company needs people who are capable of filling in blank 
sheets of paper with ideas, who are comfortable with ex- 
perimentation and iteration, and who probably get bored 
with the kind of structure required to manage a large, 
complex organisation. 

In the next phase, ramp up, the business idea is brought 
to scale. This period calls for people who can assemble the 
right resources at the right time with the right quality and 
deliver on the promise ofthe idea. 

Then, if a firm is fortunate, it begins a period of exploi- 
tation, in which it captures profits and share, and forces 
competitors to react. At this point a company needs people 
who are good at M&A, analytical decision making, and ef- 
ficiency. Traditional established companies have plenty of 
talent with this skill set. 

Often, the very success of the initiative spawns com- 
petition, weakening the advantage. So the firm has to re- 
configure what it's doing to keep the advantage fresh. For 
reconfigurations, a firm needs people who aren't afraid to 
radically rethink business models or resources. 

In some cases the advantage is completely eroded, 
compelling the company to begin a disengagement process 
in which resources are extracted and reallocated to the 
next-generation advantage. To manage this process, you 
need people who can be candid and tough-minded and 
can make emotionally difficult decisions. 

For sensible reasons, companies with any degree of 
maturity tend to be oriented towards the exploitation 
phase of the life cycle. But as I’ve 
suggested, they need different 
skills, metrics, and people to man- 
age the tasks inherent in each 
stage of an advantage's develop- 
ment. And if they're creating a 
pipeline of competitive advan- 
tages, the challenge is even more 
complex, because they'll need to 
orchestrate many activities that 
are inconsistent with one another. 

Milliken & Company is a fas- 
cinating example of an organisa- 
tion that managed to overcome 
the competitive forces that an- 
nihilated its industry (albeit over 
a longer time period than some 
companies today will be granted). 
By 1991 virtually all of Milliken's 
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traditional competitors had vanished, victims of a surge e Our stock is perpetually undervalued. 

in global competition that moved the entire business of If you nodded in agreement with four or more of 
textile manufacturing to Asia. In Milliken, one sees very these, that’s a clear warning that you may be facing 
clearly the pattern of entering new, more promising are- | imminent erosion, 

nas while disengaging from older, exhausted But it isn't enough to recognise a problem. 
ones, Ultimately, the company exited most of You also have to abandon many of the tra- 
its textile lines, but it did not do so sud- ditional notions about competitive strat- 
denly. It gradually shut down American egy that will exacerbate the challenge of 
plants, starting in the 1980s and con- strategy reinvention. 

tinuing through 2009. (Everv effort 
was made, as best I can tell. to reallo- 
'ate workers who might have suffered 
as a result.) At the same time the com- 
pany was investing in international 
expansion, new technologies, and new 






Seven Dangerous 
Misconceptions 
Most executives working in a high-ve- 
locity setting know perfectly well that 
they need to change their mode of op- 


markets, including forays into new arenas ba 0 4 eration. Often, though, deeply embedded 
to which its capabilities provided access. As a ฑ์” assumptions can lead companies into traps. 
result, a company that had been largely focused | Here are the ones [ see most often. 


i 


on textiles and chemicals through the 1960s, and ad- The first-mover trap.This is the belief that be- 
vanced materials and flameproof products through the | ing first to market and owning assets create a sus- 
1990s, had become a leader in specialty materials and tainable position. In some businesses — like air- 


high-IP specialty chemicals by the 2000s. _ craft engines or mining - that's still true. But in 
| most industries a first-mover advantage does 

Facing the Brutal Truth | notlast. 

In a world that values exploitation, people on the front | The superiority trap. Almost any early-stage tech- 


lines are rarely rewarded for telling powerful senior ex- | nology, process, or product won t be as effective as some- 
ecutives that a competitive advantage is fading away. | thing that's been honed and polished for vears. Because 
Better to shore up an existing advantage for as longas | ofthat disparity. many companies don't see the need to 
possible, until the pain becomes so obvious that there is | invest in improving their established offerings - until the 
no choice. That's what happened at IBM, Sony. Nokia, | upstart innovations mature, by which time it's often too 
Kodak, and a host of other firms that got themselvesinto late for the incumbents. 


terrible trouble, despite ample early warnings fromthose | The quality trap. Many businesses in exploit mode 
working with customers. | stick with a level of quality higher than customers are 


To compete in a transient-advantage economy, you | prepared to pay for. When a cheaper, simpler offer is good 
must be willing to honestly assess whethercurrentadvan- | enough, customers will abandon the incumbent. 
tages are at risk. Ask yourself which of these statements is The hostage-resources trap. In most companies, 
true of your company: | executives running big. profitable businesses get to call 
* I don't buy my own company's products or services. the shots. These people have no incentive to shift resources 
๑ Were investing at the same or higher levels and not to new ventures. I remember holding a Nokia product 





getting better margins or growth in return. | that was remarkably similar to today's iPad — in about 
5 2 y 
๑ Customers are finding cheaper or simpler solutions to | 2004. It hooked up to the Internet, accessed web pages, 
be “good enough.” |; and even had a rudimentary app constellation. Why did 
๑ Competition is emerg- | Nokia never capitalise on this 
ing from places we didn't | | groundbreaking innovation? 
expect. Because the company's em- 
* Customers are no longer To compete na transient- phasis was on mass-market 
excited about what we have ant: m shones, and resource allo- 
to offer adv tage econo y, uos decisions were made 
: AL. XI £ Im aV IC ; 
๑ We're not considered a ou must be willing to accordingly. 
gh 
top place to work by the peo- | 'hite-space trap. 
she MM E assess whether current we ie ฏ ฏ 0 ไจ จ 
pie e dlike to hire | B (aves are at risk nen I ask executiy es abou 
๑ Some of our very best dvan red S are ม the biggest barriers to innova- 


people are leaving. tion, | often hear, “Well, these 
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ments is being disrupted by players from a variety of in- 
dustries, including mobile phone operators, Internet credit 


things fall between the cracks of our organisational struc- 
ture." When opportunities don t fit their structure, firms 


often simply forgo them instead of making the ae A providers, and swipe-card makers. 
effort to reorganise. For instance, a product man- 49" 0 ti, Today strategy involves orchestrating 
ufacturer might pass up potentially profit- "nmm" % competitive moves in what I call "arenas." 


An arena is a combination of a customer 
segment. an offer, and a place in which 
that offer is delivered. It isn't that in- 
dustries aren't relevant anymore; it's 
just that industry-leve! analysis doesn't 
give you the full picture. Indeed, the 
very notion of a transient competitive 
advantage is less about making more 


able moves into services because they 
require coordination of activities along 
a customer's experience, rather than by 
product line. 

The empire-building trap. In a 
lot of companies, the more assets and 
employees vou manage, the better. This 
system promotes hoarding. bureaucracy 





building, and fierce defence of the status “gy. — 5f money than your industry peers, as con- 
quo; it inhibits experimentation, iterative แล ventional definitions would have it, and more 


about responding to customers’ “jobs to be done” 
(as Tony Ulwick would call it) in a given space. 


learning. and risk taking. And it causes employees 
who like to do new things to leave. 

The sporadic-innovation trap. Many companies 
do not have a system for creating a pipeline of new advan- 
tages. Asaresult, innovation is an on-again, off-again pro- 
cess that is driven by individuals, making it extraordinarily 
vulnerable to swings in the business cycle. 

The assessment "Is Your Company Prepared for 
the Transient-Advantage Economy?" will give you a 
sense of whether your organisation is vulnerable to 
these traps. 


Set broad themes, and then let people 
xperiment. The shift to a focus on arenas means 
that you can't analyse your way to an advantage with 
armies of junior staffers or consultants anymore. Today's 
gifted strategists examine the data, certainly, but they also 
use advanced pattern recognition. direct observation, and 
the interpretation of weak signals in the environment to 
set broad themes. Within those themes, they free people to 
try different approaches and business models. Cognizant, 
Strategy for Transient Advantage: | for instance, clearly spells out the competitive terrain it 
The New Playbook would like to claim but permits people on the ground con- 
Companies that want to create a portfolio of transient siderable latitude within that framework. “The Future of 
advantages need to make eight major shifts in the way Work" is Cognizant's umbrella term for a host of services 
that they operate. intended to help clients rethink their business models, re- 
invent their workforces, and rewire their operations — all 
with the firm’s assistance, of course. 
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Think about arenas, not industries. One of the 
more cherished ideas in traditional management is that 
by looking at data about other firms like yours, you can 
uncover the right strategy for your organisation. Indeed, 
one of the most influential strategy frameworks, Michael 
Porter's five forces model. assumes that you are mainly 
comparing your company to others in a similar industry. 
In today's environment, where industry lines are quickly 
blurring, this can blindside you. 

l'veseen untraditional competitors take companies by 
surprise over and over again. In the 1980s, for instance, 
no money-centre bank even saw the threat posed by Mer- 
rill Lynch's new cash-management accounts, because 
they weren't offered by any bank. Millions in deposits flew 
out the door before the banks realised what was going on. 
But in recent years, the phenomenon has become more 
common. Google's moves into phone operating systems 
and online video have created consternation in traditional 
phone businesses; retailers like Walmart have begun edg- 
ing into health care; and the entire activity cf making pay- 





Adopt metrics that support entrepreneuríal 
growth. When advantages come and go, conven- 
tional metrics can effectively kill off innovations by im- 
posing decision rules that make no sense. The net present 
value rule, for instance, assumes that you will complete 
every project you start, that advantages will last for quite 
a while. and that there will even be a "terminal value" left 
once they are gone. It leads companies to underinvest in 
new opportunities. 

Instead. firms can use the logic of "real options" to 
evaluate new moves. A real option is a small investment 
that conveys the right, but not the obligation, to make 
a more significant commitment in the future. It allows 
the organisation to learn through trial and error. Con- 
sider the way Intuit has made experimentation a core 
strategic process, amplifying by orders of magnitude its 
ability to venture into new spaces and try new things. 
As Kaaren Hanson, the company's vice president of de- 
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It is this simple philosophy that has helped us to provide 
banking services, which focus primarily on the care and 
concern for our customers and patrons, for 107 years now. O 
Because, at Bank of India, we invest heavily in Bank of India | 

relationships, above all else. And we believe that it's only 
when we understand your needs, we will be able to provide 
you with products and services that help you to get more 


out of your relationships. Retail | Rural | MSME | Corporate | NRI 


Relationship beyond banking 
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transient-advantage context has to do with people and 
their personal networks. Indeed, evidence suggests that the 
most successful and sought-after employees are those with 
the most robust networks. Realising that strong 
relationships with customers are a profound 
source of advantage, many companies have 
begun to invest in communities and net- 
works as a way of deepening ties with cus- 
tomers. Intuit, for example, has created 
a space on its website where customers 
can interact, solve one another's prob- 
lems, and share ideas. The company goes 
company has demonstrated that de so far as to recognise exemplary problem 
mand for something exists, competitors i - d solvers with special titles and short profiles 
quickly move in. What customers crave b WE" un ofthem on the site. Amazon and TripAdvisor 
- and few companies provide — are well- ee both make contributions from their communi- 
designed experiences and complete solutions to their ties a core part of the value they offer customers. And 
problems. Unfortunately, many companies are so inter- of course, social networks have the power to enhance or 
nally focused that they're oblivious to the customer's ex- destroy a firm's credibility in nanoseconds as customers 
perience. You call up your friendly local cable companv enjoy an unprecedented ability to connect with 
or telephone provider and get connected to a robot. The one another. 
robot wants to know your customer number, which you Firms that are skilled at managing networks are also 
dutifully provide. Eventually, the robot decides that your notable for the way they preserve important relationships. 
particular problem is too difficult and hands you over to Infosys, for instance, is choosy about which customers it 
a live person. What's the first thing the person wants to will serve, but it maintains a 97 per cent customer reten- 
know? Yup, your customer number. It's symptomatic of | tion rate. Sagentia, a technical consultancy in the UK, is ex- 
the disjointed and fragmented way most complex organi- tremely conscientious about making sure that people who 
sations handle customers. are let go remain on good terms with the firm and land well 
Companies skilled at exploiting transient advantage | innew positions. Even at a large industrial company like GE, 
put themselves in their customers' place and consider the senior leaders spend inordinate amounts of time build- 
the outcome customers are trying to achieve. Australia's ing and preserving relationships with other firms. 
Brambles has done a really great job of this even though it 
is in a seemingly dull industry (managing the logistics of 
pallets and other containers). The company realised that 
one of grocers' biggest costs was the labour required to 
shelve goods delivered to their stores. Brambles designed 
a solution: plastic bins that can be filled by growers right 
in the fields and lifted directly from pallets and placed on 
shelves, from which customers can help themselves. It has 
cut labour costs significantly. Better yet, fruits and vegeta- 
bles arrive at the point of purchase in better shape because 
they aren't manhandled repeatedly as they go from field 
to box to truck to warehouse to storage room to shelf. Al- 
though seemingly low-tech, this initiative and others like 
it have generated substantial 


sign innovation, said at a recent conference at Colum- 
bia Business School, the important thing is to “fall in 
love with the problem you are trying to solve” rather 
than with the solution, and to be comfortable 
with iteration as you work towards the answer. 






Focus on experiences and 
‘solutions to problems. As 
barriers to entry tumble, product fea- 
tures can be copied in an instant. Even 
service offerings in many industries 
have become commoditised. Once a 





Avoid brutal restructuring; learn healthy 
disengagement. ไท researching firms that effec- 
tively navigate the transient-advantage economy, I was 
struck by how seldom they engaged in restructuring, 
downsizing, or mass firings, Instead, many of them seemed 
to continually adjust and readjust their resources. At In- 
fosys, I was told, people don't really believe in “chopping 
things off." Rather, when an initiative is wound down, 
they say it "finds its way to insignificance.” 

Sometimes, of course, downsizing or sudden shifts 
can t be avoided. The challenge then is disengaging from 
a business in the least destructive, most beneficial way. 
Netilix's efforts to get out of the 





profits and steady growth for eee DVD-shipping business and into 
the company — not to mention : อ į streaming movies, which its 
1 โ ็ Transient-advantage ล รื 
customers appreciation. อ management passionately be- 
firms seldom engage เท lieves represents the future, of- 


Build strong relation- restructuring, downsizing, fer an interesting lesson in the 
ships and networks. wrong way to do this. In 2011 


One of the few barriers to en- OF Mass fir mgs the company’s management 
try that remain powerful in a made two decisions that infuri- 
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Is Your Company Prepared for the 
Transient-advantage Economy? 


To seize transient advantages, companies need a new mode of operations. The diagnostic below can 
help pinpoint areas where change is required. Simply position your organisation's current way of 
working between the two statements in the assessment. If you score in the lower part of the range 
in an area, you might want to take a hard look at it 


Focused on extending 
existing advantages 








| y Wehavea systematic way of exiting 
12345 6 T. businesses . 1 





TN อ รอ ก ส ง อ ่ อ อ ด 5 a st part of the. 
12345 6 7 normal business cycle- 





ated customers. It imposed a massive price increase across DVD part of the business will shrivel up. How might the 
the board. and it split the DVD and streaming businesses firm have exited more gracefully? 


into two separate organisations, which forced customers Preparing customers to transition away from 
to duplicate their eflorts to find and purchase movies. Let's old advantages is a lot like getting them to adopt a 
assume that Nettlix's leaders are right that eventually the new product, but in reverse. Not all customers will 
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Mahagun Group has made sure that they not only create a trusted 
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be prepared to move at the same rate. There is a 
sequence to which customers you should transition first, 
second, and so on. 

If, rather than raising prices for everybody. Netflix had 
selectively offered price discounts to those who would drop 
the DVD service, it would have moved that segment over to 
the new model. Then it could have gone to the “light user” 
DVD consumers and suggested that instead of getting a 
new DVD anytime they wanted it, they would get one once 
a month, say, for the same price. Ifthey wanted the instant 
service, their prices would go up. That would shift another 
group to lower DVD usage. Then when those segments 
started to realise that all-streaming wasn't so bad, Netflix 
could have instituted the big price 
increase for the mainstream buyer. 
The point is that in trying to force 
many customers to move faster 
than they were prepared to, the 
company enraged them. 
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Speed is paramount. 
Fast and roughly right 
decision making must 
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stable and healthy is it ramped up. All too often, in their 
hasteto get commercial traction, companies rush through 
this phase: as a result whatever product they introduce 
has critical flaws. They also spend way too much money 
before testing the critical assumptions that will spell suc- 
cess or failure. 


Leadership as Orchestration 

No leader could cognitively handle the complexity of 
scores of individual arenas, all at slightly different stages 
of development. What great leaders do is figure out some 
key directional guidelines, put in place good processes for 
core activities such as innovation, and use their influ- 
ence over a few crucial inflec- 
tion points to direct the flow of 
activities in the organisation. 
This requires a new kind of 
leader - one who initiates con- 
versations that question, rather 
than reinforce, the status quo. 


Get systematic about replace deliberations A strong leader seeks contrast- 
early-stage innovation. If x : | ing opinions and honest dis- 
advantages eventually disappear, that are p recise but slow agreement. Diversity increas- 


it only makes sense to have a pro- 
cess for filling your pipeline with 
new ones. This in turn means that, rather than being an 
on-again, off-again mishmash of projects, your innovation 
process needs to be carefully orchestrated. 

Companies that innovate proficiently manage the 
process in similar ways. They have a governance struc- 
ture suitable for innovation: They set aside a separate 
budget and staff for innovation and allow senior leaders 
to make go or no-go decisions about it outside the plan- 
ning processes for individual businesses. The earmarked 
innovation budget, which gets allocated across projects, 
means that new initiatives don’t have to compete with 
established businesses for resources. Such companies also 
have a strong sense of how innovations fit into the larger 
portfolio, and a line of sight to initiatives in all different 
stages. They hunt systematically for opportunities, usually 
searching beyond the boundaries of the firm and its R&D 
department and figuring out what customers are trying to 
accomplish and how the firm can help them do it. 


Experiment, iterate, learn. As I've said for many 
tmd? years, a big mistake companies make all the time is 
planning new ventures with the same approaches they 
use for more-established businesses. Instead, they need to 
focus on experimentation and learning, and be prepared to 
make a shift or change emphasis as new discoveries hap- 
pen. The discovery phase is followed by business model 
definition and incubation, in which a project takes the 
shape of an actual business and may begin pilot tests or 
serving customers. Only once the initiative is relatively 
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ingly becomes a tool for picking 
up signals that things may be 
changing. Broader constituencies may well become in- 
volved in the strategy process. 

Finally, transient-advantage leaders recog- 
nise the need for speed. Fast and roughly right deci- 
sion making will replace deliberations that are pre- 
cise but slow. In a world where advantages last for 
five minutes, you can blink and miss the window 
of opportunity. 


ONE THING ABOUT STRATEGY HASN'T CHANGED: 
It still requires making tough choices about what to 
do and, even more important, what not to do. Even 
though you are orchestrating scores of arenas, you 
can do only so many things. So defining where you 
want to compete, how you intend to win, and how 
you are going to move from advantage to advantage 
is critical. While we might be tempted to throw up 
our hands and say that strategy is no longer useful, 
| think the opposite conclusion is called for. It's more 
important than ever. It just isn't about the status quo 
any longer. è 


Im Gunther McGrath, a professor at Columbia 
AB Business School, researches strategy in uncertain and 
volatile environments. She is the author of the book The End of 
Competitive Advantage (Harvard Business Review Press, June 
201 3), from which this article is adapted. This article was pub- 
lished in HBR, June 2013. Copyright ©2013 Harvard Business 
Scheol Publishing Corporation. All rights reserved. 
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35,000 Outsourced Associates | Over 1 Lac Employment | 17 Offices 
45,000 Backgroud Checks | Own PF Trust 5j Complete Online Management 
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ส 4 Life Lessons 


CEOs 


CEOs are not born. 

They are made. 

They grow into that 
position. We asked our 
CEO winners if they had 
any weaknesses and how 
they overcame them. Here 
is what they said: 


N. Chandrasekaran 
TCS 


“Running long distances 
helped me to listen 

better and also shed my 
shortcoming of being a 
man always in a hurry" 





rennet 
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HOW | EQUIPPED 
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BECOME A CEO 
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Shikha Sharma 
Axis Bank 


“I learnt to overcome 
my limitations at 
public speaking 
by making a fool 
of myself. I am 
very emotional 
too. Wayne 
Brockbank, 
Clinical Professor 
of Business at the 
Ross School of 
Business, University 
of Michigan, helped 
me understand 
emotions. He told 
me it is not about whether you are 
emotional or not, but whether you 
control your emotions or your emotions 
control you. That helped me a lot. 
Today, I remain emotional, but I use 
that emotion eflectively. | demonstrate it 
when I want to and do not show it when 
it is not the right time to do so" 





Bajaj Auto 


After finishing mechanical 
engineering from Pune, he 
gained practical knowledge 

at Warwick Manufacturing 
Group in the UK. On his 

return he joined Bajaj Auto, 
and spent five years each in 
manufacturing, R&D and 
marketing. Sought knowledge 
in business books, homeopathy 
and yoga and adapted what he 
learnt to suit the specific needs 
of the company 
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Success Depen 
On Making 

The Right Move 
At The Rig f Time 
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3day — HI-IMPACT LEADERSHIP 


program Blueprint for Success 





* Lead successfully, communicate 
effectively, manage professionally 
based on values and ethics 

* Create a culture of trust and 
accountability 

๑ Increase productivity and 
achieve more 


>day GAIN AND RETAIN 


program CUSTOMERS 


Grow by Mastering Selling Skills 





Convert ‘NOs’ into YESes 

Overcome resistance, build trust and 

close more sales เข ม ม 
Learn to become an effective negotiat 

Increase Sales by identifying buying 

motives & selling opportunities 

Learn the do's and don'ts of 

professional selling 


2 day PUBLIC SPEAKING & 
program PRESENTATION SKILLS 


peak with Power, Poise & Pizzazz 





๑ Face the audience with confidence 
๑ Overcome stage fright, make 
powerful speeches and presentation: 
๑ Deliver impromptu speeches and 
think on your feet 
๑ Handle audiences and Q & A's effectively 
* Inspire, influence and get results 


PROGRAM SCHEDULE FOR 2014 
Hi-Impact Leadership Master Selling 















City 


Public Speaking & 


Skills Presentation Skill: 
Chennai | 29, 30, 31 Jan 14 1182 ้ 
| Mumbai 5. 6, 7 March '14 8 & 9 March ‘1 
| Bengaluru | 9, 10, 11 Apr 14 12 & 1 
| Delhi 7, 8, 9 May "14 10 & 11 May '14 


“Early bird benefit: Investment prior to 1: 
Corporate Savings: Enroll 5 Participants, ge! 
Enroll 15 paid participants, get 4 cor 
Attend all 3 programs and Develop Leadership Exc 
investment (per participant) % 1,55,00 


For Consultancy services, Keynote addresses, In-house programmes contact: 
Phone: +91 11 26148804, Cell: +91 9811039605 


Email: skmarketing@shivkhera.com 
Visit us at: www.shivkhera.com 





Ei wwwfacebook.com/shivkhera (= www.twitter.com/theshivkhera 
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Life Lessons 
d. si 


Aditya Puri Ralaxe~ 
HDFC Bank garden” 






















"[ believe in overcoming my 
weaknesses through the process 
of assimilation. One has to learn 
trom the job, read, figure out 
pam aring t »" what others are doing and how 
im they are achieving results” 


Akhilesh Joshi 


Hindustan Zinc 


“Having worked in the mines for 
most of my career, I did not have 
much knowledge of Indian and 
global commodity markets. I did not 
understand how demand-supply 
scenarios behave and their impact on 
pricing. I read a lot, met and spoke to 
analysts and investors. This helps me 
maximise revenue generation” 





V. C. Sehgal 


part น Motherson Sumi Systems 
pe o" > ' 
da we pe on 2' + - 
T. iH Ne i | realised early that I needed to step back 


from day-to-day activities to allow room for 
prolessionals to grow and give myself some 
free time to set the long-term vision for the 
group. Stepping down is always ล diflicult 
decision. I realised I had to move forward 
and bite the bullet. I did just that and have 
not looked back since" 
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Nitin Paranjpe 
Unilever 


“When I tried to address 

my weaknesses with a 
straightforward frontal attack, 
I found my rate of success to be 
low. Instead, when I leveraged 
my strengths to overcome 
problems, I was far more 
successful and the process 

of change was enjoyable” 
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Kamal K. Sharma 
Lupin 


“In my younger days I would 
solve 90 per cent of a problem 
and then relax assuming that 
since the critical part had been 
handled, the rest would resolve 
itself. This was not the case 
and it almost cost me my job 
once. It took me a long time to 
overcome this limitation. I did 
so by becoming very conscious 
of it. I also took public speaking 
classes to improve my skills in 
this department. I am still not a 
very sociable person but I do try 
to strike up conversations with 
people on various topics in my 
free time” 


(Contributions by: Goutam Das, Manisha Singhal, Suveen Sinha, Ajita Shashidhar, Anand Adhikari, N Madhavan, Suprotip Ghosh, Sunny Sen) 
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Right in the heart of Europe there is a real treasure. We proudly 
present Krakow, a former capital of Poland. This particular gem is 

ore valuable than others as it still remains largely undiscovered. 

rakow amazes tourists with its wonderful landmarks, perfect 
pcation and rich cultural heritage. The impressive Main Square 
nd the Old Town are so precious that they have made their way 
nto UNESCO's World Heritage Sites list’ Tourists can find lots of 
ffordable Motels, restaurants with food from all over the world and 
onvenient trangport links. Polish hospitality is boundte make your 
lients come bak hom@ happy and recommend Poland'to their 
amily and friends, Incldde Krakow in your tour itineraries. 


ontact ug and We'll help you find reliable partners in Poland. 
ore at WWw.poland travel. 
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wt!) The Ideal Leader 


CEOs 





Innovative 


VERE NA, 

Emerging markets like India have 
become cradles of innovation. Such 
a mindset is key to enabling the 


P() RI RA | | ( F IET 
Global 

JL JOR 

A business model that can be 

replicated in other emerging 

to promote his company and his 


markets offers great scope for A 
overseas. But it calls for a F7 

CEO capable of grabbing the 

opportunity 

personal brand. Networking also 

What traits should a CEO heips oan ve อ น ไร abcat 

his in and market trends. No 

ย s T— a CEO can afford to be an introvert 

uch depends on 
the environment in Shared 
which his/her compny uc 

operates. SU | there are At a time when companies are 

some qualities the CEQ _ increasingly seen as merely profit 

of every company ไท theright values so as to putin 

e right values so as to put in 

| n d | ล h a d bett er DO SSess od rimi that e tm 

the company's competitiveness 


if he ho Des to go far. without hurting the society and 
By N. MADHAVAN environment it operates in 



































Networking 
ADITU 


A CEO must network constantly 








ego 
AL 4 
A CEO needs to be quick in decision making. 
He must latch on to new opportunities 
markets offer as well as give up those 
businesses/products which have outlived 
their usefulness. All the more when product 
lifecycles have shrunk dramatically 








Inordinate delays on account of policy paralysis, policy flip flops and moving 
goal posts are common in India. A CEO needs considerable patience while 
dealing with government and quasi-governmental bodies 





Indian "m are » particularly ms (ask the global 
car makers). A CEO must understand his customers' needs. Only 
then can he produce the right products and more importantly, 
position/price them correctly 





The CEO's vision dais the c Course m company will take. 
Having such a vision is critical for focusing the collective 
energy of the organisation. The challenge is also to balance the 
long-term vision with quality short-term performance 





ACEO does not have to bei a great orator but uten a e 
communicator is essential. How else can his/her values 
and vision for the company reach every employee and the 
stakeholders outside? 





Opportunities come andes with their share of risks. A CEO who does 
not have the stomach to take risks will miss out on opportunities. A 
well thought out strategy based on strong domain knowledge and use 
of the right people will help to minimise the risk 





History shows that the most successful CEOs are 
those who are humble and have their feet on the 
ground. Humility is as important as domain and other 
kinds of expertise for a CEO to succeed 
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INDIA'S 
BEST 





BY SHASHANK TRIPATHI 


HOME AND 
THE WORLD 


he Indian CEO is at an interesting crossover point, His aspiration 
lor his company is shifting from being the largest or the most 
profitable in India, to being one of the top 10 globally. At the 
same time, India as a growth market is being ventured into ag- 
gressively by global competitors, requiring him to defend his 
position in his home market. He is caught between defending his 
home turf and expanding internationally. The CEO has to shape 








a new organisation with the strength to cope with both halves of 


this two part conundrum. 
The first tenet of globalisation is to be robust and financially 
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Announcing a Dreamliner 
connection to 


Air India's Dreamliner connects Mumbai to Tokyo 3 days a week via Dell: 
Aboard the wide-bodied Dreamliner, passengers are sure to experience 

a memorable flight. Features like extra large shutterless windows with 
electronic tinting, advanced entertainment systems 

cleaner air and more leg room space, not to mention amazing food 
and service, guarantee a pleasant journey. See you on board! 










Tue / Fri / Sat 


Wed / Sat / Sun | 


Fight No 
NRTOS00: 1 
DEL1800 


Call Toll free: 1800 180 1407 or visit www.airindia.in | Follow us on ko 











strong in your home market. Despite recent compli- 
cations and short term hiccups, India continues to 
grow and is an attractive market. While the country 
is currently on pause for another general election, 
there is ample evidence that growth will continue 
over the medium term. Our demographics are 
sound, the smaller towns are proving to be exciting 
markets, and the enterprise mindset o? India is too 
deep to get disturbed. The width and depth of the 
home market which has over 600 million people 

in the emerging middle class alone provides 

long term strength. 

The home market is the passport 
most Indian companies are using to 
enter and dominate other markets. 
This was the leitmotif of the Us 
globalisation effort some 50 years 
back, when the large US home 
market provided them a similar 
launching pad. A number of inno- 
vations and business models were 
tested in the US and then exported glo- 
bally. McDonald's became a global brand 
because it created a scalable business model in 
the US and acquired financial and managerial talent 
to take it global. Clearly brand Us helped these com- 
panies in that journey, and in turn benefited from it. 

Many companies in India are tooling up for a 
similar journey. FMCG companies have been ahead 
of the game by trickling into other emerging mar- 
kets over the past two decades and now consolidat- 
ing there. Telcom companies have refined and ex- 
ported their business models. Industrial products 
and auto companies are acquiring companies in 
developed and developing markets. International 
multinationals are also using India to refine their 
offerings and use the country as a launching pad to 
other emerging markets, and sometimes back to 
their home markets. The CEO of a large US auto 
multinational recently told us that he intends to 
make his Indian operations the 'Detroit of emerging 
markets'. 

Our research shows that India will produce the 
largest number of emerging multinationals over the 
coming two decades, 20 per cent more than China. 
In this journey CEOs have significant assets from 
India and admittedly a few liabilities too. CEOs are 
considering globalisation on two different vectors. 
A number of them are seeking to enter and grow in 
other emerging markets, with their value proposi- 
tions and business models having been tested in a 
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very large emerging economy like India. The second 
vector is to acquire intellectual property, brands and 
sometimes market footprint to compete in the more 
developed markets like the US and Europe. While 
growth in these developed markets is slow, assets 
acquired here can provide both hard and soft capa- 
bilities to strengthen the company. 

For Indian CEOs, this landscape is exciting but 
requires them to drive significant change in the 

mindset and capabilities of their organisations. 

This includes creating leaders who are able 
to take the company to the next level of 
global evolution both in emerging 
and developed markets. The value 
conscious propositions and lighter 
business models typical of Indian 
companies may limit them as 
they go global. While senior man- 
agers in large multinationals 
come from Indian ‘exported’ talent. 
the ability to create global market 
leaders in India is still suspect. The ac- 
ceptance of global leaders within Indian 
companies is still nascent. Brand India, with its 
purported soft power could aid this process, but if 
handled without imagination could come in the 
way of the globalisation journey. 

As companies globalise, they are defending 
themselves in the Indian market, which is under 
attack from global players. To compete, CEOs are 
building world class capabilities in a number of ar- 
eas — from front-end marketing and sales capacity 
to back office functions like finance. The quality and 
quantum of competition in India is intense. It offers 
no respite to the CEO who knows he cannot compete 
with an organisation tooled for yesterday. In this 
re-tooling, CEOs and Boards have to compare them- 
selves with international competitors. 

As India itself becomes global, the two agendas 
~ defending brand India and global growth are 
merging in the mind and strategy direction of the 
Indian CEO. The solution - creating an organisation 
that is globally competitive from the word go is to- 
wards which Boards and CEOs are moving. The 
globalisation agenda is something which is no 
longer seen as an ‘extra’ to a company's strategy, it 
has to be stitched into the very DNA of the business. 
Every CEO who wants to remain competitive, and 
seeks profitable growth, has to take on the mindset 
ofa global CEO. ๑ 

The author is Leader Strategy/ PwC India 
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Delivering world class hospitality 


The Pride Hotels will soon make its presence felt in Delhi at Aerocity. The Five star 
property with 385 rooms will exceed the expectations of its guests in every 
manner. Discover indulgent modern architecture outside and luxurious rooms, fine 
dining, gym, spa pool, large banquet facilities and service inspired by the greatest 
traditions of Indian hospitality inside. 


u^ Pune | Nagpur | Chennai | Bangalore | Kolkata | Ahmedabad, 
PRIDE wor Chandigarh (Panchkula) | Delhi Aerocity (2014) 


Pride Sun Village Resort and Spa, Goa | Pride Amber Vilas, Jaipur 
Pride Tigerwood Resort, Kanha (MP) | Alleppy | Pride Resort, Pench (2014) 


rt 


Flaw N Folie 1 ส่ ๓ 4 ่ 046. ๕ 


๒ ธ เ 2 ก 61 ๑ | Sriperumbudur | Cochin | Bangalore (2014) 


Sales Offices nos- Kolkata- 033 40259999, Chennai- 044 43989898 adc. 
Bombay-- 022 40059300, Delhi - 011 41606677, Hyderabad- 9885146462. PRIDE 
Toll free: 1800 209 1400 | www.pridehotel.com 





f www.facebook.com/ThePrideHotels ve www.twitter.com/ThePrideHotels Wima www.youtube.com/ThePrid 
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Ashok K. Kajaria 


Chairman & MD 
a  Kajaria Ceramics Ltd 


f i"^r 
— 17105 
d 


Aditya Puri 


Managing Director 

HDFC Bank Ltd 

Ajay Kaul 

CEO & Whole-time Director 
Jubilant Foodworks Ltd 


J Akhilesh Joshi 
CEO & Whole-time Director 
| Hindustan Zinc Ltd 


. £0. - J 
3,07U.: 


| Anand Mahindra 
BY Chairman & MD 
Mahindra & Mahindra Ltd 








Anand Mahajan 
Managing Director 
| Grindwell Norton Ltd 





4 Anant J. Talaulicar 
Managing Director 
Cummins India Ltd 


Anil Kapoor 
Managing Director 
Chambal Fertilisers & Chemicals Ltd 





Figures in? crore; A 
market capitalisation of financial year 


market cap: Average of daily 
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The companies 
they head have 
defied the slowdown, 
runaway input costs, 
high interest rates 
and adverse market 
conditions to deliver 
stunning results. 
Presenting the 
BT-PWC India Listing 
of India's top 
100 CEOs 





; Anil Khanna 
” Managing Director 
Blue Dart Express Ltd 
















Antonio Helio Waszyk 
Chairman 
me Nestle India Ltd 





| 
gy E A 
VIVUS 


Arvind Poddar 
Chairman & MD 
Balkrishna Industries Ltd 


' Azim H. Premji 
Chairman 
Wipro Ltd 








B.C. Tripathi 
Chairman & MD 
29 GAIL (India) Ltd 












B.N. Kalyani 
Chairman & MD 
Bharat Forge Ltd 


Bhaskar Bhat 
Managing Director 
Titan Industries Ltd 





"| Chanda Kochhar 
> Managing Director & CEO 
ICICI Bank Ltd 


4 4m WERT 18205 






Experience the Deal 
Before the time lapse... 


Billboards - Hoarding - Innovations - Bus Media 
Gantries & Flyover Panels - Railway Media - Airport Media - BTL Activities 
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Sanjeev Gupta - 9820082849 


www.globaladvertisers.in + info@globaladvertisers.in 
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Dinesh Nandwana 
Chairman & MD 
Vakrangee Ltd 
า น และ [T 3 


1,563.0 mH I 


Dinesh Shahra 
Managing Director 
Ruchi Soya Inds, Ltd 


26,5527 [WHAT 2591 

















G.V. Bhaskar Rao 
Chairman & MD 
Kaveri Seed Co. Ltd 


7 = Mm 756 ไพ ร 13000 
GV. Prasad 


Chairman & CEO 
Dr. Reddy's Laboratories Ltd 


8,651.6 ไส 4 295094. 
Gautam S. Adani 


Chairman & MD 
. Adani Ports & SEZ Ltd 


35630 SEA. 255662 


€ Glenn Saldanha 











Chairman & MD 
Glenmark Pharmaceuticals Ltd 





21641 LG 114363. 





© 


H.B. Joshipura 
Managing Director 
GSK Pharmaceuticals Ltd 


2.9404 (S. nma 


H.M. Bangur 
Managing Director 
Shree Cement Ltd 


6403 EOST 142,8423 


Figures in * crore; Average market cap: of dally | 
market capitalisation of financial year; ** กา ต เร รา อ ระ วา 
of Unilever's Home Care business on October 1, 2013 
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‘H.M. Bharuka 
Managing Director 
Kansai Nerolac Paints Ltd 


3395 IMO") 53218 
Hameed Hug 


Managing Director 
27 Tata Coffee Ltd 


69.5 9 2048 


Harsh C. Mariwala 
Chairman & MD 
Marico Ltd 
























Jayadev Galla 
Vice Chairman & MD 
Amara Raja Batteries Ltd 


3500  %98 3650 
๐ 


K.K. Sharma 


Vice Chairman 
Lupin Ltd 


12034 ไฮ ม 2569004 


K.M. Mammen 
Chairman & MD 
MRF Ltd 


13,076.3 S48 3,8759 
K.M. Mistry 


Vice Chairman & CEO 
HDFC Ltd 


21,4089 จ ผ่ 25 129968 


K.R. Kamath 
Chairman & MD 
Punjab National Bank 


sms cur nsa 
Kalyan Ganguly 


Managing Director 
United Breweries Ltd 


6549 1524. T0998 
Kapil Wadhawan 


Chairman & MD 
Dewan Housing Finance Corpn. Ltd 


452 โซ 2,206.3 












































Krishnakumar Natarajan 

Managing Director & CEO 

MindTree Ltd 

muxw CT TT 
239658 3389 20065 
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M.B. Parekh 
Chairman & MD 
Pidilite Industries Ltd 


3645 ESOS 


` M.P. Taparia 
= Managing Director 
Supreme Industries Ltd 


3796.7 DM 37882 


Mehul C. Choksi 
Chairman & MD 
Gitanjali Gems Ltd 


10,4418 | 2639 
Murali K. Divi 


Chairman & MD 
Divi's Laboratories Ltd 


2192.3 [897 130406 
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N. Chandrasekaran 
Managing Director & CEO 
TCS Ltd 


50,656.7 129864 254,7141 
Neeraj Singal 


Vice Chairman & MD 
Bhushan Steel Ltd 


Nitin Paranjpe** 
Managing Director & CEO 
Hindustan Unilever Ltd 


019153 [3889-1443]. 





O.P. Puranmalka 


Whole-time Director 
UltraTech Cement Ltd 


231954 MS 033 
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Will Colonel Balwant be knocked 
out or will he raise a toast ? 


At 54, Colonel Balwant with his distinctive 


salt & pepper hair was as fit as a fiddle. His 


regular early morning golf was his 
"x potion. He was an 
extrovert and the soul of the 


party. He was a fauji by profession but an 





entrepreneur by heart. 


He takes the plunge 


The heart prevailed and he took voluntary 
retirement & started his Security & 
Manpower Services in Chandigarh in 2009. 
His contacts were good and the niche market 
of Malls and Apartment complexes were 
booming. He had tapped into a goldmine. 


The Achilles' heel... 


Colonel Balwant was hands on and trained his 
staff brilliantly. His security services and his 
manpower were rated as the most 
professional. However his Achilles’ heel was 
his being almost a cipher in accounting. His 
finance head, in his endeavour 

to show profitability 
ES) billed clients the Service 
KW Tax components but 
paid the exchequer 
only a small percentage 
of the same. 





Knocked out... 


Over a round of golf at the club the talk 
veered around to Service Tax and the liability 
of the service provider. He learnt that five 
Service Providers had got summons recently. 
In case of non-compliance the penalties, 
interest & proceedings would be like a knock 
out punch. Balwant checked with his finance 


HIS CONTACTS 
WERE GOOD 
AND THE NICHE 
MARKET OF 
MALLS AND 


head and learnt of the 
transgressions. Being an 
army man he took the 
blame squarely on his 
shoulders. Two weeks 


APARTMENT 
COMPLEXES 
WAS BOOMING & 
BUT THEN... 


of intense agony and 
soul-searching followed. 





The ray of hope... 


Then he saw the advertisements for the 
Service Tax - Voluntary Compliance 
Encouragement Scheme (VCES) where 
immunity was promised on truthful 
declarations. 


He immediately logged onto 
www.cbec.gov.in and understood that he 
could get immunity from interest, penalties 
and proceedings for the period Oct. |, 2007 
to Dec.31, 2012. 

Colonel Balwant heaved a sigh of relief and 


raised a toast to VCES. 


Mes 


Be smart, make a fresh start 


VOLUNTARY 
COMPLIANCE 
ENCOURAGE MENT 
SCHEME 
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CEOs 


P. Jayarama Bhat 
Managing Director & CEO 
Karnataka Bank Ltd 


CICI 
41951 OU. 22455 
P.R. Chandrasekar 


Global CEO & Vice Chairman 
Hexaware Technologies Ltd 


9584 2868. 3,3332 


P.D. Mundhra 
Executive Director 
Eclerx Services Ltd 


798 159 2084 


Prasad Chandran 
Chairman & MD 
BASF India Ltd 


42508 184 27327 


Preetha Reddy 
Managing Director 
Apollo Hospitals Enterprise Ltd 

























Chairman & MD 
Ipca Laboratories Ltd 


2,846.5 390 5393 


Puneet Goenka 
Managing Director & CEO 
Zee Entertainment Enterprises Ltd 


2695 ESAO 17,0222 
O 


Qimat Rai Gupta 
| Chairman & MD 
: : Havells India Ltd 


. "น 9 ES TA 
๐ 9 


R.G. Chandramogan 
Chairman & MD 
Hatsun Agro Products Ltd 


21699 LX 926 


Figures in * crore; Average market cap: Average of daily 
market capitalisation of financial year 













Roll of Honour = 


J R. Kirpalani 
Managing Director 
Castrol india Ltd 


A แย ท เศ 1 | awe MAT car 
37904 “a ums 
Rajesh Mittal 


Managing Director 
Greenply Industries Ltd 


20387 90 แผ 3 


R. Mukundan 


Managing Director 
Tata Chemicals Ltd 


9,075.5 090. 8349.8 


R. Ramanan 
Managing Director & CEO 
CMC Ltd 


1165.6 96 3223 


R. Srinivasan 
Managing Director 
Redington (India) Ltd 


10,453.5 แผ | 3,240 


Rajeev Jain 
Chief Executive Officer 
Bajaj Finance Ltd 


3095 ส 2 48619 


Rajendra Anandpara 
Managing Director 
* FAG Bearings India Ltd 


Á vna OBSS 2595 


Rajendra S. Pawar 
Chairman & MD 
NIIT Technologies Ltd 


1141.2 C89. 1602 


3 Rajiv B. Lall 
| Executive Chairman 
IDFC Ltd 


153 ST. 222569 


Rajiv Bajaj 
Managing Director 
Bajaj Auto Ltd 


21,823.6 1289827 514519 
Rakesh Jain 


Managing Director 
Aditya Birla Nuvo Ltd 


10,490.9 ล 10,5357 












































Ramesh lyer 
Managing Director 
M&M Financial Services Ltd 


39597 (8826) 9,2357 
Rana Kapoor 


Managing Director & CEO 
YES Bank Ltd 


9,595.5 2988. 14,3529 
Romesh Sobti 


Managing Director & CEO 
Indusind Bank Ltd 


ไร น — DAMES 17,8534 


Roopa Kudva 
Managing Director & CEO 
CRISIL Ltd 


109 1 ฑ 2 6989 

















S. Ravichandran 
Managing Director 
TTK Prestige Ltd 


13903 พ พ 3871 
Salil Singhal 


Chairman & MD 
PI Industries Ltd 


1324 (989 1963 


Samir Mehta 
Executive Vice Chairman 
Torrent Pharmaceuticals Ltd 


2,905.0 DESTE 5,667.8 


Sandeep P. Engineer 
Managing Director 
Astral Poly Technik Ltd 
900.9 $6 P 
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Sanjay Chamria 
Vice Chairman & MD 
Magma Fincorp Ltd 
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'y Sanjay S. Lalbhai 
Chairman & MD 
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Satnam Singh* 
Chairman & MD 
Power Finance Corpn. Ltd 


^ qm 243518. 


Satyanarayan Nuwal 
Chairman & ED 
Solar Industries India Ltd 


Shailendra Bhandari 
Managing Director & CEO 
ING Vysya Bank Ltd 
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Managing Director & CEO 
| Axis Bank Ltd 


| sss ส ต ธั! "50.6901 


Shishir Joshipura 


Managing Director & CEO 
SKF India Ltd 


2,458.9 SA 3,3677 


Siddhartha Lal 
"A Managing Director 
J Eicher Motors Ltd 


1229.3 DM sel 


Sudhin Choksey 
Managing Director & CEO 
Gruh Finance Ltd 


Sunder Genomal 
Managing Director 
Page Industries Ltd 


997.5 โท ย 3,546.5 


Sunil Agarwal 
Managing Director 
SE Investments Ltd 


mo [SS wel 


~“ Sunil Duggal 
Chief Executive Officer 
Dabur India Ltd 


.. 4459 GRABS 22729" 


Figures in * crore; Average market cap: Average of daily 
market capitalisation of financial year; 
# Till September 13, 2013 



































Sunil Lalbhai 

Chairman & MD 

Atul Ltd — 

Wi nee) [3218117 
2109 148 6 


Suren Jain 
| Managing Director & CFO 
* Jaiprakash Power Ventures Ltd 








Sushil K. Goenka 
ll Managing Director 
Emami Ltd 


1716.3 โซ ห $062 








TT. Srinivasaraghavan 
Managing Director 
Sundaram F nance Ltd 


2147 398 4,662.9 





Uday Kotak 


Executive Vice Chairman & MD 
Kotak Mahindra Bank Ltd 


$299 3996 45,3629 








V.A. Joseph 


Managing Director & CEO 
' South Indian Bank Ltd 


V.C. Sehgal 
Chairman 
Motherson Sumi Systems Ltd 


48509 4654 88310 - 


V.K. Jain 


Managing Director 
Gujarat Fluorochemicals Ltd 


1719.8 CAPAS 3940 


V.K. Viswanathan 
Chairman 
Bosch Ltd 


9,688.0 E9022 265501 











V.P. Nandakumar 
Managing Director & CEO 
Manappuram Finance Ltd 


2,260.6 


Venu Srinivasan 
Chairman & MD 
TVS Motor Co. Ltd 


1598 [M 18604 - 


Vinita Bali 
Managing Director 
Britannia Industries Ltd 


5745.4 | 2230 6002 
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‘ Yogesh Agrawal 
! Managing Director 
Ajanta Pharma Ltd 


Go) ms ต ws 
Z Y.C. Deveshwar 


Chairman 
ITC Ltd 


43,093.0 TTARGN 212,3873 
Y.K. Hamied 


Chairman 
Cipla Ltd 


859.9 1893. 29,0447 











Zubair Ahmed 
Managing Director 
GSK Consumer Healthcare Ltd 


34800 | 4960 1199655 


Source: BT-PwC India's Best CEOs 2013 


HOW WE DID IT 

The process of picking the winners of the BT-PwC India's 
Best CEOs 2013 awards started with the 87500 listing 

of India's most valuable companies. The following 
companies were eliminated: those which made losses in 
any of the previous three fiscal years, those which got 
listed during that period, those where the CEOs were 
not in charge for the full period, those whose fiscal 
reporting period was not between nine and 15 months 
and those whose annual reports were not available till 
6 pm on October 24, 2013. The data used was extracted 
from CMIE's Prowess database. The filtered list was then 
assessed on total income, net profit, market cap and 
return on equity over three fiscal years.” The result 

was ส Top 100 list of CEOs. This was then sliced into 10 
categories and the top companies in each presented to a 
jury to choose the winners. 

(*Total income and net profit numbers are net of prior 
period and extraordinary income and expenses.) 
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The attempt by India and four other Asian countries to form a club of LNG 
buyers is praiseworthy. But it faces multiple challenges. ANILESH S. MAHAJAN 
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ท the first week of December, executives from the ket and can effectively negotiate [LNG import 


energy industry of five Asian countries including B.C. Tripathi, Chairman and Managing Di 
India met in New Delhi. The purpose was to dis- (India), at a media briefing on December 3. ti 
cuss ways to form a group of buyers that would the two-day Asian Gas Partnership Sumn 
help them strike better deals while importing added that while discussions were ongoing al 
liquefied natural gas (LNG). The meeting was level, governments of the LNG importing count 
significant given that these five countries — Japan, China, also talk among themselves for a gas buyers 
South Korea and Taiwan being the other four — collectively This is not the first time some countries ari 
purchase nearly 70 per cent of the world's LNG, according forming an association in the energy secti 
to the BP Statistical Review of World Energy 201 2 report. producers have formed the Organization o 
This was the second meeting to discuss the formation of a Exporting Countries. To counter OPEC's influei 
buyers’ group. the first having been held in December nations formed the International Energy Age: l 
2012 in Beijing. But will such a grouping work: oil shock of the 1970s that sent prices sharp 
"This is a forum exclusively for buving countries so Then there is the Gas Exporting Countries Foi 
that we collectively have a voice in the international mar- of 13 nations including Russia and Qatar 





BUYERS' CLUB 


Where India ranks among 


LNG buyers in Asia 14.77 13.99 12.78 









(LNG imports in 2012: CHINA — INDIA. 
figures in million tonne) 
(Source: International Gas 


Union LNG Report 2013) 
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COSTLY 


world's biggest LNG exporters. PU RCH ASE It will not be easy, however, for Asian 

The formation of an import group could India pays far countries to form a grouping of LNG import- 
give greater bargaining power to these five more than other ers. Many energy industry experts suggest 
Asian countries. Currently, these countries countries to import it would be much easier for these countries 
purchase LNG at a high cost. Spot prices for LNG to become partners in developing new LNG 


the super-cooled gas, for instance, are close 
to $19 per million metric British thermal 
units (mmBtu), according to Reuters. Prices 
have risen by nearly a third from $14.1 3 in 
May because of high demand. India pays 
$14 to $19 per mmBtu while Japan pays 
$11 to $15 (see Costly purchase). In com- 
parison, prices of natural gas at Henry Hub 
in the United States are hovering between 
$3 and $5 per mmBtu, thanks largely to a 
boom in production of shale gas in recent 


years. Asian countries want spot prices of 


LNG to be linked to Henry Hub prices, 
though critics argue that this would make 





supplies. The formation of a buyers’ club 
depends on a number of challenging factors. 
LNG contracts are mostly for the long term 
and it will be difficult to renegotiate existing 
contracts. Since most LNG is transported 
through tankers, the buyers will also have 
to manage logistics and negotiate harder 
with shipping companies. Demand and sup- 
ply needs would have to be monitored 
closely since these countries do not have 
cross-country pipeline networks that con- 
nect with each other. (see Tough task). 
Moreover, demand and supply can fluc- 
tuate widely in coming years. There are 


several under-construction LNG projects HENRY HUB talks in Japan and South Korea on return- 


unviable. “Some recent deals have indicated ing to nuclear power. Japan is also pushing 
the prices offered by the same seller to to create a futures market for gas. This 
Europe and Asia vary greatly,” Oil Minister a would make things more complicated for 
Veerapa Moily said on December 2, backing other countries. Also, the US is gearing up to 


the proposed club of Asian buvers. "This is pide ry bear sia M start exporting gas while China is aggres- 
largely because of the demand." (Source: Reuters) sively pursuing shale gas exploration - it is 
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TOUGH TASK 


believed China has more share The main challenges is used for both industrial and 


gas reserves than the US. “It 
would make more sense for 
China to explore shale gas, which | 
they are doing," H. Rashed Haq, ? 
Vice President at US-based advi- 
sory firm Sapient Global Markets, 
said at the New Delhi conference. 
“There is enough steam coal 


available in the intern ational $ > Renegotiating prices for 4 industry ObDServers expec iu 
# ๑ แร น ั ท ย 0 อ ท แส ๕ 5 พ 6 19 Turn Surplus by 2 


market at much competitive 
prices. This would reduce their 


Asian LNG buyers have 
to tackle 


Asian nations don't have cross- | manage E lorm a Nag 
country pipeline networks | vival will depend on t 





? Shipping and logistics networks: happen when the US starts 
© are dominated by the West : exports and supplies from f 












power generation purposes 
Even if the five Asian 





exceeding dema ud. T This is may 





and West Africa begin 





Consultancy FACTS 





requirement for gas, especially a China's stance may ch ange as | Energy says new de li iveries are 
imported gas." P d it boosts shale gas output | needed from the US, ( la and 


it will also be difficult for the 


Asian buyers to reach a common LNG « emand and supply can | E demand, But if supply 


ground on LNG pricing. says the L fluc u tei in coming years. E demand and prices drop. mi 


business head of a company that 
supplies LNG. The executive, who 
does not want to be named, says these countries have 

"dissimilar energy needs" and will find it difficult to 
present an effective united front to sellers. Industry observ- 
ers say that the price of gas worldwide is determined de- 
pending on the source of energy it replaces. In Japan and 
Korea. for instance, LNG replaces crude oil to produce 
electricity while in China it is replacing coal. In India. LNG 
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Mozambique for supp ne 









upcoming LNG export termin ids 
will become unviable as their B- 
nances are based on expectations of higher prices. Sapient s 
Haq. however, believes most suppliers eee prices al 
Henry Hub to start rising once ships loaded with LNG ste: 
leaving US ports. That will make things complicated 
India and other Asian buyers. € 
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NON PUBLIC PARKING FSi PROJECTS 7 


1. จ ต | Data Storage 


New Keepers 





of the Archives 


eliance Entertainment 
Digital, part of the 
Anil Dhirubhai 
Ambani Group, cre- 





ates online games 


it is a high-risk business, where 
the single most important rule 
is: No Glitches Allowed. “Ifa 
customer in New York down- 
loads a game but is not able to 


and provides movies on demand. Start playing immediately be- 
cause there are problems at my 
data centre, it can be the death 
of me," he says. "It can mean 
negative reviews on the 


l'he company claims that, at any 
given moment, it has a million 
active gamers across the globe. 


CEO Manish Agarwal maintains 
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With vast quantities of data being generated, ล few start-ups 
are redefining the way it is stored and managed. 


web, which can go viral and I 
am finished.” 

Thus, to keep the games run- 
ning seamlessly, the company has 
to be up to date and error free all the 
time in managing the huge amount 
of data the gamers generate. To do 
so, Reliance Entertainment 
Digital has been subscribing to 
the public cloud service of glo- 
bal cloud computing leader 
Amazon Web Services. But recently 
it also roped in a second, Indian 
company — a start-up called NxtGen 
Datacenter & Cloud Technologies, 
begun in April 2012. The latter 
provides Agarwal a private cloud 
service, as against Amazon’s, which 


BLU 

GETS YOU IN 
ALL THE 

RIGHT CIRCLES. 









By TASLIMA KHAN 


is a public one. (A public cloud serv- 
ice keeps multiple clients’ data 
within a common storage infra- 
structure, while a private one allows 
data storage in dedicated slots for 
individual clients.) NxtGen also has 
a remote monitoring system 
for the data stored and an 


the data centre starts 
overheating or faces 
other problems. 

Online data is growing exponen- 
tially every second and with it the 
need to store and manage it effec- 
tively. More and more companies 
are being overwhelmed by the sheer 
volume of data they are producing 


early warning system if 


and which they need to archive - 
both by the cost of storing it. as well 
as the space needed to do so, and are 
seeking help trom data storage out- 
fits. "There is very high growth po- 
tential for start-ups in this segment, 
especially those which can come up 
with disruptive technologies," savs 
Sid Deshpande. Senior Research 
Analyst at research firm Gartner 
India Research & Advisory Services. 
“Companies want storage solutions 
which can be scaled up or down 
easily while optimizing costs." 
Data storage companies store 
customer data in two ways ~ either 
at their own centrally managed fa- 
cilities or at data centres set up 





ital ej Data Storage 


within the customer's premises. But 
a large number of companies want a 
combination of both, depending on 
what suits their budgets, the require- 
ments of particular business applica- 


tions and also the critical value of 


different kinds of data. This is where 
start-ups have the flexibility to make 
a difference. While market leaders in 
data storage in India such as 
Reliance Communications or 
NetMagic Solutions stick to their 
own specialisations, newcomers 
such as NxtGen offer a combination. 
as well as innovative solutions. 
NxtGen, for instance, has formu- 
lated a high density storage solution 
by which data that earlier took up 
three racks can be fitted in just one. 
“This brings down hosting charges 
lor customers," says A.S. Rajgopal, 
CEO and Managing Director, 
NxtGen, who set up the company 
with 115 crore borrowed 
from friends and family. 
Again, keeping the tem- 





perature right at 

data centres, as data keeps 

flooding in, is critical — half the cost 
of running a data centre is on power. 
Here too, NxtGen has created a new 
design which (among other ele- 
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A.S. Rajgopal 
Managing Director & CEO, 
NxtGen Datacenter & 
Cloud Technologies 


FOUNDED IN - April 2012 


FUNDS RAISED - $8.8mn 
from Intel Capital 





ments) has the air-conditioning fit- 
ted within the hardware equipment, 
instead of externally, which reduces 
the cost of cooling by 30 per cent. 
"Most companies will go for the data 
centre which has the most efficient 
cooling system," says Rajgopal. 

"A lot ofinnovation in data stor- 
age, both in India and in the US, is 
coming from start-ups." says 
Gartner's Deshpande. Another such 
company in India is CloudByte, 
founded in June 2011. "Optimum 
use of resources can slash storage 
costs by 50 to 60 per cent,” says 
Umasankar Mukkara, Vice President 
(Engineering), who set 

up the company to- 

gether with Felix 
Xavier, now its 
Chief Techn- 
ology Officer. 
“Most existing 
cloud solu- 
tions only focus 
on reducing 


servers." 
CloudByte 
has already pat- 
ented a multi-tenant 
technology which guaran- 
tees the performance of multiple 
applications hosted on a shared stor- 
age platform. Among the customers 
using it is another, much bigger 
data solutions provider, Netmagic 
solutions. "We are among the first 


the number of 


Umasankar 
Mukkara 
Founder and VP 
(Engineering), 
CloudByte 


FOUNDED IN - June 2011 


FUNDS RAISED - $6mn 
from Kae Capital, Nexus 
Venture Partners & 
Fidelity Growth 
Partners 


in the world to allow customers the 
choice of multiple IOPS slabs to find 
the right storage performance fit for 
their applications,” says Sunil Gupta 
of Netmagic Solutions. IOPS stands 
for Input/Output Operations Per 
Second, a performance measure- 
ment tool for storage devices. 
Different types of applications have 
different processing performance 
requirements — earlier separate stor- 
age infrastructure was needed to 
run applications which called for 
exceptional performance. Running 
multiple applications on a shared 
infrastructure reduces the require- 
ment of hardware equipment 
like storage controllers and hard 
discs, leading to cost savings in 
terms of power. 

One major roadblock for the 
start-ups in data storage, however, 
could be winning the trust of clients, 
purely because this function is so 
critical for companies. NxtGen has 
about 40 customers and CloudByte 
four big ones, including Netmagic 
Solutions and Citrix Inc. But most 
big companies still prefer working 
with established companies. "Not 
having a proven brand name is à 
challenge. If the same technology we 
have had been brought out by mar- 
ket leaders such as EMC or NetApp. 
its adoption would be much faster,” 
says Mukkara. ๑ 
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ANY WHICH WAY YOU LOOK AT IT, 
BLU IS YOUR FOREVER HOME. 


Located in the most prestigious part of South Mumbai, the iconic Blu makes for a proven anc 
fabulous investment. However, the real reason you will live in Blu is because it has more than 
everything to be your World-Class Forever Home. 


* [conic architecture 

* Glass façade 

* 4 acre manicured green lawn 

* Stunning sea and race course views 
* Private jogging track 

* Private walking track 

* Movie theatre 

* Virtual games and golf simulator 

* Kids play areas 

* Swimming pool complex 


* Pool side café 


* Hydrotherapy pool 

* [ndoor heated swimming pool 

* Championship size football field 

* Two squash courts 

* Basketball courts 

* Two indoor badminton courts 

* Tennis courts 

* Two cricket pitches 

* Billiards and pool room 

* Spa with separate gentlemen's and 
ladies’ saunas 


๑ Construction by Shapoorji Pallonji 


๑ Plans approved by BMC 


๑ Environment clearance received 
๑ New DCR ๑ Construction in full swing 


One 
Super Luxury Residential Complex in Indiabulls 


Worl 


Contact us on +91 90044 82969 for an appointment. 
Or, visit the Sales Lounge at One Indiabulls Worli, 132, Worli Circle, Mumbai ๑ Email: blu(dindiabulls.com 


Conditions apply Tie ne 
NDIABULLS mares no representatior 
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* State of the art gymnasium 
* Locker rooms 
* Grand atrium 
* Built in wine coolers 
* Full concierge service 
* Lavish interiors 
* Luxurious 5 fixtures bathrooms 
* Fully integrated high-tech kitchens 
* Meeting space 
* Full maintenance and 
services available 





๑ Inspirational lighting de ten 

* Rain shower with body jet: 

๑ Sophisticated 24 hours security 

* Extensive wiring and provision 
for audio visuals 


* 24 hour valet and cleaning servici 


๑ Exceptional collection of sculpture art 


* Pilates room 
* Treatment and massage room; 


๑ Dedicated relax ation room 








of, 9 
| p - P- / 


f PLC Afer 





78 414 CEOs at Lunch 





The Tou 
Should 
Get Going 


Times are tough, but strong 
governance and consistency in rules 






could revive the economy, say CEOs at 


BT's lunch meet. By AJITA SHASHIDHAR 


n his book The General Theory ef 
Employment, Interest and Money — pub- 
lished in 1936 — John Maynard Kevnes 
had talked about 'reviving animal spir- 
its: bringing back optimism to a depressed 
economic environment. He believed that if 
both consumer and business sentiments were 
positive, consumers would spend more. 
thereby helping businesses thrive. When 
"rime Minister Manmohan Singh briefly took 
charge of the Finance Ministry in mid-2012 (the then 
linance minister Pranab Mukherjee had stepped down to 
contest the Presidential election), he too had recalled 
Kevnes's famous remark. 
Business Today's CEOs at Lunch meet held at the ball- 
room of ITC Grand Central in Parel, Mumbai, on November 
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22, the discussion, moderated by BT Executive 
Editor Suveen K. Sinha, harked back to Keynes 
as well. The subject was Reviving Animal 
Instincts: The How-to Prescription from India's 
Business Capital. There could be no better time 
than this to revive the animal instincts in 
Indian businessmen, the CEOs unanimously 
agreed over an eclectic spread of Indian and 
continental cuisine, the highlight being 
Hyderabadi mutton biryani. 

But to get the economy going, the crying need was to 
step up investments. Gloom surrounds the economy, 
what with gross domestic product (GDP) growth already 
down to a decadal low of five per cent in 201 2/1 3, further 
falling to 4.4 per cent and 4.8 per cent in the two quarters 
since. So too the risk appetite of investors is at a nadir and 
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Positive outlook: (Standing, from left): Sanjay Sinha of Citrus Advisors, Axis Capital's Nilesh Shah, BT Executive Edit: 
Suveen K. Sinha, Food Bazaar's Devendra Chawla, IDFC's Vikram Limaye, & Somasekhar Sundaresan of JSA Associates 
(Seated): Boston Consulting Group's Abheek Singhi, Ranu Vohra of Avendus, Puneet Chaddha of HSBC Asset Management in 
& PwC India's Deepak Kapoor 


brand India is fast losing its sheen. became difficult, investments that were slo 
Puneet Chaddha, CEO at HSBC Asset Management Vikram Limaye, Managing Director ai 
India, lamented a lost opportunity. He pointed out that Ltd, felt investments could be triggered b 
during the global financial crisis in 2008/09, India's fiscal tactical picks and trying to revive busines: 
deficit was just 3.5 per cent, as opposed to 6.5 per cent the back of them. It could be, for inst: 
today. "However, during that time - unlike China. which tain projects which have done extremely v 
channelised its money into manufacturing - in India, ส to build a case for outsiders to invest. For tl 
lot of money was made available to individuals for con- encourage our own investors, too, he said 
sumption. When the world was in crisis, we could have Abheek Singhi, Partner and Consult 
used the opportunity to become a manufacturing econ- Consulting Group, supported Lima‘ 
omy. Now when we are in a crisis, we don't have the re- consumer confidence in China and Indi: 


sources to kickstart the economy. When the money supply in the world. Almost 80 per cent of Indiat 
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lifestyle would get better in the next three to five years. 


"However, government and business are getting into self 


agitation mode, influenced by the constant feed of nega- 
tive reports about the India growth story in the press. This 
is creating a sense of despair," he added. He said that to 
change perception one had to first change reality. 
"Indian consumers by and large don't understand 
macro-economic problems. There have not been that many 
salary cuts so far that they would want to downgrade from 
their brand of shampoo or detergent. However, when they 
see so much volatility such as onion prices shooting up or 
the stock market crumbling, they panic and tend to stop 
spending." said Devendra Chawla, CEO at Future Group's 
Food Bazaar. pointing to the recent Nielsen report which 
showed FMCG consumption to be at an all-time low. 





Nilesh Shah, MD & CEO, Axis Capital 
"^,.. One part of the 
economy knows how 

to put in the right 
processes... Can we 
copy-cut-paste these 
learnings to other parts?" 


The CEOs called for strong leadership at the Centre, 
hoping in particular that the next government would take 
strong legislative steps to revive the country's image as an 
investor-friendly destination. All the CEOs were eyeing the 
upcoming general elections in May next year, though the 
jury was divided on which party - the Congress, the BJP 
or a third front — would be able to give the much-needed 
boost to the economy. 

One of the biggest problems faced by foreign investors 
was the lack of consistency in regulations, the CEOs felt. 
"Foreign investors are willing to invest in India, despite 
the stringent regulations. All that they are asking for is 
consistency in the regulations," said Deepak Kapoor, CEO 
at PwC India. 
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Abheek Singhi, Partner & 
Consultant, BCG 
“... The government and 
business are getting into 
self agitation mode... 
This is creating a sense 
of despair" 


Ranu Vohra, CEO at Avendus, said that the capital 
market could play an important role in economic revival. 
He referred to initial public offerings (IPOs) - such as that 
of Twitter in the US. "We have to give opportunities to 
companies to hit the capital market. Unless people see 
money being made, sentiments can't be revived." He also 
stressed on the need for the banking system to be much 
more supportive and inclusive. "Banking has to look be- 
vond the top 30 to 40 top companies. The medium and 
small companies have to be encouraged to grow." 

The CEOs also felt it was the government's responsibil- 
ity and not the private sector's to make the first move to 
fix the outstanding issues. Many harped on the need of a 
lew marquee financial policy announcements. Nilesh 
Shah, Managing Director and CEO at Axis Capital, said 





Puneet Chaddha, CEO, HSBC Asset 
Management India 

"When the world was 

in crisis, we could have 
used the opportunity to 
become a manufacturing 
economy" 


solutions existed and were very much possible. "Over the 
last 15 years, the telecom industry has brought down the 
prices of services and products significantly. The prices of 
colour televisions have dipped over the last 20 vears. This 
shows that one part of the Indian economy knows how to 
put in the right processes and control inflation. Can we 
copy-cut-paste these learnings to other parts of the econ- 
omy instead of learning from China?" It was food for 
thought for the policymakers, indeed, as the CEOs finished 
their lunch. Sanjay Sinha, CEO at Citrus Advisors, and 
Somasekhar Sundaresan, Head, Securities Law Practice, 
ISA Associates, also took part in the event. ๑ 
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Welcome to THE MET - the future of hospitality embedded wit 

luxury. No other address matches its unique blend of mirwnalst desig 
innovative technology and eco-friendly practices. Redefining excellence and 
exemplary service, the iconic New Delhi hotel reflects refined tastes and 
unsurpassed lifestyle of the elite travellers. The sensory experience of THE 
MET attests to its status as a modern New Delhi landmark and to stay here is 
truly an expression of privilege. 


e Best Luxury City Hotel - Time Research Business Leadershp Awords 

e Certificate of Excellence (Sakura) - Tpadvsor 

e Certificate of Excellence (NeoVeda Spa) - โท ม ง ต อ ศร 

๑ Business Management Award (Craft House) - Global Business 
Corporation 

e Best Luxury Beauty Spa (NeoVeda Spa) - Worid Luxury Soe Awards 

e Best Luxury Emerging Spa (NeoVeda Spa) - Work’ Luxury Spa Aware 

e Best Luxury Hotel & Spa - World Travel Brand: 

e Luxury City Hotel - World Luxury Hotel Awards 

๑ Best Hotel in India - Internationa Hotel Awards Aso Pout 

e Certificate of Excellence (The Metropolitan Hotel & Spa) - mpadveor 

e Asia's Finest Restaurant (Chutney, Bar + Tandoor) - |e Miele Guide 
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HOTEL & 5PR 


Bangla Sahib Road, New Delhi - | 10001, INDIA 
T :+91 1142500200 E : info@hotelmetdethi.com 


www.hotelmetdelhi.com 
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เค ส ชน แห ล ร า น ค Pressure 
Politics 


Former Maruti Suzuki managing directo) 
Jagdish Khattar s autobiography. 
co-authored by Business Today s Executi 


| Editor Suveen Sinha, spreads across : 
sweeping canvas from drought- and flood-h 
OF A CIVIL SERVANT villages to the Shakespearean intrigues o] 


politicians and bureaucrats. It has insights | 
the complicated relationship with the Japane: 


MEMOIRS 


TURNED EN 





Driven: Memoirs ofa Civil 


Servant Turned Entrepreneur and is filled with lessons in leadership, 
แพะ ” with Suveen Sinha friendships, jugaad-style innovation. 
enguin : ศศ es 
Pages: 352; Price: 1699 resilience, and values. Edited excerpts: 





homas Mathew, Karunakaran's the correct way. Mathew was informed of thi 
private secretary, an IAS officer refusal. It was a principled decision. but one th 
from Kerala, was an arrogant man. a formidable adversary. 
He drew up a list of things required Around this time, T.R. Prasad became | 
at the minister's bungalow, allotted secretary. At Maruti, his was an animate: 
by the government. These were Aggressive by nature, he was out to embarrass | 
divided into packages, such as air One of his early acts as the industry secretai 
conditioners, furnishings, etc. cuse Bhargava of playing foul with the govern 
There was also a swimming pool on the list. Various Suzuki additional equity at a low price. He a 
public sector units were contacted and told to provide one legations against A.N. Verma. 
of the packages. Prasad's arrival gave wings to Bhaskarud 
Mathew informed Bhargava that ‘the package’ director-materials at Maruti. They wer 
Maruti had to supply to the minister's residence included Andhra Pradesh. 
more than a dozen air conditioners and two cars. Bhaskarudu was cut up at being overloo! 
Bhargava, in response, chose to assert his civil serv- position of Bhargava's successor. Such shena 
ices seniority. At a meeting of Maruti's directors, he not uncommon in public sector units 
waved the list of demands and said the company had | was now summoned often to the ministi 
never done this before for any minister and there was no to respond to various issues. I was often told t! 
need to change that now. The Japanese had no view on a government nominee, I could be removed 
the matter and went along with Bhargava. I thought rector's post if I did not do as instructed. My fe! 
dismissing the request could create problems and sug- tor, K. Kumar, received similar messages 
gested we speak with Mathew and see if we could arrive thought of ourselves as neutral and profession 
at an amicable solution. At times, it helps to delay such others clearly did not. 
decisions. But Bhargava believed that a clear reply was On one occasion, the minister called me 


January J ()] 


Book Extract 


Prasad was present there when I reached, as was 
Mathew. Their brief was to scuttle plans that Suzuki had 
finalized for new models and for the expansion of capac- 
ity. These plans were to be placed before the board of di- 
rectors of Maruti for approval. As a government nominee 
on the board, I was advised to oppose the proposal. 

This was partly to spite Suzuki. But there was another 
reason for this. If the plan for expansion and new models 
was approved, it would require a fresh infusion of funds. 
The government could not have brought in its share of 
funds because that would have run contrary to the eco- 
nomic reform programme which was supposed to reduce 
its role in the economy. The process of divesting the gov- 
ernment's equity in PSUs had begun. 

The minister could see that if the proposals were ap- 
proved and Suzuki brought in all 
the funds, the equity structure of 
the company would have to 
change. The government would 
have no choice but to hand over 
control to its Japanese partner. 

My view was that we ought not 
to hold back the launch of new 
models or the plan to expand capac- 
ity. From the time I joined the com- 
pany, I had been propagating that 
we needed to prepare for the com- 
petition. Now, as the head of mar- 
keting and sales, it would not be 
right on my part to oppose a pro- 
posal that was arming us against 
the competition. Prasad insisted 
that as the government's nominee 
on the board, it was my duty to do 
as the government wanted me to. 
My view was that as a member of 
the board, my duty was to act in the 
interests of the company unless a proposal came in con- 
flict with government policy. 

It was then that I reminded Prasad of the argument 
we had had in the case of the Vizag Steel Plant. "As a 
board member, I have to act in the interests of the com- 
pany, unless I receive a specific directive from the 
nominator,” I reasoned. "If vou want me to oppose the 
proposal, let the government issue a directive and give 
it to me in writing. Else, allow me to act according to my 
conscience." 

Neither the minister nor Prasad had expected me to 
take this stand. Finally, after a heated discussion, Prasad 
said: “You are our nominee. We can remove you." I said 
the government was free to do so. | came to know that a 
similar meeting had taken place with Dr Kumar, who had 
taken a stand similar to mine. 

In 1996, the government wrote to the Maruti board 
that I was being withdrawn as its nominee. In the case of 
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Leading from the front: 
Jagdish Khattar 





Dr Kumar, they linked his removal to his superannuation. 

Bhargava called me to his office to show me the letter. 
I asked if I had lost my job. “No,” he said, "the only thing 
is that you will not be on the board.” My designation, too, 
had to change. 

He toyed with the designation of OSD, but I thought it 
would be a trifle embarrassing to go back to a designation 
I had given up some time ago. So he made me an execu- 
tive director and I continued performing the same func- 
tions as director-marketing. 

I attended the board meetings as a special invitee. For 
wit did not hurt much. as it was perhaps the only way to 
save my job. Or, was it: 

After all these years, I cannot help feeling that 
Bhargava could have defused the situation with the gov- 
ernment in some measure by not 
always having his way. The agree- 
ment of 1992 between the two 
shareholders said that to start with, 
the government would nominate 
the chairman and Suzuki the MD. 

While Bhargava had continued 
as the MD as Suzuki's nominee, for 
four vears the government could 
not formally nominate the chair- 
man. The earlier industry secretar- 
ies, Surendra Singh and Ashok 
Chandra, were keen on becoming 
the chairman but their nomination 
could not obtain the approval of the 
Prime Minister's Office, where 
Verma was the boss. It was the 
same case with Prasad. Verma had 
kept the file with him without clear- 
ing it. The reason, according to 
Surendra Singh and Ashok 
Chandra, was that Bhargava did 
not want someone junior to him in service to become the 
chairman of the company. 

That led to a curious situation. At every board meet- 
ing, Prasad would be elected to preside, but never bv legal 
right. This caused heartburn among bureaucrats and 
they always looked for an opportunity to embarrass the 
management. 

When Karunakaran became the minister, Prasad was 
nominated the chairman. I, as director-marketing, was 
told late one evening to contact him and find out which 
car he would like. The green Esteem he asked for was 
delivered overnight. 

During those vears of friction, Maruti did not launch 
any new model and did not invest in expansion, even as 
the automobile sector gradually opened up to let in com- 
petition from big multinational companies. € 
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Icertis Solutions 
Regional Sales Manager 
Location: Pune 


Job ID: 12813885 


Description: Research various sources as 
well as identify and qualify opportunities 


through strategic relationships with the 
customer and Microsoft's field organization. 


Sun Pharmaceutical Industries Limited 
Manager / Sr Manager - Corporate Legal 
Location: Mumbai 

Job ID: 14350498 

Description: Reviewing , Drafting , 
Discussing , Vetting various agreements and 
documents; Look into litigation related 
issues; Attending courts and other forums; 
Handle other legal Matters. 


Altisource Business Solutions Private 
Limited 

senior Manager, Product Development 
Location: Bengaluru 

Job ID: 14288770 

Description: Take ownership of product 
roadmap and develop product release plans 
in alignment with business strategy & 
customer needs. 


Trident Group 

Chief Marketing Officer/Marketing Head 
Location: Ludhiana 

Job ID: 14349299 

Description: MBA in marketing 
/international business with demonstrated 
experience in Branding initiatives/Retail 
selling and e-selling in both Indian and 
International Markets. 
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VGN Developers Private Limited 
Project Manager/Construction Manager 
Location: Chennai 

Job ID: 14350917 

Description: Prepare detailed constructi 
schedule for meeting the milestones a 
completion of targets with the Proj 
Manager; Develop the constructi 
methodology. 
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Everonn Education Limited 

Chief Academic Officer (CAO 
Location: Chennai, Delhi 

Job ID: 14350435 

Description: Implement the Educati 
strategy, policy and framework of servi 
outcomes for Everonn, in order 
accomplish the vision, mission a 
strategic. 
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Pushpak Products India Private Limite 
Head Sales & Marketing 

Location: Bengaluru 

Job ID: 13448164 

Description: Responsible for rever 
generation across products and regions & 
ensure yields across products throw 
Marketing teams. 
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Inox Wind Limited 

General Manager - Finance & Accounts 
Location: Noida 

Job ID: 14347381 

Description: Maintenance of books 
accounts such as Bank Book, Cash Be 
Direct & Indirect & all ledgers; Cash f$ 
management & strategies to optimize fing 
cost; Timely preparation of P&L. 
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-Javal ead | ; Net Architects 
MATES " | 1 Noida Lg : : | Location: Benga 
Es mee Job ID: 13958308 E buone | JobID: 14329846 
| Description: Very Strong 






| Description: 8+ years in the field of 
Software development on Java/ j2ee 





Knowledge in ASP.net MVC 
1 




























7 ต ล ด Good Knowledge in WCE, pet 
pia | in OOAD, OOP with 1 n-depth 
understanding of design patter 
Persiste : S ล อ น pe พ W cht e Company Le ried 
"ersistent Syst | . DBA Consul 
| bed ] | DBA Consultant 
n s o 4 | - Location: lengaluru, Mumbai 
ร ง ลา รา น | WDC | Job 1D: 14351505 
| | Jon tpt Tu | 5 09 Currently working with 
PERSISTENT | Description: Good expertise in Java J2ee; | | a E MK 
| | : | | | | | Teradata tools like Teradata A \dmin isttator, 
Expertise in Hibernate; Framework Siwt | een de Vo MIRO. 
SESEO Teradata Manager. Utilities 0 
manager, Ferret, Check tableset 
B ri dge In dia ISR CLE E UE The Search House 
UI/UX Developer | | Software Engineers 
Location: Cochin / Kochi / Ernakulam | "i | Location: Noida 
=“ = Job ID: 14351233 [- | | Job ID: 14351029 แล ด ง อ ล ม 
Description: Experience in HTML5, CSS3, poo T0700 | Description: Experience in ASE, INGE OF, 
Jquery; The position will include a lot of | J SQL, Crystal Report; Reg RB 
ศา with the Alene from European UNDE AERIS UIS tanta HOPES Gathering, is able Design ung i | a 
M ฟุ ริ น rae 
countries, exposure to new technologies and Familiar with Purchase & Sales Cycle; Build 
alotof own responsibility a Customized ERP. 
. Antalinternational Network EE พ AnblicksLLC 
. |. Delivery Head- Big Data & Analytics | | pads à 
in | Location: Hyderabad i SQL Server Developer with net 
^^. | Job ID: 14351 151 | Location: are 


amnion | Description: About 12 to 15 years of 
| experience in Software Services and | 
Business Information space; Experience M 
FMCG, Retail, Insurance, Hitech would be 
an added advantage. 
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E GrandTrust InfoTech Pvt. Ltd. a icd 0' DT lonidea Enterprise Solutions Priv: 
, Business Development Executive | | Limited 
| Location: Cochin | น | Outbound Sales 
| Job ID: 14334966 | 2 onidea | Location: Bengaluru 
UU" Description: Achieve sales and revenue ) | Job ID: 14318322 
, targets from new customer acquisitions. i | Description: Experienced in Cold calli 
generate leads from different segments as per Experience in outbound sales-US marl 
products assigned. (B2b or B2C)-B2B would be preferred 
_ iWork Solutions = ft Pri imited 
Business Development Manager | 0 t Private Limite 
Location: Mumbai โล ล ล อ 





A : | Location: Noida 
osenSoft | Job ID: 14346530 
| Description: Involve in Selling Softw: 


| . Job ID: 14347567 
iWork Solutions | Description: Create a presence and 
, awareness of Choc Le products; Identify & 





develop new customers and markets and e U^. (CRM, ERP s) or website Static, Dynan 
monitor competitor activity; Reach and E-commerce, Web-portal; Handle the te: 
exceed goals in order that the business can of executives and motivate them to achig 
meet its overall objectives. the goal. 

Smart Automation 


Taya Technologies Private Limited 
| Marketing Executive 
| Location: Hyderabad 
Tech nolog es | fobID: 14351814 
| Description: We are looking for a you 
and dynamic fresher for the position 
Marketing Executive in a well repu: 


| Digital Marketing Specialist 

| A | Location: Gurgaon 

Wy S mar t Job ID: 14352265 

|, * automation | ^ "NES . > 

itingni Description: End to End execution of 

| marketing projects and campaigns, 
including ideation, creation of collaterals, 
distribution of collaterals in various media 





and measurement and analysis of impact. MNC Bank. 
Human Capital M anagement Pvt. Ltd. ee Randstad India Limited 

Institutional Manager | | Sr. Executive/Asst. Manager- Expc 

es a | y ob ID: 143 Wa | ^r randstad | e Jabli - Himachal Pradesh 
น Description: Responsible to acquire new | | Job ID: 14347048 

institutional/ educational clientsintermsof | =) Description: New Custom: 
placing and deploying employment support Development & Promoting the busing 
desk in the Specified region / market/ with existing customers. 


location pan india. 


To apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jobs” box >> And click the "Go" butto 
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SKP e-Solutions Private Limited 

Assistant Manager - Accounts 

Location: Gurgaon 

Job ID: 14337059 

Description: Handling day to day 
accounting transactions as well as statutory 
duties in field of Income Tax/VAT 
/ Customs/ excise & Octroi. 


Arrow Electronics India Private Limited 
Company Secretary 

Location: Bengaluru 

Job ID: 13760525 

Description: Preparation of Agenda and 
Notice for Board Meeung and committee 
meetings; Preparation of Minutes of Board 
Meeung, various committee meetings. 


Allegis RPO Pvt Ltd 
Accountant with Credit Suisse 
Location: Mumbai 

Job ID: 14297368 


Description: Independent bookkeeping of 
bank transactions (incl. securities 
bookkeeping) and other transactions as well 
as preparation of financial statements and 
minutes of an individual portfolio of 
companies 


Right Advisors Private Limited 

Sr. Manager/ AGM- Revenue Assurance & 
Credit Control 

Location: Delhi 

Job ID: 14349163 

Description: CA with 10 - 12 years of 
experience; Exposure to Real Estate 
Industry; Responsibilities: Preparation cash 
flow statement. 
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Genuine Management Services Private 
Limited 

Compliance Auditor 

Location: Delhi 

Job ID: 14351725 

Description: Responsible for cor 
audit and assurance and other 
functions to embed a value based ci 
accountability for risk. 
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Ikya Human Capital Solutions Private 
Limited 

Regulatory Reporting Analyst 

Location: Gurgaon 

Job ID: 14286818 

Description: Deliver high 





timely and accurate basis, which n 
customer’s needs; Design. 


EA 


Deloitte Consulting India Pvt. Ltd. 





FAS Specialist 4 - Electronic Discove 
Location: Hyderabad 

Job ID: 14060198 
Description: 5.5 vears of 
Discovery or strong databas ipting 
experience; Advanced MS SOL Query 
Analyzer and MS Excel skills. 






iQuest Management Consultants 
Private Limited 

Risk Manager 

Location: Mumbai 

Job ID: 14348756 

Description: Reviewing relevant 
and business documents and inter 
the people involved, 
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Living 
Example 


“The glass ceiling is 
disappearing. There are 
living examples of 
women who know how 
to equip themselves and 
move to the C-Suite or 
top tier,” ASHA GUPTA 
recently told Business 
Today. Her recent 
elevation as Group 
President, Asia-Pacific 
Region, Tupperware, 
shows she is one such 
living example herself. 
The first woman to hold © 
this position, she will be X 
heading Tupperware 
operations in 15 à 
countries. Currently 
Managing Director of 
Tupperware India, she 
will relocate to 
Singapore to take 
charge from January 1. 
Gupta has had a 
meteoric rise at 
Tupperware, which she 
joined in 1997. She 
helped make India one 
of the five fastest- 
growing markets for the 
company. Puneet 
Narula, Deputy 
Managing Director and 
Chief Financial Officer, 
will succeed Gupta. 
TASLIMA KHAN 


Asha Gupta 
TOUP President 


Asia-Pacific, Tupperware 
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Delighting 
in India 
JIM MOFFATT remains 
highly optimistic about 
India. So much that his 
company, Deloitte 
Consulting, is investing in 
the country. “India is a 
longer-term play. 
Fundamentals of the 
market are good but it will 
be some years before it 
becomes a mature market 
for consulting. Our 
emphasis in India right 
now is around talent and 
positioning." the Deloitte's 
Chairman and CEO said 
during a recent visit. 
Globally, his company was 
doing fine, he added. “Our 
platform is focused on 
value. We are investing in 
innovation. There is lot of 
emphasis on big data and 
analytics.” 

GOUTAM DAS 








Shaping Leaders 


“If your mentor bestows confidence on you, you can carry out the toughest task,” 
says JOHN RYAN, President and CEO at US-based Center for Creative Leadership (CCL). 
A retired US Navy Vice Admiral, Ryan and his team are in talks with the Indian 
government to teach government employees the nuances of leadership. 
“When government officials emerge as leaders it is a positive sign in any 
country." says Ryan, who joined CCL's Board of Governors in 2002. 
Ranked No.8 in the Financial Times list of the world’s top providers of 
executive education this year, CCL works with 

over 20,000 individual leaders and 3,000 Joh 
organisations in the corporate, government, onn 


Ls ๒ 0 5 oT President & CEO, 
non-profit and education sectors annually. Center for Creative 
ARUNIMA MISHRA Leadership 
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There's a whole 
new Radisson Blu Plaza 


Welcome to the all new Radisson Blu Plaza. Located right next to the 
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Come to Ireland 


For RICHARD BRUTON, India and Ireland make a good fit, even better than the China-Ireland combination. 
"Ireland is a lean and ambitious country and I think India is very similar. There are a lot of entrepreneurial 
people in India and many ambitious companies which have battled their way into strong global positions," 
says the Irish Minister for Jobs, Enterprise and Innovation. He notes that as a small trading nation, Ireland 
can comfortably fit into India's trade operations. Bruton, who fondly reminisces about his visit to India as a 
student, says efforts are on to grow India-Ireland trade, currently $3 billion, three times over the next 
decade. Bruton, who was in India for the second time in the past two years, also feels trade missions are a 
good opportunity to showcase the work from both the countries. The minister also pointed out that 19 
Indian companies have set up operations in Ireland so far, and the number is expected to grow by five to six 
companies annually. 

ARPITA MUKHERJEE 


Richard Bruton 
Minister for Jobs, Enterprise 
and Innovation, Ireland 
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ไท ไห ท 6 Farm 
SATISH NADIGER is a 
happy nian. A relatively 
late entrant, his company 
John Deere India clocked 5 
-20 per cent growth last 


introducing products - 
tractors and harvesting 


Peoplebusiness 


Att 


year and has Six per cent ef 1 
share in India's tractors' " dw ] 
market. Nadiger says his wé ee | E "T 


company is not involved in La pan gH js ^mm 


the "cut-and-paste job" of 


equipment - from its global | 
portfolio. "Every product ; f 
we have launchedhereis — ' 
designed and developed as g 
per local farming | 
conditions," he adds. The 
latest being a sugarcane 
harvester. 
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Satish ไล้ ง เอื้อ: 
MD & CEO, John 
Deere India 





à ก บู 5€ ล 
The Right Spirit 
From colas to detergents, from hair 
creams to beauty services, VIJAY S. 
SUBRAMANIAM, the new Managing 
Director of Bacardi India, has sold them 
all while working in numerous 
companies across the Indian FMCG 
industry. His last assignment was CEO at 
Kava, Marico Group's fledgling beauty 
services business. But he is better known 
for scaling up Marico's international 
division from a X100-crore business in 
2006 to its current size of 31.000 crore. 
So why did he join an alcoholic 
beverages company: Subramaniam says 
Bacardi's 1 51-vear-old heritage and 
more importantly the brand equity it 
enjovs in India is what attracted him. 
“The most important learning from my 
previous roles has been that it is the 
focus on brand and people that makes an 
organisation successful. My focus here 
will be to continue strengthening the 
brands, and provide an environment 
where talent continues to learn and 
grow, he adds. 
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LBNL Leaderspeak 


EDGARD A. OLAIZOLA 


Managing Director, Eli Lilly India 


My first guru 

My parents. They not 
only taught me the 
core values of 
respect, honesty and 
compassion but also 
encouraged me to test 
my boundaries and 

be responsible 


My first job 

A junior consultant 
in a Venezuelan 
consultancy firm. 

| worked closely with 
the senior leadership 
team and learnt the 
importance of 
listening and timely 
decision making 


My first boss 
One of my professors 
. who recruited me in 
the consulting firm. A 
great leader, mentor 
and above all my best 
friend. | learnt the 
value of training, 
mentorship and team 
work from him 


My first promotion 

From a junior 
consultant to a senior 
consultant. With the 
promotion came the 
responsibility of 
leading projects, 
managing big ticket 
clients and teams 


My first disappointment 

| decided to move out 
of the consultancy 
business owing to the 
disappointment of not 
being able to see full 
implementation of 
projects and 
outcomes 


Photo by Vivan Mehra 
As told to N. Madhavan 
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LETTER FROM THE EDITOR-IN-CHIEF 


Time to Gallop, Not [rot 







he year 2014 promises to be a defining year for India in more ways than 
one. The big, obvious event will be the sixteenth general elections in the 
world’s largest democracy to be held before the summer heat boils the 
mercury. Either way you look at it, the elections promise to pack a punch, 
If it gives a decisive mandate one way or the other (or yet another), the 
economic agenda before the new government will be clear: move quickly 
to fix the investment climate in the world's third-largest economy by buying power. 

Global brokerages say it will take a year and a half or more for the economy to turn itself 
around after a new government is sworn in, but a few strategically chosen announcements 
can work wonders to reverse the negative sentiment all around and increase the velocity of 
money by both the corporate and the individual. If the verdict is fractured — and it's too early 
to rule out that possibility — the rest of the world will likely take a dim view of India. We will 
be lucky to cross the five per cent GDP growth figure in the financial year 201 3/14, but with- 
out a firm hand at the wheel in the Centre, it is very probable that India may returm to its years 
of the infamous Hindu rate of growth. At least one ratings agency, Standard & Poor's, has 
said it will wait for the outcome of the elections to pronounce its verdict on India. 

To be sure, such views have sound basis and are not contrarian. But India has several 
inherent strengths that can power the economy in the years ahead if harnessed well. When 
we started work on our anniversary issue — our first edition was published on January 7, 
1992, and we complete 22 years of publishing this month - a few m« nths ago, we decided 
we would focus on how these strengths can be leveraged to your benefit. The idea is to look 
at what companies and executives can do to emerge stronger in à decelerating economy. 
To guide our readers on the path to be taken, we decided to reach out to some of the finest 
global business thinkers around today - experts who give focussed and detailed advice on 
various aspects of the economy. 

We bring nine such thinkers for you in this issue, starting with marketing guru Al Ries 
on page 16. Ries's message is simple: narrow your focus on your best-performing products 
to build strong brands. Vijay Govindarajan's prescription for health-care companies holds 
for several other industries: radical frugality, para-skilling, and the hub-and-spokes model. 
Best-selling author Tim Harford of The Undercover Economist fame makes his first appearance 
in Indian media, writing on the theme on societal inequality. His advice to Indian policy- 
makers is paraphrased in a Deng Xiaoping quote: let some people get rich first. In the inter- 
est of your curiosity and the joy of reading what the fine minds have to say, I will stop with 
my sneak-peeks into what Satyajit Das, Adil Zainulbhai and Barnik Maitra, Thomas 
DeLong. Tarun Khanna, Subir Chowdhury, and Ranjay Gulati have written. I hope your 
ideas "bloom" after reading them. 

The end of a year is time to reflect on where we messed up as much as it to see what we got 
right. Keeping to the ‘Bloom’ theme of this issue - we like to think of it as a trilogy following the 
“Change” and “Hope” themes of the last two years — we have packed 15 stories of revival across 
the spectrum. Stories that warm hearts and showcase of the coming of strength in various 
spheres. From badminton to mythology, public transport to Japanese brands to Kashmir 
tourism and many more. Also, don't miss the coverage of the inaugural BT MindRush, a 
high-energy business leadership event that Business Today put together in December. 

Happy New Year, dear readers. Let me remind you that 2014 is the Chinese year of the 
horse. It's time for India to gallop, not trot. 
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Grand reveal of the Street’ 750 and Custom Street Concepts 
at India Bike Week. Special H.0.G.° preview on Jan 16. 
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Bloom 

Fifteen stories of unexpected floweringin India, fro 
Japanese goods making a comeback to Sufi musi 
gaining surprising popularity. Plus: Nine essays b' 
global experts on how India can bloom again. 


businesstoday.in/renewal2014 


Mind Over Matter 

Comprehensive coverage of BT's MindRush 
conclave, which saw leading lights of business a 
other achievers converge at The Oberoi, Gurgao 
businesstoday.in/mindrush2013 


Bitter Tidings 

Sugar production has fallen due to the standoff 
between sugar mill owners and the Uttar 
Pradesh government. 
businesstoday.in/sugar-output 


"Markets Are Ahead of Reality" 
S. Naren, CIO, Equity and Fixed Income, ICICI 


Prudential Mutual Fund, speaks to Mahesh Naya! 
businesstoday.in/snaren-outlook 


Online Shopping Rises 

Google's annual report lists Samsung as the 
searched smartphone brand in India in 2013. 
— in/google-zeitgeist2013 


PERSPECTIVE 


Reprieve 

Anand Adhikari on why RBI Governor Raghure 
Rajan did not raise interest rates in his latest 
review of monetary policy, despite inflation 
remaining high. 

businesstoday.in/rajan-inflation 


Strong Bonds 

The RBI's inflation-indexed bonds could provic 
a hedge against inflation, says Shweta Punj. 
businesstoday.in/inflation-bonds 


No Reason to Panic 

The tapering of quantitative easing by the US 
Federal Reserve, which emerging markets acr 
the world had been dreading, will start from 
January 1. But the first cut is not large enougf 
to worry about, says Mahesh Nayak. 
businesstoday.in/tapering-impact 





Double Tree Suites by Hilton hotel arrives in Bangalore อ ท Sarjapur - Outer Ring Road 
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Dell provided the e-commerce retailer the infrastructure to run its business within 
a private cloud, ensuring scalability to support the rapidly increasing traffic. 
Enabled by Dell PowerEdge servers powered by Intel® Xeon® processor, inte 
Dell Deployment and Dell Support Services, the high-performance storage solution ( intel? inside 
helped Flipkart deliver a happy and hassle-free experience to all its users. = 
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Dell now offers free consultation to help you overcome business challenges. Xeon 


To know more, visit: Dell.co.in/domore 





Infrastructure support 


through a private cloud to 
enable scalability from Dell. 





The strategy 


Private cloud for Flipkart's online marketplace with Dell 
PowerEdge servers powered by Intel® Xeon® processor 





Results 


Dell's solutions delivered the following 
benefits for Flipkart: 


Platform supports 10 times 
increase in traffic volume due 
to scalable architecture 


Marketplace model thrives with 
high-performance infrastructure 





Partnership delivers confidence 
in new online market 


Leadership position secure within 
increasingly competitive online market 
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Al Ries 


rising tide lifts all 
boats. But a falling 
tide does the most 
damage to those 
boats that are 
poorly anchored. 
In high-growth 





times, when things 
are going well, Management ignores the 
marketing function. Why get involved 
when everything is upbeat? When things 
are going bad, the first thing Management 
does is get involved in marketing activities. 
If sales are turning down, no CEO is going to 
ignore marketing. 

This is the worst time for Management 
to be involved in marketing. It doesn't have 
the knowledge and experience to figure out 
what needs to be done. In fact, its instincts 
are wrong. It knows it needs to increase 
sales in order to survive, so the first thought 
is to expand the brand. That's exactly the 
wrong approach. A downturn exposes the 
weakness of also-ran brands. In order to 
survive when the economy is down, ล com- 
pany should narrow its focus and thereby 
strengthen its brand, which ultimately can 
increase sales. 

Great Wall Motor is a good example of 
this principle. In the year 2009, the com- 
pany marketed trucks, passenger Cars, 
minivans and SUVs, using nine different 
model names. Then the company decided 
to focus its resources on a single model, 
Haval, using the catch line, ‘the most-eco- 
nomical SUV under 100.000 RMB’. (The 
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manage a weak also-ran brand ~ 


should narrow the focus E o 
of their brands in order to 
strengthen their positions 





cost was around $1 3.000 at the time.) Last year, Great Wall Motor sold more 
vehicles than any other Chinese automobile company. It also made more net 
profits than the next four Chinese automobile companies combined. 


Left Brain, Right Brain 

The question is why does this happen? If you're the CEO of a major corporation, 
chances are high that you are a left brainer. Before you take a decision, you 
want to be supported by facts, figures, market data, consumer research. If you ve 
a job in marketing. chances are good you are a right brainer. You often make 
decisions by "gut instinct" with little or no supporting evidence. It couldn't be 
otherwise in a creative discipline like marketing. A logical, analytical left-brainer 
generally won't take a right-brainer seriously, whether the economy is up or 
down. In China, for example, consumers saw passenger cars as "prestige" ve- 
hicles and trucks and SUVs as working vehicles for the lower class. So if you are 
a logical thinker, you would want to focus on passenger cars. But a right-brainer 
is a holistic thinker. He or she sees the big picture. And the big picture in China 
back in 2009 was that every other automobile manufacturer was going to focus 
most of its resources on passenger cars. That's why the better strategy for Great 
Wall was to do the opposite, focus on SUVs. 

At the same time, low-growth times can actually benefit market leaders 
because it makes them relatively stronger than their weak competitors. Take 
the automobile industry in America. The recession of 2006 to 2008 bankrupted 
General Motors and severely damaged Ford. But it improved the positions of 
imported brands like Toyota, Mercedes-Benz and BMW. What should weaker 
competitors like General Motors have done? As a general principle, they should 
have narrowed the focus of their brands. General Motors' leading brand, 
Chevrolet, has 18 different models. What's a Chevrolet? It's a large, small, cheap. 
expensive car or truck. That's a weak position that can cause serious problems 
in low-growth times. On the other hand, Toyota is the No.1 car brand in 
America. Mercedes-Benz is the "prestige" leader and BMW is the ‘driving’ leader. 
They all did well in the downturn. 

A weak brand may continue to exist in a rising economy. But not when the 
economy turns down. So marketing managers who manage a weak also-ran 
brand should "narrow the focus" of their brands in order to strengthen their 
positions. As a starter, for example, Chevrolet should have divested itself of its 
truck business and concentrated on cars, preferably entry-level cars. General 
Motors has a truck brand called GMC that sells trucks only. That brand could be 
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strengthened by the addition of the Chevrolet truck models as well as the 
Chevrolet model name for trucks, Silverado. 
Look at the automobile market in Russia. Lada, the market leader, sells just 
six models yet has a market share of 17 per cent. Chevrolet, on the other hand, 
markets 11 different models, but its market share is just seven per cent. 
Chevrolet's leading model is Niva, an SUV made in Russia that has gener- 
. ^ ated a lot of favourable interest. The model is often on back-order, with 
c, waits of two or three months. If I were running Chevrolet in Russia, I 
* would focus all my resources on the Niva model, much like Volkswagen 
did with its Beetle model in the US. 
You are going to see the same things happen in smartphones. The 
rich will get richer (Samsung and Apple) and the poor will get poorer 
(BlackBerry, Motorola, Nokia and others) unless they do something 
dramatic like narrowing their focus to strengthen their brands. Companies 
are like plants. Over time, plants expand in every direction so a good gar- 
dener trims them from time to time. Companies need to do the same. Keep 
cutting back on products and markets that are not performing well. Narrow the 
focus to both strengthen the core brands and increase their market share. Look 
at the smartphone category. Apple basically markets one new model to replace 
an existing model, which is then discontinued. Last time I checked, its com- 
petitor, BlackBerry. marketed 15 different models. Which is more successful? 


Metric Madness 

But narrowing focus is easier said than done. Most CEOs we have dealt with take 
the position that they know what marketing strategies are best for their com- 
panies. They don't want marketing managers to tell them what to do. They 
want marketing managers who will execute their strategies. That's why they 
seldom take the time to ask marketing managers for their advice and counsel. 
Most times, marketing managers have to force their way into boardrooms in 
order to present their ideas. I've been in those meetings. And it's obvious that 
the chief executive and his or her staff has already made their minds up on what 
strategic directions to take. They just attend the meetings to placate marketing 
managers who often wind up frustrated. 

Also, during low-growth times, companies end up with metric madness. If 
you run a company by the numbers, you'll eventually run the company into 
the ground. You might be successful in the short term, but never in the long 
term, as the financial crisis demonstrates. The banking industry is a good ex- 





Companies are like - 





plants expand in every direction so a good 
gardener trims them from time to time. 





Companies need to do the same 


TE SS TODAY January 19 2014. 


11 15 REFRESHINGLY NEW. AS EVER 
THE WELCOME IS WARM. 


Open. Serene. Modern. The Oberoi offers you Bangalore, as you liked it. And 
it is now better than ever, presenting new rooms with contemporary design 
and state of the art technology, complemented with our legendary hospitality. 
For reservations, please call 1800 11 2030 or visit www.oberoihotels.com 


a 


PÁ, 


os P hé A 


Stay 3 times across any Oberoi Hotel in Bangalore, Gurgáaf D 
V us Mumbai and Dubai until 31st March, 2014 and receive = 
itage night with our compliments at any Oberoi Hotel in Indie 











Almost everything about marketing 

is the opposite of the typical manager's 
approach to running a business. Marketing 
is illogical and definitely not analytical 







ample of an industry run by the numbers. And yet the banking industry was 
the one industry that did the worst in the recent recession. Left-brain managers 
are verbal, logical and analytical. Nothing wrong with that, as long as manage- 
ment also takes the remedy to counteract its overemphasis on mathematics. 

Almost everything about marketing is the opposite of the typical manager's 
approach to running a business. Marketing is illogical and definitely not ana- 
lytical. Marketing is intuitive and holistic. We're concerned, however, that this 
message is being ignored by the marketing community, which seems to be drift- 
ing from right to left. From a right-brain approach to a left-brain approach. The 
hot topic among marketing managers today is Rol. return on investment. 

Another mistake some companies make in a low-growth environment is to 
introduce cheaper versions of their existing brands. Packard was the leading 
luxury car brand in America for many years. But during the depression of the 
1930s, Packard started selling relatively inexpensive vehicles. Its major com- 
petitor, Cadillac, kept its prices relatively high, although selling far fewer vehicles 
than Packard. As a result, Packard is long gone and Cadillac is still alive. 

I don't know enough about Indian corporations to make specific sugges- 
tions, but as a general rule, if a company is losing market share or losing money, 
it needs to change its marketing strategy. That runs counter to the normal 
thinking which is (1) the strategy is right, but (2) it's the execution that's wrong. 
So CEOs tend to react to trouble by firing lower-level managers in charge of ex- 
ecuting corporate strategy. Then too, if a company changes its corporate strat- 
egy, it can reflect unfavourably on the chief executive. From an ego point of 
view, that's a strong reason to focus on execution rather than strategy. 

There are a few other things worth remembering. Does it make sense to 
launch new products in a low-growth environment? Yes and no. Yes, it's a good 
time to launch new markets for a market leader. Its competitors are weakened 
and are less likely to have a good response. No, it's a bad time to launch new 
products for a company that's not a market leader. That drains resources from 
the company’s core business. Also, it is worth remembering while launching 
new products that advertising today doesn't have the credibility to launch new 
products. Only PR has that credibility. Regardless of the environment, compa- 
nies should start with PR and then switch to advertising after the new product 
or brand has achieved some recognition among consumers. Our philosophy is: 
PR first, advertising second. 

To conclude, the one message that marketers need to remember in times of 
low growth is to narrow their focus. € 

Al Ries is a marketing consultant, who coined the term 'position- 
ing'. He is also the co-founder and Chairman of the Atlanta-based 
consulting firm Ries & Ries, and a bestselling author 
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‘CONSUMER DURABLES | 


triking 
Back 


t the turn of 
the century, 
Indian elec- 
tronics shops 
were domi- 
nated by LG 
and Samsung. 





For about a 
decade, the Korean brands seemed to have 
edged out Japanese ones such as 
Panasonic, Sony and Sharp. And then, just 
when everyone had written off Japanese 
brands in India, they struck back. 

Part of the reason for the long lull was 
that Japanese companies were focused on 
China. But as Japan's relationship with 
China grew strained, it turned to India. 
"There was some disillusionment towards 
China because of political and economic 
skirmishes, so for Japan. it is about redis 
covering India," says Arvind Singhal, 
Chairman of advisory firm Technopak. 

Panasonic, came to India in 1972, had 
all but vanished in recent vears. In 2007 
its revenue had shrunk to 1300 crore. It 
had stopped selling most of its products, in- 
cluding mobile phones, which were a big 
hit in 2001 and 2002. “India was a big 
gap, and we were sleeping from 2002 to 
2008," savs Manish Sharma, Managing 
Director, Panasonic India. 
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Panasonic Thailand CEO Daizo Ito moved to India in 
2008. Panasonic India drew up a four-year strategy and set 
up a lifestyle research centre to design products for the 
2" flat television, was 


Indian market. The first product, 
priced 20 per cent below Panasonic's global products, and 
was loud, in keeping with Indian preferences. In 2010, the 
company launched the Cube, a split air-conditioner that was 
about 15 per cent cheaper than others in the market. In five 
years, Panasonic India's revenue grew more than 12 times, 


reaching 33.700 crore in 201 2/1 3. 
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Other Japanese brands - Daikin, Sony, 
Toshiba. Hitachi and Sharp — also started 
snapping at the heels of the Korean duo, 
which had about half of the market 
around 2006/07. Consumer durables (ex- 
cluding mobiles), according to the India 
Brand Equity Foundation, were estimated 
at $7.3 billion in 2012. Technopak puts 
the consumer durables and IT market at 
$29.4 billion in 2013, and expects it to 
reach $52 billion in the next 10 years. 

Japanese companies have been invest- 
ing heavily in India. AC maker Daikin has 
invested 11,064 crore. Sony has invested 
1650 crore in the current financial year, 
about half of it in smartphones. A couple 
of years ago, Panasonic announced it 
would invest $300 million - then equiva 
lent to around 11,700 crore - over three 
years in India. It started making LED TVs, 
washing machines and refrigerators in 
the country. "Some more new manufac- 
turing lines are coming up." says Sharma. 

Daikin, which for a long time imported 
ACs into India, started making them here 
a couple of years ago. It also slashed prices 
by 40 per cent to fight competition. "Here 
the opportunity is immense," says Kanwal 
Jeet Jawa, Managing Director, Daikin 
India. “In Japan, the AC market is almost 
saturated, and here it has only three per 
cent penetration." By contrast, the figure 
is 80 per cent for the US and 35 per cent 
for China. Jawa says Daikin is already the 
second largest AC maker in India by reve- 
nue, and will soon become the largest, 
overtaking Voltas. 

For some companies, India has be- 
come so important that their other global 
subsidiaries are taking their cues from it. 
For instance, Sony Europe's President, 
Masaru Tamagawa, said in January 2013 
that that he wanted to replicate the Indian 
working style, product strategy and distri- 
bution model elsewhere. Globally, 
Japanese brands, including Sony, are 
struggling to get the volume game right. 
"India is a volume market." says Raghu 
Viswanath, Founder and Managing 
Director of advisory firm Vertebrand. "To 
keep the fortunes of the business alive. 
they have to keep the volumes up." 

Sony India grew 30 per cent in 
2012/13. It expects the same growth rate 
this financial year, and revenues 110,400 
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crore. The success of its Xperia smartphones has 
helped growth, as have flat TVs, cameras and 
other products. 

Sony s growth was slow around 2005/06. 
says Sony India marketing head Tadato Kimura. 
So it decided to focus on the middle-income sex- 
ment, which it had ignored earlier. fearing dilu- 
tion of its premium appeal. “In 2010, Sony de- 
cided to go after the new segment," says Kimura. 















& new 
models and increasing 
categories has become the 
new normal for Japanese 
brands in the Indian market 









It launched smaller flat TVs and youth-oriented 
smartphones. Small-screen TVs account for 
about half of Sony's flat TV sales, and smart- 
phones for 30 per cent of overall revenue. 

Launching new models and increasing cate- 
gories is the new normal for Japanese brands in 
India. Toshiba, which once sold only IT products 
such as laptops, started selling flat TVs. in 2011, 
it combined its TV and computer businesses to 
make the most of its distribution and marketing 
networks. "Pooling resources, introducing 
locally fit products and aggressive marketing 
campaigns helped us reach significant market 
share," says Sanjay Warke, Country Head of 
Toshiba India's digital and services division. 

Japanese brands have always enjoved a repu- 
tation for good technology. But they are going 
beyond it to pitch to Indians. Korean rivals rose 
in the early 2000s thanks mainly to affordable 
prices. Customers are willing to pay a bit more 
for Japanese brands, but more realistic prices 
have helped Japanese companies in India. Many 
have roped in celebrity endorsements - Toshiba 
has signed up cricket legend Sachin Tendulkar, 
Panasonic has Ranbir Kapoor and Katrina Kaif. 
and Kareena Kapoor endorses Sony. Japanese 
companies have also focused on increasing their 
touch points in recent years. Sony now has 
18,000 and Panasonic has 1,400. All brands are 
also opening their own exclusive stores. 

The consumer durable market saw a big 
change in the late 1990s, when Korean rivais 
zoomed past Japanese companies. Now the 
Japanese are back ~ and stronger than before. € 
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he new big thing in the motorcycle market today is. 
well, old. Take a look at what many manufacturers 
worldwide are doing. Japanese giant Yamaha re- 
cently unveiled the Bolt. an iteration of a modern- 
day Cafe Racer. Kawasaki has reinvented retro in 
the form of the Estrella. And in India, Royal Enfield 
thinks sticking to its roots is the right way forward. 
A sense of 'retro' is omnipresent in Enfield's 
product portfolio. The company decided to stick to 
the retro theme in the early 1990s. The Bullet, the 
Classic and even the Thunderbird ooze old-school charm. The fact that people are 
waiting months to get deliveries of their Enfield bikes confirms that the charm is 
working. To cope with rising demand, Royal Enfield recently commissioned its sec- 
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ond plant with an initial investment of 
1150 crore. The Oragadam plant has an 
installed capacity of 150,000 units in the 
first phase and the company plans to bump 
it up to 250,000 motorcycles in 2014. 

It comes as no surprise then that Royal 
Enfield has chosen to tread the retro path 
again with the new Continental GT, A Cafe 
Racer is a motorcycle modified to suit high- 
speed racing from cafe to cafe in the UK in a 
fairly unorganised manner. The term de- 
veloped in the 1960s and is still in vogue. 
Royal Enfield built a prototype of a Cafe 
Racer and displayed it at the 2010 Auto 
Expo in New Delhi. The response at the fair 
gave it the confidence to go for mass pro- 
duction of its Cafe Racer. 

Many might wonder why anyone 
should go back in history to create a new 
bike. Siddhartha Lal, Managing Director 
and CEO of Eicher Motors, which owns 
Royal Enfield, says: "We had tried many 
other bikes in the past which were not 
'retro', but they were axed. It is not to say 
that every single bike in the future will 
have their roots in the past. We certainly 
want to be inspired by the past but not dic- 
tated by it. So there will be bikes from Royal 
Enfield which are not past-driven." 

The Continental GT is one of the most 
beautiful designs from Royal Enfield. A Cafe 
Racer has a predetermined design formula 
and Royal Enfield chose to keep it simple 
and straight. The task of building the chas- 
sis was passed on to UK-based Harris 
Engineering. A chassis is a more functional 
element of the motorcycle. It is the skeleton 
that determines how the bike handles and 
performs. In this particular case, it also had 
to be good looking. But being beautiful is 
never enough. So the frame was modified 
to offer a good ride quality and handling. 
UK-based Xenophya Designs was chosen 
for the design work, with Mark Wells at the 
helm. Wells had help from Royal Enfield's 
S. Sivakumar. The philosophy was simple. 


Wells says the bike had to have a "clas 
feel to it but with a modern touch 

The philosophy becomes clear whi 
you look at the bike in profile. The long 


tank base flowing into the single ‘wasp 


style' seat pan on top of the chassis is : 
sic Cafe Racer design. The fuel tank, in 
spite of being quite large in dimensions 


can only store 13 litres of petrol. This is 1 


ensure that designers can feed in reces 


which allow the rider to grip the tank be 


ter. It also looks smart that wav. The sea! 


flows into the 'bumstop', which is again 


classic design element. Adding to the d 


sign was the ‘Monza style’ fuel cap on thi 
tank and the two-pod instrument pane! 
that resembles Smith's gauges seen in ! 


British bikes of the past. 


The modern touch to the instrumen 
comes in the form of an electronic mod 


and a digital fuel gauge and trip compi 
ter. The other big element that fuses th 
past with the present is the wheels: alu 


minium alloy, but, instead of the conve 


tional two- or three-spoke design. the 
tain the old-school set up. 

Classic Cafe Racer design includes : 
certain charm about the way the rider 
on the bike. A set of adjustable clip-on 
bars are there to aid that. The designe 


a 


also had the option of mounting the ha: 


- 


dle bar below the yoke, which is the : 
school way. But they did not; the ridin; 


a 


position would have become too extreme 


To satisfy the purists, who would 


never be content with just the design, th 


standard 500-cubic-centimeter unit con 


struction engine was chosen for the jo! 
but it was bored out to displace 5 35 


offers a bit more power at 29.1 bhp and a 


respectable 44Nm of torque. 
The Continental GT is the compan, 
new flagship. It is also splendid value 


A 


A sense of ‘retro’ is 


omnipresent in Enfield’s product 
portfolio. The Bullet, the Classic 
and even the Thunderbird ooze 
old-school charm 


money at 12.05 lakh on road. The re 
sponse to the Cafe Racer has been posit 
so far, but the company is not resting í 
its laurels. "We are looking at a lot of a 
termarket accessories,” says Lal. ๑ 
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ndia's health-care 
sector is in crisis. 
Though government 


r, 
LH 


wi 


programmes have 
tamed some infectious 


diseases, the country s 
performance on many 
health metrics is poor. 
The infant mortality 
rate is seven times that 
of the United States and three times 
that of China: almost two-thirds of 
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babies in rural areas are born without 
the aid of skilled health personnel. 
India has 63 million diabetics and 2.5 
million cancer sufferers, the majority 
of whom will not be diagnosed, much 
less treated. Seventy per cent of India's 
20 million blind people could be helped 
with simple surgery — if it were avail- 
able. Less than five per cent of the 2.5 
million Indians annually who need 
heart surgery get it. Although India 
has 750,000 doctors and 1.1 million 
nurses, practitioner density is about 
one-fourth that of America and less 
than half that of China. And there is a 
severe shortage of hospital beds and | 
medical facilities. แ เร 
Rebuilding India’s health system 
has to be a high priority for the next 
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Reviving the Health 
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India has / 50,000 doctors and 

1.1 million nu SCS, yet practitioner 
density is about one-fourth that of 
America and less than half that of China. 


And there is a severe shortage of 
hospital beds and medical facilities 





decade. But how? Fortunately, some Indian hospitals are innovating their way 
out of this dismal situation, which should serve as a model for the rest of the 
nation (“Delivering World Class Healthcare Affordably". Harvard Business 
Review, November 201 3). For these internationally recognised hospitals, the 
constraint of abject poverty — which limits access to care among those who often 
need it most urgently - has provided both a psychological incen- 

tive and a moral imperative to achieve breakthrough in- 
novations in health-care delivery. They treat medical 
conditions ranging from problems of the eve, heart, 
and kidney to maternity care, orthopaedics, and 
cancer. 

For these hospitals, successful innovation 
begins with a principled focus on purpose. Their ==> 
founders and leaders are committed to providing 
care that is comparable in quality to that delivered 
while they were practising overseas, and they are 
committed to keeping it affordable. "An eye is an eve. 
whether it is a rich man's eye or a poor man’s,” says Dr. 
G.N. Rao, founder of L.V. Prasad Eye Institute (LVP). 

All the hospitals in our group have audacious and inspiring 
goals. Narayana Health aims to provide “high-end, high-tech, high-quality care 
for the masses worldwide, irrespective of means". Aravind Eye Hospital's goal 
is to "eradicate needless blindness". For each of these hospitals, purpose drives 
the enterprise, and profits are part of what helps them achieve their purpose. 
Profits are also needed to finance growth, because, as Dr. Devi Shetty, CEO of 
Narayana Health, points out, "charity is not scalable". 

Even the two not-for-profit hospitals on our list - Aravind and LVP — pursue 
cost reduction with greater passion than many for-profits. That is because run- 
ning a consistent surplus allows them to serve more people. Since its inception 
36 years ago, Aravind has paid for all of its free care and its capital expansion 
primarily out of operating surpluses - even though two-thirds of its patients 
receive free or subsidised care. Such patients likewise account for 50 per cent of 
those treated at LVP, 30 per cent at Narayana Health, and 20 per cent at Health 
Care Global Oncology (HCG). 
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3934 placement offers from the top 3 IT firms 


For the 6" year in a row, VIT has achieved 
the top spot in placements in the country. 


The top three IT firms — Accenture, Wipro and 
Cognizant — made 3,934 placement offers at 
VIT, making it the highest recruitment on a 
single slot (2014 batch) from the campus. 
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lil The focus on serving both poor and wealthy patients is an 
^N eor j j essential element of the hospitals' strategy. Serving both 
๑ , segments produces synergies: the wealthy pressure the 

organisation to achieve high quality standards, and the com- 

mitment to serve the poor applies constant pressure to lower 

costs. The combination of these segments results in a model that 

is both high-quality and ultra-low cost. In the hospitals we stud- 

ied, the model scales and is sustainable because it is operationally 

self-supporting. No need to go hat in hand to donors, bankers or 
government officials for funds to cover operating losses. 


Three Core Areas 

These hospital exemplars focused on three core areas. One. they practised a 
mindset of radical frugality. In ways both small and large. and in medical and 
non-medical areas alike, they found creative ways to economise without 
affecting health-care quality or patient outcomes. For example, a cardiac-care 
hospital routinely sterilises and re-uses $160 steel surgical clamps sold by the 
manufacturer as "single-use" products. When another facility found it was 
habitually discarding the unused one-third of sutures packaged for each 
surgery, it cut back on waste by asking its supplier to package fewer sutures. 
Another designed a new hospital with air-conditioning only in operating rooms. 

Two, they pursued a rigorous strategy of task shifting intended to optimise 
the skills, experience and productivity of all employees. The goal was to make 
the best possible use of scarce talent - highly skilled clinicians and surgeons - 
and, likewise, to broaden the skills of support staff. Doctors thus stopped 
performing any task that a lower-skilled employee was better suited to perform, 
and lower-skilled emplovees were trained in a wider range of clinical tasks. 
Overall, task shifting has led to process innovations enabled, in some instances, 
by entirely new categories of health-care workers. 

Three, they configured networks of care and facilities in a hub-and-spoke 
design. This allows for a more-orderly progression of care and rational allocation 
of often-scarce resources. Hub hospitals in urban centres assemble the most 
advanced technologies and highly specialised surgical and diagnostic skills. 
Smaller hospitals and clinics in outlying towns are equipped with lower-level 
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Aravind Eye Hospital manufactures 
its own high-quality intraocular lenses, 
used in cataract surgery, 
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technologies and operated by non-specialist physicians. assisted by nurses 
and support staff. Providers at the spokes treat patients who have straight- 
forward needs. They refer those with more complex issues back to the hub or 
use telemedicine technologies to consult with hub specialists on treatments. 


Unimagined Innovations 

Taken together, each of these focal areas has led to unimagined innova- 
tions. Frugality alone is a continuous source of ideas. Narayana Health 
provides physicians and others with a daily summary of the economic con- 
sequences of their clinical and operational decisions. Ongoing awareness adds 
insight that can improve future decisions. Aravind Eye Hospital manufactures 
its own high-quality intraocular lenses, used in cataract surgery, for $2 apiece 
instead of buying them for $200 from international suppliers. Many of the 
hospitals we studied are beginning to train patients’ families to provide post- 
operative care in the hospital that they will later be providing at home. 

Many of India's best healthcare innovations are in the area of process. In 
Aravind's operating rooms, the ophthalmologist is positioned between two 
surgical tables. While she operates on one patient. the next is being prepped 
on the second table. When the first surgery is completed, the surgeon pivots 
to the second table and is handed a fresh set of instruments. The first patient 
is wheeled out, and the next is brought in and prepped. As many surgeons 
attest, the time between “wheels out” and “wheels in” is the critical factor in 
OR efficiency. 

In order to close India's enormous gap between health-care supply and 
demand, other Indian hospitals should strive to adopt these practices: the 
hub-and-spoke configuration, the practice of task shifting, a mindset of 
aggressive-but-focused frugality. and the strong commitment to serve poor 
and well-to-do patient segments. Health-care, being a service industry. 
employs lots of people. Thus, reviving health-care will be a huge job creator 
— an important priority in India. But more fundamentally, healthcare is a 
human right. € 

The author is Earl C. Daum 1924 Professor of International 
Business at the Tuck School, Dartmouth, and is ranked among the 
top 50 management thinkers in the world 
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The Joy of Giving 


ueezu Mehraj looks no different from any other self-absorbed 
young Indian. But few know that Mehraj is deeply commit- 
ted to giving. The 26-year-old. only in his first job at BPO gi- 
ant Genpact. has already okayed monthly deductions from 
his salary for philanthropic causes. "I also spend time at 
Udayan Care in Gurgaon. helping girls from poor income 





homes improve their communication skills,” he says. 
Udayan Care runs a network of children’s homes. 

Mehraj's example does not surprise Dhaval Udani, CEO, GiveIndia, an organisation 
that encourages people to support causes taken up by different NGOs. GiveIndia is associ- 
ated with 125 companies, urging their employees to opt for voluntary payroll deduction 
to fund causes close to their hearts. "Young Indians are the ones pushing for change and 
really making a difference," says Udani. 

In fact, Udani, 36, himself is another example of how young Indians are increasingly 
turning to philanthrophy. An alumnus of IIM Ahmedabad. he gave up working with a 
management consulting firm to devote himself entirely to supporting charitable causes. 

India's private giving totals anywhere between 0.3 and 0.4 per cent of GDP, compared 
with 2.2 per cent in the US, according to Bain India Philanthropy Report. But it won't be 
long before India overtakes US, say experts. "After all, India now has a mandate for com- 
panies’ corporate social responsibility (CSR),” says Deval Sanghavi, Partner & Co-founder 
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of Dasra, a body which assists philanthro- 
pists and social entrepreneurs with funding 
and strategies. Sanghavi is referring to a 
provision in the new Companies Act 2013, 
which requires companies to spend a mini- 
mum of two per cent oftheir average net 
profit in three previous financial vears on 
CSR activities. 

Sanghavi says corporate India had any- 
way been showing renewed interest in phi- 
lanthropy. ^I have done 12 meetings with 
CEOs of different companies in the last 15 
days. They all want to know more and par- 
ticipate,” he says. 

This is in stark contrast to some years 
ago when companies and high net worth 
individuals were donating mostly to their 
own private charitable initiatives — which 
were few and far between - or 
to religious causes. First. Azim 
Premji, Chairman of IT giant 
Wipro Ltd, raised the bar by 
pledging almost a quarter of his 
wealth to philanthropic causes 
through his trust Azim Premji 
Foundation. In February 2013, 
he transferred personal shares 








in our business as well, says Tyagarajan. 

HCL Technologies is another example, taking up pro- 
grammes in areas where it already has some expertise. 
Shivanandini Ramanathan, Test Engineer, HCL 
Technologies, Chennai, for instance, has been involved 
in community development, giving and advocacy initia- 
tives of the company for more than a year now. “My 
team of volunteers guides less privileged youth from the 
slums with teaching and IT training.” she says. 

Separately, the Shiv Nadar Foundation, the private 
philanthropic initiative of the company’s founder and 
chairman, has committed 13.000 crore towards educa- 
tional initiatives and expansion programmes over the 
next five years. The next generation of the Nadar family 
too is actively involved. “While my father has set up the 
foundation and the initiatives, it needs the involvement 
of the next generation to enable these institutions make 
the right impact." says Nadar's daughter, Roshni Nadar 


WAY TO GO 


Indians are donating to worthy causes in a big way 


Private charitable giving has increased 50 per cent 


asa percentage of GDP since 2006 





India is now a leader in private giving, , compared 


worth {12,300 crore to the 
foundation. 

Today even relatively 
young companies believe in 
giving. Take MakeMyTrip.com. 
established just 13 years ago. 
"We have a CSR budget and 


with other developing nations such as Brazil and China 
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More than a third are 30 years old or younger 


Average contribution of HNIs has risen to 3.1 per 
cent of their | income in 12012 from 2. 3 per cent in 2011 








about 40 per cent of our staff 
have signed up for GiveIndia's 
voluntary payroll donation pro- 
gramme. Besides, some employ- 
ees regularly teach and connect 
with children and folks from 
partner NGOs," says Deep Kalra, 
Founder and CEO. Kalra has set a personal 
example. "I wanted to do something for or- 
phaned and abandoned children and stum- 
bled across Udayan Care.” he says. 

Genpact. too, is actively associated with 
philanthropy. "We like to associate with 
causes and institutions where we can ac- 
tively contribute with our skills," says N.V. 
‘Tiger’ Tyagarajan, President and CEO of 
Genpact. The company is involved in educa- 
tion and health-care as it has capabilities in 
these areas. It helps many social institutions 
strategise the work they do and measure im- 
pact and performance. "That is what we do 





Source: Bain India Philanthropy Report 2011, 2012 & 2013, World Giving 
Index, December 2013: Charities Aid Foundation 


Malhotra, Trustee of the Shiv Nadar Foundation. 

Indeed, the Bain report reveals that among families 
which participate in philanthropy, 76 per cent have 
younger relatives who have assumed an active role, 
while 69 per cent say voung members shape or spear- 
head their charitable mission. 

The main concern of most organisations and individ- 
uals is to ensure their donations are being effectively 
channelised. "Individuals and companies want to know 
how their money will be used,” says Arpan Sheth, 
"artner, Bain India, and the author of the Bain India 
Philanthropy Report. 

One thing's clear: philanthropy is coming of age. € 
SHAMNI PANDE 
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IT PRODUCTS | 


Making IT 


or almost three decades, serv- 
ice companies dominated the 
Indian information technol- 
ogy industry. Outsourcing 
was a unique model where 
Indian IT firms delivered serv- 
ices — mostly overseas — in 
huge volumes at low prices. 
N.R. Narayana Murthy pro- 





moted Infosys and Azim 
Premji's Wipro were the dovens of the era. But even 


during that period, starting from the 1980s, there were 


people who wanted to do something different — start IT 
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Appy team: Developers 
working on applications at 
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firms which would conceive, create and sell prod- 
ucts. One such company was Tally, an accounting 
software firm started in 1986 by S.S. Goenka. Many 
more followed. 

But while IT services took off, products limped 
along. Infosys, which started in 1981, today makes 
$7 billion but Tally barely crossed $ 100 million in 
2012/1 3. IT experts started believing that India was 
not a place for products. Even today, services account 
for about 98 per cent of the $ 100-billion Indian IT in- 
dustry. IT products, on the other hand, make only 
$2.2 billion, according to IT industry body Nasscom. 

jut there is distinct improvement. Of the 3,000- 
odd product companies that have set up shop in 
India since 1990, 500 did so last vear. The new 
product companies include Aurus Networks. which 
makes education software, and Emart Solutions 
which develops e-commerce platforms. And there 
are thousands of IT products from games and music 
apps on smartphones and tablets to enterprise appli- 
cations such as enterprise resource planning (ERP) 
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now coming out of India. 

In the last two years, at least two 
Indian product companies have been 
valued at a billion dollars - mobile ad- 
vertising company InMobi in 2011 
and office web application firm Zoho 
in 2012. Chennai-based Zoho has a 
turnover of over $100 million. It has a 
portfolio of 30 products and big inter- 
national customers such as Lenovo, 
Sony and Pixar. 

Mobile and mobility-related appli- 
cations have only fuelled the growth of 
small product companies in India. India 





companies that have set up 
shop in India since 1990, 500 
did so last year. They develop 
a host of products from 
education software to 
e-commerce platforms. 


already has the second-largest applica- 
tion developers' base after the US. But 
the breakthrough will be in the area of 
enterprise products which still has a 
small base. "Services improved the 
market and made it the research cen- 
tre," says Zoho's chief evangelist Raju 
Vegesna. "In the pre-Internet era, it 
took a lot of resources to build a prod- 
uct company, but now it takes only two 
people to build one." 

For a long time, IT products were 
something larger enterprises adopted. 
Increasingly smaller companies are 
also getting hooked. While global 
giants such as SAP and Oracle continue 
to focus on large enterprises, Indian 
companies such as Ramco, CRMnext 
and Zoho are finding their feet in the 
small and medium businesses segment. 
With cloud computing, most products 





are delivered according to client requirements. "For the 
first time software-as-a-service can be delivered at 
multiple price points and that is becoming a huge 
opportunity for the product guys," says Sharad Sharma, 
founder of IT product body iSpirit. 

Ramco CEO Virender Aggarwal says his was the first 
ERP solutions company which offered services on the 
cloud, but initially he did not have any takers. "We 
never had an edge ... the problem is branding and mar- 
keting, and SAP has deep pockets," he says. But with 
cloud-based solutions taking off, Aggarwal can position 
himself in international markets as well. Ramco has al- 
ready grabbed15 clients in the US and some others in the 
UK and Australia. Product companies want to attract 
global buyers as average realisation on the 
cloud model is three times outside India. 
says Aggarwal. 

Selling to global customers also allows 
product companies to scale more easily as 
the clients have a presence in multiple 
countries. Nucleus Software, a Noida-based 
banking software company. has about 18 
global banks as clients with a presence in 20 
countries. It recently deployed software for a 
large American bank that manages receiva- 
bles across 18 countries from Singapore. 
"The products are flexible and can be config- 
ured as per the corporate house's needs and 
gives added capabilities to use over the 
Internet," says R.P. Singh, President and 
Head of global delivery at Nucleus Software. 

But product companies are not ignoring the Indian 
market. Noida-based CRMnext offers customer relation- 
ship management (CRM) solutions to several customers 
such as HDFC Bank. It started with a small contract in 
2007 but today handles 25 million customers. It has 
helped HDFC improve its leads-to-conversion ratio from 
25 per cent to 32 per cent and 70 per cent of HDFC's 
workforce is using the solution today. The domestic 
market doubled last year to $600 million. "HDFC wanted 
us to reduce transaction cost and provide a single plat- 
form of execution across all centres and people." says 
Nishant Singh, CEO of CRMnext. 

Despite the recent successes, industry observers 
agree, it is still early days. Sharma says until 2014 iSpirit 
will focus on incubation of more start-ups and eventu- 
ally look at making them more profitable. He says India 
has overtaken Israel, on which the famous book Start-up 
Nation was based, in terms of the number of product 
start-ups. “But Israeli start-ups are still generating more 
revenue," he says. € 
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Tim Harford 


nequality has become a hot 
topic, but what's really go- 
ing on? Let's start by look- 
ing at rich countries. The 
figures vary depending on 
who is measuring and 
when, but France's Gini 
coefficient (a statistical 
measure used to assess in- 
come distribution in a 
country) is around 33 per cent, Finland's 
27 per cent. It is 34 per cent in the UK and 
45 per cent in the US. To put this in per- 
spective, a Gini of zero implies total equality 
of income, and a Gini of 100 per cent 
means that one person has all the dough. 

Let's move to Brazil, China and India, 
which are often lumped together, espe- 
cially by European and American ana- 
lysts, but of course are hugely different in 
many ways. 

Brazil is a notoriously unequal society. 
so one might expect it to have a high Gini 
coefficient. The CIA's World Factbook re- 
ported that Brazil's Gini coefficient was 6 1 
per cent in 1998 - the sort of extreme ine- 
quality that we might expect, given the 
country's reputation. But here's the thing: 
Brazil's Gini is now down to 52 per cent. 
That's still high but it's a big fall. a quarter 
of the way to becoming ultra-egalitarian 
Finland in just 15 years. It shows that in 
the right circumstances, inequality can be 
tackled: Lula da Silva, Brazil's president 
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revolutionary firebrand when elected, but turned into a prag- 
matist who was happy to court international investment, yet 
was keen to redistribute some of the rewards of Brazil's com- 
modity boom. 

China is still ostensibly a communist country, but it is 
rapidly taking over from Brazil as the poster child for in- 
come contrasts. The CIA Factbook puts the Gini coefficient 
there at 48 per cent. That is higher than the level in the 
US, and given that China is still much poorer than the Us, 
such income inequality implies tremendous hardship for 
poorer families. A more recent study found a Gini coeflicient 
of 61. which. if true, is pretty serious. No wonder China's lead- 
ers are nervous about social unrest. 

Finally. India. India's Gini coefficient seems stable in the high 30s. 
Notorious examples of glaring inequality. such as Mukesh Ambani's billion- 
dollar house in Mumbai turn out to be the exceptions, not the rule. 


Inequality Possibility Frontier 

Should we conclude that all is well in India, then? Not necessarily. The latest 
concept in inequality economics is the "inequality possibility frontier". Here's a 
way to think about it: in a subsistence society, significant inequality is impos- 
sible: if resources are unevenly distributed, people will starve. The richer a 
country gets, the greater the proportion of resources that could go to a small 
number of people, and the more unequal it could become. There's every reason 
to believe that India's income inequality, already above European levels, is a 
foretaste of a winner-take-all society to come. 

But Indian policymakers must not panic. Consider the attitude summed up 
by China's first great economic reformist, Deng Xiaoping, who took power in 
1978 following the end of the Maoist era. One of his much-quoted maxims was 
"Rang yi bu fen ren xian fu qi lai" (Let some people get rich first). 

Deng had a point. Economic growth isn't a steady, automatic accretion of 
wealth. It comes from replacing old ways of doing things with something new. 
Such creative destruction is likely to create inequalities in the short term. China's 
growth model has been experimental, loosening different restrictions on differ- 
ent industries in different parts of the country. and creating globalisation- 
friendly industrial zones on the coast. It is almost inevitable that such experi- 
ments, if successful, will produce winners and losers. (If unsuccessful, of course. 
they produce only losers.) Not every place can develop at the same rate. India 
is going to have to embrace similar experiments and inevitably. inequality will 
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be the result. What. then, is the right response? 

The first is to give Indian business some space to grow. The World Bank's 
Doing Business project, which measures regulatory burdens, places India 134th 
among 189 economies, and slipping in the rankings. Obviously, the rule of law 
is necessary, and businesses cannot be entirely untouched by government, but 
there is tremendous room for improvement in making it simpler to set up a legal 
business, register property or get a construction permit in India. It is hardly a 
surprise that India's growth industries have been those that were hard for 
government officials to even imagine existing. If you can't be imagined, you can 
fly under the radar until you're big enough to defend yourself. 

The second is to focus on primary education to help Indians take advantage 
of new economic opportunity. India's best universities are legendary, but its 
primary and secondary education does not enjoy the same glowing reputation. 

The third element is to improve social programmes. make them as generous 
as resources allow and ~ importantly — to target them better. I am no expert on 
the Indian welfare state, but the stories I am told are of waste, duplication and 
fraud. This is a triple tragedy: people who desperately need help aren't getting 
it. the state is spending money it cannot afford on people who may need no help 
at all. and the welfare state, which should be a bedrock of any developed 
economy, is discredited. 





Role of Cash Transfers 
I'm fascinated by the possibilities of direct cash transfers. Recent trials of cash 
handouts to low-income entrepreneurs in Sri Lanka after the 2004 tsunami, 
poor women in post-conflict Uganda, and even homeless petty criminals in 
Liberia, suggest good results. At a bare minimum, the money tends to be spent 
on useful consumption: food and clothes rather than alcohol and drugs. In 
many cases, it is used to buy investment goods with good rates of return. In most 
cases, the most effective welfare programme is going to be not free rice or milk, 
but cash. The question, then, is how to distribute that cash properly in India. 
Mobile phones are making electronic transfers feasible, but a fundamental issue 
is identifying the correct recipient. It's encouraging to see India pioneering an 
ID system for the entire population. the scale and ambition of which is unprec- 
edented. Well-wishers across the world are watching and hoping it will work. 

Of course, some people ask why inequality matters. Who cares if the super- 
rich get super-richer, as long as the poorest are enjoying some increase in living 
standards too? I have a degree of sympathy with this view: certainly I don't think 
it's intrinsically harmful for Mukesh Ambani to get a little richer, as long as it is 
at nobody else's expense. My priority is poverty rather than inequality. 

But that said, I don’t think we can dismiss inequality entirely. For one thing, 
the money now accruing to the richest members of societies across the world is 
not trivial. The vast majority ofincome gains in the US, for instance, have gone 
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to the richest, leaving most Americans suffering limited income growth for the 
last 30 vears or so. That's not to say that the rich "stole" the money - economic 
growth doesn't work like that. But it does make the point that the sums involved 
are substantial. It's not just a matter of envy. 
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: Inequality Can Be Costly 
ex Research suggests inequality has harmful effects on crime, mental health and 


growth. I don't find it totally convincing. but one has to consider it a risk. Some 
intriguing recent research from the IMF suggests that episodes of strong growth 
are more likely to end quickly in highly unequal societies. One possible explana- 
tion is the political economy of highly unequal states. The more unequal a society, 
the more resources an oligarchic elite can deploy to seize political control and 
defend its wealth. Oligarchs don't like free markets. They like barriers to entry. 
Even the relatively saintly Bill Gates, who has devoted much of his fortune to 
economic development, built his billions on the back of his (perfectly legal) mo- 
nopoly of the Windows system, backed up by global intellectual property law. 

Many other plutocrats have less laudable intentions and rather starker ways 
to maintain their wealth. Almost one in 10 of China's richest 1.000 people sit in 
the National People's Congress - a body of almost 3.000 lawmakers. Their aver- 
age net worth is four times that of the richest politicians in the US Congress, despite 
the fact that the US itself is a far wealthier nation. If the US is subject to too much 
influence from plutocrats, then the situation in China looks even worse. 

At the very least, one must recognise that there's likely to be some degree of 
redistribution from the rich to the poor that will improve welfare as a whole. 

A final point: inequality isn't just a case of the super-rich versus the super- 
poor. It has its impact on the middle classes too, and on the way we conduct 
ourselves. I consider myself middle-class and 1 expect most people reading this 
article do too, so I hope they empathise with my position. The more unequal the 
society that surrounds us, the higher the stakes: the more we have to invest in 
giving our children that tiny extra advantage. or to defend ourselves from crime. 

We find ourselves devoting disproportionate effort to choosing the perfect 
neighbourhood. the perfect school or tutor. More equal societies - we look with 
admiration at Denmark, Finland and Sweden - have lower stakes. Middle-class 
families relax, knowing that any school is likely to be good, and that the gap 
between the highest achiever and the also-ran is not great. The tragedy of in- 
equality for the poor is obvious, but inequality is also a prison for the middle 
classes too. No society can be truly prosperous unless people feel that their 
economic lives are secure. That is something to which India - and every other 
country — should aspire. @ 

(Tim Harford is an economist, journalist, broadcaster, and the 
author of The Undercover Economist) 
(AS TOLD TO VIVEK KAUL) 
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ntil a few years ago, Bangaloreans 
hardly considered taking a bus to 
or from the airport. Or anywhere 
else in the city, for that matter. 
But of late people are choosing 
public transport. and the sight of 
upwardly mobile crowds and 
even high-profile CEOs boarding a 
bus has become common at the 
international airport. One of the 
star CEOs in the Tata Group, Bhaskar Bhat, swears by Bangalore's 
airport bus service. "I find it convenient and efficient. Every few 
minutes there is a bus from the place I board.” 

Bangalore, and by extension, Karnataka are together setting an 
example for the rest of the country. Union Urban Development 
Secretary Sudhir Krishna recently asked other states to emulate the 
southern state for the “high standards” it had set in road transport. 
Bangalore. for example, has 670 Volvo buses deployed on the city 
service, 67 of them exclusively for airport service. 

Buses were the only mode of transport for vast sections of people 
until India opened up the economy and dismantled licence raj in 
1991. In the two decades that followed. the market was flooded with 
two- and four-wheelers as people suddenly found private vehicles 
more convenient. But the leap in the number of private cars led to 
congestion on roads. Now, with many cities offering air-conditioned 
buses and metro rail systems, people are heading back to public 
transport to save on time, energy and ever-increasing fuel costs. 

Transport specialists say one of the main reasons for people re- 
turning to buses is the Jawaharlal Nehru National Urban Renewal 
Mission JNNURM), a government initiative to improve public trans- 
port. Bus manufacturers, too, are expecting big orders in the 
months to come as the Urban Development Ministry rolls out new 
buses under the J[NNURM's second round of bus sanctions. Smaller 
cities such as Raipur, Indore and Coimbatore are building exclusive 
lanes for public transport and are likely to ask for more air-condi- 
tioned buses. "About 13 cities in India are using our buses for 


urban transport, and Bangalore is the most effective among them," 
says Akash Passey, Chairman, Volvo Buses India. His company is 
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Commuters hope 
Gurgaon s Rapid 
Metro shy 


getting relatively more orders for its 
high-quality buses from southern 
and western India. 

The Urban | 8 ฝ ฝ 
Ministry plans to sanction a fresh lot 
of 10,000 buses. "People's percep 
tion of public transport is changing 
after the launch of INNURM and 
SUTP (Sustainable Urban Transport 
Project)." says Jinson Kooti 
Transport Specialist at the govern- 
ment's SUTP in the Urban 
Development Ministrv. "in 
six years, the number of people us- 
ing public transport has increased 
about six per cent.” he says, 

According to a perlormance 
view of state road transport unde 
takings (SRTU), the number o 
passengers carried by 38 major 
SRTUs rose 1.2 per centin 201 1/ 
Andhra Pradesh, Karnataka. 
Maharashtra and Tamil Nadu ac- 
counted for 66 per cent of the total 
fleet held by 38 reporting SRTUs. 

Gurgaon - the city in the na- 
tional capital region with the third 
highest per capita income in India - 
stands out for its metro svstem. built 
with private sector investment. 
Infrastructure firm ILAFS has 
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invested about 11,100 crore in the 
Rapid Metro launched on November 
14. ft is used by more than 15.000 
people — about 60 per cent of thi 
from Delhi. “We have started wi 

on Phase 2 which will increase 
intra-city connectivity within 
o We are 0 is starting 
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Managing Director of Rapid Metro 
Gurgaon Ltd. 

Commuters are hoping 
Gurgaon's Rapid Metro will revo- 
lutionise public transportation the 
way Delhi Metro has changed life 
in the capital. Delhi Metro set a 
record on August 8, 201 3 when 
its trains ferried 2.5 million com- 
muters in a single day — its highest 
number so far. With a network of 
190 km, the service, launched in 
2002, has already become the 
backbone of the city. "The metro is 
a lifeline for people who do not 
have cars. Those who do might 
prefer it as it reduces traffic woes 
and saves time," says Ratnika 
Vyas, an advertising professional 
working with Lowe Group's Delhi- 
based agency, Pickle Lintas, who 
takes the metro every day trom her 
Noida home to her Gurgaon 
office. "The best part is one gets to 
travel in air-conditioned coaches. 
One can use those commuting 
hours to read, and plan one's day. 
And you could end up making 
good friends during a metro ride, 
besides meeting old buddies.” 

The financial capital, Mumbai, 
runs largely on its suburban train 
system, but the massive metro rail 
network it is building in partner- 
ship with Reliance Infrastructure 
for the first two phases will 
strengthen its public transport sys- 
tem. Similarly, metro project work 
is underway in Bangalore, 
Chennai, Hyderabad and Kochi. 
For the people of these cities, that is 
the best news ever. 

K.R. BALASUBRAMANYAM 
and ARUNIMA MISHRA 
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Making a point: Veena Mankar 
(left), co-founder of Swadhaar 

=a, Finserve, explaining microfinance 
to a group of women 
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hakila Banu, 35, struggled to make ends meet 
after her husband deserted her a lew years ago. 
She had to singlehandedly support their two 
children and her old mother. With the help of 
some friends she then joined a skill development 
centre in Jaipur run by Access Development 
Services, a not-for-profit company that helps poor people get 
loans from microfinance institutions (MFI). The centre trained 
Banu and nine other women in making lac bangles, which 
helped her get a loan from microfinance firm Ujjivan Financial 
Services to start her own bangle-making venture. "The interest 
rate is a lot lower than what the local moneylender would 
charge," says Banu, who took on a loan of 115,000 for a year. 

Initiatives such as the one that helped Banu have kept 
alive the microfinance industry in India after the severe below 
it suffered three years ago. The MFI industry grew rapidly in 
the first decade of this century. Its gross loan portfolio jumped 
to 321.200 crore in 2010/11 from 3839 crore in 2004/05, 
according to data from the Microfinance Institutions Network 
(MFIN), an industry group. 

Then the bad times started. In October 2010, the Andhra 
Pradesh government issued an ordinance to rein in MFIs after 
reports that coercive collection tactics had led many borrowers 
to commit suicide. MFIs denied the allegations. The state was 
the biggest market for MFIs at the time and the law crippled the 





The MFI industry's 
loan portfolio grew 
in 2012/13 after falling 
the previous year 


industry. Loan repayment rates plunged, money 
flow from banks slowed, and the gross loan portfo- 
lio dropped to 118,5 10 crore in 201 1/12. 

The industry is now bouncing back. The loan 
portfolio climbed to 121,245 crore in 2012/1 3. 
The resurgence began when the Reserve Bank of 
India announced in 2011 a series of measures, in- 
cluding a cap on interest rates MFIs charge bor- 
rowers, to govern the hitherto unregulated indus- 
try. The central bank created a new category of 
non-banking financial companies, called NBFC- 
MFI, for the industry. This gave a new lease of life 
to the industry as banks resumed lending to MFIs. 

Equity investments have also resumed. During 201 2/1 3, at least 10 
MFIs got funding from financial institutions such as International Finance 
Corporation, the World Bank's private-sector lending arm, and US-based 
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non-profit Accion International, according to MFIN's annual report. IFC in- 
troduced initiatives to disburse loans with adequate checks and balances 
more than a year before the Andhra Pradesh crisis, says Jennifer Isern, 
manager ol access to finance services for South Asia. IFC has so far invested 
over $100 million in Indian MFIs, she adds. Victoria White, Senior Vice 
President and Regional Head for Asia at Accion, says the non-profit not 
only offers funds but also provides knowledge and technical support to MFIs. 

The MFI industry is also taking many proactive measures, says Alok 
Prasad. CEO, MFIN, which works as a self-regulatory organisation. MFIs now 
share their loan information and borrower profiles with credit bureaus such 
as Equifax and High Mark Credit Information Services, he says. The repay- 
ment rate has climbed to as high as 98 per cent, he says. 

The industry has also expanded outside Andhra Pradesh, which re- 
mains the top state in terms of gross loan portfolio as a large amount of 
bad loans remain on the balance sheet of MFIs. West Bengal, Tamil Nadu 
and Maharashtra have emerged as other large markets while 
Uttarakhand, Rajasthan and Punjab are growing at the fastest pace. 

The industry, which earlier mostly lent to poor women in rural areas, is 
also tapping into a different demographic base. "We believe financial inclu- 
sion should not be restricted," says Veena Mankar, co-founder of Swadhaar 
Finserve, an MFI which works mostly in urban areas. "It does include men 
and also focuses on those that fall a little above the strict definition of poor." 

Some new players are also entering the sector. One of them is Muthoot 
Fincorp, mainly a gold loan company which started a microfinance division 
in 2010. Sadaf Sayeed, Chief Operating Officer for the microfinance busi- 
ness at Muthoot, says Muthoot has ambitious growth plans despite the 
challenges the industry faces. "We want to be among the top three MFI 
players in India." he says. But he is not running after growth alone and is 
careful about handling the loan portfolio. "So far, we have only 0.3 per cent 
delinquency levels." he says. That's what other MFIs should also aim for. ๑ 
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ndia seems to be never able to 

fulfil its economic potential. 

The nation seems to be trapped 

in an Alice in Wonderland 

world where “the rule is, jam 

tomorrow and jam yesterday 
but never jam today”. 


India’s gross domestic 








product (GDP) rose 43 per cent 
between 2007 and 201 2. This 
is slightly lower than China's GDP. which rose 
56 per cent but is much faster than the two per 
cent growth of the developed economies in the 
same period. 

Economists rushed to outdo each other in 
playing up the India story. Growth forecasts of 
8.5 per cent per annum, or even higher, be- 
came commonplace. Morgan Stanley, the US 
investment bank, predicted that India's growth 
would reach nine to 10 per cent, outpacing 
China's "pedestrian" eight per cent, within 
three to five years. 

In a report titled India: Better Off Than Most 
Others, Macquarie Capital argued that India's 
traditional weaknesses were now strengths 
underpinning growth. These weaknesses in- 
clude a predominantly state-owned financial 
system lightly integrated to foreign markets. 
sluggish exports growth because of the bu- 
reaucracy and the large agricultural sector 
producing only for domestic consumption. 





India: 
The Siege Within 
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Indian leaders shuttled between international forums, basking in their new 
found status and power. At the World Economic Forum at Davos, representa- 
tives of the government and corporate India announced that India could grow 
in its sleep. 

India’s economic hubris was exemplified by a marketing slogan. first popu- 
larised by the then ruling Bharatiya Janata Party (BJP) for the 2004 Indian 
general elections ~ "India Shining". The Indian media focused on the nation’s 
"greatnesses", relying on extraneous facts. The fact that the market capitalisa- 
tion of State Bank of India surpassed that of Citigroup was cheered. The press 
celebrated the first Indian edition of Harper’s Bazaar which featured a crystal- 
studded cover, the introduction by Rolls-Royce of its new Phantom Coupe in 
India and the opening of a new BMW showroom in Delhi. 

But in recent times, the unsound economic basis of India's growth has in- 
creasingly been revealed. In late 2011, the government's 1 2th Five-Year Plan 
forecast growth of nine per cent between 2012 and 2017. By late 2013, India's 
economic growth had slowed below five per cent, high by the standards of de- 
veloped countries, but well below the levels required to maintain the economic 
momentum and improve the living standards of its citizens. 

Elements of the India Shining story remain intact - favourable demograph- 
ics with a youthful population, large domestic demand base and high savings 
‘ate. But increasingly, India's problems - poor public finances. weak interna- 
tional position, structurally flawed businesses. poor infrastructure, corruption 
and political atrophy ~ threaten to overwhelm its future prospects. 

From the membership of the prestigious BRICS (Brazil, Russia, India, China, 
South Africa). India is now part of the BITTS (Brazil, India, Indonesia, Thailand. 
South Africa), the acronym for the most vulnerable emerging economies. 


Fiscal Troubles 

In recent vears, India has consistently run a public sector deficit of nine to10 
per cent of GDP. Confronted with the global financial crisis and the additional 
complication of a poor monsoon, India implemented successive aggressive 
stimulus packages from 2008 onwards to restore growth. The predictable result 
was a huge increase in the central government's fiscal deficit. In fact, between 
April and October 201 3, the government had already exhausted 84.4 per cent 
E its 0 aue deficit เล ล ot i nde crore or 4. 8 De cent of GDP. 
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Between April and October 2013, the 

, government had already e xhausted 
per cent of its annual fiscal deficit 
"teret 0f 3542,499 crore. It is unlikely to 
meet its budgeted deficit target 











that the target set was a ‘red line’ which would not be crossed. 

It is unlikely that the government will be able to meet its budgeted deficit 
target, other than by adopting some cosmetic measures such as postponing the 
recognition of expenditure. In effect, it may delay payment of a portion of sub- 
sidies to the various oil marketing companies for the under-recoveries while 
selling diesel. cooking gas and kerosene at a subsidised price. At the same time, 
the Food Corporation of India will also not be immediately compensated for 
selling food grains at a subsidised price. 

The Indian government's debt is around 70 per cent of GDP. As the debt is 
denominated in rupees and sold domestically, India faces no immediate financ- 
ing difficulty. Instead, the government's heavy borrowing requirements crowds 
out private business. 

Indian banks are significant purchasers of government bonds. The banks, 
generally majority state owned, are also forced to lend to Indian state enterprises 
and also politically well-connected promoters. This limits the supply of credit to 
Indian businesses that are sometimes forced to borrow overseas, exposing them 
to currency risk. Given India's deteriorating external position, the foreign debt 
is becoming increasingly problematic. 


Mounting Corporate Debt 

Swiss bank Credit Suisse in its August 2013 report House of Debt — Revisited es- 
timated the gross debt of 10 Indian corporate groups for 2012/13 at 
%6, 31,024.70 crore, having risen by 15 per cent year on year, In fact, the inter- 
est coverage ratio of these groups stands at a low 1.4. The report drew attention 
to the fact that a significant proportion of corporate loans, estimated at 40 to 70 
per cent, are denominated in foreign currency, meaning that the sharp depre- 
ciation in the rupee will have added to the debt burden. 

In an environment of booming stock markets between 2005 and 2008, 
foreign currency convertible bonds (FCCB) provided companies with low-cost 
debt. However, the combination of a fall in share prices and in the value of the 
rupee (in which the shares are denominated) means the FCCBs will not convert 
and will need to be repaid. The repayment in foreign currency will crystallise 
large currency losses. In addition, refinancing the FCCBs will result in much 
higher borrowing costs, which will affect the profitability of Indian corporations. 

Slowing growth, tighter credit and other economic problems have increased 
corporate defaults to the highest level in 10 years. Non-performing loans are 
now above 3.6 per cent of bank assets, a sharp increase over the last year. The 
real level of bad debts is probably higher. because of the significant number of 
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“restructured” loans. Many suspect these are merely non-performing loans 
which have been extended with more generous terms to avoid formal recogni- 
tion as bad debts. 

The problem is greatest for government-owned banks, which constitute 75 
per cent of the banking system. The bad loans are concentrated in sectors such 
as power, aviation, infrastructure, real estate and telecom. The common ele- 
ment is that these industries are characterised by government involvement and 
have suffered from erratic policies or wholesale interference. In electricity, state- 
owned utilities have accumulated losses of $14 billion, partly because low 
government mandated rates dictated by political considerations do not cover 
the cost of generation. 

While many Indian companies are financially sound, with strong earnings 
and healthy balance sheets, there are significant levels of loans to politically- 
sponsored “promoters”, who are over indebted and have limited access to new 
capital without a willingness to dilute the backers stakes, which is often not 
acceptable except in extremis. 

The Indian government has already moved to recapitalise state owned 
banks to ensure their capital position. In the process, the budget deficit and the 
government borrowing requirements have come under increasing pressure. 


Poor Infrastructure 

India is plagued by inadequate infrastructure. In critical sectors such as power, 
transport and utilities, there are significant shortages. Political pressure to keep 
utility costs low has impeded investment. Electricity generators cannot obtain 
sufficient coal from the state-owned mining monopoly Coal India, which has 
been unable to increase production to match the demands of new power plants. 
Some electricity producers have been forced to invest overseas to ensure access 
to coal. Increasingly, the problems have made foreign investors cautious, creat- 
ing a shortage of capital for investment in infrastructure. 

While its workforce is young and growing, there is a shortage of skills, In a 
dysfunctional public education system 40 per cent of students do not complete 
school. The workforce has an illiteracy level of 40 per cent. India’s overall adult 
literacy rate is 66 per cent compared with 93 per cent in China. 

Some universities, especially the 16 Indian Institutes of Technology, are 
world-class. But their limited capacity means there are significant shortages. 
Some estimates forecast a shortage of 200,000 engineers, 400,000 other 
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0 เล โป its elite name to 
face the truth and undertake fundamental 
long-term changes. 





graduates and 150,000 vocationally trained workers, such as builders, electri- 
cians and plumbers, in the coming years. In contrast, there are 60 to100 million 
underemployed or surplus low-skilled workers in agriculture. 


Political Atrophy 

Political paralysis is a major impediment to development. Successive govern- 
ments have failed to undertake the reforms necessary to foster growth, create 
employment and ensure development. Required changes in land and property 
laws have not been made. Problems in acquiring land are delaying infrastruc- 
ture projects. Reform of tax laws, including introduction of a direct sales tax 
code correcting cumbersome difference between individual states, have not been 
completed. Changes in mining and mineral development regulations to allow 
environmentally-controlled exploitation of mineral wealth have not been made. 

Other crucial areas remain unaddressed - rationalising unwieldy and eco- 
nomically distorted subsidies, implementing economic pricing of utilities, pro- 
moting foreign investment in key sectors and reforming agriculture, especially 
the wasteful and inefficient logistics system for transporting produce. Reform of 
labour markets and privatisation of key sectors has not progressed. Lack of 
progress on reforms remains a barrier to international investment. 

Corruption remains a problem. The governing Congress-led coalition and 
the BJP-led opposition are weak, both crippled by corruption scandals. All parties 
are dominated by political monarchies or by geriatric politicians who cannot or 
will not embrace change. India's democracy is increasingly ossified. 

In his book, India: A Million Mutinies Now, writer V.S. Naipaul pithily cap- 
tured India's internal political disputes. Today, about a third to a half of India is 
affected by a violent Maoist insurgency, which has been active for over the 50 
years. The threat of religious conflict between Hindus and Muslims is ever 
present. The chief minister of Gujarat, a likely candidate for future prime min- 
ister, remains under a cloud for his alleged involvement in sectarian violence. 

In the 1980s, sociologist Ashis Nandy observed that "in India the choice 
could never be between chaos and stability, but between manageable and un- 
manageable chaos". Today. a deteriorating global environment, deep-seated 
structural problems and lack of reforms exacerbated by corruption, threatens 
to make the condition unmanageable, more quickly than most assume. 

Indian leaders have been urging investors to "trust them". But the country 
seems unable to face the truth and undertake basic long-term changes. 

Satyajit Das is author of Extreme Money: The Masters of the 
Universe and the Cult of Risk 
(AS TOLD TO VIVEK KAUL) 
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hen Gurleen 
Singh Boparai 
told his family in 
December 2011 
that he wanted 
to go on a holi- 
day to Kashmir 
with his friends, 
he faced stiff resistance. The 2 1-year-old Chandigarh 
engineering student was to soon leave the coun- 
try to pursue a postgraduate programme at the 
University of California. “I was fascinated by 
Kashmir. | had heard a lot about Srinagar, 
Gulmarg, Sonmarg, etc. Adventure sports, espe- 
cially skiing, excited me. So I persisted.” he says. 
But his parents thought that a region marred by 
violence for many years wasn't a great choice for 
holidaying. “I was worried,” says Raj Karan 
Singh Boparai, Gurleen's father, who had studied 





in a Srinagar engineering college in the early 
1980s. “I called up a few friends there, who as- 
sured me the situation was peaceful. Only then I 
agreed to send him there." 

The junior Boparai was one of 1.4 million 
tourists who thronged the Kashmir Valley in 
2011/12. This is a huge jump from the lows of 
the 1990s and the early 2000s when barely a 
few thousand visited the region in a year. The 
main reason for the surge in tourism is the return 
of peace. According to data from the Jammu and 
Kashmir police, 106 people died in militancy-re- 
lated incidents between January and November 
this year. That compares with 4,507 casualties in 
2001, when terrorism was at its peak. 

The state government's renewed focus on re- 
viving tourism, which contributes about seven 
per cent to the local economy. has also helped the 
industry. "We are trying to help people engaged 
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enjoying Gulmarg 
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1.4 million - The number 
of tourists who visited the 
Kashmir Valley in 2011/12 


in tourism,” Chief Minister Omar Abdullah told 
Business Today during an interaction at his winter 
residence in Jammu. “We give capital subsidies if 
someone wants to construct a hotel, buy luxury 
buses or adventure sports equipment. Also, we do 
not tax many tourism-related activities.” 

The Kashmir Valley was one of India's hottest 
tourist destinations until the late 1980s. It was a 
favourite of not only domestic travelers but also 
filmmakers and foreign visitors. But it fell off the 
tourist map after the onset of militancy. Domestic 
tourists are returning in hordes now. "We run to 
full capacity during the peak season," says 
Jagdeep Nambiar, General Manager at the Lalit 
Group's Grand Palace luxury hotel in Srinagar. 
"Even during the off season the occupancy 
rate is 30 per cent." 

Filmmakers, too, are making a beeline for the 
region. Among the recent Hindi movies shot in 





the valley are Rockstar and Yeh Jawaani Hai 
Deewani, both starring Ranbir Kapoor. Acclaimed 
director Vishal Bhardwaj is also shooting in 
Srinagar for his upcoming Haider. "I am happy to 
roll out the red carpet for any filmmaker who 
wants to come and shoot in the valley.” says 
Abdullah. But he adds a rider - the movie should 
not paint a negative picture of Kashmir. Abdullah 
made headlines recently when he expressed his 
displeasure on a social networking site after 
watching Yeh Jawaani Hai Deewani, which pro 
jected the ski resort of Gulmarg as Manali in 
Himachal Pradesh. “We go out of our way to help 
filmmakers, but they should at least tell peopl 
correctly which place it is.” he says. 

Foreign tourists, however, have yet to redi 
cover the region. In November, Gulam Ahmad 
Mir, the state's tourism minister. visited Europe to 
project Kashmir as a safe tourist destination. Hi 





met a group of non-resident Kashmiris in 
London asking them to become the state's 
brand ambassadors and promote tourism. 
The Ministry of External Affairs is also lob- 
bying with western nations to take Kashmir 
out of the list of places their advisories warn 
against visiting. The eflorts are bearing fruit. 
Australia, Austria, France and Italy have 
relaxed travel restrictions for Kashmir. But 
Abdullah says he is not targeting foreign 
travelers. "We are trying to create aware- 
ness amongst foreigners but they are not 
my priority,” he says. Rather, he is targeting 
the 10 million religious tourists who visit 
the Vaishno Devi shrine near Jammu and 
the Amarnath cave every year. "We would 
like these people to spend more time visiting 
other places in the state," he says. 

Though tourism is booming. it also faces 
infrastructure constraints. Tourism Minister 
Mir told the state assembly in April that the 
government had identified some areas in 
major tourist places such as Gulmarg. 
Srinagar and Pahalgam for construction of 
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Omar Abdullah, Chief Minister, J&K 





“We are trying to help 
people engaged in tourism. 
We give capital subsidies if 
someone wants to construct 
a hotel, buy luxury buses or 
adventure sports equipment. 
Also, we do not tax many 
tourism-related activities” 





hotels. The government has also allowed certain resi- 
dential complexes to provide paying guest accommoda- 
tion. An official at the state’s tourism ministry says 79 
tourism-related buildings such as budget hotels and 
tourist information centres have been constructed in 
the past two to three years. Structures of religious im- 
portance like the Hazratbal shrine and Jama Masjid in 
Srinagar are also been renovated, the official says. 

A shortage of skilled professionals is another issue 
that could hamper the industry's growth. Anirban Roy, 
Managing Director at Delhi-based Seed, an organisa- 
tion that works in the area of financial inclusion, has 
been running a skill development centre in Srinagar in 
partnership with the Lalit Group hotel for 

two years to train local people for the hos- 
pitality sector. Roy says demand for skilled 
professionals has risen since the centre be- 
gan its first batch in 2011 as new hotels 
have come up. The centre has taught four 
batches so far. 
The industry's biggest fear, 
however, is any return of instability and 
violence. A case in point is the drop in 
tourist arrivals in 2012/13 to 1.1 million 
after protests rocked the region following 
the execution in February of Afzal Guru, a 
Kashmiri who was hanged for his role in 
the December 2001 attack on parliament 
in New Delhi. "All the good work takes a 
back seat with any disturbing news 
story,” says Yasir Bhat, a young graduate 
from the University of Kashmir in Srinagar. 
Nambiar, The Lalit hotel's manager, says the tourism 
industry becomes the first casualty of protests and vio- 
lence. He cites the example of India-born music maestro 
Zubin Mehta's concert in Srinagar in September. “That 
was a great opportunity to showcase Kashmir as a tour- 
ist destination to the world,” he says. “But this too was 
marred by protests.” 

Abdullah agrees that peace and stability are vital 
to sustaining the boom in tourism. This will require a 
lot of hard work. But so far, the industry is firmly on 
the path to recovery. € 

ANILESH S. MAHAJAN 
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Grace of God 


hen Star India was planning its second entertainment 
channel, Life OK, in 2011, it wanted a show that didn't 
just grab the attention of women but also appealed to 
men and children. One of the scripts that came its way 
was Devon Ke Dev... Mahadev, a mythological programme 
based on the legend of Lord Shiva. Some channel bosses 
felt Mahadev's saviour-of-the-world image had enormous potential, but there was 
also some trepidation about whether there would be any takers for a mythological 
character in this age of digital wizardry. After all, Ekta Kapoor's westernised version 
of the Mahabharat on 9X, Kahaani Hamaaray Mahaabhaarat Ki, hadn't really taken 





off. And even Zee TV had burnt its fingers with a re-run of B.R. Chopra's Mahabharat. 


But Star India's worries were unfounded. Life OK's bet with Mahadev paid off in a 





Mythology 

is making a 
tentative 
comeback with 
Mahadev one of 
the most 
watched shows 
on Indian 
television 
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big way: it went on to become one of the 
most watched shows on Indian television 
with its ratings soaring to eight points in 
just 10 months, At that time, most hits 
didn’t have a higher rating than 2.5. How 
did the channel do it? Simple, it didn't just 
narrate the Shiva Purana, but gave the 
story a contemporary twist by getting 
young writers to bring out essential human 
values such as love, arrogance and hatred 
through the narrative. "We realised that we 
could get traction only if we managed to 
package the show with a contemporary 
touch." says Ajit Thakur, General Manager. 
Life OK. "These values still resonate with this 
generation. Apart from the narrative which 
has made the God look cool, we have also 
styled it well and made it desirable by using 
a lot of computer graphics." 

Mythological shows were once the 
coolest thing on television. An entire genera- 
tion of Indians grew up on Vikram Aur 
Betaal, a mythological show on Doordarshan 
in the 1980s based on a centuries-old collec- 
tion of stories about King Vikram and the 
wily ghost Betaal. In the early 1990s, every 
other Indian was gripped by Mahabharat te- 
ver and streets across the country were de- 
serted on Sunday mornings when the epic 
show was on air. But then television was hit 










Manas Mohan, COO, ACK Media 


“Mythology had never 
faded, it has always 

been the core element 
of Indian life” 


by a saas-bahu storm. Mythological shows slipped down the 
popularity charts and people were mesmerised by gaudily- 
dressed women sparring with each other on television 
every evening. 

Now, mythology is making a tentative comeback on 
television. The success of Mahadev has encouraged Zee to 
launch a show based on the life of Gautam Buddha. Star 
India launched an extravagant X100-crore version of the 
Mahabharat on its flagship channel, Star Plus, in 
September. It was a monster hit that got more than 6.5 
million views in the first week itself. Like Mahadev, 
Mahabharat also deals with contemporary issues such as 
parenting and honouring women, says Gaurav Banerjee, 
General Manager, Star Plus. Draupadi's character, for ex- 
ample, has strong shades of the Delhi rape victim who me- 
dia has dubbed Nirbhaya. “Krishna, in one of the episodes, 
talks about parenting. He says that instead of spending all 
their time amassing money for their children, it would be 
better if parents spent time with their children and helped 
them become good human beings,” says Banerjee. 

To be sure, mythology never altogether disappeared 
from India. What has changed is the style of storytelling 
and the contemporary touch to both literature and 
television with a mythological theme. "Mythology had 
never faded, it has always been the core element of Indian 
life," says Manas Mohan, Chief Operating Officer, ACK 
Media, publishers of Amar Chitra Katha comics. He says 
more than 40 per cent of the publishing company's 
revenues come from its mythology titles. 

Leadership coach and mythology expert Devdutt 
Pattanaik says mythology captures the essence of a cul- 
ture's notions of identity. People are drawn to it when 
non-mythological literature fails to satisfy that urge, he 
adds. "We are in times when we are re-seeking our 
identity," says Pattanaik, whose books include The Goddess 
in India and Indian Mythology. "The Western discourse, 
embedded in Greek mythology, is not satisfying us. So, we 
seek an Indian discourse, embedded in Indian mythology." 
says Pattnaik, Chief Belief Officer at Future Group. 

Indian mythology has even started appealing to global 
storytellers such as Grant Morrison, the creator of 
Batman. Morrison has teamed up with character enter- 
tainment company Graphic India to create an animated 
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web series on the Mahabharat titled 18 Days. The web 
series has got more than 2.5 million views on YouTube 
since its launch in August. Graphic India has also put 
together an animated graphic series on the Ramayan 
titled Ramayan 3392 AD. "Both these ancient stories 
speak the basic truth of humanity, which has attracted 
audiences globally,” says Sharad Devarajan, Co- 
Founder and CEO of Graphic India. 

Clearly, stories such as the Mahabharat and 
Ramayan can never go out of fashion if told with a 
modern twist. Filmmaker Jayantilal Gada, Chairman, 
Pen India, too is planning to cash in on the renewed in- 
terest in mythology with an animation film on the 
Mahabharat. Gada, who has invested more than 350 
crore on this film, says it is a huge risk considering 
animation films have not done well in India. Last year, 


Let's train 


Ogether 





Disney-UTV burnt its fingers with its animation film, 
Arjun. But Gada has roped in big Bollywood stars to 
lend their voices for the films: Amitabh Bachchan will 
be the voice of Bheeshma while Anil Kapoor will do 
Karna and Vidya Balan will be Draupadi. "I am hoping 
that it will be a game-changer in the Indian film 
industry. | am hoping to create a market for animated 
mythological films," says Gada. 

Pen India is also working on creating about 1 2 ani- 
mated telefilms on mythological characters such as 
Lakshmi, Hanuman, Ganesh, Ramayan, Luv Kush and 
Raavan. The production house has already signed ส 
deal with Zee Entertainment to air these films. 
“Mythology will be big business five years from now, 
and we are investing in it.” says Gada. ๑ 

AJITA SHASHIDHAR 


Losing it: Zumba class led 
by Krittika (right) at a 
Fitness First gym in Delhi 





he new year sees the opening of Vana, Malsi Estate, a 2 1-acre retreat in a 
sal forest, where guests can rejuvenate body and soul with yoga, ay- 
urveda, spa treatments, natural healing, fitness and aqua therapy. 


Located in Dehradun, Uttarakhand, the retreat is built by Veer Singh, son 
of Max Group Chairman Analjit Singh, with an investment of 1350 crore. 
And Vana is a fraction of the size of the 320-acre Hilton Shillim Estate 


Retreat and Spa in the Sahyadri wilderness in Maharashtra's Pune dis- 
trict. The spa alone at Hilton Shillim Estate is 70 acres. 
With a growing number of Indians willing to pay big bucks to feel good, the country’s fit- 
ness and wellness industry is blossoming. There is growing interest among entrepreneurs to 
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start retreats and spas as there is demand. 
Vana, Malsi Estate is the first retreat of Veer 
Singh's company, Vana Retreats Pvt Ltd. The 
company plans to open more wellness retreats 
in India and other countries, he says. 

Vana's tariffs, for example, start at 
132,000 a night, and go up to more than 31.5 
lakh, with a three-night minimum. Stays are 
categorised as "involved" or "immersed" de- 
pending on the amount of various therapies 
and sessions (such as yoga lessons, massages 
and music therapy, for example) that guests 
choose. 

Singh says: "We open to the world on 
January 4, 2014. which is when our journey 
will truly begin. The initial feedback from 
guests who have visited Vana, 

Malsi Estate during its trial pe- 

riod has been extremely posi- 

tive. However, our greatest chal- 

lenge will be the goals we have set for our- 
selves, some of which are beyond people's ex- 
pectations." 

Pristine though the wilderness may be, the 
comforts and aesthetic are modern. Vana's de- 
sign. by Esteva i Esteva Arquitectura, a design 
studio based in Mallorca, Spain, combines a 
contemporary look with natural beauty. 
Hilton Shillim Estate's General Manager 
Andreas Kraemer says: "We have used a tech- 
nology, GPON, to connect our villas and public 
buildings for communication and in-villa tech- 
nology, resulting in seamless service. We be- 
lieve this kind of technology has not been used 
on such a large scale and in such terrain." 

With or without forest settings, the de- 
mand for wellness is growing. A FICCI-PwC re- 
port released in 2012 estimated the size ofthe 
wellness industry at 370,000 crore in 2012, 
and projected it at 3100,000 crore by 2015. 
The growing interest in yoga, meditation, run- 
ning and gymming all reflect the trend. 

So do the plans of Physique Elite, a UK- 
based global network of fitness trainers, to ex- 
pand in India. "India represents one of the key 
emerging markets for Physique Elite with a 
huge business opportunity in the health and 
fitness space,” says CEO Nick Orton. He adds 
that fitness awareness and education is a 
strong focus for the company. "We train not 
only a number of high-profile celebrities but 
also businessmen across India," he says. He 
adds that in the wake of success with clients 
such as Hrithik Roshan, Mahesh Babu and 
John Abraham. Physique Elite has been receiv- 





ing inquiries from potential clients all over the world. 
The fitness industry, Orton says, is seeing "a revolu- 
tion" as concerns about issues such as obesity and dia- 
betes are leading people towards prevention rather than 
cure. "This is most obvious in the growth of health club 
and gym memberships. expansion of gym chains and 





growing number of 
Indians willing to pay big bucks to feel 
good, the fitness and wellness industry 
is blossoming, and will grow to an 
estimated 100,000 crore by 2015 


the rapid growth in fitness-related products," he says. 

Physique Elite plans to raise awareness of transfor- 
mational fitness training through its celebrity trainers, 
and then expand its trainer network in India. 
Eventually, it plans to launch its own gym chain, Gethin 
Gyms, named for Kris Gethin, who is one of Orton's 
partners and a trainer with Physique Elite. 

Keeping pace with the Indian wellness industry s 20 
to 25 per cent growth rate is fitness and beauty com- 
pany VLCC Health Care Ltd. VLCC Founder and Mentor 
Vandana Luthra says the fitness and wellness industry 
is growing in part because of global acceptance for natu- 
ral and herbal products. "Wellness is no longer big-city 
news," she says. "Rather, it's spreading beyond the cit- 
ies. We are seeing a lot of growth across the country ... 
Everyone wants to look good, feel good and think posi- 
tive." She says spending on fitness used to be seen as a 
luxury, but is now considered a way of life. She says 
some 40,000 people lose a total of 100,000 kilos at 
VLCC fitness centres every month. 

According to the World Health Organization, world- 
wide obesity has nearly doubled since 1980. 
Subsequently, the desire to look and feel good, coupled 
with a preventive approach to health care, has led to in- 
creased demand for not just services but also products. 

Manish Patwardhan, President of the Indian Spa 
and Wellness Association, says customers are well-in- 
formed about the latest wellness trends. "Extensive 
travel has led to quick exchange of ideas and concepts 
related to wellness,” he says. “It has become a lifestyle, 
rather than just treatment to cure health issues. People 
are more and more willing to spend on wellness." € 
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any surveys, one result! 


SRM University 


ranked India’s No. 1 


by India Today , The Education Times, 


DNA Zee and The Financial Express 


Factual Rank 


ADMISSIONS 2014 


ENGINEERING 

B. Tech 

Aerospace Engineering 

Automobile Engineering 

Biomedical Engineering 

Biotechnology 

Chemical Engineering 

Civil Engineering 

Computer Science and Engineering 
Electrical and Electronics Engineering 
Electronics and Communication Engineering 
Electronics and Instrumentation Engineering 
Genetic Engineering 

Information Technology 

Information and Telecommunication Engineering 
Mechanical Engineering 

Mechatronics Engineering 

Nanotechnology 

Software Engineering 


B. Arch | B. Des 
M. Tech | M. Arch | Ph.D 


SCIENCE AND HUMANITIES 

Bachelors, Masters and Doctoral degrees in Commerce | 
Computing | Bio Sciences | Media | Sciences | Hotel 
Management | Education 

MEDICINE AND HEALTH SCIENCES 

Bachelors, Masters and Doctoral degrees in Medicine | 
Dentistry | Pharmacy | Nursing | Physiotherapy | 
Occupational Therapy | Public Health 
MANAGEMENT 

BBA | MBA | MBA (Integrated) | Ph.D 


IMPORTANT DATES 


Issue of Application form opens 15 December 2013 
Issue of Application form closes 10 March 2014 
Last date for receipt of Application 15 March 2014 


TEST CITY CENTRES IN INDIA: Paper Pencil: 98, Online: 40 


SPECIAL ANNOUNCEMENT: Foreign and NRI students can 
apply online or download application 





YOUR LIFE STARTS HERE! 


3521 


record placements achieved 

2562 students from 2014 
batch already placed, 

progressing to a new record 


1320 | 


international 
students from 
46 couniries 
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LEARN LIKE 
THE WORLD DOES 


Curriculum | Research | Innovation 


SEMESTER ABROAD 


INCREDIBLE OPPORTUNITIES 
MIT | Harvard | Carnegie | Warwick | NUS| RMIT 


INTERNATIONAL 
AND CORPORATE CONNECT 


World's Best 40 Universities | Top 215 Companies 


ACCREDITATION 
AND RECOGNITION 
NAAC ‘A’ grade | MHRD ‘A’ category 


SCHOLARSHIPS 

Founder's Scholarship: 100% waiver of tuition fee. 
stipend of 1000 for high achievers in academics and sports, and othe 
applicants 


hostel lee 


Fee Waiver of 50%: For applicants scoring an aggregate of 95°) an 
relevant subject groups in school finals, as per eligibility crit: 
LOANS 


On-the-spot sanction of bank educational loans during admissi01 


HOW TO APPLY 

You can apply (i) online using credit / debit card 

(ii) fill application online, download and courier with DD for $90 
(iii) buy application at lead branches of Axis Bank, City Union Ban) 
Indian Bank, Karur Vysya Bank, Post Offices and the Universi 


ELIGIBILITY: ENGINEERING: 

B. Tech: Pass in 1072 or its equivalent with minimum 70% aggrega 
Mathematics, Physics and Chemistry for all programs. For Bi 
Biomedical, Genetic Engineering, minimum of 70 
Biology, Physics and Chemistry 

B. Arch: 70% aggregate in HSC and a pass in NATA is esse; 


aggrega ' 


To apply and for details of programs, eligibility and other information visit www.srmuniv.ac.in 
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DELHI 

NCR Campus, 

Delhi Meerut Road, 

Modi Nagar, Ghaziabad, 
Uttra Pradesh - 201204. 

Tel: +91 1232 234301, 234304 
Fax: *9] 1232 234308, 234309 


ONTACT | 
Director (Admissions) | 
RM University, SRM Nagar, 

hennai Area - Kattankulathur - 603203, 
ancheepuram Dist, Tamil Nadu, India. 

el: +91 44 27455510, 47437500, 27417400 

‘ax: +91 44 27453622 

-mail: admissions.india(@srmuniv.ac.in 
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HEAD OFFICE 

No.1 Jawaharlal Nehru Street, 
Vadapalani, 

Chennai - 600026. 

Tel: +91 44 27455510, 47437500 
Fax: +9] 44 23624778 
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SUFI MUSIC 


ah Be Praised 


Love notes: Rizwan Muazzam 
Ali Khan's qawwali group 
performs at Delhi's Purana Qila 


hat was once confined within the walls of select dargahs has moved 
into films, night clubs, rock festivals and parties. Sufi music is every- 
where today. "When someone sings Damadam mast kalandar on 


YALIOY 


stage these days, nine-tenths of the audience knows the words and 
joins in,” says William Dalrymple, author and historian. The song 
in question was composed by the legendary Punjabi Sufi poet Bulleh 
(Abdullah) Shah in the 18th century. “This song has become part of 
the universal culture and shows what a wide audience Sufi music now has,” he adds. Dalrymple is 
creator of the documentary Sufi Soul and curator of the album The Rough Guide to Sufi Music. 
Sufism is a branch of Sunni Islam which emphasises its mystical dimensions. Sufi music, or the 
devotional music of the Sufis — of which the qawwali is the most popular expression in North India 
— began with the renowned 13th century poet and musician Amir Khusro, but its widespread 
popularity is a recent phenomenon. "Such music was known only at dargahs,” says Mahesh 
Babu, Managing Director of Banyan Tree Events, which has been holding the well known 
Ruhaniyat Sufi and Mystic Music festival in different parts of the country for the last 1 2 years. 
In the last lew years, he says, awareness has increased considerably. 
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Primarily responsible for the change. 
most observers agree, is Hindi cinema. 
“Many of these filmmakers have introduced 
a sufiaana kind of melody into their music,” 
says Neeraj Roy, CEO and Managing 
Director of Hungama Digital Media 
Entertainment Pvt Ltd. “Earlier, such music 
came largely out of Pakistan but now 
Indian singers are embracing Sufi music, 
too.” Babu also notes that Bollywood has 
taken Sufi music in unexpected directions. 
“Different versions of Sufi music are now 
emerging,” he adds, pointing to the song 
Khwaja Mere Khwaja from the film Jodhaa 
Akbar, which has a Sufi theme but employs 
the scale structure of a classical raga. 

The man who initiated the renaissance, 
however, was the noted Pakistani singer 
Nusrat Fateh Ali Khan — who passed away 
in 1997 — with his album Magic Touch in 
1991. “That was how the trend really 
started,” says Varoon P. Anand, an avid fol- 
lower of Sufi music. Hindi cinema awoke to 
its possibilities soon after. “Then it was A.R. 
Rahman’s compositions for the 1998 film 
Dil Se, and the music programme Coke 
Studio Pakistan. These were the real mile- 
stones,” he adds. Dalrymple. in his intro- 
duction to The Rough Guide to Sufi Music, 
similarly acknowledges the seminal role of 
the music programme, produced by The 
Coca-Cola Co. “The series has quickly be- 
come a huge hit as millions of middle-class 
Pakistanis discovered the amazing musical 
riches lying scattered across their country 
in provincial Sufi shrines, and has brought 
Sufi music to a whole new urban audience 
who had previously regarded it rustic and 
deeply uncool,” he says. 

Coke Studio India too has featured such 
renowned Sufi singers as Kailash Kher and 
Salim Sulaiman. Indeed, Kher's Allah ke 
Bande is an iconic Sufi number, far surpass- 
ing the popularity of the film it was sung for 
Waisa Bhi Hota Hai (Part II), released in 
2003. "We took Sufi music with respect, 
and recreated it in a contemporary form.” 
says Kher. “We made it a little more inter- 
esting with contemporary sounds but re- 
tained the deep thought and meaning.” He 
maintains it was an experiment for him and 
his band Kailasa, but it worked wonders. “I 
wanted to make the song both popular and 
meaningful. Young people connected with 
it big time,” he adds. 





With so many singers and albums and recording stu- 
dios now promoting Sufi music, an overall estimate of its 
success is hard to make. But Sufi music sales have risen 
by about 25 to 30 per cent in the past three years at 
Hungama. says Roy. The digital platform is also bringing 
in new audiences. The number of times Sufi music was 
streamed this year rose by about 15 per cent from the 
previous year, he adds. Hungama now has a Sufi song 
playlist category. At Universal Music Group, Sufi music 
sales contribute about five per cent to overall music sales. 
Devraj Sanyal, Managing Director, South Asia, expects 


V expressed love for 
the Divine, but Hindi film directors were 
quick to realise that the music could be 
used to play up romantic love too 





this to go up to seven to eight per cent by 2014 or 2015. 

What is it about this centuries-old art form that ap- 
peals to modern sensibilities? Dalrymple attributes Sufi 
music’s commercial success to its capacity for assimila- 
tion. The harmonium. for instance, he says, much used 
in Sufi singing, was brought to Indian shores by 
Portuguese missionaries. So too the tabla was never 
part of Sufi music when it began. Again, the language of 
Sufi poetry is the easily accessible vernacular, not the 
classical. “It’s never been a pure high classical form,” he 
adds. “It's something that was composed to be popular 
and accessible with catchy rhythms that you can clap 
and sing along to." 

Originally Sufi poetry expressed Man's love for the 
Divine, but Hindi film directors were quick to realise that 
the same kind of rhyming pattern and accompanying 
music could be used to play up romantic love as well. 
"Sufi poetry and music are about love and devotion to 
God, about reaching a higher power with one's voice." 
says Anand. "But in Hindi films, it is about love for, or de- 
votion to, a hot chick. It's full of passion and so speaks to a 
young audience, which no other form of Indian classical 
music is able to do." He too stresses the adaptability of the 
form. "Sufi follows a certain pattern and beat that is very 
similar to Western music. It lends itself easily to remixes.” 

And given its adaptability, Sufi music's possibilities 
are endless. "Sufi will not die any time soon." says Sanyal. 
"Maybe even electronica will do Sufi, maybe even rock 
and metal. Sufi music is cool and contemporary. 
Everyone seems to like listening to it, and it has some 
great poetry at the back." € 

KAAVYA CHANDRASEKARAN 








“AIMS has been directing me to reach my goal in a much efficient way ` 


/up in a working-class family and wish to expand my horizon by being an entrepreneur. 


i student of MBA, and AIMS has been directing me to reach my goal in a much efficient way. With such | 
y, learning is fun. The support and guidance of the faculty to the student is commendabie, | have to admit 
ints we can understand different cultures and overcome cross-cultural boundaries. | have met a set of v 
ited in my memories. The on-campus job opportunities, stress-bursting social and cultural activities are e: 
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(MORE THAN NEW YORK CITY): 
DUBAI MALL IS THE WORLD’S 
PREMIER SHOPPING DESTINATIO 


FLIGHTS EVERY WEEK 
CARRY PEOPLE BETWEEN 
INDIA AND DUBAI 


MILLION INDIAN NATIONALS 
WERE WELCOMED HERE LAST 
YEAR: DUBAI IS TRULY A HOME 
FROM HOME 
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he frenzied op- 
timism of the 
past decade 
has given way 
to despair and 
disappoint- 
ment among 
observers of 
India, both local and foreign. The 
burst of economic liberalisation of the 
1990s and growth in the first decade 
of this century has given way to 





slowdown. deadlock and compla- 
cency. As a result, there has been 
mounting frustration that India's 
promise may be fading. Many now 
question the ability of 1.2 billion 
people to work together to 


mobilise change at 
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SECTOTS that sold potentially 
be RR cune for the country 


an adequate pace to bring about inclusive development and socio-economic 
transformation needed to revive India's growth story. 

There is no doubt that India has made economic and social progress since 
1947. The most significant aspect of this has been the growing aspirational 
levels of Indians and the creation of an inclusive nation state. At the same time, 
however, India's socio-economic and infrastructure challenges, both physical 
and intellectual. are substantial and real. In McKinsey & Company's new book, 
Reimagining India, noted public policy expert Kishore Mahbubani wryly observes, 

"India has a wonderfully open society - but as a nation a very closed mind. It 
continues to be nearly impossible to challenge conventional wisdom and sacred 
cows, particularly economic ones." 

Like him, many other contributors to the book argue that in order for India 
to transform into a global superpower, the act of reimagination —- whether radical 
or subtle - will be vital. India has underplayed its strengths in several key sectors 
that could potentially be game-changers for the country. 





Agricultural Powerhouse? 

Although a majority of Indians live in rural areas, agriculture accounts for only 
16 per cent of GDP, having grown at a paltry three per cent over the past 20 years. 
Despite being self-sufficient in foodgrain since the mid-1990s and being the 
world's third largest agricultural producer (behind China and the US), Indian 
agriculture is far from realising its true potential. In the years to come, India is set 
to increase its overall food consumption by four per cent annually with food ex- 
penditure more than doubling from $245 billion in 2010 to potentially $510 
billion in 2030. 

The growth in demand creates opportunities to double farmer incomes and 
impetus for India to produce and export high-value produce (fruits, vegetables). 
It can make the country a top exporter of agricultural produce. However, a dra- 
matic reimagination is needed to ensure modern farming technologies, high 
quality of seeds and small scale mechanisation. At the same time, the government 
could consider different structural measures to build an infrastructural backbone 
(through an authority similar to the National Highways Authority of India), 
processing centres, world class agriculture research universities, and an open 
participative extension service network. 


New Industrial Clusters 

Manufacturing accounts for only 16 percent of India's GDP, at least nine percent- 
age points below where it should be at India's current stage of economic develop- 
ment. Estimates show that India needs 135 million new non-farm jobs in the next 
decade in labour-intensive sectors such as manufacturing, construction, and 
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paint on your walls to keep your stories beautiful and ever-lasting. And we're 
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retail. The kev is to put the essentials in place, such as infrastructure, rational 
taxation, and reducing bureaucracy. For example, a chemicals cluster will require 
the right tax structure for feedstock and products, along with efficient ports and 
reliable power, and a food processing cluster will require infrastructure and 
transport linkages to the farm-gate and big consumption centres. The real test for 
India will be to build 100 such clusters at scale. An ambitious plan of creating 
100 to 150 new industrial cluster cities along big industrial corridors, similar to 
the Delhi-Mumbai Industrial Corridor, with the right infrastructure and transport 
linkages, a favourable policy and tax regime and participative land acquisition 
frameworks could create up to several million new jobs. 


Education and Health-care 

India's literacy rate is only 74 per cent and only one in five people in the country 
has access to basic sanitation. Even more grave is the figure of underweight chil- 
dren under five years old in India. It is 42 per cent. the second-highest in the 
world. In fact. the biggest failure of the Indian state is seen to be its inability to 
meet basic human needs, partly due to the scale of the challenge of building brick- 
and-mortar health care and education infrastructure. And vet, today, India stands 
at the threshold of one of its biggest transformations — scaling up health-care and 
education using readily available technology and frugal innovation. 

India has the opportunity to build an effective education and health-care 
system, using technology at scale, and delivering the same level of quality as 
developed market services, but at as little as a tenth of the cost of deployment. At 
the same time, with the right funding and societal support, India's growing pool 
of committed social entrepreneurs could help address some of the toughest educa- 
tion and health-care challenges facing the country and the rest of the emerging 
world. In Reimagining India, Bharti Enterprises founder Sunil Mittal writes that 
the fact that three-quarter of new Internet users in India will be accessing it solely 
through mobile handsets or tablets "opens boundless new possibilities in educa- 
tion and health.’ 

The challenge of implementing any bold vision or idea can be an onerous 
undertaking. However, several success stories in India, such as the technology 
driven green revolution, and more recently, the mobile phone revolution, have 
shown us that sweeping change can take place in a single generation. 

In Reimagining India, both Morgan Stanley's emerging markets expert, Ruchir 
Sharma, and industrialist Anand Mahindra argue that India's states, when given 
the power to pursue their own economic growth and policy plans, could encour- 
age inter-state competition for human and economic capital and provide the 
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| Responsible, aware and financially independent; this is how you see 
yourself. And rightly so with the growing roles you are assuming, personally 
and socially. Children's education, home EMlIs, lifestyle, career, financial 
decisions; you are no more a spectator, but an active and equal contributor. 
And when you are taking the lead in everything, why stay behind in insuring 
yourself? Insurance becomes your responsibility too. 
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and new ideas needed to bring about change 





much-needed impetus for growth in the country. Sharma writes, " In an increas- 
inglv federal nation, the dynamism of the state leaders is countering the ineflec- 
tiveness of the centre." Mahindra concurs, saying, "The best way to propel the 
economy may be to encourage different parts of the country to go their own way." 


Mobilise the Masses 

An essay in Reimagining India by Bill Gates serves as a profound testimony to the 
power of empowering and mobilising masses of people for change. He writes about 
India's success in winning the war against polio - an amazing feat achieved by 
enlisting 2 million polio vaccinators and the support of the full sweep of Indian 
society. With the same inclusive model, Gates writes, India can provide the most 
vulnerable sections of its community other vaccines, clean water, education, 
advice on maternal and child health, and support for agriculture. By encouraging 
greater participation from every section of society, especially women and mar- 
ginalised castes and classes, and creating coalitions of different stakeholders such 
as businesses and youth who work in the social sector, India could see a wave of 
transformation and new ideas that are needed to bring about change. 


Leapfrog with Technology 

Technology and innovation are at the core of India's success in business, both at 
home and abroad. Today, India has 900 million mobile phone subscribers with 
76 per cent teledensity - compared to a mere 5 per cent just 14 years ago. And 
the technology and business process outsourcing industry has also proven that 
Indian companies can drive world-class innovation and business transformation 
at scale. However, there is still much more scope for innovation in India today. 

In Reimagining India, venture capitalist Vinod Khosla writes about how India 
could employ a "leapfrog mentality" to find unique new pathways to a better 
future. In fact, the use of technology and the internet could circumvent the need 
for brick-and-mortar schools and colleges by ensuring access to self-paced learn- 
ing for students, potentially meeting India's education challenges at a fraction of 
the cost of traditional approaches. 

As is so often the case in India. its potential is enormous and so are its chal- 
lenges. The silver lining - according to Reimagining India's 65 global thinkers in 
business, academia, policy, and culture - is that India does not need a fundamen- 
tal, systemic overhaul to realise its potential, As experience shows, progress may 
be fitful. but when India's people can imagine, mobilise, and implement, 10 years 
can change almost anything. 

(Adil Zainulbhai is ex-chairman of McKinsey India and co-editor 
of Reimagining India. Barnik C. Maitra is a Partner at McKinsey's 
Mumbai office and also co-editor of Reimagining India) 
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2. ihe event, inspired by 
Comic Con Internationa 
which has been held in San 
Diego for many years, is 
organised by Jatin Varma 
of Twenty Onwards Media 


A number of new comics 












have also been launched at 
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1. The growing popularity of indigenous comics and 
graphic novels came into sharp Tocus with the holding 
of the first Comic Con India in Delhi in February 2011 
Since then it has become an annual feature in the 
capital and has been held in other places too, such as 
Mumbai and Bangalore 
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only in the 1960s. One of the 

iniest and most successful latter more accessible 
local comic strips was Chacha j | From 1967. he began 
Choudhury, created by Pran | A publishing comic books 
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11. There has, however, been a resurgence ot 12. The first Indian graphic | 
nterest in comic books in the past decade novel was Kiver of Stones by Orijit 

Much serious interest has been sp: irked oh Sen in 1994, based on the st ruggie 

Dy the nse ot graphic noveis against the construction of the 
Sardar Sarovar dam over the | 
Narmada river. but the genre } 
really came into its own with the 
publication of Sarnath Panerjee's 
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The Comic Cons are 
always packed, and not just 
with superhero fans. There's 
definitely an audience 
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3. Rakesh Khanna i5 Co-founder 
of Plaft Publications which brought 
out The Obliterary Journal Vol, 1, at 
ant nok Ay C f comics Uy different 


artists. Vol. 2 is due shortly 













8. Amar Chitra Katha 
comics! lave Since 

old 110 million copies, 
introducina aenerations 
of Indians to their own 
culture and history. It 


still sells around A million 










reached their peak in the 
5, with some of the popular ones selling 











1500 OOO copi 


1 í 
t 








13. A number of exciting graphic novel writers have risen 
including Vishwajyoti Ghosh (Delhi Calm and Thi: 

at Side), Amruta Patil (Kariand Adi Farva) 
ana Appupen | Moonward) j 
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ease one comic 
book every month? Were 
trying to get there. The 
industry is soon going 
to see a tipping point 
maybe in 2014 


Can we re 











I've nothing against. mythology, but | 
do wish people would look beyond the 
Mahabharata and the Ramayana once 
in a while. It would be fun to see a comi 


book version of other classic works 





15. Although 
Manta Kays comic 
books division is 

not breaking even, 
co-founder Pratheek 
Thomas too believes 
comics have great 
potential 
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Mytholoay is always going 







z | 
to be popular - you have some 
fantastic characters, anda 
million ways to retell the sto- 
ries, Mahabharata is one of the 
greatest books lve read, has a 
fantastic cast with amazing 


characters 










16. Comic books with 
mythological themes remain as 
popular as ever. Among those 
who swear by mytholoay is Jason 
Quinn, Creative Content Head, 


Campfire Graphic Novels 





17. Not all, however, are enamoured of mythology. Among 
the dissenters ie Dlaft's Khanna 





"uus at 
Comics are recognized for their 
literary potential in the US and thats 
surely going to happen here too, And | 
think India is going to be ready in terms 
of art - it is going to be sought-after all 
over the world 





18. The digital platform is also emerging as 
a medium for experimentation. 
Manta Kay sold about 
200 copies of digital 
versions of the comic 
book Mixtape #1 
before it was printed 






19. The future of 2 


the comic books | อุ | 
industry looks ^ 
b ight 
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crisis can destroy an 
organisation if it does 
not respond appro- 
priately. During a 
crisis or in a low 
growth environ- 
ment, organisations 
fall apart, unless they 
have leaders with the courage to be trans- 
parent and set an example. The irony. 





though, is that companies and leaders are 
not honest with their employees. We don't 
give feedback. And we don't have the cour- 
age to engage in an honest conversation. 
Tvpical behaviour during a crisis is to 
blame others rather than look at our own 
contribution to the problems. So, what can 
companies and leaders do about this? First, 
instead of being autocratic, they can set 
clear goals and include the entire manage- 
ment in those conversations. Second, they 
should execute those goals and hold ac- 
countable those responsible for achieving 
them. In many organisations I see people 
being held accountable without hav- 
ing been told what they were 
responsible for. Third, they 
should communicate 
more and be less 


d 


Dos and Don'ts of 
Managing a Crisis 
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secretive. Leaders need to have conversations when problems are small, instead 
of waiting for them to become large. They should have an open door policy for 
managers who report to them so as to prevent this type of build-up. It is impor- 
tant for leaders to take more feedback when times are tough, not less. It is about 
asking questions rather than having all the answers. 

Take the case of Harsh Mariwala of Marico. He used to hold quarterly meet- 
ings with his leadership team in which they had conversations around what 
each person coulc do to perform better. It is important to conduct this sort of 
meeting as a group so that those participating become more supportive of one 
another. Mariwala is a role model for the kind of transparency we should have 
in organisations. Those which have such transparency are the ones that will 
leverage the crisis and not only learn from it, but get to a very different place 
in a positive way. 


Start, Keep, Stop 
Phil Daniels, a psychology professor I had in graduate school, taught us about 
a feedback mechanism which he used to call the SKS form. It was a very simple 
process where we would ask others what we should start (S), keep (K), and stop 
(S). | have introduced this system of evaluation in universities as well as in 
appraisals on Wall Street. It helps leaders anchor themselves in reality and stop 
having any illusions or living in a fantasy world. 

In times of low growth. leaders do not feel the best about themselves. They 
usually do not solicit feedback. Typically they have enough excuses ready for 
not taking feedback. This leads to a situation where leaders start believing that 
there is no real need to know what other people think. Nor do they get around 
to asking for help when they need it. The SKS form breaks down that kind of 
thinking. I believe even negative feedback can be satisfying. It is rarely as bad 
as we expect it to be and it tells us clearly exactly where we are and what we 
need to work on. Once a leader is armed with clarity. he or she can work more : 
effectively with a greater sense of purpose. 

The final point is, do employees have faith in the management? IfI look at 
my boss. do I say to myself that I have faith in this person? Is this person spend- 
ing time mentoring me? Am | growing and developing because of this person: 
Typically what happens in tough times is that leaders get too busy trying to 
achieve their numbers. So they think they don't have the time to mentor, and 
instead try to outsource the activity. This is when the whole culture starts to 
break down. Many leaders do not realise the importance of mentoring. espe- 
cially in times of erisis. At such times, young professionals in an organisation 
start to see themselves as free agents, and jump jobs as soon as the first good 
offer comes along. Still others leave to maintain a work-life balance. Emplovees 
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Any transformation has to take place 
at all levels. It isn’t about letting go of 
the individuals at the lowest 
level of the rung. Itis about 


making changes throughout 








regularly complain that leaders do not spend time mentoring them, and lead- 
ers don't think they should spend time and energy mentoring people who are 
going to leave anyway. 


Art of Firing People 

In an economic downturn, leaders and managers simply focus on the bottom- 
line and forget about human capital-related issues because they don't have the 
time to deal with them. They become path-driven. which is important, but they 
forget the human dimension. One of the first things that happens is that em- 
plovees are laid off. This occurs because too many leaders are not aware of the 
culture of the organisation or the implications of letting people go. They are 
myopic. More often than not it's the lower and middle levels that have to bear 
the brunt of these firings. But any transformation has to take place at all levels. 
It isn't about letting go of the individuals at the lowest level of the rung. It is 
about making changes throughout. All that firing does is create cynicism and 
frustration throughout the organisation. 

It doesn't need to be that way. Iam writing a Harvard Business School case 
study right now about the pharmaceutical company. Novartis. It wanted to 
do better in the US market. It knew it had to re-envision its strategy. It looked 
at its structure and how it was going to organise the business differently. It had 
to rethink what its capabilities were. It did a very effective job in managing 
business strategy and creating new systems simultaneously. One of the side 
effects was a reduction in manpower. However, because everything was done 
in a very systematic. thoughtful manner. Novartis was able to engage those 
who stayed in a dramatic way. It built greater trust because of the way it went 
about the transformation. If the only variable you change is the number of 
employees. there is going to be a problem. 

For me, the head of human resources in an organisation is the CEO. A CEO 
is responsible for human capital. But too many human resource departments 
are seen as law enforcement departments as opposed to being partners of the 
CEO. Too often HR departments are seen as spies for the leaders rather than as 
strategic partners. 

Finally. here are a few tips on what employees should do in a low growth 
or recessionary environment. First, they need to have their personal agendas 
or goals. Second, they need to set up systematic communication with their 
managers, whether it is feedback or two way communication. Third, they need 
to know what their capabilities are. Fourth, they need to decide if they are 
puttíng the company first or their personal well-being. I think the final point is 
that. at the end of the day, individuals are responsible for their own careers. € 

Thomas DeLong is Philip J. Stomberg Professor of Management 
Practice in Organizational Behavior at Harvard Business School 
AS TOLD TO VIVEK KAUL 
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Smash Hit 


drizzle added to the morning chill on a Saturday 
in late November in Hyderabad. The usually 
bustling Gachibowli road, the city's technology 
and financial hub that houses companies like 
Microsoft as well as the Indian School of 
Business, had little traffic. But a stone's throw 
away, the four-acre Pullela Gopichand 
Badminton Academy was buzzing with activity. 
Scores of cars were parked there as people 
awaited their turn at the badminton courts, 
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thrown open to all on weekends. Past the 
car parking and the neatly manicured 
lawns is a Yonex store, the Japanese 
sports gear maker's only outlet in India. 
C.H. Sridevi. the store manager, was busy 
at the billing counter as a customer picked 
up a racquet while another looked for 
shoes. Sridevi says the store gets 50 cus- 
tomers every day on average and up to 
100 on weekends. Footfall has nearly 
doubled over the past year, she adds. 
Growing queues of people waiting to 
play at the academy s courts and rising 
sales at the Yonex store highlight the re- 
surgence of badminton in India. In a na- 
tion where cricket is a religion, badmin- 
ton is attracting more sport enthusiasts, 
equipment suppliers and business savvy 
sponsors thanks to players like Saina 
Nehwal, P.V. Sindhu, Jwala Gutta and 
Parupalli Kashyap regularly winning in- 





had begun to feel stagnated. This led Padukone 
to set up his eponymous academy in 1994 along 
with Vimal Kumar and Vivek Kumar. Padukone 
also rebelled against the establishment that ran 
the sport in India by forming a parallel body. but 
that didn't get far. 

Gopichand has had better luck. But setting 
up the academy wasn't easy. While the state 
government allotted the land, Gopichand needed 
X10 crore to start the academy. Half the amount 
came from Nimmagada Prasad, founder of phar- 


START OF A RALLY 


Reasons why badminton is in the spotlight 





Sindhu, Jwala Gutta and Parupalli Kashyap 


The big success stories of Saina Nehwal, P.V. 





ternational tournaments. 

The man credited with badminton’s re- 
surgence in the country is Pullela 
Gopichand. The ace player-turned-coach 
founded his Hyderabad academy in 2008, 
seven years after he became only the sec- 
ond Indian to win the prestigious All 
England Open Badminton Championships. 


Government backing for top players. เก ก เน่ ส์ เต อ. 
picking up the tab for thelr travel rand training 








Greater awareness of the Snort has led to rising 
sales of racquets, shuttles ang other accessories 





The success of the Indian Badminton jose 


"The number of people wanting to play the 
sport has increased dramatically." says the 
40-year-old. "On a typical day, at least 10 





people call me up seeking admission, as 
against one or two about three years ago. 
There has been a huge rise in the number 
of entries received for any tournament." 

Badminton first gained popularity in 
the country in the 1970s and 1980s. says 
Vimal Kumar, co-founder and chief coach 
at the Bangalore-based Prakash Padukone 
Badminton Academy. This was the time 
when players like Padukone and Syed Modi 
came into the limelight. In 1980, 
Padukone became the first Indian to win 
the All England Championships. The duo 
also won medals in other international 
events such as the Asian Games and the 
Commonwealth Games. 

But the interest could not be sustained. 
The sport was not a priority for the gov- 
ernment and by the early 1990s players 


which was watched by million peopre 





Rising RHE E sponsors E product 


endorsement opportunities for players 


maceutical company Matrix Laboratories, 
which is now part of US drug maker Mylan 
Laboratories. For the other half, Gopichand 
had to mortgage even his own house. What 
prompted him to do that was an incident in 
2009 when he met a senior executive of a 
company, seeking funding. "I spent six hours 
at his office. He told me badminton did not 
have the eyeballs and offered a few thousand 
rupees for the naming right at a tournament," 
says Gopichand. 

Today, the academy has eight courts, 14 
coaches and 120 full-time students. Gopichand 
says he is in talks with some companies to raise 
funds for expansion. The academy has heen a 
tremendous success producing several top play- 
ers including Nehwal, Sindhu and Kashyap. 
Their success has transformed the public percep- 
tion of the sport and attracted sponsorships. One 










































of the sport's new backers is Rajiv 
Chilakalapudi, the founder of Greengold 
Animation and creator of popular cartoon 
character Chhota Bheem. Chilakalapudi, 
who two years ago sponsored a tourna- 
ment at the Gopichand Academy for chil- 
dren under 12 years, believes badminton 
is the only sport other than cricket that 
has the potential to attract huge audi- 
ences in India. 

Nehwal, who became the first Indian 
to win an Olympic medal in badminton at 
the 2012 London Games, savs the 
number of her sponsors has surged in the 
past three years. Gopichand feels another 
factor responsible for the rise of badmin- 
ton in the country is support from the cen- 
tral government, which bears the training 
and travelling costs of top players. Greater 
financial support and more sponsors 
mean that players know they can also 
make money if they play well. "Players to- 
day clearly see this sport as a viable career 
option," he says. 

To cash in on the rising popularity, the 
Badminton Association of India - the 
sport's governing body - organised the 
Indian Badminton League (IBL) tourna- 
ment in August. The IBL has six fran- 
chisees owned by corporate houses. The 
inaugural edition roped in 20 brands in- 
cluding title sponsor Vodafone. says 
Ashish Chadha, CEO of Sporty Solutionz, 
IBL's commercial partner. Though the 
company suffered a loss - it reportedly 
spent about 185 crore and earned 155 
crore - from the event, Chadha. who does 
not wish to discuss any numbers, is not 
worried. "We have done better than ex- 
pected,” he says. “All our global broadcast 
deals are being renewed and we are sign- 
ing up new sponsors. We are confident o? 
breaking even in the next season.” 

Badminton's growing attraction is re- 
flected also in the rising sales of racquets. 
shuttles and accessories. Karan Dhar, 
Brand Manager at Sunrise Sports, the sole 
distributor of Yonex products in India, 
says demand for racquets is growing at 
least 20 per cent annually. What is more 
interesting is that the share of premium 








JU ie! | Says 
his badminton academy barely 
manages to make ends meet. 
But he has no regrets. He is 
not running after profits. He 
wants to make the academy 
a centre of excellence 


racquets in total sales has climbed to 22 per cent 
in volume terms from 15 per cent three years 
ago, he says. In value terms, the share of rac- 
quets that cost 35,000 to 715,000 has jumped to 
26 per cent from 19 per cent. And not just kids, 
people in the age group of 25 to 45 are also tak- 
ing up badminton actively, he says. 

In spite of the rising interest in badminton, 
Gopichand says his academy barely manages to 
make ends meet. But he has no regrets. He is not 
running after profits. He wants to make the 
academy a centre of excellence. "If you focus on 
excellence you spend on so many shuttles, so 
many coaches, and so much of court time on one 
person that it just becomes impossible to make it 
profitable,” he says. “If profit is the goal then one 
could opt for only a beginners' programme. Then 
you could take more people hour after hour and 
run several batches....there is a lot more money 
in the beginners' programme." 

Nehwal says that while money flow has im- 
proved, it is still nowhere close to cricket and not 
every player attracts sponsors. What's her advice 
to budding players? “You play a sport because of 
the love and passion that you have for the 
game." she says. "Obviously, you will earn if you 
perform well... [But] vou won't get anything im- 
mediately. You will have to be patient." @ 

E. KUMAR SHARMA 
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Insure your assets smar 


Protect the financial worth of your precious assets like home and car from unforeseen eventualitics 






Life insurance is well known to most of us, but we 
also need to know of other forms of insurance such 
as health, auto, home and travel among other 
available options to de-risk our finances. In its 
most basic Form, asset insurance is nothing but 
a safeguard against risks against assets such as your car, 
home and the worldly possessions that you may have. 


Insuring your home 


You have built your home and have filled it with the 
desired possessions. For many of us, our home is the 
biggest Financial investment we have ever made. It thus 
makes immense sense to protect all of these against 
disasters by opting for a home 
insurance policy. Of course, the 
building is not the only thing 
to get insured, even the of the 


To learn more about 


Insuring your car 






A motor accident is never a pleasant experience, The 
law mandates a car to be driven only if it has at eas! 
the third party cover, to protect others— peop 
structures that may suffer damages because o 
accident. The two biggest reasons for taking m 
insurance are asset protection and security 0 
uncertainties of road travel. Car insurance can | 
into three parts: liability-only cover that is stip 
law, without which you legally cannot drive 3 ve 
the roads; own damage that protects your car i 
accident-related damages; and insuring the car far theft 
or fire. 


The own-damage ' 
are based on the rates that are 
fixed across insurers. while 

















house—appliances, gadgets, investment, the liability-only cover has a 
Furniture, Furnishings, clothes uniform price across insurers 
and valuables can be insured. SMS 'EDU IT' to 5676766 8 en Md : 

. e car, che own dam UC dii 
Home insurance provides or mail at fire or theft cover premiums 
Financial protection to your learning@icicisecurities.com vary across insurers. Far 
home, its contents, and other or log on to instance a new car for Rs 4,5 


valuable possessions. You need 
enough structure insurance to 
cover the replacement cost of 
your home. Replacement cost is 
the amount it will cost to rebuild your house, excluding 
the land. It's not what you paid for your house because, 
depending on current construction costs and any 
improvements you've made, the price of rebuilding it 
may be more than you paid. You will also need insurance 
For the contents of your house, which is your personal 
property and may include furniture, electronics and 
electrical goods, clothing, and other valuables. 


The cost for such a policy varies across insurers, but is 
very nominal given the value of your house and contents. 
For instance, a house of Rs 50 lakh value with Rs 10 lakh 
worth of possessions works to roughly Rs 6,000-Rs 7,000 
annual premium. 


http://learning.icicidirect.com 





lakh and about 1200cc capacity 
will have an annual premium 
of about Rs 14,000-Rs 15,000. 
What more, the auto polje 
offers no claim discount for each LU the policy goes 
without making any claims. The no claim m bonus work 
on a step up rate with 20 per cent in the SE st 
10 per cent for each subsequent year which | 
provided there are no claims raised. 















All things considered, the scope of asset insurance 


offers enough scope for one to protect one's 
possessions from nearly all kinds of risks and 
not be overlooked. Online platforms have provided the 
much needed convenience to us and buying a home 
or motor insurance is no different. There are pri | 
available which can be bought online at just a cock of a 
button. 





The one-stop solution to protect your asse: 


Insure your assets in a quick and hassle-free manner with IClCidirect.com. 





Siow more log on to www.icicidirect.com or sms IDIRECT IT to 5676766. 
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ICICI Securities Ltd. 








LADIES AND GENTLEMEN, 

On behalf of the Board of Directors and on my behalf, | would like 
to extend a very warm welcome to all of you to the 8th Annual 
General Meeting of the Security Printing and Minting Corporation of 
india Limited (SPMCIL). The notice of AGM, Directors Report and 
Audited Accounts for the year ended 31st March, 2013 are already 
with you and with your permission, | take them as read. 


OPERATIONAL PERFORMANCE 

Your Company has achieved nearly all targets in production of 
Bank Notes, Coins, Security Products and production of the Raw 
Materials (Security inks and Security Paper) during the 
year 2012-13. It has not only met with the original targets but it also 
has surpassed the revised targets, While achieving the ever highest 
targets, SPMCIL has also increased productivity per employee 
considerably, 

Your Company has produced 7421 million pieces of the Bank 
Notes and supplied 7391 million pieces, This is 13.50% higher than 
the production of 6539 million pieces of the Bank Notes during the 
previous year. Production of the Bank Notes per employee has 
increased to 1.84 million pieces as against 1.63 million pieces 
achieved during the previous year, 

Your Company has produced 6708 million pieces of the 
Circulating Coins and supplied 6878 million pieces of the Coins, 
including stock of last year, during the year 2012-13. This is 6.75% 
higher than the production of 6282.40 million pieces achieved 
during the previous year, Production of Coins per employee has 
increased to 1.88 million pieces in 2012-13 as against 1.69 million 
pieces achieved during the previous year. 

Your Company has produced 52856 million pieces of Standard 
Product Unit (SPU) for Security Products during the year 2012-13 as 
against 51449 million pieces of SPUs produced during the previous 
year. The production of the Security Products in terms of SPUs per 
employee has increased to 14.39 million pieces in 2012-13 as 
against 13.10 million pieces achieved during the previous year. 

Your Company has produced 484 Metric Tonnes (MT) of the 
Security Inks in 2012-13 from the Ink Factory, Dewas against 273 MT 
of inks produced during 2011-12. This is 77.2896 higher than the 
production of the previous year. The Security Paper Mill in 
Hoshangabad has achieved the target for 2012-13 by producing 
2925 MT of Security Paper:and has supplied 3021 MT Security Paper 
to the presses. This is the third year in succession that the Paper Mill 
has met with the target despite machinery being about 40 years 
oid. 


[ Ever highest production of Coins of 6708 Million Pieces } 
FINANCIAL PERFORMANCE 


The sales turnover of your Company has increased to 3625.17 
crores in 2012-13 from $3422.68 crores in 2011-12 registering a 
growth of 5.92% over the previous year. The Sales per employee 
during 2012-13 has increased by 8% to 328.76 lacs from 326.70 lacs 
during the year 2011-12 primarily due to increase in the production 
during 2012-13. Despite the increase in overall production and 
productivity per employee, the Net Profit of your Company during 
the year 2012-13 is down by 1159 crores to 1423.48 crore as 
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compared to previous year 2011-12. This is mainly because Revenue 
from Operations during 2012-13 has been reduced by making 
provision for rate difference for an amount of 1445.49 crores being 
the difference between Board approved billing rates and adhoc 
MoU rates of Coins and Bank Notes for 2012-13 as a matter of 
psudence. However, the MoU rates of Coins and Bank Notes are 
provisional and final rates for Coins and Bank Notes are still to be 
finalised by DEA, MoF. Due to delay in finalising remunerative prices 
of Coins, Bank Notes and Postal stationery the excellent physical 
performance is not being reflected in the financial performance. 
Ever highest production of ] 
Bank Notes of 7421 Million Pieces 

PRICING OF THE PRODUCTS OF THE COMPANY 

The delay in fixing the remunerative sale price of the Coins, Bank 
Netes and Postal products continues to be an area of concern to the 
Company. Due to abnormal delay in fixing of the price of the Coins 
the billing for 2012-13, which was done on the rates approved by 
the Board was adjusted to the adhoc MoU rates approved by the 
Ministry for the MoU 2012-13 as prudence. Ministry has been 
requested to expedite finalising the pricing ofthe Coins, 

The billing for the Bank Notes for 2012-13 was done as per the 
rates approved by the Board. However, RBI has paid even lesser rates 
than the earlier approved rates of 2007-08. As a matter of prudence, 
the provision for 1197 crores for the rate difference has been made 
for the financial year 2012-13 because of the difference in the Board 
approved rates and the adhoc MoU approved rates for 2012-13. MoF 
has entrusted the study of Bank Note pricing to ICWAI. Similarly, the 
prices of postal products have not been revised since last 6-7 years. 
New, Department of Posts has constituted a Committee to finalise 
the prices of Postal products. As per MoU with the administrative 
Ministry the prices of the Coins, Bank Notes and Postal products for 
2014-15 are to be finalised by November 2013. 


Excellent MoU Rating for last three years 
and poised for Excellent Rating for 2012-13 


MoU PERFORMANCE 


Your Company has been granted the ‘Excellent’ rating by the 
Department of Public Enterprises (DPE) for its MoU evaluation of 
2611-12. This is the third year in succession your company has been 
adjudged Excellent in its MoU evaluation. For the year 2012-13, the 
self evaluation report of MoU duly approved by Board and Ministry 
has been sent to DPE. As per self evaluation, Company is poised for 
‘Excellent’ rating for the fourth time. The self-evaluation score of 
1.335 is the best ever score since incorporation of SPMCIL. 


Payment of Final Dividend @ 20% of Net Profit 
_ to Govt. of India for third year continuously 


DIVIDEND 


The directors have recommended a final dividend @20% of post 
tax profits of the Company for the year 2012-13 aggregating to 
284.70 crore. This is the third year in succession your Company has 
paid dividend since its inception. 


AWARDS 


Your company has been awarded ‘Engineering Excellence 
Awards-2013' by Engineering Watch. Modernisation of Ink Factory 
at Bank Note Press, Dewas was honoured with Second Best 
Engineering Marvel for Project Innovativeness: Indigenisation of 
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Bank Note Paper Procuction at SPM, Hoshangabad anc 
Modernisation of Bank Note Press, Dewas have received Specia 
Mention Awards. 

Your Company has been awarded Performaace Excellence 
Award-2012 in Golden Enterprise category by Indian Institution o 
Industrial Engineering (IHE), Mumbai for its financial anc 
operational performance. Bank Note Press, Dewas has beer 
awarded the National Safety Award during September 2012 b 
Hon ble Minister of Labour & Employment. Bank Note Press, Dewa 
is continuously getting this award since 1996 as a winner/runner-ug 
based on Lowest Average Frequency Rate or Accident Free Year. 

india Security Press, Nashik has been declared winner is 
Maharashtra Safety Awards competition-2011 for longest accideri 
free period. Currency Note Press (CNP), Nashik has been awarded be 
Maharashtra Safety Award-2011 for the Lowest Accident Frequenc 
Rate in Light Engineering Industry Group, Mumbai. Projet: 
Paardaksh of your company has won SAP ACE Award 2013 & 
"Special Recognition in Procurement" category for Public services. 

Ever highest production of 
Security Inks of 484 Metric Tonnes} 
MODERNISATION / INDIGENISATION 

Continuing its momentum of modernisation and indigenisatic: 
your Company has spent an amount of 1382 crores during the ye« 
on capital works and investment in the Joint Venture Company. 

One Computer to offset Plate making (CoP) machine has bee: 
installed at Currency Note Press, Nashik and another CToP machine 
is in progress at Bank Note Press, Dewas. Two nos. of Bank Now 
Processing System (BPS-2000) have been installed one each at Cr 
Nashik and BNP Dewas. Two nos. of Mini Finishing Machines # 
Bank Note Processing have been installed in Currency Note Pre: 
Nashik. 

The phase two modernisation of the ink Factory at Dewas he 
been taken up. At present, SPMCIL is self-sufficient ir production 
the offset, intaglio and numbering inks. The work of new paper lie: 
at Hoshangabad is going on as per schedule and the Paper Mill 
targeted to be commissioned by March, 2014 and after trials will 
on full production by June, 2014. The new pulping plant has bess 
commissioned during the year. 

Three Nos. of Multi-stroke Medal Presses one each at ine: 
Government Mint at Cherlapally, Mumbai & Kolkata have be: 
commissioned. One Gold Refining Plant has been commissioned 
India Government Mint, Mumbai and one Silver Re‘ining Plant: 
india Government Mint, Cherlapally One No. of PVD coatic 
machine for coining Dies is being commissioned at Ine 
Government Mint, Noida. The installation of the Blank sorti: 
machines in the Mints is under progress. These Blank sorte: 
machines will improve the quality of the Coin blanks there: 


Dret the qu ofthe Coins. 
COR :S0C 


| HAIT E RESPONSIBILITY 

SPMCIL has spent ¥3.55 crore during the year on various C: 
projects as against the Mol! target of 13.50 crore. SPMCIL has tak 
up various CSR projects in the areas of education, family welfes: 
health, rain-water harvesting, sanitation, renewable energy, roa 
water supply and skill enhancement of the MSME personnel etc. 
the CSR projects mentioned above have gone through the proces. 
baseline survey and were duly monitored and evaluated 
independent consultants. 





‘STRENGTHENING OF VIGILANACE SET UP 


Due to systematic institutional improvements carried out as po 
of strengthening of the vigilance set-up, there has beer 
discernible improvement in following rules, procedures ex 
guidelines relating to procurement. Training of offidals & 
vigilance staff has been taken-up to enhance their capacity 
implementation of CVC guidelines. The net result of preven: 
vigilance initiatives has been reduction in complaints, increas 
follow up of systematic procedures thus bringing in m* 
transparency, economy and efficiency in SPMCIL's operations. Wik 


SPMCIL - Manufacturer of Instruments of Fai 








he approval of the CVC, integrity Monitors have been appointed in 
PMOL. Three meetings of the integrity panel have been held. 


( Ever highest Sales Turnover of T 3625 crores } 


SUSTAINABLE DEVELOPMENT 

All the targets fixed in the MoU signed between SPMCIL and MoF 
or the year 2012-13 for Sustainable Development have been 
ichieved. An expenditure of 73.13 crores was incurred by the 
ompany inconformity with the MoU commitment. Both the 
security Presses under SPMCIL have reduced the wastage of paper 
o appreciable limits, thus leading to cost savings and in addition 
ontributing to Sustainable Development in production of the 
ecurity products, 

In india Security Press, Nashik, the ozone depleting R-11 Gas has 
een replaced with environment friendly refrigerant gas for the Air- 
onditioning plant installed and commissioned during the year. in 
tder to conserve water, Rain Water Harvesting covering 1/3rd area 
f the plant area in Bank Note Press, Dewas has been converted for 
‘ain Water Harvesting to increase the ground water table in that 
rea where water table had considerably gone down. 

'USTOMER SATISFACTION 

Continuing its pursuit of achieving excellence in the delivery of 
wality products and services, your Company has conducted 
Jstomer Satisfaction Survey through an independent consultant 
ar the year. As per the independent report, Customer Satisfaction 
dex in ‘Excellent’ category has been achieved. To imbibe the 
ndings of the Customer Satisfaction Survey and feedback received 
^d measures to be taken for improving the customer satisfaction 
adex, a workshop was held at India Security Press, Nashik in August 
#13. Officials from the Chief Passport Office, Delhi, Regional 
assport Office, Mumbai were invited in the above workshop and 

Juable suggestions given by them have been taken up for 
aplementation. 


( Reserves of € 2695 crores as on 31st March 2013 ] 


:20-FRIENDLY OPERATIONS 
SPMCIUS all units are ISO 9001:2000 certified and seven units 
ve also got [SO 14001:2004 certification for better environment 
sanagement of their operations. These seven Units have 
jplemented Environment Management System (EMS) in their 
serations. Re-utilization of treated effluent water in SPM, 
ashangabad has been taken up, as the project reduced 
^sumption of the additional water to the zero level as per the 
ส ท ร set up by the MPPCB. SPM, Hoshangabad has engaged a 
insultant for development of a modern sewage treatment plant 
-the Paper Mill and the colony. BNP Dewas has taken up the work 
"ain Water Harvesting Project covering its additional 1/3rd plant 
a for efficent utilisation of rain water. Currency Note Press, 
ร ก, has also provided Rain Water Harvesting system at its new 
‘ministrative Building premises. CNP. Nashik has replaced High 
“trical power consuming light sources with Low LED fittings for 
“eral lighting purpose on perimeter and along the road. 

[ Excellent grading for compliance of | 








Corporate Governance guidelines issued by 
DPE for third year in succession 





Al the iste as required to be placed as per DPE guidelines 

Corporate Governance were placed before the Board. Your 
*wpany has duly constituted Audit Committee, Remuneration 
@nmittee and CSR & SD Committee. Being a security sensitive 
anisation Government has constituted SPMCIL Board consisting 
© our functional Directors, three Government nominees and three 
‘tomer nominees from Ministry of External Affairs, RBI and 
Jartment of Posts who have been treated as Independent 
actors. The compliance certificate has been obtained from the 
eacticing Company Secretary regarding compliance of the 
sdelines on Corporate Governance by SPMCIL for the 







year 2012-13, which is annexed to the Directors Report. For fourth 
year in succession, CAG has issued NIL comments after review of the 
Annual Accounts of the Company. 


‘NEW PRODUCTS 


During the current year, ISP successfully printed and supplied 
various new products, viz. University Degree Certificates for Central 
University of Kerala, Paper Strip Seal and Address Tag for Election 
Commission of India, “My Stamp” for Department of Post, Security 
Certificates for Wild Life Crime Control Board, New Delhi, CTS-2010 
Standard MICR Cheques, new design international VISA stickers and 
New Design L-Series-2012 Passport Booklets for Ministry of External 
Affairs. During the current year, SPP Hyderabad has successfully 
printed and supplied various new products viz. PF Authorisation 
Form and Advocate Welfare Fund Stamps. 


During the year the Company has spent 13.07 crore on R&D 
activities against the MoU target of 11.18 crore. Your Company has 
taken up applied R&D project in the field of security paper, security 
printing, Bank Note printing & Coin metallurgy. The Company is 
setting up R&D centres across all production verticals. It will help the 
Company to bring more indigenisation in its operations and 
efficiency in the production processes. 


(5i Comments from C & AG for fourth year in succession) 


ERP BASED INTEGRATED INFORMATION SYSTEM 


The SAP-ERP has been implemented across all Units of SPMCIL 
and is in the stabilization phase. So far, SAP-ERP core modules i.e. 
Material Management, Production and Planning, Quality 
Management, Sales & Distribution, Financial, Plant Maintenance, 
Employee Self-Service and Human Resource have been 
implemented and the remaining modules i.e. Project System and Bl 
etc. are under implementation. A fully functional Tier-3, ISO/IEC 
27001:2005 certified Data Center (DC) is operating at IGM, Noida. 
SPMCIL has also set up a Disaster Recovery Center (DRC) at IGM, 
Hyderabad to ensure complete data safety and security. The 
implementation of SAP-ERP will bring greater transparency and 
synergy in the operations of the Company and ensure better services 
to its customers. 


increase in Productivity per Employee of 
Coins and Bank Notes 


HUMAN RESOURCE 


The overall industrial relations scenario during the year was 
cordial and peaceful. Training of the workmen, supervisors & 
executives has been taken as a thrust area. Six Nos. of Management 
Personnel were trained on “Leadership for 21st Century" in TM, 
Ahmedabad. The IDA pay-scales to executives and non-unionised 
supervisors were introduced during the year. About 29 executives 
were recruited in various disciplines during the year. Employee 
strength as on 31st March, 2013 has come down to 12606 as against 
about 18000 at the time of corporatisation in February, 2006. 


BUSINESS SCENARIO 


During September/October 2012 RBI has substantially raised the 
indents of Coins for 2012-13, 2013-14 and the forecast for the next 


three years substantially ranging from about 9 billion pieces in 2013 


to more than 13 billion pieces in 2016-17. This 6 more than double 
the average production of the Coins during the last Sure at 





years of 
about 6 billion pieces. Your Company has got the study done 1 
establish the feasibility of increasing capacity in exi Mints b by 
utilising the existing land and buildings thereby econamise on the 
cost and shorten the project implementation time. The เยส? 
estimates are being firmed up and will be brought ta SPMC Board 
for sanction. 

Similarly during September/October 2012, RE) has given the 
indents of Bank Notes for 2012-13, 2013-14 and the forent 
indents for 2014-15, 2015-16 and 2016-17 which are about 40% to 
5096 higher. It will require investments in replacement of the old 
Printing Lines and creation of additional capacity both in Sank Note 
Press, Dewas and Currency Note Press, Nashik. Baar! had already 
sanctioned two Printing Lines during the year and for the additional 
Capacity the investment proposal is being brought to Board for 
approval. 

In the case of passports after the issue of the New 
passport booklet by Ministry of External Affairs in Octeber 2017, 
indent for this year also increased to about 7Sjakhs which is fikety to 
qo about 85 lakhs. SPMCIL is geared up to enhance the eiditions! 
indents. Once e-passport project is implemented, there i fikei te 
be substantial increase in the indents of the nasnorts due w 
replacement of the old booklets with the new e-passport eokdets. 

There has been a substantial increase in the indents forthe Ror- 
Judicial Stamp Papers (USP) during the last two years and this 
trend is continuing despite few of the States «hifting to the e 
stamping. SPMCIL is geared up te meet this enhanced indent fom 
the States. 

The proposal for capital restructuring of SPMCH has been taken 
up by the Administrative Ministry, It is expected that this capital 
restructuring is likely to be approved by the competent authority 
"ii The proposal in this regard has been submitted to the 
Mini 
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[พ อ น ud lie to acknowledge with deep sense of appreciation the 
cooperation received from the Government of indie, particularly 
from the Ministry of Finance, Reserve Bank of india, Ministry of 
External Affairs, Ministry of Home Affairs, Department of Posts, 
Department of Public Enterprises, Ministry of Labour, Department 
of Pension and Family Welfare and various State Governments tam 
also thankful to my colleaque Directors for their valuable inputs and 
support. | would also like to acknowledge with thanks the 
constructive suggestions received. from Comptroller & Auditor 
General of India and the Statutory Auditors, Lastiy, | would disp Te 
to piace on record the sincere appreciation of the devoti 
commitment of all executives and employees of the oia, 


Jai Hind. ici ) 
Place: New Delhi NS. Rena) 
Date: 13th November, 2013 Chairman & Managing Director 
Note: Excerpts from the Chairman's Speech at the Sth AGM af 
SPMCIL held on 13.11.2013 at New Delhi. This does not paret to 
be a record of proceedings of the AGM. 
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CHANNAPATNA TOYS TOYS 


Toy Story 





he village of 
Neelasandra near 
Channapatna town, 
about 60 km from 
Bangalore, has a 
cluster of closely 
built houses. Every 
house has a porch. 
Under the porch women of the house- 
hold sit on the floor and use a hand lathe 
to chisel wood from the Aale Mara tree 
into shape to make toy components. 
They colour the parts with lac, a natural 
resin, and polish them to a glossy finish. 
The components are then bought and as- 
sembled by toymakers. The women earn 
up to 1500 a day compared with 370 
eight years ago. 

Behind their rising income is a tale of 
revival. Channapatna is called the Toy 
Town of Karnataka. It has been making 
wooden toys — called lacware toys be- 
cause they use lac - ever since Tipu 
Sultan. ruler of the Kingdom of Mysore, 
brought in artisans from Persia in the 
18th century and thereby introduced the 
craft in India. For two centuries, the 
town produced mostly dolls for domestic 
consumption. The influx of Chinese toys 
battered its market and the town's prod- 
ucts were reduced to being souvenirs 
people would pick up when they stopped 
by on the way to Mysore. 

However, the town's lortunes are 
now turning around thanks to niche tov- 
makers focused on lacware, e-commerce 
websites and designers who want to 
make these toys contemporary and pop- 
ular again. The state government has 
also played its part, with the Karnataka 
Handicrafts Development Corporation 
providing marketing support to 
Channapatna artisans, who number 
around 2,000. 

Artisans are now being trained on 
modern machines. They produce every- 
thing from simple push, pull and stacker 
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The toymakers: Women 
artisans at Maya Organic's 
factory in Channapatna 







toys to rattles and puzzles. The humble doll now sits in a 
Formula-One like racing car, wooden butterflies flap their 
wings while ducks waddle and paddle. All these have 
found an international market with growing awareness | 
about natural dyes. Turmeric is used for the colour | 
yellow, indigo powder for blue. and Kanchi kumkum 
powder for orange and red. 

Maya Organic, a not-for-profit organisation, em- 


ploys 60 artisans in Channapatna and sources compo- lectively called Animal Farm - Pi 


nents from 40 others — a toy has at least 10 components. The Porky, Gerry, Flo, Humf and Ellie ai 
company started exporting toys in 2004. It now sells about SO per fine blend of lamps within a bottle alon; 
cent of its toys outside India - in Japan, Europe. the United States, with colourful Channapatna element: 
south Africa and parts of Asia. Subba Rao, Sales Manager at "Designers have brought in diversif 
Maya Organic, says the market for Channapatna tovs has ex- tion," Chauhan savs. "The craft has 
panded in value terms and prices have risen 20 per cent in the found application in furniture, lamps and 
past five years. The toys cost between 130 and 11.425. home décor. The traditional techniqu: 
The past few vears have also seen the emergence of e-com- can be applied to many things 
merce websites that are making the toys more easily available. There is a thrust to stimulate dom 
One such is Craftsvilla.com, a marketplace for Indian products. tic consumption as well. Betwee 
There are 10 sellers of Channapatna toys here. October 30 and November 9, the 
Besides toys, Channapatna has also started making a range of Bengaluru International Airport 
other products thanks to designers who are giving the craft a dif- food festival wherein passengers got 
lerent edge and exposure. Atul Johri, a designer. moved from Channapatna toy free if their bill wa 
Bangalore to live in the town in 2007 and has designed lights, ta- more than 1300. Pamphlets that hig! 
bleware, vases and candles using lacware techniques traditionally lighted the old craft of Channapatn 
applied to toy making. He has also created a series of bathroom ac- were distributed across the airpor! 
cessories such as towel racks and paper holders as well as kitchen It could be a matter of time befo 
accessories like jars. "We need to keep the traditional practice alive many Indian parents switch to Madi 
but give it a fresh appeal." says Johri. "India has changed. You Channapatna tovs from the Chines 
cannot sell what you did 40 years ago. It has to have utility." ucts they now buy for their children. € 
Nishi Chauhan, another designer, has created six lamps col- GOUTA)? 
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Tarun 
Khanna 


ne of things that 
we really need 
to do in India is 
nurture talent. 
We talk a lot 
about our so- 
called demo- 
graphic divi- 
dend and I think it is widely acknowledged that 
it is not an automatic dividend and something 
that we will need to earn as a country. 
Unleashing the potential entrepreneurship 
inherent in this talent is something that can 
really move India to the next level. 
Entrepreneurship is not just the province of 
start-ups and new companies. There's room 
for entrepreneurship in all walks of life - 
whether you take civil society, political life, 
government and even in mainstream compa- 
nies. I think our mainstream companies have 
lost that script. For most part, | am not sure 
that many of the top 500 or 1,000 companies 
would merit the epithet ‘entrepreneurial’. 
There are opportunities to nurture entrepre- 
neurship both within themselves and in the 
system within which they operate. 

What are the things companies can do to 
nurture talent? When you ask conventional 
companies how do you nurture talent, they 
will present a well-developed human resource 
protocol, a fairly routine and stylised way of 
sourcing talent, particularly from universitit 
and colleges, some of which will be natior 
branded and some from their immediate vic 
ity. That's fine but when you step back an 







\n Entrepreneurial 
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look at it, in India, you have a fabulously dense ecosystem of colleges, training 
institutes of all sorts. The fabric which stitches these together is very underdevel- 
oped. It is very hard for an HR person to know, for example, whether college #992 
is any good. Or, if I find someone in college #362, how does she compare with 
someone else in college #625? How do you get comparability of talent across 
different locations? These sorts of serious informational limitations prevent us 
from hiring from other than known institutes. That means that talent which is 
distributed across the country is mostly disenfranchised, disconnected from the 
economic mainstream. Companies complain that they can't find enough people 
while continuing to fish in the same waters as their compatriots, while vast num- 
bers of young employable people can't find their way to these doors. Clearly. 
something needs to be done. 





Corporate Role in Skill Development 

What can companies do? Let's take a couple of examples. Companies can sponsor 
colleges to create apprentice programmes between the colleges and the compa- 
nies. The student spends some time in the college. some in the company. That 
makes sure that the constituent skills that are available to the graduates are actu- 
ally usable by the companies almost immediately. This is well-established around 
the world - in Germany. apprenticeship is a way of life for example. as are so- 
called ‘work study’ programmes in the US and Canada - and a good number of 
companies here are doing that. Second, companies can work with colleges and 
develop training curricula. Some of them may be for two-year programmes, some 
for three years, some vocational, some degree-granting. The point is that there 
are several ways in which corporate India can get engaged with education in a 
much more systematic and condensed way. Some companies are already doing 
this in India - Wipro is doing it, TVS is doing it - and they should make their ex- 
amples public so that others can copy them. Because it is no skin off their back if 
others do so. It's really just about spreading the word. 

The third example I'd give is of Aspiring Minds, which I had helped start. 
Today. it is clearly India's leading talent assessment company. Amongst its 
earliest users were companies from the IT and BPO space — companies like HCL. 
Genpact. (Now, Aspiring Minds serves hundreds of mainstream corportes from 
most major sectors ofthe economy.) Basically, what we told them was that vou 
hire from a few dozen colleges: why don't we take you to hundreds of colleges. 
by using algorithms to test people in a way that is comparable across locations 
and across time so that you have genuine comparability of talent. You extend 
your reach, cost-effectively. It doesn't matter who you are, where you were 






Companies can Sponsor colleges 
to create C € | 
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Imes between colleges 
and companies. They can work with 
colleges to develop training curricula 














born, what degree you have. You just take the test and you find where you 
stand versus others. Over time, we built what is branded the AMCAT test. 


Making the Market 


HCL, Genpact and numerous others, by agreeing to use this, have helped them- 
selves access talent in a far more democratised way. What they also did unwit- 
tingly was create what economists call a ‘public good’. By being early users, they 
helped Aspiring Minds become a viable, commercially successful entity, backed 
by Omidyar Networks. They [HCL and Genpact] have facilitated the creation of 
an intermediary that now allows a better matching of talent, a better clearing of 
talent in the market. Earlier, you had companies that were desperate to access 
talent and you had talent desperate to access companies, and here comes someone 
like Aspiring Minds to make the market, so to speak. You made the market only 
because some early corporates decided it was worth a bet and worth a try. 

The point [ am making is that companies can be on the lookout to plug 
holes in the entrepreneurial ecosystem. We should be trying to upgrade our 
entire institutional fabric for re-education over time. Now, the companies [like 
HCL and Genpact] could have said that there isn't enough in it for us, and that 
we are creating a public good that should be created by the state; the state 
should create some way to rank all colleges. That's a nice academic argument 
but it does not really work well in practice in India. You can see that the role 
that the state plays is not particularly well functioning in our country today. 
Not because the state is not capable of doing it, but it needs some catalysis from 
the corporate sector and civil society. 

It's not that the state is entirely asleep. Take a look at the government's fabu- 
lous initiative, National Skill Development Corporation (NSDC). for example, which 
takes skilling seriously, and is intelligently mobilising corporates in different 
sector-skill councils and using its resources to egg on (corporate) change. 

NSDC strikes the right note by working with the private sector. Similarly the 
private sector has to work with the state, proactively. In effect, as suggested by 
the example of early-user corporates helping Aspiring Minds plug a hole in the 
entrepreneurial ecosystem, ultimately India's corporates will have to engage in 
the partial private provision of public infrastructure. 

Tarun Khanna is Director, South Asia Institute, Harvard University 
and Jorge Paulo Lemann Professor, Harvard Business School 
(AS TOLD TO JOSEY PULIYENTHURUTHEL) 
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NALANDA UNIVERSITY 


t was one of the world’s leading 
universities long before Harvard 
and Cambridge were set up. At its 
peak, Nalanda was a centre of ex- 
cellence not just for philosophy and 





Buddhist studies but also for litera- 
ture and mathematics. Today, 
about 800 years after it was razed 
by invaders, a group of scholars led 
by Nobel laureate Amartya Sen is 
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reviving the ancient university in Bihar as part of a 
wider Asian renaissance. Sen says he had always 
dreamt of resurrecting the ancient university. 
"Since my childhood, Nalanda had a big presence 
in my life. I was around 10 or 1 1 when my grand- 
father took me to Nalanda for the first time and | 
was completely bowled over by the vision it offered 
to humanity.” he says. "It is very inspiring to have 
the campus close to the ruins. I have been there 
some 20 times and at every visit l've been inspired 
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H 


The university will spend more than 
2 700 CYOY? to set up seven 
schools with a total staff of 500, 
including 307 academics. 


HMM 


includes the humanities, economics, Asian integrati: 
and sustainable development. The university will spend n 


than 32.700 crore to set up seven schools with ส stafi 
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307 of them academics. Each school will have 300 post g 
ate students and 50 research scholars. Gopa Sabharw 
Chancellor of Nalanda, says the biggest challenge is 1 

a 21st century university while maintaining the heri! 
predecessor. "The reconciliation of the historic with t 
temporary is being done at many levels and in mam 

the physical structure, in the ideas that guide the chi 
schools, the curriculum's focus areas and so forth. H« 
disciplinarity, inter-Asian linkages and a connection with 
immediate surroundings are the guiding principles of tl 
versity,” she says. 

For Sen, the revival of Nalanda is neither part of an 
alist agenda nor a symbolic gesture. He believes the r 
tion of the university will provide a chance for the Ea 
claim its great academic traditions. Nalanda was a g 
of learning in Asia for more than 800 years. The flou 
residential university had more than 10,000 student 
2,000 teachers not just from Asia, but also Greece. C] 
Rebirth: The ruins scholar Xuanzang spent nearly 15 years at the unive 
at Nalanda. The new Nalanda was destroyed around the end of the | 2th 
university is nearby the same time as the great universities of the Weste 
gan emerging. marking a shift in knowledge from th: 





the West. “Nalanda will be central to our relationshii 
our past, which will be next to us, and our future, w! 


even more." based on the tradition of advancing uncompromisin 
Sen is likely to realise his dream soon. After quality education," says Sen. 

years of delay, the university has begun operat- The idea of reviving the university was first moo! 
ing out of a small campus near the ruins of the 2005/06 by the then president A.P.]. Abdul Kalam 

old school and will have a partial launch next Minister Nitish Kumar took a shine to the project an 
vear. The ambitious 455-acre campus in more international direction. The Indian governmen 
Bihar's Rajgir town will be completed by the idea to revive Nalanda at the 2007 East Asian Sı 
2021/22. The new university aims to rebuild a team headed by Sen with representatives from Sin; 
the intellectual rigour of the old Nalanda China, Thailand and Japan was set up. The universit 
through a multi-disciplinary curriculum that nally established through an act of Parliament in 20 





Anupam Ray, Joint Secretary, Ministry of 
External Affairs, which is overseeing the 


project, says the ministry sees the university 


as a unique opportunity to revive India's 
standing as an Asian power. "India is an 
emerging power, and this is the Asian cen- 
tury re-energised by a dynamic entrepre- 
neurial and innovative culture. There is a 
shift in the centre of gravity and we are one 
of the foremost Asian nations with a classi- 
cal civilisation with Nalanda as one of the 
great hubs of this civilisation.” says Ray. 
India has teamed up with both govern- 
ments and universities abroad to help get 


\martva Sen, Nobel laureate 


"Nalanda will be central 

to our relationship 

between our past, which 
will be next to us, and our 
future, which will be based 
on the tradition of 
advancing uncompromising 


high-quality education." 
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Nalanda off the ground. Apart from preliminary tie-ups 
with Australia, Singapore and New Zealand, China has 
contributed $1 million for a China floor in the library 
and Thailand has given $ 100,000 to help set up the 
university. Singapore has offered to build the library and 
Japan will help improve infrastructure around the uni- 
versity by renovating the highways near the campus. 

Sen says the university is also looking for support 
from businesses in Asia. “Businesses in Asia are rich 
and enlightened. We welcome the cooperation of 
business houses in this unique endeavour. Also, India 
has had a great tradition in this respect, where corpo- 
rate houses have supported academic initiatives and we 
look forward for their support to Nalanda." Ray says the 
government is committed to provide funding for 10 
vears but the ministry will not run Nalanda. 

In some ways, the revival of Nalanda is seen as the 
revival of Bihar. The state government plans to extend 
the momentum created by the university by developing 
an IT park, a world-class convention centre, an interna- 
tional airport and state-of-the-art hospitals. It has al- 
ready committed an additional 1 00 acres of land as an 
endowment for the universitv. Former Singapore 
Foreign Minister George Yeo, who is on the university 
board, savs the new Nalanda should be supported by 
the people living around it like the old Nalanda. "The re- 
birth of Nalanda is part of the rebirth of Bihar; its devel- 
opment must bring development to the people living 
around it," he savs. "For the first two schools, Historical 
Studies and Ecological Studies, we have this very much 
in mind, including instilling a greater sense of history, 
improving agriculture and providing better toilet 
facilities.” 

Experts say rebuilding the university will help 
revive India's global role. "Nalanda's revival means the 
revival ofthe Asian Solidarity concept and India's 
prominent role in it. This will reinforce South Asia's his- 
torical links with Southeast Asia.” says S.D. Muni, visit- 
ing Research Professor at the Institute of South Asian 
Studies, National University of Singapore. "If Asia has to 
rise again, its economic growth and political stability 
have to be backed bv intellectual vigour. Nalanda offers 
a promise in that direction." 

SARIKA MALHOTRA 
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Chowdhury 









Subir 


n India, irrespective of 
whether it is politics, 
business or the coun- 
try in general, the 
‘quality mindset’ is 
clearly missing. It is 
just not there in the 
Indian DNA. By quality 
mindset, I mean an ap- 
preciation of very basic 
values such as honesty and integrity. 
Without these attributes, one cannot 
achieve the highest quality in whatever 
one does. There are some signs of change, 
though. Indeed, what Arvind Kejriwal, my 
classmate at IIT Kharagpur and leader of 
Aam Aadmi Party (AAP), which has tasted 
phenomenal success in the recent elec- 





tions, is seeking to do is instill these at- 
tributes at the societal level. 

So, the first step to transforming India, 
to unlocking its tremendous potential, is 
creating quality awareness. This aware- 
ness should not be confined merely to 
leaders, whether political or business, but 
should permeate all levels. All of us as citi- 
zens, irrespective of our position, must 
have the quality mindset. Quality is every- 
one's business and one can learn it at any 
stage of one’s life. 

It involves just three stages — Listen. 
Enrich and Optimise, what I call. in short, 
‘LEO’. True listening means listening to 
vour customers — both internal and exter- 


nal. Your spouse, parents, friends, col- 








Listen, Enrich, 
Optimise 
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leagues are your internal customers. Are you really listening to them? If you 
do not have good internal customer satisfaction, you cannot satisfy external 
customers. India has high quality talent. It has the potential to become the 
innovation hub of the world but that will happen only if senior leaders and 
middle management listen and create an environment conducive to innova- 
tion. This applies in politics too. Had we listened to our citizens properly, we 
would have known that AAP would do very well in the Delhi elections. But no 
one was able to predict that because no one was listening properly. 

The second element is enrichment. Irrespective of an individual's position 
— rich or poor, CEO or janitor, political leader or a grassroot-level worker — he/ 
she needs to believe it is his/her job to make others’ life better. Every employee 
should think that it is his/her job to make an impact in the organisation. We 
should all have the ‘enrichment’ mentality. Sadly that is not the case. 
Predominantly what we find is that people are self-centred. The economic 
growth India experienced over the last two decades has made many among 
the younger generation money-minded rather than passion-centred. 
Successful people push their passion and try making a difference. At the end of 
the day, money will follow. Also, instead of blaming others for the current state 
of things, we should become change agents ourselves. You can make an impact 
in your own areas of capability in an organisation. Imagine the effect, if you 
multiply that change by a billion people. Even if one per cent of the Indian 
population has that mindset, it will have a huge impact. 





Five Features of Optimising 
The third element is optimising. Whatever you do, are you doing it perfectly? 
The mindset should not be to do something in a hurry to meet a deadline, but 
to ask ourselves if we are producing a perfect product. To achieve perfection, 
you need to do five things. First, you should recognise the price of failure. If you 
fail, vour business and organisation will fail. Tata Nano should have been a big 
success, but it failed for various reasons, including safety concerns. This has 
overshadowed Tata Motors' phenomenal success with respect to turning 
around Jaguar Land Rover. The second part is to do it right the first time. For 
instance, to turn Nano around is going to be 10 times more difficult now, as 
customers have had a poor first impression. So, organisational leaders have to 
ensure that whatever product a company makes, it should get it right the first 
time. The third point is to get into the finer details. Something may look good 
on the surface. but if you go into its details, you may see a lot of problems. 
Fourth, one needs to develop a sense of productive paranoia. Constantly 
worrying about what else you could do to meet the competition, the opportu- 
nities you may be missing and your next move, is critical. If you are launching 
a product, you need to look at whether it is good enough. Think ahead of a 
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India has the potential to lead the world, 
but what is DU tin 9 it down is the 
mindset of corruption and lack of ethics. 


A quality mindset can bring about change 









product's launch about how the competition will react to it. Will it make a 
cheaper version of the product six months down the line? Former Apple boss 
Steve Jobs was phenomenal in that area. This paranoia will help organisations 
come up with products that the competition can never think of and by the time 
it reacts, these companies will be way ahead. That is the edge Indian companies 
should strive for. Sadly, very few businesses in India are doing this. Intelligent 
companies the world over make this worrying a part of their culture. Once they 
do so, they do not have to worry about revival. It will automatically come. 
samsung is a good example of how an organisation has adopted this strategy 
and stayed ahead of the game. 

The fifth element is instilling a passion of perfection in every member of the 
team. It is not just enough if the leader has the perfection mentality every minute 
ofthe day. Let's take the example of AAP again. Kejriwal, as a leader, may have 
the perfection mindset. But what if some of his colleagues in the party do some- 
thing unethical after his party comes to power? The credibility of the party will 
take a beating. It is a party that has built itself on the platform of probity in pub- 
lic life. AAP's ability to become a national party depends on how Kejriwal effec- 
tively instills in every one of his party members mind the need to be perfect. Can 
this perfection mindset be achieved? My answer is yes. Take Aravind Eye 
Hospital. What it is doing is a benchmark for the rest of the world in the field of 
eye care. It is able to do what it does because the organisation it has developed is 
listening to customers — both internal and external, enriching the life of others 
and optimising the perfection model. Even advanced countries like the UK and 
the US have a lot to learn from Aravind Eye Hospital. 


Quality Above Ali 
India has the potential to lead the world, but what is pulling it down is the mind- 
set of corruption and lack of ethics. A quality mindset can bring about change. 
Many Indian business leaders misconstrue quality as process quality. They are 
keen on getting the necessary certifications to tell the world that their organisa- 
tion is quality driven. These certifications do not really help unless everyone in 
the company is quality-oriented every minute of the day. Does anyone in the 
world really care if Aravind Eye Hospital has a quality certification? You can never 
achieve the highest process or product quality unless you have a quality mindset 
culture within an organisation. 

India, as a country, should think quality. Every Indian should strongly feel 
quality is his/her own business. If that happens, the country will be better gov- 
erned, every product Indian companies produce and every service they offer will 
be exceptional and of global quality. € 

Subir Chowdhury is a leading quality expert and is ranked 
among the top 50 management thinkers in the world 
AS TOLD TO N. MADHAVAN 
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ORGANIC PRODUCTS | 


Triumph 


ittle did Karnesh 
Mahendru expect 
while launching 
EcoTokri. an 
e-commerce site 
that sells only 
organic products, 
last October that 
the most popular 
items would be or- 
ganic lipsticks and organic kajal, followed by 
organic coconut oil. EcoTokri sells everything 
from organic tea and flour to organic soaps 
and accessories and solar nuru lights, but or- 
ganic cosmetics contribute 60 to 70 per cent 
to its overall sales 

Among those providing EcoTokri with 
these organic cosmetics is Soul Tree. Founded 
in 2008, Soul Tree was primarily into exports, 
but from last year has also starting selling in 
the domestic market, through sites such as 
EcoTokri and Natural Mantra as well as brick- 
and-mortar niche organic stores. Vishal 





Bhandari, Founder and Director, Soul Tree. 
says his products are made entirely from herbs, 
organic ghee, organic almond oil and mineral 





: hr. 3 
chemical-free vegetables and fruit at 
Mumbai's Maharashtra Nature Park 


colours. “My business has seen a growth of 80 per cent year-on-year since it began. 

Mahendru too is upbeat, maintaining his site is growing at 30 to 40 per cent month- 
on-month. “More and more people are looking for green and healthy alternatives. Traffic 
to my site has increased 200 per cent in the last six months. What's still more amazing is 
that 40 per cent of my orders are coming from Tier II and III towns." 

Organic products are those made entirely from natural substances, which in turn 
have been grown eschewing the use of artificial chemicals. fertilisers and pesticides. 
Although nascent, the Indian organic food market has begun growing rapidly. According 
to a YES Bank report in 2012, it was estimated at 11.000 crore ($170 million) - of which 
1700 crore came from exports — and is growing at 30 to 40 per cent annually. The coun- 
try has 4.4 3 million hectare under organic cultivation with a total organic certified pro- 
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duction of 171,100 tonne. In comparison, the | s organic foods market is worth $26 billion. 
the European, $10 billion. 


jut a beginning has certainly been made. Organic India, one of the biggest in the business, 
has seen its revenue rise from 125 crore in 2008 to 1175 crore in 201 3. Best known for its 
Tulsi Tea, it makes a range of organic products and has grown so confident of the market's po- 
tential that it is setting up its own standalone stores. "We have opened two stores in Lucknow 
and aim to have 20 stores across the country by the end of 2015,” says Krishna Gupta, CEO 
and Managing Director, Organic India. It has also launched new products such as organic 
ghee (using milk from cows fed only organic grass and fodder) and organic chyawanprash. 

Conscious Food, perhaps the oldest in the business, launched almost 25 years ago by 


eco-nutritionist Kavita Mukhi, has grown at a compound annual growth rate of nearly 35 
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per cent in the last four years to reach revenues 
of 3120 crore. It sells organic sweeteners - 
honey, raw sugar, jaggery — along with cereals 
and pulses. "We never had an active sales or- 
ganisation," says Kurien Mathew, Director, 
Conscious Food. "That is now being put in 
place. We will also promote the benefits of go- 
ing organic.” 

Consumers of organic products cut across 
income groups and regions but they are all 
people acutely aware of the health hazards of 


Shunning pesticides: 
An organic food trade 
fair in Bangalore 















17 5 chemicals and pesticides. "With the amount 

of food adulteration going on in India, we 
thought we should enter the organic food 
industry and provide an alternative," 

Navdanya 25 says Kriti Mehrotra, who started 


Organic India 


Organic Tattva in 2012, which sells 


both imported and locally made organic 


products. Overseas trips showed her 
|| how big organic foods were elsewhere, 
Fabindia with entire supermarkets in the US de- 
20 voted to them. "We visited exhibitions in 


Germany for organic products and began 
importing juices, breakfast cereal, pastas. 
sauces and dry fruit, all made organically, 
from different countries. For Indian staples, we 
set up a manufacturing unit where we clean, 
grade and package grocery items," she adds. 
Like Soul Tree, many other organic product man- 
ufacturers, who earlier were mainly into exports, have 
woken up to the increasing interest in such products 
within the country. Bangalore-based Mother India Farms, 
for instance, used to export the organic fruit pulp. dehy- 
drated fruit and vegetables and a variety of spices it pro- 
duced to France, Germany and The Netherlands. But now 
it has a growing Indian market as well. "Sensing the mar- 
ket gap in organic fruit juices in India, we launched a 
mango-flavoured organic fruit beverage in 2012, under 
the brand name Organa. We now sell organic guava juice, 
organic apple juice and organic mango pulp here as well,” 
savs Gopinath R. Durairaj, Director of Operations, Mother 
India Farms. 
The segment has even begun to attract private equity 
and venture capital firms. Organic food manufac- 
turer 24 Letter Mantra, for instance, got $15 million 
from Peepul Capital in 201 1, while rival Suminter 
India Organics got $3 million from Nexus India 
Capital in 2008. In March this year, leading retailer 
Fabindia acquired a 40 per cent stake in Organic 
India for 115 crore. 

There are other changes afoot. Conscious Food's 
Mukhi has since moved on to begin Farmer's 
Market, an agency that helps people buy chemical- 
[ree vegetables and fruit sold directly by farmers 
every Sunday at Mumbai's Maharashtra Nature 
Park. Restaurants that provide only organic fare 
have also sprouted. Navdanya, an NGO engaged in 
organic farming and much else, has set up an or- 
ganic foods café at Dilli Haat, Delhi. "The café has 
done so well we will be starting another one in the 
National Capital Region next year," says Rahul 
Shiva, Marketing Manager, Navdanya. ๑ 
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n the middle of the 2008 
recession | spoke to the 
leadership team of a large 
company and asked it 
how many of its units 
were facing budget cuts. 
The members all laughed 
nervously and raised their 
hands. I then asked how 
many of them had seen 
their budgets increase. They laughed 
again but this time no one raised their 
hands. I then asked them if this situation 
was good or bad. They did not understand 
my question and responded with a puzzled 
look. I went on to explain as follows. 

If you are not increasing your spend- 
ing in any domain at this time then it 
means you are not sowing the seeds for 
future expansion. You are not going after 
anything. Instead. you are falling into the 
trap most businesses fall when the going 
gets tough, which is to simply play defence 
and cut back across the board with the 
intention that we must live to fight an- 
other day. All this is in the face of evidence 
that perhaps the best time to leapfrog 
competition is when markets are down 
and not up. And yet, we back away pre- 
cisely at this time. The point I was trying 
to make was that the thought of going | 
after markets or attacking competition 
iust hadn't crossed their minds. 

Then I asked them who was in charge 
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Companies that focus on (11 1 ท 
COSTS and cut costs faster than 

the competition don't necessarily flourish 
when the recession ends 





of budget cuts. They pointed to the finance function. I said if finance is respon- 
sible for allocating scarce resources, a question to ponder is what does it know 
about customers and markets and what customers want or don't want: Further, 
the preferred approach for budget cuts was the proverbial cheese-slice approach 
where each unit was impacted equally. In doing so. the company was now al- 
locating its limited resources with limited knowledge of customers or markets. 
If we look at this example objectivelv. there is something terribly wrong here. 
The company was not attacking its market in an environment where everyone 
else was not doing so either. And the person/division that was cutting back had 
no idea what customers wanted. 


Pure Defence 

[ think the realisation here is that in a low-growth and turbulent environment 
most companies go into pure defence mode, where the entire focus is on how do 
we survive and wait to fight another day. The only thing the companies can think 
of is cutting back on costs. But does this really work: 

I. along with Nitin Nohria (of the Harvard Business School) and Franz 
Wohlgezogen (of the Kellogg School of Management) wrote a piece titled Roaring 
Out of Recession for Harvard Business Review, which was published in 2010. In 
this piece we looked at corporate performance during three global recessions: the 
1980 crisis, the 1990 slowdown, and the 2000 bust. We looked at 4,700 public 
companies and studied their performance in three periods: the three years before 
the recession, the three years after, and the recession vears. 

The results were interesting and went against conventional wisdom. 
Companies that focus on cutting costs and cut costs faster than the competition 
don't necessarily flourish when the recession ends. In fact, we found only 21 per 
cent of such companies did better than the competition when times got better. 

An excellent example of this is Sony, which announced a cost reduction 
target of $2.6 billion in December 2008. The company planned to close several 
factories, fire employees and delay investments in newer technologies. This strat- 
egy was similar to the one it followed during the 2000 downturn, when it cut its 
workforce by 11 per cent, its research and development spend by 12 per cent, 
and its capital expenditure by 23 per cent, over a two-year period. This helped 
the company increase its profit margins briefly. but sales tumbled. 

While Sony managed to boost its profits briefly, it has struggled to retain 
momentum since then. It has tried developing new products like electronic book 
readers, but these markets have been taken over by swifter rivals like Amazon. 


The trouble with concentrating totally on cost-cutting during a recessionary 
or a low-growth environment is that managers approach every decision through 
the lens of minimising costs. The other thing is those responsible for resource 
allocation frequently have no idea of either the customers or the markets the 
company operates in, and prefer to make across-the-board cuts. This leads to the 
company paying no attention to initiatives which might lead to future growth. 

Also, it is worth remembering that there is a collective paradox here: when 
everyone is playing defence, what should you be doing? 


Pure Offence 
But pure offence does not work either. Being overly aggressive during a recession 
and ignoring early warning signs, such as customers clamouring for lower prices, 
is not viable either, In fact, we found in our research that such firms stand only a 
26 per cent chance of becoming leaders after the downturn ends. 

An excellent example of a company that became a victim of too much aggres- 
sion during a recession is Hewlett-Packard. At the height of the recession that 
followed the dotcom bust in 2000, the company under the leadership of Carly 
Fiorina drew up an ambitious change agenda. As Fiorina put it: “In blackjack, 
you double down when you have an increasing probability of winning. We're 
going to double down.” Among other things, the company bought Compag for 
$25 billion, spent $200 million on corporate branding and also went about 
spending $1 billion on expanding the availability of information technology in 
developing countries. These initiatives strained the organisation and spread its 
resources too thin. After the recession ended, and growth returned, the company 
couldn't match the profitability levels of competitors like IBM or Dell. 

So, pure offence does not work and neither does pure defence. What works is 
being able to selectively blend both. The key is how you learn to play defence and 
oflence at the same time. What you do is, you say that I'm going to cut back more 
than I need to in some areas and I'm going to expand in some areas. The trick is 
to learn how to spend more by spending less. 

What [ am proposing is a zero-budget answer. In order to spend more you 
have to spend less. Before you can spend more you have to figure out what are 
the things you are doing that do not add any value to the customer. And you will 
be amazed how much inefficiency pops up. Taking a disciplined approach to re- 
source allocation that is informed by a deep understanding of what customers 
value and what they don't becomes the key to success. Cost cutting has to be done 
in a disciplined, methodical way because it's remarkable how many things or- 
ganisations do that do not add value to customers. So, that is the starting point. 
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But politically it is very challenging to do. Are you going to tell three people 
that I'm cutting back your budget and then tell one person I'm increasing your 
budget? Instead many organisations prefer an egalitarian way. where all share 
the pain equally. Every department has to cut back on its budget equally. 

A deeper issue that holds back organisations from leveraging such opportuni- 
ties is their inability to truly engage with their customers and markets. Something 
that should be the foundation of every business - being customer-centric - doesn't 
materialise easily. The problem isn't usually lack of market knowledge. It's usually 
embedded in the organisation itself. The devil here is inside and not outside the 
organisation! Most large organisations are built around production and distribu- 
tion. You organise around product to make sure you are intensely focused on 
developing and selling outstanding products. You organise around geography to 
effectively distribute those products. And you add into this mix your functional 
organisation tha: is created to be efficient and build expertise within key functions. 
But somewhere in this whole equation the customer gets lost. The bureaucratic 
morass here impedes the ability to operate in concert to take on difficult markets. 

Very few companies master the skill of playing offence and defence and doing 
soin a way that is centred around their customers. In our research we found that 
only nine per cent of all companies came out of a recession stronger than before. 
These companies outperformed industry rivals by at least 10 per cent in terms of 
sales and profits. These companies re-examined almost every aspect of their busi- 
ness model. They looked at how they have configured supply chains and struc- 
tured/reduced their operating costs on a permanent basis. This ensured that when 
demand came back again, their profits grew faster than that of their competitors. 
Also, money that was saved in one area was invested in another area. 

A good example of this is Staples, an American office supply chain store. and 
how it withstood the 2000 recession. It closed down many underperforming fa- 
cilities but increased its work force by 10 per cent to support the high-product 
categories and services. It also contained its operating costs and came out of the 
recession much stronger and more profitable. Its sales more than doubled from 
$7.1 billion in 1997 to $14.6 billion in 2003. In comparison, sales of Office Depot. 
another office supply company. went up by a mere 50 per cent from $8.7 billion 
to $13.4 billion during the same period. In fact, Staples was 30 per cent more 
profitable than Office Depot in the three years that followed the recession. 

To conclude, I would say you never want to waste a good recession. The only 
way vou don't waste a good recession is if vou realise that you need to use this to 
leapfrog everybody else. Getting ahead of competition during an up market is 
much harder. If you are wasting a recession you are wasting an opportunity. € 

Ranjay Gulati teaches organisational behaviour at Harvard 
Business School. He is also the author of Reorganize for Resilience: 
Putting Customers at the Center of Your Organization. 

(AS TOLD TO VIVEK KAUL) 
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g icrofinance institutions have brought in a 
| | paradigm shift in lending to financially 

Ff & excluded individuals. SHARE, a leading 
MFI in the country, has played a major role in 
changing the lives of rural women and helped them 
build grassroot enterprises by offering affordable 
credit. Faced with a hostile legislation in Andhra 
Pradesh that has impacted their business, MFis in 
the country, are now hopeful of support from the 
RBI, the government, banks to tide over the 
situation. 





He spent days and months together in remote 
villages of Andhra Pradesh, talking to people, 
understanding their consumption patterns, needs 
and requirements. These travels and interaction, 











Dr. M. Udaia Kumar ed 
founder 
SHARE & Asmitha Microfin Ltd 


although grueling, helped Dr Udaia Kumar, 
understand and analyse the life of a villager in India. 
He saw from closed quarters 
how people living below 
the poverty line, deprived of 
basis amenities, struggled 
to make ends meet. 


In one such interaction with 
bangles, Dr. Kumar learnt 


at an 





“MFIs have played a major role in grassroot leve! 
development. By offering an affordable credit facility to poor 
women in India's rural areas, these institutions have not only 
helped uplift the underprivileged but also embodied the 
basic tenets of banking - financial inclusion. Considering the 
crisis in AP, timely support from lenders and regulator 
becomes imperative, without which the AP based MFIs would 
be detrimentally impacted, thereby hurting the general 
sentiment and confidence among banks, investors and the 
sector asa whole.” 





Our strong fundamentals, 
systems and transparent 
processes have helped carry 
out lending activities ina 
sustainable manner despite 
the ongoing microfinance 
crisis in Andhra Pradesh. 
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100 per cent and 150 per cent, she was left with 
little or no money to save for. Dr Kumar realise: 
if Laxmi had she been able to borrow at aff: 
rates, she would have been able to crea * 
economic cushion and raise herself above the 

subsistence level. 


Individuals in rural India, Dr Kumar understood, iust 
as the rest of society, need financial products and 
services to build assets, stabilize consumption and 
protect themselves against risks. But the traditiona! 
lending models were unable to offer any help to 
the rural communities, under the fear that they 
might not be able to repay, leading to a situation of 
limited opportunities for these individuals in the 
country. 
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However, Dr Udaia Kumar was willing to tread the 
less frequented path. A strong believer in the 


๒ ๒ fundamental principal, Dr 
Kumar believed that people 
with 








low incomes are 
bankable. 












In rural life, one also faces 
discrimination in terms of 
one's gender. As a result 
vast sections of the rur 
women were deprived « 
opportunities a 
๓ oppressed by soc 
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customs and practices. It has been an accepted 
practice that women were not given enough 
opportunities to involve themselves in the decision 
making process of the family as well as in the 
society. As a result, especially in the rural areas, 
women were even worse off in terms of eking out a 
meager pay to support their life or family. 


Dr Kumar wanted to provide these rural women an 
opportunity, an affordable credit offering facility, to 
help them work their way out of financial distress 
and enable betterment of the entire family. 


And, his efforts, led to the emergence of a new 
credit model in India - the microfinance institutions 
(MFIs). 





Dr Udaia Kumar, among others, initiated and 
pioneered the Microfinance model of Joint Liability 
Group in India in order to mobilize funds to help 
women groups to set up businesses. 


With such first hand experience, in 1989, he wenton 
to set up SHARE, as a two year action research 
project. That was just the beginning of a long 
journey. Today, SHARE stands as one of the largest 
MFIs in the country having served about 4 million 
women clients to improve the quality of life by 
providing access to financial and support services. 


Apart from being a leading MFI, SHARE has many 
firsts to its credit. In 2000, SHARE became one of the 
first MFls to convert to a Non Banking Finance 
Company (NBFC), the first MFI to reach out to one 
million clients and the first MFI to attract US$ 27 
million equity infusion in the microfinance sector 
globally among many others. This effectively led to 
the transformation of the microfinance industry in 
India to one now led by professional financial 





services companies, which are ableto deliver better 
products and services to more people at lower cost. 


With 24 years of serving India's rural segment the 
company has developed a model that is both 
efficient and scalable. The vision and mission of the 
company is driven by the founders' belief that 
everyone has a right to the opportunities created 
by broader financial inclusion, making it possible 
for them to realise their full potential. 


SHARE has been measured up and down and 
backwards and forwards by financial institutions 
and rating agencies. Further, research and 
educational institutions have looked beyond its 
institutional performance to the changes it had 
brought about to the lives of women who take 
SHARE'5 loans. 








SHARE with its pan India 
presence in 18 states, has 
reached out to 36 Lakh 
households across 215 districts 
disbursing 1.53 crore micro-loans 
amounting to a cumulative 
disbursement of over Rs. 15,285 


crore. 





‘True Microfinance, says Dr Kumar, is not just about 
giving and receiving money but it is giving credit 
for empowering women. In the process, women 
have gained the confidence that ‘empowers’ them 
to move forward in their lives. 


One of the impact studies conducted revealed a 
shift in actual family roles in around half of the 
selected clients of SHARE ‘before’and ‘after’ taking 
credit from the MFI. 


When the staff first came to Satyammas's village she 
used to lock herself in her house to avoid them. “| 
was afraid of the training becausel never thought! 
would be able to talk to them or learn or write, she 
Says. 


These women were paralyzed by shyness. They 
were afraid to talk to strangers, especially men. As 








Padmamma says, " my hands used to shiver to take 
my wages from my landlord.” 


Clients in that particular area used to cover their 
faces while walking on the road. But eventually the 
entire situation changed wherein the general 
awareness and confidence levels of micro finance 
clients have seen tremendous improvement. 
Participation in credit and credit related activities 
would lead to greater empowerment of the clients 
of SHARE. Increase in income and awareness levels 
helped these clients to allocate more resources for 
educational needs of their children, leading to an 
improvementin overall quality of life. 
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" India's microfinance companies 
such as ours are keen to see the 
passage of a bill in the Parliament 
that will make the central bank 
the sole regulator of the sector,” 
says Dr Kumar. 
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The prime objective of SHARE is to provide financial 
intermediation by enabling financially excluded 
clients to undertake income generating activities. 
With its pan India presence in 18 states, the 
Company has reached out to 36 Lakh households 
across 215 districts disbursing 1.53 crore micro- 
loans amounting to a cumulative disbursement of 
over Rs. 15,285 crore. 





SHARE's growth and performance, operational 
strengths, capacity and potential for future growth 
has led to 40 banks endorsing its efforts by 
providing financial assistance. Recognised as a 
valued institution internationally, SHARE has 
played a crucial role in shaping and leading the 
microfinance sector in India, and the world at large. 


CHALLENGES IN AP 


However, like its peers SHARE also faced challenges 
in its business. In October, 2010, the enactment of 
“The Andhra Pradesh Microfinance Institutions 
(Regulation of Money Lending) ordinance had 
brought about a detrimental impact to MFis' 
business in the state. The ordinance imposed 
restrictions on the lending and recovery practices 
of MFIs in AP, thereby bringing the recoveries from 
clients in the state to a halt. 
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But SHARE was not the one to shy away from taking 
on challenges or adversities. SHARE has all along, 
implemented fair practices and has also been 
prompt in making timely loan repayment to the 
banks and financial institutions. Even, in the face of 
adversity, the management remained committed 
to serving its clients and all the stakeholders. Dr. 
Kumar stresses on the fact that strong 
fundamentals and systems have so long enabled 
the company to run the microfinance activities in a 
sustainable manner amidst the AP crisis. 


Microfinance started in the country as onward 
lending concept which created space for 
formalised companies attracting banking and 
finance professionals and social entrepreneurs 
who brought in their expertise in systems, process 
and technology. Microfinance, an innovative yet 
simple model, offered small loans made to groups 
based on trust, has helped business grow from 
grassroots and thereby lifting people out of 
poverty. The sector has received recognition from 
the government and this is evident from the 
Reserve Bank of India's (RBI) catergorisation of 
onward lending by banks to MFIs as priority sector 
lending. 


The evolution of Microfinance has opened door: 
for making billions of dollars in credit available to 
millions of rural individuals in India. However, given 
the unorganised and extremely sensitive market 
MFIs cater to, the sector needs support from the 
government, bureaucrats, political strata and the 
regulator - RBI, especially to help AP- based MFIs to 
wade out of the ongoing crisis and regain national 
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and international trust and confidence in the 
sector as a whole. 


"India's microfinance companies such as ours are 
keen to see the passage of a bill in the Parliament 
that will make the central bank the sole regulator of 
the sector,” says Dr Kumar. 


Currently, the microfinance sector has evolved to 
put itself under stricter and streamlined processes 
and regulatory procedures by RBI. 


SHARE on its part has adopted fair practice code to 
ensure client friendly processes, integration of 
Credit Bureau into the centralised loan approval 
process to check client indebtedness before 
sanctioning loans and instituted grievance 
redressal mechanism to resolve any clients’ 
complaints and disputes. 


REVIVING & SUPPORTING MFIs 


Money, in microfinance, is the working capital 
which the microfinance institutions need to 
mobilize from banks, financial institutions and 
investors and further provide the same to the 
unbanked. Due to limited funds available with 
international aid agencies, government, 
foundations and donors, microfinance institutions 
are in need of equity and debt funding. 





Individuals from rural areas have limitations in 
approaching formal banking segment. 
Microfinance has become a convenient credit 
facility to them as these institutions brought 
financial services to the very door step of the client. 


These institutions through their lending facilities 
not only helped rural women to shake off their 
inhibitions but also to step out of their shell by 
seeking funds from MFls without the need for 
collateral and developing their business. 
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A single client, for instance, has borrowed and 
repaid an amount of Rs.10,000 in the first year, 
Rs.15,000 in the second year, and so on, reaching a 
stage where she has been able to build a business 
and assets, thereby progressing to a stage where 
she is in a position to access funds from banks by 
placing the necessary collateral built thus far. 


Microfinance institutions are the extended arms of 
banks and financial institutions and have an 
important role to play in complementing the 
formal banking segment rather than compete with 
them. 
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Microfinance institutions are the 
extended arms of banks and 
financial institutions and have an 
important role to play in 
complementing the formal 
banking segment rather than 
compete with them. 
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As such, it is pertinent to protect this sector from 
the current crisis situation. At this juncture, the 
support of the RBI, the banks and the government 
would be critical to specifically the AP based MFIs 
so that the development achieved thus far is not 
threatened and continues to progress toward 
achieving the national objective of financial 
inclusion. m 
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Rs. 65000 CRORE INVESTMENT SHIFTS FOCUS ON PUNJAB 


Punjab's economy is predominantly p is all set for total transformation of its Industrial sector with investment 


: " commitments worth Rs 65,000 crore from industry captains with job potential for 
an agrarian economy, which has more then two lakh youth of the State as finalised at the first-ever two-day 


already reached a plateau and now Progressive Punjab Investors Summit held in Mohali recently. 
; s Deputy Chief Minister Sukhbir Singh Badal, who is the architect of this 
we are left with the only option to transformation, said “It is just the beginning... More investment will follow and it will 
: : ซ๊ e : : be a continuous process, 
go m for industrialisation in a big Speaking about his desire to showcase the State only when all the basics like 
way and today's summit is a step road and air connectivity and administrative reforms including a new investment 
TET . policy had been out in place, the Deputy CM said "We have put the train on track and 
towa rds this direction. now we have to pick up the pace. He also vowed to fulfil the dream of his tather 


— Parkash Singh Badal, Hon'ble Chief Minister and Chief Minister Parkash Singh Badal of making Punjab number 1 state in India 
JL » | : and a talking point abroad 
i i iy Sharing the outcome of the mega event with the media, Sukhbir said as many as 117 


companies from the country and abroad signed Memorandum of Commitments with the 

state government for investing over Rs 65,000 crore in different sectors of Punjab 

Reliance Industries Limited would connect each and every village of Punjab with its 4G 

broadband service within 6 to 8 months. The surprise deal of Reliance with Bharti Airtel 

for sharing 4G platform shifted the attention of whole world towards Punjab 

In another major development, Taiwan's major industry leaders have decided to shift 

their headquarters from Noida to Mohali in order to explore the Punjab s market 

T Punjab Chief Minister Parkash Singh Badal was so happy with the outcome of Summit 
y that he gave Punjab two theme slogans. Inspired by the biographical sports drama film 

based on the life of “Flying Sikh” Milkha Singh, the Chief Minister gave a new slogan of 

“Bhaag Punjab Bhaag” to Punjab and the title of “Carry on Jatta” to his Deputy Chief 

Minister son Sukhbir Singh Badal. 

"| want to not only keep up the momentum created by Sukhbir with the holding of 

this Summit; but also want to take it much more higher, for which | wish Punjab should 

follow the spirit of Milkha Singh. 

Emphasising on follow up of each and every investment proposal till its fructification, he 
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The state is having 
the best 
infrastructure, which 
is a basic catalyst of 


industrial growth 


Sukhbir Singh Badal, 
Deputy Chief Minister 
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categorically asked Sukhbir to ensure that these investments should not 
merely remain on paper, but should take shape on the ground 

“After the Summit, now it is the bounden duty of the state government to 
honour their commitments by fulfilling the promises made to potential 
investors, because | have always accorded the highest priority to an 
element of credibility in public life,” asserted Badal, stating that he was 


highly enlightened from one-to-one discussions with the top industrialists, 


who flagged their issues before him, besides suggesting new ideas, 
especially in the field of skill development training programme, healthcare 
and education in the rural sector 

Buoyed over the response his brainchild - Progressive Punjab Investment 
Summit - witnessed, Deputy Chief Minister Sukhbir Singh Badal termed it 
just a trailer, saying that the full movie was to follow. 

Beaming while disclosing the inking of MoUs worth Rs 65,000 crores with 







We are soon rolling out 4G technology 
bring a digital revolution in Punjab 
À pioneer of agriculture, this state 


be a leader in digital world. 
- Mukesh Ambar 
Chairman. Reliance Industries Limits 


117 companies in just two days, Sukhbir als 

such Investors Summit would be held in Ludhiana on Dece 
next year. 

‘As | take it a challenge for myself, | will put ii 

only the 117 entrepreneurs, including the indi 

exchanged the MoUs this time, but almost triple ti 

from overseas would be part of the Summit-2 

during his valedictory speech 

"We will work harder than we could do till today as my ai 
Punjab to the number one rank as the choice of i! 

only in India but in the world.", he said 

The successful culmination of this summit has opi 

Punjab on higher trajectory of growth and prosperity | 
investors in the food bowl of the country, the Deputy CM ai 
land bank of at least 10,000 acres would be built in the Sta 


Punjab is the best state to invest as th 
as well as the Deputy CM are always re: 
to help you out in any kind of proble: 


even if it is related to the Centre. 
- GVK Reddy, Chairman, GYK Group 


N- โจ หะ 
น 





WAV E 


PRESENTS 





MIND@ RUSH 


ra ww ILL .] 


"EET FY (( L3 RA CO 


CTI Till M ๑ "E 


i4 
p 
à 
i 





COMEBACK CAPTAIN 


hree times that evening, N. R. Narayana Murthy talked of the irresistible rise 
of TCS, causing its CEO N. Chandrasekaran, who was sitting in the audience, 





to break into a smile that was at once shy and proud. Murthy also spoke at 
length about his return to Infosys as its Executive Chairman, about bringing 
his son Rohan into the company, and about Infosys’ settlement with the 
United States government over the issue of Form I-9. But, above all, he spoke 

about courage, values and respect. 
If you were present at the opening session of Business Today MindRush on 
December 13, vou would have been witness to vintage Murthy: generous, extolling 
principles, and forthright yet guarded (he refused to discuss the Business Today story that 

foresaw his return). 

Speaking on “Lessons from my life in business”, he said there was no leadership with- 
out courage: courage to do what is right, to admit one’s mistakes, to accept that peers can 
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be smarter and better, and to take tough and unpleasant decisions. As the evening pro- 
gressed, he showed glimpses of all these, the nod to TCS being just one of them. 

He said he had lost lots of sleep since the day of Infosys’ settlement with the US govern- 
ment. "The organisation's only fault was a technicality, not ensuring that our employees 
completed the I-9 forms correctly." 

Form 1-9 is used to verify the identity and employment authorisation of individuals 
hired for employment in the US. Infosys agreed in October to pay $34 million to the US 
government for the errors. 

"There was no violation of anv US rules regarding visa usage. But, even a light rap on 
the knuckles for India's most respected company is not something I expected would ever 
happen... I say, on behalf of the management ol Infosys, that we own full responsibility 
lor this technical lapse, that every Infoscion shows a sense of contrition. and that we 
promise to do everything necessary to avoid being in such a situation again." 

It is important to ensure that, because for Murthy, respect from every stakeholder -- 
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customers, employees, investors, vendor-partners, the 
government of the land, and society — matters more 
than revenues, profits and stock price. 

That may have been the reason he took pains to 
explain to the gathering of businessmen, CEOs, lumi- 
naries from society, and journalists why he is running 
Infosys again. 

“My coming back was at the request of the board. 
Not even in my wildest imagination did [ think of that 
possibility when I walked out on Aug 20. 2011." 

Naturally, he was reluctant to come back. He had 
spent 30 years nursing Infosys and was looking 
forward to spending time with his family. 
enjoying the simple pleasures of lile. 

But the board of directors and the 
executive council wouldn't give up. 
Thev spent more than a month talking 
to Murthy. “They said Infosys is your 
middle child. My daughter was born in 
1980, Infosys was co-founded in 
1981, and my son Rohan was born in 
1983. They said if one of your children 
needs your attention, would you not go: ^ 

He went. He also took along the 
third child. 

“I told the directors I wanted to spend time with my 
children. Then they said let's find a way where you can 
spend time with your children as well. That's when | 
started thinking." 

On a number of occasions in the past, Murthy had 
said that none of the founders' children would work at 
Infosys. So when his own son came in. even if only as 
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Murthy said he 
has lost much sleep 
since the 
settlement with US 
authorities on 
an employment- 


related dispute 


“It was not 
I who wanted to 
go back to Infosys. 
I was invited. It was 


all under special 
conditions” 





his executive assistant, tongues began to wag. 
jut Murthy's mind is free of doubt. Corporate gov- 
ernance, he said, was about ensuring that no one 
derived underserved benefits. Rohan, he believes, is 
deserving and draws no benefit. He is a PhD in compu- 
ter science and a Junior Fellow in the Society of Fellows 
at Harvard. His research interests include networked 
systems, embedded computing, and distributed com- 
puting systems. He was a Computing Innovations 
Fellow at MIT. 
"On the issue of meritocracy, there is nobody of that 
accomplishment in Infosys. That's the reality. 
Second, he will take one rupee as salary. 
| don't see any issue of violation of ethics. 
And it was not I who wanted to go back 
to Infosys. I was invited. It was all un- 
der special conditions." Murthy said. 
Of course, much of the chatter 
could subside very quickly if Murthy 
were to put Infosys back on track soon. 
The company has grown slower than its 
peers in the last two years and lost the 
number two slot to Cognizant. 
However, if Murthy were to restore Infosys 
to its bellwether status. do not expect him to break 
into a cry of cheer and a hoop. As he said that evening. 
business, as life, has ups and downs. "That is why we. 
in South India, eat a mixture of sweet jaggery and bitter 
neem with a smile on Ugadi (the New Year day), just to 
show that we will take the good and the bad during the 
ensuing vear with equanimity.” € 
GOUTAM DAS 
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that charts out India's growth agenda. 
Government & India Inc.The Trust Dialogue 
2nd Dec (Episode 2) : Delivering on the Indian Dream: From Potential to Fulfilment 
Ith Dec (Episode 3) : FDI in Industry: Wooing Dollars that'll Stay 
5th Jan (Episode 4): Breaking the infrastructure Jinx 
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SADHGURU JAGGI VASUDEV 


DON T KNOW Wh 
RAHUL GANDHI IS... 


Sadhguru Jaggi Vasudev, Founder of the non-religious, public service organisation, 
Isha Foundation, comforts corporate heads and the common man alike. In an exclusive 
interview with K. Sai Srinivas, the spiritual master, who was among the speakers at 

the BT MindRush conclave, shares his views on a range of subjects. Edited excerpts: 
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hat are your views on work-life balance? 
Your work has to be lived. And your life has to be worked 
at. There is no such thing as work and life, it is life and life. 


Do wealth and stress always go together? 
(Amused laughter) I thought poverty and stress go to- 
gether, not wealth and stress. 


There seems to be a lot of stress in corporate 
India, among executives... 

The problem is, you ask the chaprasi on the street, he is stressed about his job. 
You ask the prime minister, well, he looks stressed too. You have not under- 
stood how to use the fantastic mechanisms - the human body and mind. 
You have not read the users' manual. 





We are witnessing a strong trend towards a consumerist 
culture. Is India going the right way by aping the West? 
According to statistics, if we have to provide the lifestyle that an average 
American is enjoying right now to all the 7.25 billion people we have on this 
planet, we will need four and half planets. But we only have half a planet. 
The world's idea of the ideal life has become the American life. It is a recipe 
lor disaster. If we strive for the next 50 years, we can bring down the popula- 
tion to 50 per cent of what it is right now. It will give a little more freedom to 
the earth to recoup itself for whatever rubbish we do. 


Are politicians a hindrance to growth in India, with so many 


AH SHdVvVHDOLOH: 


HOOJVM VALIC(GY 


businesstoday.in/jaggi-vasudev 


scams happening? 

It is not the politicians... thi 
tant thing is the archaic law 
we have, which allow peo; 

all kinds of subversive acti 
chief minister has coi 
"what is wrong with corrupti 
makes everybody's life eas 
some top corporate leaders | 
suggested that we legalise con 
tion as they have done in Indo: 
or some other place...The pat! 
to success in this country i 
of obstacles. Look at th« 
laws in this country, | thin! 
the Wright Brothers (b: 
laughter)... 


You say this because you 
were not allowed to fly 
your helicopter? 

That is not the point, loo! 
laws. You ask any aviator in t 
country. All flying clubs hav 
down... it is not about | 
when these things develo) 

lot of other activity will happe1 


We are due for general 
elections soon. Is there 
turmoil ahead? What are 
your views on Narendra 
Modi, Arvind Kejriwal, 
Rahul Gandhi? 

Why are you trying to get | 
trouble (laughs loudly)... Na 
Modi has a successful record 

| feel is important for thi 
Arvind Kejriwal has done son 
thing truly fantastic. But | think 
promises politicians are making 
a little over the board. If : 

the promises, vou will i 
country. So, the | 
Commission must stop this. Pi 
cannot make promises lik 
giving free this, free that. Th 
will only progress if vou 
right price for that one kg 
wheat or one unit of electri 


What about Rahul Gandhi 
Do you think Congress has 
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in India, we have this advantage but 
(laughs) this is like they have colds and 
fevers, but we have got cancer. We have 
got to fix it. 


lost its way? 

I really don't know who Rahul Gandhi is 
because we don't know what he is trying 
to say. Arvind Kejriwal is talking corrup- 
tion, Narendra Modi is talking develop- 
ment. What does Rahul Gandhi stand 
for? At least it is not clear to me. 


What are your views about the 
current digital-dominated life 


ห ม | เช ค NV AIA 





people are leading? 
Once the elections are over, That is only in urban India... a small 
what should the new prime percentage of the privileged class which 
minister do? is always looking for some obsession. 
You should make it a little easier to live in this country. Everything 
is made difficult... We were registering a company and it took some But even in rural India, 
30 days or so to do it. smartphones are selling like 
hot cakes... 
So, even a Sadhguru is made to run around .... In America, between the ages of 20 and 
Yes, I am not spared (laughs)... We wanted to do a complimentary 26, the male population spends six hours 
company in the United States. In about two hours, they (the au- on video games. If you continue to do 
thorities there) said: ‘Sadhguru the company is registered’. We this. the nation will be a disaster. We 
could start activity... I just knocked my head. what are we doing to don't have to bring that culture to India. 
this country? When somebody wants to start economic activity, 
which is going to benefit everybody, why are we treating him like What are your views 
a criminal? You have to get 25 no objection certificates. Why does on fake gurus? 
anybody have objections to me doing business? [1 is not just spiritual gurus. Even jour- 
nalists are being imprisoned these days 
In corporate India, there are deep divisions within (laughs). A certain amount of rot has 
business families... spread across the spectrum, whether it 
There was a time when we always looked up to somebody in the is in business or politics or jour- 
family as an elder. I think a whole lot of new companies are nalism or spirituality... Too 
establishing proper systems — property management, “Arvind many people of this coun- 


wealth management, and succession plans. But the try are innocent of in- 


Kejriwal is 


family-owned businesses sometimes fail to do this. : 2 tegrity. 
| talking corruption, 
How can corporate-government Narendra Modi is What about 
relationships improve? The government is talking develo pment. sexual laws? The 
putting pressure on corporate houses What does Rahul Supreme Court 
claiming there is tax evasion... : : has passed a 
You should not make doing business into an obstacle Gandhi stand ruling... 
course. You settle that one thing, then you can enforce for?" [ have not read the 
every law. When there is a big question mark on that — asking Supreme Court judgment, so 
the industry that runs its own infrastructure and generates its own I don't think I have a right to com- 
electricity to pay taxes — you can't just say I will collect taxes. You ment. As far as | am concerned, every 
can't use guns like the invaders did... human being has a right to be whoever 
he wants to be as long as he does not 
Where do you think India stands vis-a-vis other harm anyone. Sexuality is a personal 
emerging countries, such as China, on development? thing, it need not be a revolution on the 
We have definitely not done enough. But we have the strength of street. This is not a prudish country right 
individual enterprise. When you are dealing with China, you may from ancient times. Even our gods are 
be thinking that you are dealing with somebody who makes plastic involved in sexual activity. so it is not a 
toys but vou are actually dealing with the Communist Party... So. strange thing for us. ๑ 
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India's leading steel and power conglomerate - Jindal Steel & Power Limited (JSPL) is inviting applications for Interiors coordinatio: 

and management for In-house Residential Project. 

JSPL, with an annual turnover of over USS 3.6 billion, has global presence across Asia, Africa, Australia and Middle ! 

of the OP Jindal Group, a USS 18 billion (gross turnover) multinational and multi-product conglomerate with busines 

mining, power generation, and infrastructure among others. JSPL is setting up the world's largest steel plants, with a ; 

capacity of 15 MTPA and energy generation capacity of over 10000 MW by 2020. The company has committed ii 

exceeding USS 30 billion in the several business initiatives running across continents. 





The incumbent should be an Interior Design Graduate from Institute of Repute with 15-20 years experience 

Experienced and ambitious individual with background in interior design and execution required for landmark residential proj: 
in New Delhi. 

Successful applicant should have experience in the delivery of high quality and bespoke residential development pr 
international and local design consultants and importantly, be able to achieve an exceptional standard of finish 

Person will need to manage a high workload and meet demanding targets in a challenging environment. The ideal individua! 
to have a strong personality and be able to manage subcontractors effectively and be a key member of the project de 

This is very much a practical role with a considerable amount of time spent on site ensuring that quality of the corr 
achieved consistently. 

A comprehensive understanding of interior design, aesthetic sense and finishes is a requisite, as is experience in working wit! 
quality materials. This individual will take on a role of significant execution responsibility and challenges as well as als: 
opportunity to contribute to delivering a unique project. 

Interested candidates may send their applications at 

Shortlisted candidates would be informed through mail/call. 
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“DIFFERENCES 


ARE VERY 
QOD FÜR 


NEGOTIATIONS 


Madan Pillutla teaches 
organisational behavior at 
London Business School 
and is a visiting faculty at 
the Indian School of 
Business. He specialises is 
negotiation — an art that is 
practiced daily, but seldom 
given the importance it 
deserves. He met N. 
Madhavan on the 
sidelines of BT's MindRush 
event, at which he was 
among the speakers. Edited 
excerpts from the interview: 
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VIVAN MEHR A 


esearch has shown that not knowing the art of 
negotiation raises chances of failure by 60 per 
cent. Is negotiation that critical? 

Negotiation is critical to success in a whole variety of profes- 
sions. It is both an art and a skill. Almost every person at the 
top of an organisation is a skilled negotiator. He or she would 





not have reached that position without being a good nego- 

tiator. Resolving conflicts between two colleagues, trying to 

get more for vour department or selling an idea which you 

feel is for the betterment of the organisation is all negotia- 
tion. We typically tend to think of negotiation as haggling and bargaining 
but it is much wider. It gives an organisation competitive advantage if it 
has people who are good at it. 


Is enough weightage given to this skill during 
recruitment? 

No. It is not part of any kind of formal evaluation process. It should be. It 
gets captured partly by people talking about how they get along with oth- 
ers, their problem solving abilities and so on. Those are elements of good 
negotiation. Certainly negotiation must be at the top of the selection crite- 
ria for a lot of positions. 


Are we born negotiators or is it a skill that is acquired? 
It is both. I have two daughters and the younger one is clearly a better 
negotiator. It is not that we have done something different for her. Does it 


mean the older one will not become a better negotiator? 1 believe 
she can and that is the basis of a lot of courses we do. The courses 
just make people aware of the various elements of negotiation. Will 
such people become as good as born negotiators? Maybe not but 
they can get very close to them. At the same time, if born negotia- 
tors don t learn certain skills, their efficiency goes down. 


What are the core principles of negotiation? 
The fundamental principle of negotiation is that you must be pre- 
pared. You need to know what you want. Part of the preparation 
is getting to know what the other party wants. After all. negotia- 
tion is all about give and take. The second principle is that we 
should go into every negotiation believing that things are 
negotiable. The third principle is that you should con- 
duct yourself with civility. You must trust and respect 
the other person. He is there to represent his interests 
and you need to recognise that. The fourth principle is 


fundamental 
_ principle 
of negotiation is 
that you ... need to 
know what you 


For more qo to 





parties benefited from it. Another one is 
the way Rajiv Bajaj handled the recent 
labour issue. It was a clear articulation of 
a principle. He made it clear that the com- 
pany was not going to give shares away 
lor free as no one, not even the chairman. 
gets them free. This was a statement any- 
one could verify. The labour union ac- 
cepted it after some difficulties along the 
way. What is brilliant about it is that at the 
end of the agreement Bajai did not 
hold a press conference and brag 
about his success. India's re- 
cent success at WTO is an- 
other brilliantly conducted 
negotiation, 


that negotiation is really problem solving. It is about | d What are the 

two sides discovering common interests that we can want.. t Af ter al l business deals that 
resolve or differences we can take advantage of. It is b otiation Is were done badly? 
ironical but true that differences are very good for nego- all ¢ bo ut give The world is littered with 
tiations. | want X and you want Y, great, we can do a good and take" mergers and acquisitions that 


deal. Differences are what we want to get to and commonal- 
ity will help us get there. 


It is often said that a good deal is one where both 
parties think that they have won... 

-Or at least think they have lost equally. No one party should 
walk away with a much better deal compared with the other party. 
Such negotiations tend to be unstable. Take the case of Enron in 
India. Enron struck a great deal from their point of view because 
they had political leverage and got central and state governments 
to sign all sorts of conditions. But it did not take a long time for the 
deal to unravel. 


What are the negotiation traps that corporates 
should typically avoid? 

Escalation is the first trap. If you are looking at buying a company 
and there are multiple parties interested in that company, you may 
end up paying a lot more money than you should have simply be- 
cause you have got into the negotiation. I call this an agreement 
bias. The goal of a negotiation is a good outcome not an agreement. 
The other trap is lack of trust and this is important in the Indian 
context. Indians tend to be cynical in the way we conduct ourselves. 
Trust is a lubricant that makes people interact effectively. If general 
levels of trust are improved, it will help us tremendously. 


What are the most successfully negotiated business 
deals in recent times? 

Satyam-Mahindra is a fantastic deal. It was an opportunity. 
Mahindra did a huge amount of preparation. Lots of negotiation 
took place as governments and regulators were involved and both 


have failed. Most famous is the 
AOL-Time Warner deal. People con- 
sider it one of the worst deals ever made in 
every aspect. The Chrysler-Mercedes deal 
was another one. In India there are 
stances of forays into the wrong business. 
Kingfisher and its entry into the airline 
business was a disaster. 





What makes companies do such 
deals? 

such deals happen when people do not 
know what they really want. So vou over- 
pay. The second thing is wishful thinking, 
There is a Warren Buffett quote which is 
30 years old and is perfectly true even to- 
day. He said a lot of times those going into 


but they are seeing a prince. Thev think 
others are idiots and kiss the frog. It turns 
out that no matter how many times they 
kiss the frog. a frog is a frog. Finally, it is 
the unknown. Leaders operate in the dark, 
They take risks and sometimes thev fail. 
Companies that have strong evaluation 
processes do better. โท India. the Tata 
group has strong processes. It has ac- 
quired companies across the world. it has 
seen success as well as failure, but on bal- 
ance it has done well. € 
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Oni Enterprises 

GM - Production/Operations 
Location: Kolkata 

Job ID: 14412205 


Description: Rs.1 Lakh pm, 20 plus years 
experience in Woven Garment 
Manufacturing + Exports Operations, with 
min 5 yrs as GM/Cperations Head. 
Excellent English, Smart Grooming, Good 


PR skills. 


Syntel Limited 

Content Head 

Location: Mumba 

Job ID: 13931493 

Description: Should have 8 to 12 years with 
at least 5 years of experience specific to 
Content. Should have worked on 
assignments related to content creation & 


maintenance for all marketing activitie: 





eTouch Systems 

Vice President Marketing 

Location: Mumbai 

Job ID: 14242291 

Description: Ideal candidate should have an 
experience of 10-20 years with minimum of 
5 years of experience in similar role or as a 
Director/ Manager ~ in Marketing function 
of asoftware services company. 


Assystem India Private Limited 

Project Managers / Project Leads 

Location: Bengaluru 

Job ID: 14351167 

Description: We are currently hiring 
Project Manager for Aerospace/ Avionics 
Embedded domain. 10 to 17 years of 
experience and highly proficient in 
management of full life cycle safety critical 
software development. 
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Emerio technologies Private Limited 
Delivery Head 

Location: Chennai, Malaysia 

Job ID: 14280299 

Description: Looking for an experie 
Delivery Head with 20+ years of exper 
(Top Management Position) to heac 
complete delivery of the IT Portfolio 


Adecco India Private Limited 

CTO- Technology 

Location: Mumbai 

Job ID: 14433392 

Description: B.Tech / M.Tech gra 
with MBA from Tier 1 or 2 institut: 
time and an experience of 20 - 25 yeg 
Telecom Network Domain. 


Parexel International India Pvt Ltd 
Director, HR Operations 

Location: Hyderabad 

Job ID: 14322010 

Description: Experience in an organiz 
that embraced Lean Concepts and h 
proven track record of driving pr 
improvement into the HR func 
through the use of Lean tools 


TeamLease Services Private Limited 
Plant Head 

Location: Kanpur 

Job ID: 14308995 

Description: We are looking for B. 
graduates with 10-15 yrs. of re? 
experience to head the manufac! 
operations of acompany in Kanpur. 
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| Harjai Computers Private Limited 

! Windows and VMware administration 

| Location: Pune 

| Job ID: 14429232 

| Description: Ideal Candidate should have 6 - 
| 8 years of experience to manage and 
administer windows and VM ware 
environment. 


FIS Global Commercial Services India 
Private Limited 

Webservices Testing 

Location: Bengaluru 

Job ID: 14269066 

Description: BE / B.Tech / MCA graduate 
with 4- 6.5 years of experience in testing; At 
least 2 years in Webservices Testing or 
SOAP UI Testing; Should have hands on 
experience in XML 


Cactus Communications Private Limited 
Senior PHP Developer 

Location: Mumbai 

Job ID: 13733512 

Description: BCA, B.E/B.Tech, MCA, 
M.E/M.Tech/MS graduate with 3 - 8 years 
of experience in PHP, My SQL, Drupal, 
Zend, Codelgniter, Javascript, Jquery, 
AJAX 


Yume Advertising Private Limited 

IOS SDK Engineer 

Location: Chennai 

Job ID: 14395083 

Description: 5 - 12 yrs of experience in 
Design & develop software for YuMe’s 
Software Development Kit (SDK) and 
applications for 1OS platforms & devices 


Better Access 











_ futurestep> 


Nichepro Technologies 

Demantra (Technical / Functional 
Consultant) 
Location: Bengaluru, ? 
Tob ID: 1 442922 1 
Description: B.Sc/B.E/B. Tech: 
M.Tech/ M.Sc graduate with 4 - 
experience as Demantra Te Ew 
Functional consultant. 


solida 











B Espire Infolabs Private Limited 
| ETL Developer 


| Location: Gurgaon 
| Job ID: 14428994 





| Description: BCA, B.E/B.Tech, MCA, 
| MLEE/M.Tech/ MS FRAN with 54- years M 





experience in ETL development, SSRS, S818 


and SOL Server. 


| Meditab Software (India) Pvt. Ltd 

2 Patient Portal Specialist 

| Location: Ahmedabad 

| Job ID: 14371748 

| Description: BCA, B.E/B.Tech, MCA, 
| M.E/M.Tech/MS, PGDCA graduate Mois 


1 - 3 yrs of experience as Technical Suppo 
Executive 


Futurestep Recruitment Services Pvt Ltd 
SAP-PLM-Product & Project Portfolio 
Management 

Location: Bengaluru 

Job ID: 14388309 

Description: Looking for S. AP TL M- 
Product & Project Portfolio Manage 
with 3 ind to 5 I ext 







aol for above jobs logon to www.monster.com >> Type the Job ID in the "Search ] 


Monster on mobile helps you find candidates 


anytime, anywhere 





Get Lucky. Get Active with Monster. 
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เอ GlobalHunt India Private Limited Kelly Services India Private Limited 


| Medical Representative | ag | BDM - Global (UK)/ (US) 
(โอ ย ไร้ ซี น น | * | Location: Chennai | | Location: Gurgaon 
essc TOb ID: 14429531 | A A 
|. — | Description: Fresher with Science , SERVICES — Description: Develop ล territor 


| accounts in IL.Establish and de: 
strategic C-level relationships with bu: 
and technology decision make: 
accounts. 


2 Graduation or Diploma in Pharmacy or 
Working Medical Representative with 1 Year 
experience as a Medical Representative. 


Morepen Laboratories Ltd m | | l 
Area Sales Manger-OTC | | De corporate Consulting Private Lin 


Location: Bengaluru, Cochin / Kochi / _ National Sales Support 


Ernakulam  DCCPL ป Location: Delhi 


"^w ^ JobID: 14429461 เห นั ย c Job ED: 14436361 
5. | | Description: Candidate should have i 





Description: To generate sales of our Over 


the Counter (OTC) healthcare products 
through Chemists / Retailers.Candidates 
with relevant OTC or FMHG/FMCG exp 
should only apply. Exp: 12- 15 yrs. 


| years of experience. Job profile includ 


ordinating with cities and corpi 
marketing for implementation © 
national level marketing. 








Thomson Reuters Newgen Software Technologies Lim 
Sales Manager | Sales Head | 
- 5 | Location: Mumbai | ป Location: Delhi 
NE | JobID: 14434165 | : | Job ID: 13204916 | 
| | IGEN | Description: Engineering and/or ? 


Description: Bachelors degree, preferably ก 0 


THOMSON REUTERS 


with Commerce or Accounting 
background. Ideally 5+ years previous 
software solution sales experience dealing 
with Fortune 500, etc. 


IGT Solutions Pvt Ltd 

Senior Executive - Airline Relationship 
Location: Mumbai 

Job ID: 14075264 

Description: Graduate with 3-5 years of 
rounded experience in Airline operations 
including Customer Service/ Reservations/ 
Ticketing/ Systems/ Sales. 


Graduate from premier institutes 
IIMs) with 12-15 years of sales 
marketing exp in Selling Soft 
Products/Solutions across multiple re 
in India. 


— | Allegis RPO Pvt Ltd 


urs 


. | JobID: 14163156 


| Digital Marketing Associate 
Location: Bengaluru, Mumbai 


| Description: Develop and execute D 
Marketing strategies & SEO strat: 
Develop, test and roll-out (as approp 
new business-acquisition tactics, suc 
Facebook advertising, etc. 


To apply for above jobs | แว to www.monster.com >> Type the Job ID in the ' ‘Search Jobs" box >> And click the "Go" bu 


r Connections © "e Better Ae 
bod d i EE. a Connects people to Brands on P Better Connect 
On Facebook | 9 the Most Active Social Network. ส ตก 


Hito://apps. facebook.com/beknown 





Get Lucky. Get Active with Monster. 
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UnitedHealth Group 1 ^? Cactus Communications Private Lim 
_ Associate Director- Accounting | | Assistant Manager, Tax & Legal 
WTEDHEALTH GROUP | Location: Noida | CACTU S | Location: Mumbai 
| Job ID: 14428112 | | `- Job ID: 12732692 
Description: Bachelor's degree in | Description: CA (mandatory), 
Accounting or Finance with MBA Finance Ca (preferred) with at least 4 years ’ 
(from a premier B-School only such as an work experience. Thorough knowledge: 
IIM) / CA certification is required. direct & indirect taxation. 









Naaptol Online Shopping Pvt Limited c, TeamLease Services Private Limited 
Accounts Manager | A | Premier Wealth Manager - Financial 
| Location: Navi Mumbai | ( ye | Services 
raaptot oo Job ID: 14426998 mn. . 


| ร ,, _ Location: Bengaluru 
; 5 : : Qu fro 
Description: CA with exposure to Retail | TeamLease | Job ID: 14189602 7 EM 
Industry. Experience in Distribution/ Staffing Solutions — | Description: Candidate should have 
CFA/ Franchise/ Branch accounting. Kldge csse" experience of managing / acquiri 
of Inventory Mgmt, Reconciliation. Good & retail customers; Preferred ii 


kldge ot Tally Software, Ms. Office (Excel). ses Brokin 8 / Mutual Fund 
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ACS of India Pvt. Ltd., A Xerox Centum Learning Limited 


Company | J | BPRA Analyst 
Financial Senior Analyst : ee Location: Delhi 


Location: Bengaluru Job ID: 14316341 

«14422 AM y | -—— 
Job T e | Description: Chartered Accountant wnh | 
D escription: | Graduate with 4 - 6 years of - 2 years of experience in Business Planning, 
exp, Responsible for a variety of functions Flash & Forecast, AOP. MAPA 
such as budgeting, forecasting and financial ร p Sec OW Semen 
0 13++ Planning and Variance Analysis 
return on investment, etc. mr E อา 
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GIZ / 7^ EXL 
Finance Officer En | Assistant Managers- FP & A 

Location: Delhi bg | Location: Bengaluru 

Job ID: 14423707 | -Xl JobID: 14376562 

Description: Professional accountancy | | , Description: Ideal candidate should have 4 
experience is preferred; good working Mo eae pia ee neil -7 years of experience in Financial Planning 
knowledge of ITC technologies e.g. SAP, & Analysis (FP & A) process. 

MS Office, accounting software is required. 





apply for above jobs logon to www.monster.com >> Type the Job ID in the “Search Jobs” box >> And 
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A CEREBRAL FEAST 


BT's two-day MindRush conclave, 
held at The Oberoi, Gurgaon, on 
December 13 and 14, saw a 
commingling of some of the 
brightest minds of business and 
other walks of life. BT's Best CEO 
awards were also given away on the 
occasion. Wave was the presenting 
sponsor, while Da Milano €» 
Swarovski were partners. PwC 
India qave knowledge support to the 
BT Best CEO Survey & Awards. 
Vignettes from the event: 





Anand Sharma (left), Minister of Commerce 
and Industry with Aroon Purie, Chairman & 
Editor-in-Chief, India Today Group. Sharma 
delivered the keynote address at the conclave 
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1. (Standing, from left) Malvinder Singh, € 
Fortis Group; N.R. Narayana Mut th 
Co-founder & Executive Chairman, Inf 
N. Chandrasekaran, CEO & M 


2. (From left) Riyaaz Amlani, CEO & MD, Im | 
Entertainment & Hospitality; Sasha Mirchanda 


Founder & MD, KAE Capital; Sachin Bansa 
Co-founder & CEO, Flipkart; and Deep Kalra 
Chairman & Group CEO, MakeMyT 


3. TCS's N. Chandrasekaran with Shikha Sharm 
MD & CEO. A» 


4. Vineet Nayar, Founder, Sampark Fou: 
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John Kao, Founder & Chairman, Institute for Large 
Scale Innovation, spoke at the conclave on innovation 
and its complications. December 14 being his birthday, 
he celebrated it on stage 
















What was the best advice 
they ever got? Jubilant 
FoodWorks CEO Ajay Kaul 
(far right), Microsoft India 
Chairman Bhaskar 
Pramanik (right) and 
Capital First Chairman & 
MD V. Vaidyanathan 
(below) answer 












Sadhguru Jaggi Vasudev, Founde: 
Foundation, addressed a session or 
corporate leaders could avoic 


Devdutt Pattanaik, author and Chief Belief 
Officer, Future Group, dwelt on ti 
differences between three concept 
Heaven in Hindu mythology - Sw 
Vaikuntha and Mount Kailas! 

them to managing businesses 






Sasha Mirchandani of KAE 
Capital participated in the 
panel discussion on “What 
Clicked and Transformed Me" 






Country Head HSBC India, Naina La! Kidwai 
(left), with innovation guru John Kao 







Kamal K. Sharma, Vice Chairman, Lupin, who 
won the Best CEO award in the Pharma and 
Health-care category 


Actor & fitness freak Neha 
Dhupia addressed a ses- 
sion on celebrating life and 
the spirit of being healthy 
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(ต ะ ธร ะ ชร ร ร ญ์ ๕ 
n C DI ICI. Fortis Group's 
MIND RUSH | Malvinder Singh was a 


E. prominent presence 







Flipkart's Sachin Bansal 
revealed how he once 
nearly sold off his venture 
when it was facing teething 
problems 
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Because the best in the world... 


Cisco, Siemens, GE, Metlife, Amazon, Coca Cola... 


..like to be associated with the best. 
Brigade Group, one of South India's leading property developers, is hub to some of the 
finest clients in the business world. With state-of-the-art infrastructure, innovative 


thinking and professionalism, the Brigade Group has carved a niche for itself in the 
commercial real estate sector. 


When the likes of Fortune 500 companies have chosen Brigade Group as thei 
business partner, need we say more. 


CNBC AWAAZ ; CREDAI 
Real Estate, edd 2013 Real Estate Awards 2012 Real Estate Awards 2012 MON , MN 
Best Office Building Best Commercial project The Best Office Space boh ies Bride ID 3 
in Bangalore (City based) of the Year 9 gs - 2 : 


1800 102 9977 or *91-80-40467666 | BrigadeGroup.com 


727227429, 
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Louis Breguet, 
pioneer in ‘aeronautics, - = 


equipped his planes with 


Breguet ๐ ท ห ๐ ท ๐ ขะ ล ๒ อ ท ร 
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Type XXI Collection - Fiy-Back Chronc graph ano ) 


Bangalore: Ethos Summit, tel: 080 41130611/12 Chennai: 
Kolkata: Exclusive Lines, tel: 033 22820626 Pob eqs Meen: 


New Delhi: Johnson Watch Co, Ci 
BREGUET INDIA NEW DELHI 


ท ก ล น ส ท ห! Place. tel: 011 41513110 
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From the Managing Editor 
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alling it a massive social upheaval may be a stretch, but some two-and-a- 

quarter centuries after the French, the surge of optimism and zest for change 

in India has parallels with the bourgeois revolution. A middle class that is 
angry over how the polity allowed corruption to spread and the rage of the young 
over how a privileged few have cornered it all. If enrolments in the Aam Aadmi 
Party are anything to go by. the wave of optimism and demand for change in India 
is for real. But, as much as AAP swerves hard to the Gettysburg "of the people. by 
the people, for the people" roots of modern democracy. its economics falls between 
the cracks. Though AAP's Yogendra Yadav describes it as a group of pragmatic 
"problem solvers”, the party's economic worldview seems to be a mishmash of dif- 
ferent ideologies. As Associate Editor Shweta Punj writes beginning page 14. AAP 
wants to vest primacy with the public sector, let local bodies have more of a say in 
all matters economy. empower SMEs. and invest in infrastructure and agriculture. 
All well-meaning goals but AAP has articulated precious little on how it will go 
about them. Arvind Kejriwal's party has 31 committees making recommendations 
and, to be sure, some good inputs will come through, but what AAP really, really 
needs today is smarts in economics. 

Just when it would seem that things can get no 
worse in Indian politics - don't hold your breath on 
that, though - the confidence in the domestic econ- 
omy, measured by BT's Business Confidence Index. is 
looking up for the first time in four quarters (page 32). 
Just about four decimal points but still up. I might be 
reading a trend where there isn't one but that easing 
up in despondency is reflected in BT's fund managers 
survey together with Morningstar. Fifty-five per cent 
of managers polled believe the Sensex. the Bombay 
Stock Exchange's benchmark index. will trade be- 
tween 21,000 and 23,000 points by end-2014; in 
October 201 3. just 15 per cent expected the index to 
stay above 20.000 levels (Page 42.). It is about time that we got GDP growth back 
on track. Bangalore-based writer Fen Chitnis posits that poverty rate reduction 
in the 2005-10 period, when the economy expanded at 8.5 per cent, was double 
that in the preceding decade when GDP grew 6.5 per cent (see his piece here: http:// 
reut.rs/ 1dEpcQd). It is anybody's guess how many poor Indians missed the bus in 
the last three-four years — and, in a vicious cycle, the broader economy missed that 
much more demand. 

Suzuki Motor Corp. may not rank among the top carmakers in the world but it 
holds pole position in India. The joint venture it controls here. Maruti Suzuki, directly 
accounts for nearly 0.5 per cent ofthe Indian GDP and can lay stake to a larger share 
ifits contribution to the Indian auto components ecosystem is included. Maruti went 
through a bad patch a couple of years ago with labour unrest and a seemingly wrong 
bet when car buyers chose to buy more and more diesel cars. That's old stuff now. 
Executive Editor Suveen Sinha, who likes his cars and knows the auto business bet- 
ter than most people in Indian newsrooms. tells the story of how Maruti got back its 
mojo. The 'God is in the detail' headline is apt given the minutiae in the story: Maruti 
has 14 new models planned, came up with 332 special packages for niche buyer 
groups from temple priests to granite polishers, fixed a conveyor belt that halted for 
a fraction of a second each time 800 times a day, took tips from the ranks that saved 
3350 crore a year.... Go to page 48 for more. Read, too, the story on Larsen & Toubro 
under a new CEO on page 60 anc how a bunch of Indians led by CTO Vishal Sikka 
are helping remake software maker SAP (page 76) 
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Ideas, Hopes, and 
Promises 

Business Today's 22nd 
anniversary issue (January 19) 
has hit the newsstands with many 
ideas, hopes and promises. : 
appreciate your cover headline as 
you have highlighted unexpected 
trends that have really "bloomed" 
in recent times. The columns by 
well known global thinkers on 
what is needed to combat the 


current depressing situation were 


most enlightening. Hope you will 
keep exploring similar new. 
interesting ideas in coming issues. 
Abhinav P., New Delhi 


Model Leader 


The write-up on N.R. Narayana 
Murthy (Comeback Captain, 
January 19), who delivered the 
opening address at your 
MindRush event, was most 
interesting. His ideas on 
leadership - there can be no 
leadership without courage: 
courage to do what is right, to 
admit one's mistakes, to accept 
that peers can be smarter and 
better, and to take tough and 
unpleasant decisions — are spot 
on. Hats off to IT tsar Murthy for 
his guidance. 

B.S Acharya, Berhampur 


CEO's Role 

Thanks to Business Today for an 
excellent issue (India's Best CEOs, 
January 5). BT has always 
provided readers with the best of 
reading material. The CEO's role in 
a company has to be multi- 
faceted, but one important feature 
is that he should give employees a 


wider platform to display their 
strengths. The rise of leading 
companies such as TCS and Axis 
Bank should be attributed to the 
hard work of their CEOs. But vour 
magazine should also recognise 
CEOs — or their equivalent — in 
other fields such as films and 
politics, by instituting combined 
awards for which they. too. are 
considered. 

Akhilesh Kumar Sah, Faizabad 


Collector's Item 

A true collector's item was your 
special issue on India's best CEOs 
(January 5). lam going to keep 
this issue on my bookshelf and 
re-read all the reports. N. 
Chandrasekaran, the marathon 
runner, Rajiv Bajaj on his bike, 
Nitin Paranjpe's down to earth 
approach, all enthralled me. The 
interview with Ram Charan, truly 
a Vasudeo Gaitonde of the 
business world ( Gaitonde's 
painting sold for a record price at 
a recent auction) was great. After 
a long time, I enjoyed a magazine 
more than my coffee. 

Himanshu Kapadia, Mumbai 

Send all your comments to editor. bt@intoday.com 


Something went wrong, Centre tells SC 


BJP’s proposal for abolishing income tax is 


on coal block allocation. 

Everything has gone wrongly in coal block 
allocation, and the prime minister is fully 
responsible for it, because he was the coal 


minister at that time. 
- Abhi Gaur 


feasible: experts. 


It may be feasible, but the question is whether BJP 
can amend it or not. 


- Sridhar Srinivasan 





Cabinet to consider proposal for FDI in railways. 


There should be a proposal for FDI in Parliament 
also... we may be lucky enough to get some very 
good parliamentarians at least, 

- Kalyan Cheedi 


Government invites investments from NRIs in manufacturing. 


Is it another way of fiddling poor men's hard-earned money? 
- Vinay Singh Thakur 
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FOCUS 


Free Speech 
Haven 


\AP’s economic 
thinking is influenced 
by both left-wing and 
centre-right ideology, 
among other schools 
of thought 


National Synergy 
The integrated grid will 
help in meeting the 
growing needs of the 
power-starved 
southern states 


Graphiti: The 
Great Leaf Barrier 


FEATURES 


Small Change 
jusiness confidence 
has improved 
marginally with stray 
signs of a pickup in the 


economy, finds the 
BT-C fore Business 
Confidence Survey 
' | Fair Weather 
Ahead 
Market sentiment is 
improving with fund 
managers predicting a 
sustained rise in Indian 
Maruti has bounced back by focusing on little villages, small equities this year, finds 
e io Sirmio muda ^ e ศั ษา RH : เห รั ศร 2 ห siet the BT Morningstar 
customers and tiny gains in factories. The big things are a cleansing A saat ด ใก ค อ นก ร 
of the workforce, capacity building and R&D Survey 
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FEATURES 


46 | Future Prospects Look Dim 
Commodity futures trading has 
suffered in the wake of the NSEL 
scam, and MCX is hurting the most 


60 | Bridges for the Future L 2 
How Krishnamurthi Venkataramx 
is striving to boost growth at I Lr 


68 | Home ICU 

A growing number of 
entrepreneurs seeks to build 
profitable ventures in home- J 
based medical care \ 





72 | Back to Roots 
Traditional forms of healing 
are once again in vogue 
with more people opting for 
integrative health care 


76 | Meet the 
Indians 
Behind the 
Refresh 

at SAP 





(6 







82 | Park & Fly 


Despite some hurdles, 
amusement and theme parks 
are mushrooming and drawing 


more and more visitors 


@ Absolute size (million visitors) 
2009 










Maruti has bounced back from the depths 
it fell into after its labour strife of 2012. 
How did it happen? 
businesstoday.in/maruti-strategy 
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CES ‘14: Thinner, Lighter, Curvier 
Showcasing the latest devices unveiled 
at the Consumer Electronics Show in 

Las Vegas. 

businesstoday.in/ces2014 


India Breaks into Elite Space Club 
The saga of the recent successful launch of 
India's first geosynchronous launch vehicle, 
the GSLV-D5, after repeated setbacks. 
businesstoday.in/gs!v-d5 

Bitter Taste 

Sugar millers in Uttar Pradesh have piled 
up sugarcane arrears of 1,280 crore in 

the current season. 
businesstoday.in/sugar-arrears 
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INTERVIEWS 


“Marketing has nothing to do with 
offering better solutions” 

Niraj Dawar, Professor, Marketing, Ivey 
Business School, Canada, speaks to 

Ajita Shashidhar. 
businesstoday.in/businesstoday.in/dawa: -speak 


"Hiring proposals will depend on 
electoral outcome" 

Sanjay Modi, Managing Director (India, 
Middle East, Southeast Asia) at Monster. 
com, talks to Sarika Malhotra. 
businesstoday.in/sanjay-modi 
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Failed Experiment 

Political parties have been turning to ad 
agencies for help with their poll 
campaigns for more than two decades. 
But the results have rarely been 
successful, notes Shamni Pande. 
businesstoday.in/pollcampaign-ad* 
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mIMPACT ian 


From time to 
time, vou will see pages 
titled "An Impact 
Feature" or 
“Advertorial” in 


Business Today. This is 
no diflerent from an 
advertisement and the 
magazine's editorial stall 
is not involved in its 


creation in any way. 
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Million-dollar Movies 
More and more independent 
regional filmmakers are looking at 
crowdfunding to make movies 
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103 | Common, Yet Uncommon 
The diva of behavioural economics 
looks again at the paradox called 
the Indian consumer 


CAREERS 

| High-fliers 

Careers in aerospace are mainly in 
the public sector, but the entry of a 
few private players has thrown up 
more opportunities 
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Demand for IT seems to be 
back on track. India's third- 
largest IT exporter Infosys 
met expectations on dollar 
revenue growth in the three 
months to December, and 
revised its full-year growth 
guidance upwards. Top 
management exits put the 
limelight back on Executive 
Chairman N.R. Narayana 
Murthy. 





On March 4, the 

Supreme Court will 
hear petitions against 
the decision to allow 
Reliance Industries to 
raise natural gas prices. 
Last year, the Cabinet 
okayed higher gas 
prices, as per the 
Rangarajen formula, 
from Apri! 2014. The 
government laid the 
condition that RIL would 
furnish bank guarantees, 
to be encashed if the 
company is later found 
guilty of inflating costs 
and hoarcing gas. 


Mercedes-Benz has 

launched its latest 
S-Class luxury sedan 
in India, priced at 11.57 
crore. The car has the 
first all-LED lighting 
system. Cther frills 
include a rear cabin 
that can be converted 
into a mooile office with 
folding tables, individual 
entertainment system 
and a built-in wireless 
hotspot. 


12 BUSINESS TODAY February 2 2014 


Social networking giant 
Facebook has made its first 
acquisition in India. The 
start-up. Bangalore-based 
Little Eye Labs, builds per- 
formance analysis and mon- 
itoring tools for mobile app 
developers. Its technology 
will help the social network 
improve its Android code 
and make more efficient and 
higher-performing apps. 


India has taken another step 
lorward in its ambitious 
space programme by launch- 
ing its first rocket using 
domestically-produced 
booster technology. The 
Indian-made rocket deploved 
a two-tonne advanced com- 
munications satellite from 
Sriharikota. The technology 
has been successfully devel- 
oped by a handful of nations 
including the Us, Russia, 
France, Japan and China, 
as well as the European 
Space Agency. 


JPMorgan Chase & 

Co will pay S1.7 billion 
to settle US charges 
that it violated laws 
requiring banks to 
monitor customer 
activity for money- 
laundering in its handling 
of accounts of convicted 
Ponzi-schemer Bernard 
Madoff. The deal 
includes a two-year 
deferred prosecution 
agreement and settles 
outstanding probes by 
two bank regulators. 


Janet Yellen has been 

confirmed by the 
Senate to lead the US 
Federal Reserve. She 
succeeds Ben Bernanke, 
whose term expires on 
January 31, to become 
the first woman Fed 
chief. She has been a 
key force behind the 
Fed's unprecedented 
and controversial efforts 
to boost the US 
economy. The bank has 
begun to wind down its 
stimulus programme. 


Economy 





The services sector, the larg- 
est contributor to India’s GDP, 
contracted for the sixth con- 
secutive month in December, 
as orders dipped. However. 
hiring has risen. The HSBC 
PMI Index slipped to 46.7 in 
December from 47.2 in 
November, A reading above 
50 indicates growth. 


Direct tax collections rose 
12.3 per cent to 34.8 lakh 
crore during the April- 
December period of the 
current financial year, from 
14.29 lakh crore in the same 
period of 2012/13. The 
government has budgeted 
for 36.7 lakh crore from direct 
taxes in the current financial 
year. 


The government has decided 
to retain 100 per cent foreign 
direct investment in both 
greenfield (new) and brown- 
field (existing) pharmaceuti- 
cal companies, despite con- 
cerns over generic drugs go- 
ing out of production if multi- 
national companies take over 
domestic ones. In M&A deals, 
a non-compete clause would 
not be allowed, except in 
special circumstances. 


The Department of Industrial 
Policy and Promotion plans 
to release the next edition of 
its consolidated foreign direct 
investment policy document 
on March 31, incorporating 
changes made in the past 
vear. DIPP compiles all policies 
related to India's FDI regime 
into a single document to 
make it easy for investors to 
understand. 


185 million 


Estimated number of 
mobile Internet users 
in India by June 2014. 
According to a report 
by the Internet & 
Mobile Association 

of India and IMRB 
international, India 
had 110 million mobile 


Internet users, with 25 


million in rural areas. 


Estimated global IT 
spending in 2014, 
according to research 
firm Gartner inc.The 
growth forecast for 
this year is cut to 

3.1 per cent from the 
earlier estimate of 
3.5 per cent. 

The spending growth 
forecast for telecom 
services - a segment 





that accounts for more 


than 40 per cent of 


total IT spending - from 


1.9 per cent to 1.2 per 


cent is the main reason 


for this overall IT cut. 





Markets 


A Reserve Bank of India 
committee has recom- 
mended setting up a special 
category of lenders who 
would cater to small busi- 
nesses and households, to 
expand the number of cus- 
tomers with access to bank- 
ing services. These banks 
would focus on providing 
payment services and 
deposit products. 





Indian banks want the free 
use of automated teller ma- 
chines to be capped at five 
transactions a month, in- 
cluding that of the bank in 
which the account is active. 
This follows state govern- 
ments’ order to banks to m- 
stall security guards at ATM 
booths after a woman 
banker was assaulted in 
Bangalore. 


Mark my words- 
4 disaster! 
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he government is 
5Hikely to present a 
Vote on Account in 
mid-February. The 
annual Economic 
Survey wil be tabled 
later in Parliament 
along with the fui 
Budget, A full Budget 
for 2014/15 is fikely 
to be presented in 
July by the new 
government formed 
after the Genera 
Flection. 


he government 
Vili soon launch an 
internet spy system, 
called Netra, to 
detect malafide 
messages. Security 
agencies wil depiov 
the system to 
capture dubious 
voice traffic on 
applications such 

as Skype and 
Google Talk, 

as well as tweets. 











fel 






“ถ่ 
Nation? \¢ ne 


NK เอ 0018 


i yo yan 
Policy เ 0 ๒ 








Free 
Speech 


Haven 


AAP's economic thinking is 
influenced by both left-wing 
and centre-right ideology, 
among other schools of 
thought. By SHWETA PUNJ 











n any given day the Aam 
Aadmi Party (AAP) office, a 
nondescript two-storey build- 
ing close to New Delhi's Rajiv 
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growing support base. The party had 


- 
- 


some 1.4 million registered support- 
ers, as on December 31. Thirtv- 
something Sujata Rai is one such volun- 
SE EK CEA teer. She has been associated with the 
ก ร hs 4 ว PAE. T "i5 d party for over a vear and spends nearly 
ae | b OST | 2 hours a day collecting donations at the 
party office. Her husband, a businessman, too. 
volunteers for the partv. "We love the transpar- 
ency in the party,” she says. She has not yet had 
an opportunity to meet party leader and Delhi Chief 
Minister Arvind Kejriwal. But she isn't complaining. 
Or consider 24-vear-old Digant Kapoor, a post- 


graduate in International 
Relations from Cambridge. 
Kapoor has moved to India 
from the UAE for a year to 
work for AAP. Again unpaid, 
he is often spotted sitting in a 
corner on a white plastic 
chair crunching census and 
Election Commission data, 
thereby contributing to the 
party's Lok Sabha election 
campaign. "I feel this is the 
cleanest political platform in 
India today," he says. Behind 
Kapoor is a wall-size placard 
of Kejriwal espousing the vir- 
tues of Swaraj (self rule) and 
citizen empowerment. It is 
this concept of Swaraj which 
will form the basis of the par- 
tv's national manifesto for the 
Lok Sabha elections, accord- 
ing to Kejriwal. 

But as the support base of 
the party swells, it recognises 
the imperative of spelling out 
its stand on key economic 
challenges before the country. 
This would not only send out 
the right signals to its cadres 
but also answer its critics who 
claim that the party is still not 
ready to emerge as a serious 
national alternative. 

Consequently, 31 com- 
mittees have been constituted 
by AAP leaders to draft recom- 
mendations in areas such as economy and ecol- 
ogy. agriculture. land acquisition, energy, trans- 
port and sustainable urbanisation. The party so 
far seems to be an umbrella organisation accom- 
modating a motley group of people representing 
different ideologies. “We all have diverse ideo- 
logical perspectives and backgrounds,” says party 
leader Yogendra Yadav. “AAP has people whom 
you would call traditional leftists, others who 
believe in a free market, some who are deeply 
critical of the left. Unlike traditional political par- 
ties, we are not based on the idea of one ideology. 
We are here to solve problems.” 

Yadav is part of the three-member core strat- 
egy team of AAP. He has been known for his so- 
cialist leanings in a long career as an academic 
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and a psephologist. A former 
close aide and colleague 


identifies him as อ "man of 


3 high principles" who op- 
pO. poses the politics and eco- 


nomics of both the CPHM) 
and the BIP. He is also some- 
one who looks at money 
making with “suspicion”, he 
adds. Kejriwal's individual 
views on economics are con- 
sidered relatively more right- 
wing. while Prashant 
Bhushan, a leading lawyer 
and co-founder of the party, 





0 Direct has been termed as “left of 
oreign virec left" by some. 
Investment 


But AAP's policy deci- 
sions after assuming power 
in Delhi have raised worries 
that it might just try to take 


state control and socialist 
policies. It has alreadv an- 
nounced a 50 per cent sub- 
sidy in power tariffs and free 
water in Delhi up to a certain 
level of usage - promises 
made in its manifesto. 

Can the state exchequer. 
already burdened by subsi- 
dies, afford a higher dole out: 
Opinions vary. Vinayak 
Chatterjee, Chairman and 





Evolve a 
transport 


Managing Director of 


Feedback Infra. makes a case 
for targeted subsidies. "in 
emerging societies, there is enough evidence that 
targeted subsidies go hand in hand with cleaning 
up certain sectors," he says. The power policy is 
a continuation of the previous Congress govern- 
ment's approach, which spent over 3500 crore 
on power subsidies annually. "Delhi doesn t need 
subsidies, it is a rich state. If vou are doling out 
subsidies. you are no different from other parties. 
People want good service and not subsidies." says 
Arvind Virmani, former Chief Economic Adviser 
to the Centre. 

It is highly unlikely that the party will oppose 
Congress's subsidy policies. Arun Kumar, profes- 
sor at Jawaharlal Nehru University. New Delhi. 
and the head of AAP's committee on economy 
and ecology, told Business Today: “At the moment 
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India back to the days of 


FOCUS Policy 
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all subsidy schemes are 
necessary because of pov- 
erty and lack of employ- 
ment in the country. But 
if we ere able to generate 
emplcyment then these 
schemes are redundant.” 

Meanwhile, the recom- 
mendations of several AN 
committees formed by AAP OF 
have been submitted to the 
party leadership. These 
proposals, likely to form 
the cornerstone of AAP's 
economic policy, suggest 
generating employment 
and tackling poverty with 
higher investments in core 
sectors like infrastructure, 
education, health, and ag- 
riculture through the pub- 
lic sector and support for 
small-scale industry. 
“Wherever possible we 
will trv and raise invest- 
ment in the public sector 
to crowd in the private sec- 
tor. As services improve in 
rural areas, private sector 
will be encouraged to in- 
vest," adds Kumar. 

The heart of AA?'s eco- 
nomic policy wil! lie in 
vesting crucial decision 
making in to the hands of 
the ccmmon man. From 
tax collection to decisions 
on mining licences and 
land azquisition, there will 
be greater participation of 
the people. Kejriwal, in his 
book Swaraj, lays special emphasis on empow- 
ering zram sabhas across the country. "The 
gram sabha should be made the owner of all 
small water resources, small minerals, and 
small forest products in the area that fall under 
its purview. It should also be ensured that 
without the permission of any affected village. 
no rights over land, forest or mines be given 
away. he says in the book. 

Eflectively, he pitches for transfer of own- 
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Arvind Virmani 
Former Chief Economic Adviser 
Government of India 











Yogendra Yadav 
Senior leader, AAP 


ership of natural re- 
sources to gram sabhas, 
and no decision or licence 
to be granted without the 
approval of those directly 
allected by the decision. 
"We adopted a top-down 
approach from western 
economies after 1947, 
which has been disas- 
trous for the economy." 
says Kumar. 

On the taxation front, 
the committee recom- 
mendations include in- 
creasing direct taxes and 
lowering indirect taxes, 
expanding the tax net, 
higher taxes on services 
to increase government 
revenues to pay for en- 
hanced government ex- 
penditure. Fighting infla- 
tion will be a priority by 
making manufacturing 
competitive through low- 
ering of excise duty, serv- 
ice and value-added tax. 
fuelling a low-interest 
rate cycle. 

The party is likelv to 
oppose FDI (foreign direct 
investment) in retail as it 
could lead to unemploy- 
ment and displacement. 
On skill development, the 
focus is likely to remain 
on strengthening pr:- 
mary, secondary and 
higher education systems 
and not so much on voca- 
tional training. 

India currently has a plethora of schemes 
relating to health-care, education and rural 
connectivity such as the National Rural 
Health Mission, Sarv Shiksha Abhiyaan, and 
Pradhan Mantri Gram Sadak Yojana. etc. 
The focus of all these schemes is to achieve 
the very 'inclusive growth' the AAP harps 
upon. It will persist with these schemes. "We 
will implement them," says Kumar. 
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Tough times ahead: A 
power plant in Delhi 


elhi Chief Minister 
Arvind Kejriwal's deci- 
sion to offer a subsidy 
to reduce power tariffs 
has raised concern. The 50 per 
cent subsidy on the first 400 
units of electricity consumed will 
cost the Delhi government #200 
crore in the January-to-March 
period. This will be in addition to 
1550 crore subsidy the previous 
government announced in June 
last year. 

Kejriwal is hoping an audit he 
ordered of power distribution 
companies (discoms) will catch 
"gold plating" and he may not 
have to pay the subsidy. Gold 
plating refers to companies 
inflating costs to raise tariffs. 





However, Arvinder 
Singh Lovely, the 
Congress's Delhi unit 
president, warns that 
the subsidy could rise 
to 11,350 crore next 
fiscal, if the audit 
doesn't reveal any 
wrongdoing. 

Kejriwal's move is 
forcing other states to 
announce similar 
steps. On January 6, the two dis- 
coms in Haryana, where assem- 
bly polls are due this year, de- 
cided to keep tariffs unchanged 
for the next fiscal year. In 
Maharashtra, Congress MPs 
Priya Dutt and Sanjay Nirupam 
have sought electricity subsidies 
for the state. Assembly polls in 
Maharashtra are likely to be held 
along with general elections due 
by May. Similar demands have 
been raised in Andhra Pradesh 
and Punjab. 

This comes at a time when 
many discoms are in precarious 
health. In September 2012, the 
finance ministry announced a 
bailout package for some dis- 











coms. Banks also are wary of 
lending to the sector. 

Not surprisingly, power sec- 
tor experts have criticised the 
move. Ashok Khurana, Secretary 
General of the Association of 
Power Producers, an industry 
group, says the problem with 
subsidies is that state govern- 
ments do not make provisions for 
them in their respective budgets 
and do not fix a mechanism to 
pay subsidies. "This disturbs the 
cash flow of distribution compa- 
nies. After all, they have to buy 
electricity, and trading happens 
in cash. They have to take on 
debt and in the current market 
scenario the cost of money is 
very high," he says. Aashish 
Mehra, Managing Partner of the 
Asia-Pacific chapter of US-based 
consultancy Strategic Decisions 
Group, agrees. "If this becomes 
a trend, we surely will not be 
heading towards resolving our 
energy crisis," he says. "There 
has to be a fair value for 
electricity consumed." 





@AnileshMahajan 





But not everyone is convinced about the 
econcmic model being proposed by AAP. 
“Aam Aadmi Party is like the Congress's 
National Advisory Council (NAC). It is an 
agglomeration of NGOs. It will have the same 
problems as those of the NAC. It will be nar- 
rowly focused. The problem is that the lead- 
ership has too many single-issue people,” 
says Virmani. 

Tke party appears to have an obvious 
socialist bias, but with a number of corporate 
India luminaries joining the party recently, 
there could be a semblance of balanced 
thinking gradually over a period of time. 
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"People like us have joined the party and we 
will help bring about a blend of growth with 
populism,” says V. Balakrishnan, former 
director of Infosys 
Adds G.R. Gopinath, serial entrepreneur 
and founder of Air Deccan, India’s first low- 
cost airline, who has also joined AAP: “The 
most compelling fact about AAP is that it is 
against corruption and will be transparent 
in decision making. If you fix corruption, 
then you fix most things.” 
WITH INPUTS FROM K.R. BALASUBRAMANYAM 


@shwetapunj, @krbaloo 
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t 8.25 pm on December 31, R.N. 

Nayak, Chairman of Power Grid 

Corporation of India Ltd (PGCIL), 
called up Power Minister Jyotiraditya Scindia 
to inform him that the southern grid had been 
connected to the national grid. India had fi- 
nally attained a one-nation-one-grid-one 
frequency system. "We were anxious and 
extra cautious," says R.P. Sasmal, Director 
Operations, PGCIL. "Across the world nothing 
on this scale had been achieved, so our target 
was not to commit any mistake." 

What actually was done? PGCIL. the state- 
promoted nodal agency for electricity trans- 
mission across the country, synchronised the 
first circuit of the 765 KV Sholapur 
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National Synergy 


The integrated grid will help greatly in meeting the growing 
needs of the power starved southern states. By ANILESH S. MAHAJAN 








The installed 
capacity of the 
synchronised 
national grid 





(Maharashtra)-Raichur (Karnataka) line, 
which linked the grid connecting the south- 
ern states — Karnataka, Kerala, Tamil Nadu, 
Andhra Pradesh along with Puducherry - 
with the other three grids in the country - the 
Northern, Eastern-northeastern and Western 
grids. This makes the new national network 
the biggest synchronised grid in the world 
with more than 228 GW installed capacity. 
Having ushered in a new era in power trans- 
mission in the country, both mandarins at the 
power ministry and PGCIL officials had plenty 
to cheer about on New Year's eve. 

The move will make power freely availa- 
ble for trade nationally. In the past, the south- 
ern states found it difficult to buy power from 
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states with surplus power 
in the rest of the country. 
as they were in different 
transmission corridors. 

Chairman Nayak sta- 
tioned himself at PGCIL's 
naticnal control room in 
Katwaria Sarai in south 
Delhi, and monitored thie 
four hour long synchroni- 
sation process, along with 
officials from electricity 
grids operator PoSoCo. 

Until now, south 
India was connected to 
Talcher in Orissa from 
Kolar near Bangalore, 
by a _,450-KV high volt- 
age direct current (HVDC) 
line, but the grids were not 
synchronised. It meant that 
power could be transferred from 
other grids to the south in a structured 
manner, but not in real time - which is pos- 
sible now. “This will help us utilise resources 
in a better way." says an official from the 
power ministry. 

This is good news for the southern states, 













which are power starved. In the summer of 


2013, most of south India — including the cit- 
ies of Chennai, Hyderabad, Madurai and 
Bangalore — faced daily power cuts of 10 to 12 
hours. The southern grid faced a power deficit 
of roughly 5,000 MW during the time. The 
situation improved after the partial commis- 
sioning of the nuclear plant at Kudankulam 
in Tamil Nadu. Most of the planned coastal 
therraal power plants and gas-based units in 
the south have not taken off because of fuel 
related problems. 

In the peak summer months of 201 3, 
power trading on the southern grid ranged 
between 39 to 111 per unit while on the na- 
tional grid it was around 33. "The synchroni- 
sation will come as a shot in the arm for south 
Indian states and will integrate power from 
renewable resources," says Kameswara Rao. 
Leader, Energy Utilities and Mining (India), 
PwC. It is easier to tap power from variable 
resources - such as solar, wind and mini- 
hvdel projects — in a bigger grid. It is, how- 
ever, difficult to predict power generation 
from variable resources. 

The media release from the power min- 
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"WE WERE ANXIOUS 
AND EXTRA 
CAUTIOUS. ACROSS 
THE WORLD 
NOTHING ON THIS 
SCALE HAD BEEN 
ACHIEVED SO FAR" 
R.P. Sasmal, Director, 
Operations, PGCIL 
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istry announcing the syn- 
chronisation says " the 
integration of the southern 
grid with the rest of the 
national grid shall not 
onlv augment the inter- 
regional power transfer 
capacity of the south- 
ern region but also re- 
lieve the congestion be- 
ing experienced in a few 
transmission corridors". 
However the job is still 
only half done. What has been 
completed is only the first circuit 
of a double circuit line which, as 
per design, will carry 2.100 MW 
of power. But since the parallel 
line connecting Raichur and 
Sholapur is not ready, it is only 
possible to carry 500 MW at 
present. Power ministry offi- 
cials say the other line, being 
constructed by a private company, 
Patel Engineering, will be ready in 
the next six months. Moreover, several 
separate alternating current (AC) lines which 



























will stabilise the system are also not ready. 
Work on a similar AC line, for instance. be- 
tween Hyderabad and Wardha, has not 
started yet. This line is being constructed by 
PGCIL and will take another three vears to 
complete. A line between Kolhapur and 
Narendra is expected to be completed in 
2014/15, while the deadline for the Angul- 
Srikakulam-Vimagiri line is 2016/17. 

"We are moving very cautiously. It will re- 
quire another three months to stabilise the 
system,” says Ravi P. Singh, another director 
at PGCIL. Since the parallel line is not vet up. 
there is a possibility of the existing line trip- 
ping. This could even trigger a national grid 
collapse. During morning hours, when de- 
mand peaks, the system remains vulnerable. 
“It is true. But we are extra cautious, and 
have employed a backup plan for that," says 
Sasmal. In the first week of synchronisation. 
only a maximum of 500 MW power was al- 
lowed on the single line. PGCIL officials say it 
will take another six months before the south 
can start trading electricity with the rest of 
the country. € 
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FOREIGN 
RETAILERS 
PREFER TO TEAM 
UP WITH LOCAL 
PARTNERS 
BECAUSE OF THE 
TOUGH 
REGULATORY 
ENVIRONMENT IN 
THE COUNTRY 


24 BUSINESS TODAY 








India has opened the door for global retailers, but they still 
prefer joint ventures. By AJITA SHASHIDHAR and ARPITA MUKHERJEE 


Shop until you drop: A US Polo store in Delhi 


hen Jan Heere, International 
Director of UK-based retail giant 

Marks & Spencer (M&S), was in 

India last November, he was asked if M&S had 
plans to set up a subsidiary in the country. 
Heere's answer was clear: the company would 
only use the joint-venture route in India. It has 
a tie-up with Reliance Retail with a majority 
51 per cent stake. "The partnership has 
worked brilliantly for us. While we have 
brought international know-how and best- 
practices on to the table, our Indian partners 
understand the nuances of doing business in 
India better than we do," he said. 
Merks & Spencer is not alone. 
alter the government allowed 100 per cent 


Two years 


foreign direct investment in single-brand re- 


tail, there are few takers. Apart from Ikea. 


February 2 2014 





H&M, Furla, Tommy Hilfiger and Swarovski 
who have shown interest in investing on their 
own, most global single-brand retailers are in 
India through joint ventures (JVs) and fran- 
chises. Spanish retailer Zara has a JV with Tata 
Group's retail arm, Trent Ltd, US Polo has tied 
up with Arvind Brands while shoe major 
Clarks has teamed up with Future Group. 
Leading US apparel retailer GAP is set to kick off 
operations in India through a tie-up with 
Arvind | “Our commercial presence in 
India is run by a joint venture, where Inditex 


irands. 


has a 51 per cent stake, while Trent Ltd con- 
trols the remaining 49 per cent. We are de- 
lighted to be associating with Trent from the 
Tata Group,” says an Inditex spokesperson. 

So, why do foreign retailers prefer JVs to 


going it alone in India? One reason retailers 


are reluctant is the 
tough regulatory 
environment in the 
country. To begin 
with, foreign retailers 
have to pay multiple 
taxes to set up shop. To 
add to this, the diversity 
of the local market is of- 
ten too complex for for- 
eign players. “A JV part- 
ner who understands the 
market well helps the for- 
eign retailer distribute his 
risks,” says Anil Talreja, 
Partner, Deloitte. “A foreign 
retailer has to be around in 
this country for at least seven 
to eight years to understand 
India. Consumer tastes and 
preferences differ in each part of 
the country. To add to this, the challenge 
is to get the right kind of real estate. A local 
partner will be able to understand these intrica- 
cies better,” 

Another reason global retailers prefer to team 
up with a local partner is India’s insistence on 
sourcing 30 per cent of their products locally. 
They feel local partners understand the market 
better. J. Suresh, CEO of Arvind Brands - which 
has joint venture deals with 14 international 
brands such as Arrow, Tommy Hilfiger, 
Debenhams and US Polo — says it helps its foreign 
partners with everything from sourcing to select- 
ing real estate and pricing. “The expertise of a 
local partner who has a better understanding of 
the kind of pricing that would work comes in 
handy," says Pinaki Ranjan Mishra, Head, 
Retail, Ernst & Young. 

Most global companies are happy with the 
joint-venture route. David Cummings, President 
and CEO, USPA Properties Inc, says he is content 
with their association with Arvind Brands. 
“Arvind Brands was the ideal match for USPA 
Properties, as they follow the licensing structure 


















which we have set in place and 
they understand American clas- 
sic styling,” he says. 
But some deals have unrav- 
elled within a year or two. The 
most high-profile split was the 
Bharti-Walmart tie-up. 
Similarly, Debenhams, 
which had tied up with 
Planet Retail, moved to 
Arvind Brands last year. 
“Joint ventures can be 
very difficult unless both 
the partners have a long- 
term united vision,” says 
Utsav Seth, CEO and 
Managing Director of 
Pavers England India. 
Pavers is the only for- 
eign retailer to set up shop in 
India with 100 per cent investment. Other indus- 
try experts agree. “Joint ventures with smaller 
companies with limited understanding of the 
retail dynamics are bound to fizzle out. 
International companies are comfortable work- 
ing with us because of our long history in retail- 
ing,” says Suresh of Arvind Brands. 

US-based watches and accessories company 
Fossil Inc is set to enter India with its first store in 
Mumbai in February. The company - which 
plans to invest 325 crore in the first phase - has 
been sourcing watch components from India for 
the last five years. Fossil India Head Vasant 
Nangia says their five-year stint in the country 
has sensitised them to Indian conditions. "Our 
entire management here is 100 per cent Indian 
and we are hiring local talent who understand 
Indian retail," he says. 

Investing on their own will definitely enable 
international retailers to have more control on 
their business in India, but analysts believe it 
won't be easy. “I expect more action through the 
joint-venture route,” says Talreja of Deloitte. + 


GAjitaShashidhar, @arpitamukherjee 
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ENVIRONMENT & FOREST 
ROAD & TRANSPORT = 


A total of 86 large projects await 
mining and infrastructure — 
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SOUTH WEST MINING's HINDALCO’s | GUJARAT STATE PETRO. CORP’s 

-Kapurdilignite Mines pithead = + — Aditya Aluminium smelter : KG Basin (Deendayal Block) project, 
mal power Barmer, Rajasthan + project at Lapanga, Odisha Andhra Pradesh 

IWSTALLED capacity - 1,080 MW พ ง น Oo; mstauen capacrry- 300 MMSCFD* 
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Resolutions 2014 


It's that time of year again when we all pledge to change 
something about ourselves. While making our New Year 


resolutions, it is important to keep in mind that technology is 
all around us. Here are some basic tech resolutions that most 


of us can connect with. By NIDHI SINGAL 


| will regularly change 2 + | 
the passwords for all . + | will not check my 
my accounts + phone in the middle 


of the night 


| will run anti-virus 
programmes on ail my 
devices and enable an anti- 
theft alert on each of them 





98 


| will not download 
pirated content 





| will delete apps 
and software | 
don't use from my 
phone and laptop 





| will back up 
all my data 
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MIL | | will not take 


| & any gadget to 
JE the bathroom 


a 


| will not socialise on 
my phone while 
socialising with people 








u 


| will recycle 
all my old devic 
including mobil 
laptops, batteri 
and desktop 


Au 


| will always unpluc 
my charger when 
it is not in use 





VINHHJA | ห น 





5-STAR JOURNEYS TO 


MIAMI, USA 


OUR 6" USA GATEWAY COMMENCING 10'™ JUNE 2014 


Enter a world of luxury the moment you board Qatar Airways 


cabins and luxurious seats. Indulge yourself with in-flight enterta 


options and tantalising menu choices. Enjoy a truly reward 


and arrive fully relaxed at vour des! 


Our expanding USA Network: 


Chicago / Houston / New York / Washingtot 


Philadelphia* / Miami* / Dallas 


To book your tickets, contact 079 3061 6000 or visit qatarairways.com/in 


World's 5-star airline. 


4» QATAR 


AIRWAYS à. E áll 





On Record/Manmohan Singh: Point, Counterpoint 








“Tt will be 
disastrous to have 
"I want to assure Narendra Modi “There were 
you that there is no as PM. If by strong irregularities (2G 
reason to despair PM i spectrum and coal 
about our present y nw mean you block allocations). 
or worry about our preside Over But the dimensions 
future. I am massacre. that is ofthe problems have 
confident you will not the kind of been overstated by 
see the evidence h "mm the media, by the 
clearly in the next strength I will like CAG sometimes and 
few months” to have by other entities.” 
Manmohan Singh, PM, at the Manmohan Singh at his press Manmohan Singh at liis press 
Pravasi Bharatiua Divas in Delhi conference in Delhi conference in Delhi 





"The PM said a good “The use of such "Most of the 
thing that we should language against Modi corruption Scams 
not lose heart, good have emerged in 
days are coming ; does not add lo the the UPA-II regime 
soon. You may have aignity of PM's office. The and that is 
to wait four-six dirty tricks department something they 
coven of Congress has carried — to 
Narendra alin BJP's prime out tricks against Modi Sitaram Yechury, 
ministerial candidate, at the Arun Jaitley, Senior BJP leader, Senior CPM leader, 


Pravasi Bharatiya Divas in Delhi to wire agencies to wire agencies 
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A health policy that gives 
you tax benefits and more 
when you need it most 


[m] Chola Tax Plus Healthline 

74 A policy that gives you three big benefits! 
T € OPD coverage es Hospitalization coverage e Tax benefit 
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With you when you need us most 
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Regd. Office: Dare House, 2, N.S.C Bose Road, Parrys, Chennai - 600 001. India 

T: 91-44-3044 5400 F: +91- 44-3044 5550 E: customercare@cholams.murugappa.com 
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premium shown in the policy nor shall any person taking out or renewing or continuing a policy accept a 
allowed in accordance with the published prospectus or tables of the insurer. 2. Any person making default 
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Change 


signs of a pickup in the economy, finds the latest 
Business Today-C fore Business Confidence Survey. 
By MANU KAUSHIK 


.. any Indian exporters were delighted 


when the rupee fell like a stone last 
year. But not Ludhiana-based S.C. 
Ralhan, whose company, Sri Tools 
dustries, makes hand tools for the 
S and European markets. He says 
s customers pushed him to factor in 
e depreciation and offer a 10 per 
ent discount when the rupee fell 
below 68 to a dollar last August. He 
is still sadcled with the discounted 
rate today. though the rupee has 
bounced back from its historic lows. 
"It is a buyer's market and we have 
limited control on pricing of products. 
The situation is affecting our profit 
margins," he says. 

Apart from prices, Ralhan is also 
worried about a rising backlog. His 
company issitting on an order book 
of three months because of a labour 
shortage that has delayed ship- 
ments. "We are almost two months 
behind the shipment schedule. Even 


k r 





though the order-book has gone up 
by almost 10 per cent, slow execu- 
tion has impaired my negotiation 
ability,” he says. 

But things have started looking 
up a bit for the overall Indian econ- 
omy, according to the latest Business 
Today-C fore Business Confidence 
Survey. The survey for the October- 
to-December 2013 quarter found 
sentiment among corporate leaders 
had improved marginally compared 


to the previous quarter. On a scale of 


100, confidence level was at 48.6 in 
the third quarter of 2013/14, up from 
48.2 in the previous three months. 
Market research agency C fore quizzed 
500 CEOs and chief financial officers 
across 12 cities for the survey. 

Apart from the overall index, 
some parameters also saw moderate 
improvement. For instance, 33 per 
cent of the respondents expected the 


ม ล ศี 


overall economic situation to worser 


Business confidence has improved marginally with stray 













April-June 2013 


during the October-to-December pe- 
riod when they were surveyed at the 
end of September. Now, fewer re- 
spondents — 12 per cent — expect the 
overall economic situation to worsen 
in the January-to-March period. 

Similarly, 24 per cent of the re- 
spondents saw their demand condi- 
tions worsening during the July-to- 
September 2013 period (compared 
with April-to-June 2013). The cor- 
responding figure for the October-to- 
December 201 3 period is lower at 15 
per cent, hinting at an uptick in de- 
mand conditions. 


Business confidence hit a high of 


74.8 in the quarter ended March 
2011, when the survey started, be- 
fore dropping to its lowest point in 
July-September 2013. Sentiment in 
the first half of this financial year was 
largely subdued due to many factors, 
including the sharp rupee deprecia- 
tion, the soaring current account 
deficit, weak economic growth and 
stubbornly high consumer inflation. 

The situation improved on some 
of these fronts in the October-to- 
December quarter. For instance, the 
current account gap narrowed to 
$5.2 billion, or 1.2 per cent of gross 
domestic product (GDP), in the second 
quarter of 2013/14. GDP growth too 
inched up to 4.8 per cent during the 
same period, 40 basis points higher 


businesstoday.in/bci-jan2014 


A MINOR 
REBOUND 


Confidence recovers from 
the lowest point ever 


July-Sept 2013 


Apr-June 2013 


50.8 Services 


July-Sept 2013 


BCI by 
Sector 


Business 
sentiment 
improved in 
light industry, 
very slightly 
in services 
and heavy 
engineering 


46.6 Heavy Engineering 47.4 








| BCI by Size ; bv Size Businesses across the board witnessed a small risi 
d in confidence in the October-December quarte 
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businesses 


Business Confidence Index on a scale of 100 


Medium businesses: Turnover *100-500 crore 
Micro businesses: Turnover € % crore 


*Big businesses: Turnover » 1500 crore 
Small businesses: Turnover 15-100 crore 
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The majority of respondents saw no change in the 
December 201 3 quarter from the previous quarter 








"Expectations are 
that the economy will 
start to recover, but it 
is still not clear when, 
and at what pace" 


SIDDHARTHA SANYAL 
Chief India Economist, Barclays 


than the first quarter of 201 3/14. 
"In the first two quarters of 201 3/14, 
there was a lot of uncertainty among 
businesses, investors and general 
consumers. The reason for the im- 
provement could be the current ac- 
count deficit has gone down and 
even external factors have im- 
proved,” says Mahesh Nandurkar, 
Executive Director at Hong Kong- 
based CLSA. 

The survey shows 27 per cent 
expect exports to pick up in the 
January-to-March quarter. Ajay 
Sahai, Director General and CEO of 
the Federation of Indian Export 
Organisations (FIEO), says most ma- 
jor markets are showing some im- 
provement, "In the US, unemploy- 
ment rates are falling and consumer 
spending is picking up." he says, add- 
ing that exports are expected to grow 
13 percent in 201 3/14. 

The repo rate set by the Reserve 
Bank of India (RBI) - which was left 
unchanged at its last monetary pol- 
icy review- will certainly impact 
business in the January-to-March 
quarter, say 69 per cent of respond- 
ents. A substantial 75 per cent do not 
expect any change in the overall 
economic situation in this quarter. 
Siddhartha Sanyal, Chief India 
Economist, Barclays. says: "Things 
have stabilised but have not begun 
improving as vet. Expectations are 
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Overall Economic Conditions 


Nearly three-fourths felt overall conditions had not changed 


Substantially worse ll2 
Moderately worse | 10 


same/no change ไถ ถิ ถ่ ถู ล 72 


Moderately better [| 3 


Substantially better Ill > 


Finance Availability 
Most felt fund availability was 
much the same as before 


6 9 68 15 2 
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Hiring Conditions 
Fewer than 20 per cent felt 
hiring had improved 
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Figures indicate percentage of respondents 





Demand Conditions 
S0 too was the case with demand 


Moderately better 


J Same/no change 







1 Substantially better 
Moderately worse 


ERN Substantially worse 





Profit Margins 
Less than 15 per cent said profit 
margins were better 
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"Companies like ours, 
which are linked to 
the agriculture sector, 
will see stable or 
higher production 
levels" 


AJAY S. SHRIRAM 
Chairman, DSCL 


building up that the economy will 
start to recover but it is still not clear 
when and at what pace recovery will 
take place." 

Raw material costs remain a con- 
cern for companies, with 89 per cent 
of respondents expecting costs to ei- 
ther go up or stay the same in the 
January-to-March quarter. "I do see 
a reason for price increase. High infla- 
tion will have a cascading effect on 
input costs. The spike in the ex- 
change rates will also play up as the 
electronics industry is dependent on 
imported raw material." says 
Bhaskar Pramanik, Chairman 
Microsoft Corporation India. 

Righty per cent expecting no 
change in investment plans in the 
January-to-March quarter. N.H. 
Bhansali, CFO and President, Emami, 


says fresh investment is a function of 


anticipated rise in demand and gen- 
erating demand is the biggest chal- 
lenge. "In the FMCG sector, taere's 
only price growth happening. 
Volume growth is not there even in 
the categories which are cons:dered 
necessary - soaps and detergents.” 
According to the survey, 34 per 
cent expect profit growth to deterio- 
rate in the January-to-March period. 
Nandurkar says corporate results will 
not be great in the December quarter 
anyway. “The traditional IT business 
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ST EXPECTATION 


Most companies expect little improvement in the 


January-March quarter 
Overall Economic Prospects 
Less than 15 per cent expect the situation to get better 
Substantially worse [ij 4. 
Moderately worse MINI 7 


Same/no change "สั ศร ณะ 1 
Moderately better NNI 9 
Substantially better Bl 3 









Overall 
Economic 
Situation 


Same as before 







Moderately 
Substantially Worse Substantially 
better 9) worse 


2 3 


Overall Business Situation 
The majority expect no change 





74 
Same/no change 


Moderately better 
Substantially better 


Moderately worse 
Substantially worse 


Overall Financial Situation 
A small section expects improvement 


4 Substantially 
better 
Moderately 
better 
Moderately 8 
worse 
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Figures indicate percentage of respondents 
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Cost of External Future 
Finance Investments 80 
Four-fifths see no change 


Nearly one-fourth expects in the investment climate 


an improvement 





Substantially worse 


๑ 


Moderately worse 


"In the FMCG sector, 
there's only price 
growth. Volume growth 
is not there" 





N.H. BHANA ว ร m. 

CFO & President, Emami Ek See ee SE 
Sz 2225 BE Se 

, es ES Ss =% EL 

is under pressure. When demand 2 3 9 € 8° 

A ^— + * ฉ่ " © 1 - = = S 

is suppressed and costs are high, a E 


margins are bound to be under 
pressure," adds Pramanik. . f 
Still, ล high 91 per cent expect Inventory of Raw Material 


production levels to rise or re- Same/no change Most feel the situation will stay unchanged 
main the same in the January-to- 
March quarter. One factor, as dy 7 64 18 5 
Ajay Shriram, Chairman and 
Senior Managing Director of DCM 








Shriram Consolidated Ltd (DSCL), Moderately better 
notes could be the rural sec:or 
pulling up the economy. Substantially better 


“The agricultural sector has dene 





well both in terms of production a 

and income of farmers. Production — 

Companies like ours, which are levels e 

linked to the agriculture sector. About two-thirds have little | cm =| 

will see stable or higher produc- hope of change i oan 

tion levels,” he says. 66 TAN mcus Se xe Ecl 
Surprisingly, nearly 40 per s5 ££ Se sz sz 

cent expect stock prices to pick up [dn g = 5 z 5 5 ธร 

in the January-to-March quarter. E - = = 


Sanyal says stock prices will not 
wait for the economy to turn 
around. “The stock market runs Sellin g Prices Pick up 
on the basis of expectations. At ; 
this point, we are a lot more pcsi- Few expect selling prices to rise 
tive on inflation and no further 
rate hikes,” he adds. 

CLSA's Nandurkar says the 


74 = Moderately 





recent state election results could 3 6 4 ae 
be one reason for the optimism. ua ux X Same/no change = 
“The BJP won in three state elec- $ g 2 5 LT 
TT B vi UNS = 5 g z = 
tions recently. Among business > £ S 2 S 
เละ เศ ห ง , , a = M Substantially 
CEOs, there's a preference for the ร ซื 2 Š worse 
BJP.” he says. € t BS 9 £ 11 | 
5 gs E 2 ø Moderately better Substantially 
pa o a 5 t 
i = = 3 "im better 
@manukaushik A o Figures indicate percentage of respondents 
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iE dC Se ee ee ee For previous business confidence surveys, go to me 
www.businesstoday.in/archives- febO214 | 


Substantially worse ผด 1 3 
Moderately worse 
















Export Pickup 
Over one-fourth expect exports to increase 
Same/no change seem 5^C———————— 
Moderately better sss: 
Substantially better แต ต > 


a er ce 1 130 ง 0201 ล็ bé RN v rei cesasaverscetsiesetéocig 


a 
Import Pickup 4 | 
One-fifth expects PLAY 


imports to fall 


Hiring Pickup 
The majority expects no increase 
in hiring 








TETE _ c un Moderately : Substantially Substantially Moderately Moderately Same/no 
worse better | better worse worse better change 
Stock Prices |J. Will the RBPs unchanged 


Ji 
we 


monetary stance impact your 


Nearly 40 per cent feel 
business in the next quar ter? 


stock prices will rise 
































Substantially Moderately Same/no Moderately Substantially 
worse worse change better better 





Figures indicate percentage of respondents 





METHODOLOGY 


| Jf arket research agency € fore conducted the survey. The field work was conducted in Decem e 

V L Five hundred CEOs or CFOs from different industries were interviewed. The survey was carrie 

cities - Delhi, Mumbai, Chennai, Hyderabad, Bangalore, Kolkata, Chandigarh, Lucknow, Nag 

. Visakhapatnam and Bhubaneswar. The companies were segmented based on their turnover and tl 

< «they offered. Those with a turnover of over 3500 crore were termed big, those between to Fi 
medium, those with a turnover less than X100 crore small, and those less than 15. crore b: icro  büsitiesses. 
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ส ล ขอ ค ล ห ห ศร น ล ล ร ล ล ล ต ล อ ต อ อง น น ESSN 
OPPORTUNITY 


= 495 Urban cities with over 1 Lakh population, and 7935 cities and towns in India 


* Employment growth estimated at 25 million by 2020 


* 18.76 million additional houses currently required, of which 9996 are in the Economically 
Weaker Section (EWS) / Lower Income Group (LIG) / Middle Income Group (MIG) 


| DIRECT IMPACT ON THE ECONOMY 

| « Employment Sector: Impetus to the Housing Sector in the economy will generate 
| employment opportunities of INR 60,000 Crore 
| 


" Steel Sector & Cement Sector: Expediting the under construction real estate projects, 
including Affordable Housing projects will immediately add INR 160,000 Crore 
(35% growth over the current industry turnover) 


H 


p ou tc NÉ ' 
IMMEDIATE / SHORT TERM OBJECTIVES (3 MONTHS) 








* Infrastructure status for the Affordable Housing Sector to attract more capital and investment 
formation 


a Digitization ofland records 


* Ease the conditions for FDI in real estate and reduce minimum capital requirement from $10 Mn to 
$5 Mn & minimum tenure before repatriation from 3 years to 1 year 


" Review / Repeal Sec 43C in the Income Tax Act on taxation at circle rate and restore 80 IB(10) 
tax exemption on income derived by an undertaking, engaged in development and construction of 
smaller dwelling units 


= Review RBI norms for project finance; uniformity in the end user income ceiling norms for 
Affordable Housing units for EWS and LIG 


| "^ Insurance / Pension funds to be allowed to invest in the Affordable Housing Sector 

| 

| 

| 

| " Impetus to the essential infrastructure at the outskirts of tier I / tier II cities to ensure Affordable 


Housing clusters are well connected and cities are de-congested 
0 85 ๐ ๐๐ ๐ 5 ้ ้ ้ REIR Sige la ae nd a re ea tl tes 





We invite valuable inputs from bankers, regulatory agencies, 
economists, developers for inclusion in the policy submission by 
ASSOCHAM. ASSOCHAM proposes a national seminar 

shortly on this topic. Do write to us with valuable inputs 








“India is at the crossroads of experiencing rapid 
urbanization in the current decade. Addressing the 
Affordable Housing shortage will also create a GDP 
multiplier, while improving the living standards of 


Indian citizens.” 


Rana Kapoor ! 
President, ASSOCHAM a . ee | 
ร ร ร ร ร ร ร ร ร ร ร ร ร ร ร ร ก ร ร ร ร รา ee - 
MEDIUM / LONG TERM OBJECTIVES (6 MONTHS) 


w= Rationalisation of Direct and Indirect Taxes in the real estate industry to enable competitive pricing 
for the end user 


= Single window approval mechanism for Housing Sector as against the approvals through 150 
tables across 40 departments of Centre, State Govt. and Municipal Corporations 


* Mandating developers across country to construct EWS / LIG units and authority to create 
enabling environment with increased Floor Area Ratio (FAR) 


* Incentivize low cost and innovative technologies such as prefab for producing large volumes of 
Affordable Housing units 


= Develop afool-proof mechanism for rental housing and ensuring implementation of REITs & REIMFs 
under the same 


= Availability of higher FSI with relaxed density norms for Affordable Housing projects 


5 
A" uae 
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E-mail: believeinindia@assocham.com 
ASSOCHAM Corporate Office: 5, S. P. Marg, Chanakyapuri, New Delhi -110021 


Ph: + 91 11 4655 0555, Fax: + 91 11 2301 7008, 
www.assocham.org 
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Will the equity market rise if the UPA 
comes to power? 





Yes 








Can't Say 


Will the vidis pasti rise 
^" if the NDA comes to power? 





Can't Say 


ae Pane ชม เซ ตา ม อ ล เ อ ซา เค ษา ณา ล่ อ อ ๑ ล ข่ อ น PERE ESHER EERE EE ล อ 


Agrawal and Krishnakumar are among a growing 
number of fund managers betting on a rise in Indian 
stock markets. In the fourth Business Today Morningstar 
Asset Allocation Survey, 55 per cent of fund managers 
polled expected the Bombay Stock Exchange's bench- 
mark Sensex to trade between 21,000 and 23,000 at 
the end of 2014. The remaining predicted the index to 
stay above 23,000. In the survey's third edition in 
October 2013. only 15 per cent expected the Sensex to 
stay above 20,000. The benchmark rose nine per cent 
in 2013 to cross the 21,000 mark, led by select stocks 
such as Tata Consultancy Services and ITC. 

The expectation of an improvement in macroeco- 
nomic conditions is not the only reason for the bullish 
undertone. Nearly 90 per cent of the fund managers 
surveyed said the Bharatiya Janata Party-led National 
Democratic Alliance (NDA) had a high chance of oust- 
ing the Congress-led United Progressive Alliance in the 
general elections due by May. Seventy per cent of those 
polled feel stock markets are likely to rise if the NDA 
comes to power. Krishnakumar says the new govern- 
ment should push reforms that are essential to revive 
an economy growing at its slowest pace in a decade. 

The optimism among fund managers is evident also 
from improved predictions for the Sensex's price-to- 
earnings ratio. Nearly two-thirds of the fund 
managers feel the indicator used for valuing 
stocks is likely to hover between 14 and 16 times 






For the previous BT-Morningstar survey, go to 























www.businesstoday.in/archives-febO214 





 businesstoday. in/asset- allocation4 E 





^1 Will the market rise if a Third Front 
forms the government? No 









Can't Say 


At what - d you indt the BSE 
Sensex to be a year from now? 


Above 


21,000 and 23,000 


23,000 
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| What is your nai of the อ อ ล่ อ ง ง 5 
' P/E ratio with a one-year horizon? 


12-14 times 
forward earnings 


eon LR HSS INE SIE MEER OTN 


16-18 times a- 14-16 times 
forward forward earnings 
earnings : 


Which stocks look attractive in the 
coming year? 





Barking T Industrials 


Which sectors a are you y least confi dent 
about in the coming year? 





Consumer Goods RealEstate All figures in per cent 
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DALSIA BT-Morningstar Asset Allocation Survey 
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forward earnings over the next one year. More than 
a quarter expect the ratio to be between 16 and 18 
times forward earnings. In Cctober, 46 per cent of 
those surveyed saw the ratio falling below 14 times 
forward earnings. 

The latest survey shows more fund managers are 
favouring mid- and small-cap stocks over large-cap 
shares. Krishnakumar says he plans to increase the 
share of mid- and small-cap stocks in his portfolio to 
25 per cent in coming months from 15 to 20 per cent 
currently. He adds that mood among fund managers 
who are ready to take more risx is changing in favour 
of mid-cap stocks. In the October survey. no fund 
manager wanted to take more than 50 per cent ex- 
posure in mid- and small-cap stocks. In the latest 
survey, 27 per cent are willing to invest half their 
portfolio in such shares. 

Apart from shares, fund managers are looking to 
take more risks in the debt market as well. The survey 
shows that 30 per cent of those polled expect to in- 
crease their exposure to lower-rated debt in the com- 
ing year while 60 per cent wart to stay steady. In the 
previous survey, 62 per cent were reducing the share 
of lower-rated debt in their portfolios and nobody 
wanted more exposure. 

The survey shows also that fund managers see 
some improvement in the Indian economy. Nearly 
three-fourths expect gross domestic product to grow 
at five to 5.5 per cent and 91 per cent expect the fiscal 
deficit to be less than five per cent. Unlike the previous 
survey, a majority of fund managers expects the 
Reserve Bank of India (RBI) to cut interest rates mar- 
ginally in the next one year. Around 55 per cent ex- 
pect the repo rate - at which banks borrow from the 
RBI —to be in a range of seven to 7.5 per cent from the 
current 7.75 per cent. No fund manager expects the 
repo rate to fall below seven per cent. 

The survey shows more fund managers than be- 
fore expect the rupee to stabilise at current levels. The 
rupee is hovering around 62 to a dollar. Around 45 
per cent of those polled forecast the rupee to remain 
between 62 and 64 versus the dollar over the next 
one year. In October, only eight per cent expected the 
local currency to stay in that range. Like the last 
survey, halfthe fund managers continue to see crude 
oil prices around $100-110 a barrel. But 30 per cent 
see oil prices falling to around $90-100 a barrel. The 
latest survey also finds worsening sentiment regard- 
ing gold. Half of those polled meintain a neutral posi- 
tion on the yellow metal, compared with 43 per cent 
before. One in five has a positive outlook on gold, 
down from more than one-third in the previous sur- 
vey, while the remaining are pessimistic. @ 
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How do you see the rupee moving versus 
the dollar over a one-year period? 






How do you u think investors should 
allocate money over the next year? 





30-50% in 


small/mid-caps 
- 
9 al 
Less than p 
30% in small/ in sma 
mid-caps 


mid-caps ๑ 





Over the next one year, ; which leading 
global markets are likely to be most 
favoured by institutional investors? 





Other Developed ..... 


United States ๑ ----- 
i ew Markets 


— 1 





Emerging 


dl 


With a one-year horizon, where do you 
see India's GDP growth rate? 
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All figures in per cent 
Source: BI-Morningstar Asset Allocation Survey 
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FUTURE a 
LOOK DIM’ ay, 


Commodity futures trading น 
has suffered in the wake of the 

NSEL scam, and MCX is hurting 
the most. BY AJAY MODI 





cams and uncertainties 
have spoiled the party in the 
commodity futures market, 
and the worst sufferer is the 
Multi Commodity Exchange (MCX). 
The exchange's turnover has plum- 
meted by 69 per cent since April 
2013. Although it is still the biggest 
player, it has been losing market 
share to rivals in the current finan- 
cial year. 
According to its website, MCX had 
a market share of 87.3 per cent in 
terms of the value of commodity fu- 
tures trades in 2012/13. Data from 
the Forward Markets Commission — 
the regulatory body for commodity 
futures trading - shows that MCX had 
a market share of 89 per cent in the 
first fortnight of April 201 3, and this 
shrank to 75 per cent by the end of 
December. 
In the same period, nearest rival 
National Commodity and Derivatives 
Exchange (NCDEX) more than dou- 
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Turnover in * crore 


bled its share from 8.75 
cent. The third largest player, the 
National Multi Commodity Exchange 
also moved up. from 0.76 to 2.54 per 
cent. Also during this period, the total 
turnover of all commodity exchanges 
fell from 3787.433 crore to 3292,292 
crore. The trend suggests a shaky 
future for commodity futures trading, 
which is still in an early stage com- 
pared to equity markets. 

The greatest drop has been in 
bullion, for which the value of trades 
fell from 3384,511 crore to 
1108,919 crore. Experts attribute 
this to tightened gold import norms, 
which reduced the need for hedging. 
Metals other than bullion slid from 
ł1 31.342 crore to 345,880 crore. 
The impact on agricultural com- 
modities was comparatively mild, as 
they fell to 377,828 crore from 
185,853 crore. 

The decline on MCX is partly due 
to the 0.01 per cent commodity 
transaction tax (CTT), imposed since 
July 2013 on all non-agricultural 
and some agricultural commodities. 
Unlike NCDEX, which is primarily 
driven by agricultural commodities, 
MCX draws a larger share of its rev- 
enue from metals. The decline can 
also be attributed to the National 


Spot Exchange Ltd (NSEL) scam, 


vhich hogged the headlines by late 


July 2013. 


Financial Technologies (FT). led 


by Jignesh Shah, is the promoter of 


both NSEL and MCX. NSEL suspended 
trading activity on most contracts on 
July 31, 2013, and failed to settle 
outstanding contracts worth 15.600 
crore, leaving investors in a fix. A 


NMCE 


to 19 per 





detailed investigation by the police 
and regulatory agencies followed. 
Commodity markets face chal- 
lenging times, says Samir Shah, 
Managing Director, NCDEX. 
"Imposition of the CTT has had a 
major impact," he says. "Further, 
price bearishness was seen in the 
agricultural sector. This could have 
led to poor sentiment in commodity 


trading. In addition to the impact of 


the CTT, the events that unfolded 
in the NSEL case shook investors' 
confidence in commodity futures 
markets." 

However, corrective measures by 
the Forward Markets 
Commission are ex- 
pected to help revive 
the market in 2014, 
Shah adds. 

The NSEL crisis has 
only worsened with 
time. The exchange 
has defaulted on pay- 
ment schedules 21 
times. The Forward 
Markets Commission 
has declared FT and 
Jignesh Shah not "fit and proper" to 
run MCX (the order has been chal- 
lenged in the Bombay High Court). 
and the Economic Offences Wing has 
attached Shah's properties. The 
Commission has directed FT to trim 
its stake in MCX from 26 per cent to 


two per cent. Some say a process of 


cleaning up has started and things 
are likely to improve. 

The Forward Markets 
Commission maintains that FT has 
violated rules at MCX. and is keen to 
see Shah's exit from the bourse in the 





123,000 crore in early lanu 





E in 17013 


Source: Forward Markets Commi sien 
interest of other participants. The 


Commission says FT violated the di- 
rec tive tirat prey vents snare 0 







bu 1 ‘he id Bullion Mari cet 
Association, in which FT-owned NSEL 
had a 60.88 per cent stake as of 
March 2013, traded at both NSEL and 
MCX, in direct violation of govern- 
ment rules. The Commission raised 
questions about corporate govern- 
ance at FT in findings that were made 
public on December 18, H says that 
the declining volume of tr: D" 
in the wake of the NSEL | 
cates "erosion of public ต หา ล ม ล ง | 
Responding to 
queries by Business 
Today, MCX said there 
was a decline in turn- 
over after the CTT was 
introduced, but now 
there are signs od im- 
provement. it says Hs 
daily turnover 
da ed from an av- 
rage of 
crore in December 
2013 to around 
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717.355 








2014. But this is still well helow the 
daily turnover of %51,( 

April 2013. Nonet bees MCX m 
tains that market sentiment is im- 
proving, aided by the removal of ad- 
ditional margins on trading in bul- 
lion, base metals and energy. ^ re- 
sponse from the exchange says: "T 
market regulator is looking al sever: 
steps to revive interest in commodity 
futures market." + 
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OE ILA A Maruti 


Maruti has 
bounced hack hy 
focusing on little 
villages, small = 
customers and tiny 
gains in factories. 
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The hig things are | 
m a Cleansing of the ii 
workforce, capacity 
| building and R&D. a E | 
By Suveen Sinha 
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takes Kenichi Ayukawa five seconds of chuckling and seven seconds of hemming before 

he begins to answer the question. The question itself was innocuous. What is the one 
thing that he would like to bring over from Suzuki's Pakistan operations, which he 
headed for four years before joining Maruti Suzuki India last April as MD and CEO? 

He takes time to make his pick. It is not the environment (“er... very difficult country, 
politically”), or the market (“business-wise quite difficult, regulation not easy”). Nor is it 
the scale (“very small”). However, over there in Pakistan, Ayukawa knew his people, much 
smaller in number, much better. He would like to have the same kind of human relations in India. 


- 
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2 Chairman R. C. Bhargava (left) with MD and = 
| CEO Kenichi Ayukawa at the final inspection 
segment of Maruti's assembly at Gurgaon 
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KALLE Maruti 


MARUTI YESTERDAY 


Crippling labour strife; HR manager killed by workers 
Share of car market plunges to nearly 38% 

Financial indicators crash 

Core segments under attack from rivals 


Market swings to Qlesel Cars 


a N 





Maruti Suzuki, he says, is too big. "Sometimes I do not 
know who is who and cannot recognise some of my peo- 
ple when I meet them in the city." 


Prey to Predator 


Every morning Ayukawa first goes to the 





TODAY 
Market share up at 41.3% 


Contract worker system scrapped in 
favour of a new, flexible arrangement 


Sales rising in a falling market 
Surge in rural sales 
Petrol cars claw their way back 


market and policy vicissitudes. 
July 18, 2012, was a dark day in the company’s 
otherwise proud history of three decades. Someone died 


factory in Gurgaon, whose gates open to Rural Rocks 


a dusty and noisy road, before coming to Sales growth 
the corporate headquarters in Vasant — inrecent 
Kunj, New Delhi, a stone's throw froma years 
bevy of shiny malls. The visit to the other 
lactory in Manesar, about two hours 
away by road, happens once a week. 
Soon after joining, he surprised 
everyone by walking into a meeting of 2011/12 
the workers’ union, something few MDs 
are known to do. Were there any awk- 
ward moments: Share of rural 
“I was comfortable," he says. “Face- sales in total 
to-face meetings are important. You 
can see the person's eyes and [sense] 
how he feels. Gradually, with a smile, 
things change." 
At the meeting he talked at length 
about the state of the company: sales, 
financials, and the market situation. 


21 
17 

“We are in the same boat. We are not 
enemies. We are colleagues and have to 
collaborate. That is why we have to 
share information. The direction should 10 
be the same for everyone, which is, 
growth and development of the com- 
pany. If we get the right results, the 
fruits can be shared.” 

Each of those words strikes the right 
note. For, the people issue has pegged 
Maruti back in recent times more than 


2008/09 09/10 10/1 
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12/13 Apr-Oct 
2013 


that day: Awanish Kumar Dev, 
General Manager of Human 
Resources. He was killed by the same 
workers he used to look after, and 
command and cajole, every day at the 
Manesar factory. His charred body 
was discovered late in the night. 

At least 100 other managers were 
injured: broken arms and bleeding 
heads were the most common injuries. 
»omc nurt themselves as they jumped 
off tl he | first f 00! " to avol dr ar np a zing 
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orkers, who took whatever th 


ff 


“Fa 


could find - tools lying about in 
actory, parts of th le cc 

pu Potter. hinges 

and did things they e 
capable of doing. What's more, the 
darkest hour came on the back of a 
prolonged labour unrest the previous 
year, which had caused an estimated 
loss of 32,500 crore in revenue. 

The company began to buckle 
under the fresh assault. The Manesar 
plant was locked out for almost a 
month. Maruti's share of the passen- 
ger vehicles market plunged to nearly 
38 per cent, a far cry from the vertigo- 
inducing 55.5 per cent in the year 
2000. Net profit after tax fell 5.4 per 
cent in the July-September quarter of 
2012. 

The labour trouble came in the 
midst of a wild swing in the market 
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TOMORROW 


Ready to attack with 14 new models; two new SUVs: 
unveiling India’s first car with auto gear shift 


100-acre R&D centre at Rohtak, cracked up to be Asia's best — {nian Sefer น ม 
New diesel engine capacity of 150,000 set up in pian 
Poised to reach 100,000 villages 


15,000 crore investment 
in the pipeline 








Maruti wants a slice of the 
burgeoning SUV segment: 
iV-4 (Concept) 


towards diesel cars. "After April 2011 the share of diesel cars 


rose from about 36 per cent of the total sales to 58 per cent. "We are counting pach irop | 


We did not have enough diesel capacity, only the one plant 


in Manesar producing 200.000 diesel engines. We had a As much as 48^; of 0 แท Sales 
wanting: ไม lor 1004 mm | diesel cars but no capacity,” says are in villages with less than 


Chairman R. C. Bhargava. 


Competition began to snap at Maruti's heels. Hyundai had 100 households’ 


always been a formidable challenger, albeit always a distant 


second. Toyota gained ground with its Etios and Liva. both of Mayank P W C00/ Maruti 


which mostly sold diesel variants. In the ensuing months. 





Maruti 


things got worse as Honda launched the Amaze, a small 
diesel-powered sedan striking at Maruti's core of DZire. 
Renault-Nissan was getting ready to storm Maruti's bas- 
tion of small cars (A segment) with its Datsun brand. 
Tongues began to wag: how long could Suzuki, a minnow 
in the global automotive order, continue to dominate a 
market where the whales had come in: 

The opposite has happened. Maruti s sales have 
erown 1.3 per cent during April-November, while the 
market has shrunk 5.6 per cent. In December, car sales 
fell 4.52 per cent, but Maruti's rose 5.5 per cent, giving 
it a market share of 41.3 per cent for the nine months of 
this financial vear. Osamu Suzuki, patriarch Chairman 
of Japan's Suzuki Motor Co, which holds 56.2 per cent 
equity in Maruti, has told his managers in India to keep 
it above 40. All the financial indicators are going up (see 
Good Times and Speeding Up). 

"The EBITDA margin had dipped to seven per cent in 
2011/12, our worst year. It is now 12 per cent. We don't 
want it to fall below 10 per cent," says Ajay Seth, the 
finance head. EBITDA is earning before interest, tax, de- 
preciation and amortisation — a key indicator of financial 
health. 

The company has pulled off a coup bv doing away 
with contract workers, who were seen to be at the root of 
the unrest at Maruti and several other manufacturing 
companies. It has moved to a system of hiring workers 
who would be laid off if the demand went down and the 
company had to reduce production. 


52 BUSINESS TODAY February 2 2014 


1 ร oe T 
l J 


VE HINT PVE LU D | 


f 
| 
i 


| 





"We have brought the import 
content down from 30% to 16%. 


Our target is 11-12 ^" 


Ajay Seth / CFO/ Maruti 


A buoyed Maruti is now gearing up to take the battle 
to the enemy camp. On the anvil, according to 
Bhargava, are two sports utility vehicles to get a foothold 
in the market that Renault's Duster and Ford's Ecosport 
are running away with. The SX4, its old warrior in the 
mid-size sedan segment that looks like a very tired old 
warrior, is ready to be replaced. At the biennial Auto 
Expo starting February 7, it will unveil a car with auto 
gear shift technology, which has gears similar to auto- 
matic transmission and does not engage the clutch, but 
delivers the fuel efficiency of manual gears. 

There is a modern research and development facility 
being set up in Rohtak in Haryana, which will design, 
develop and test new vehicles for India and some overseas 
markets. Spread over 700 acres, it will be bigger than the 
Manesar factory (600 acres) and more than twice the 
Gurgaon factory (300 acres). The capital expenditure 
earmarked for it is 31,500 crore over two years. 

“All the testing for future models can be done there. 
We can do the complete PDCA cycle: plan-do-check-ac- 
tion,” says C. V. Raman, the head of engineering and R&D. 


Here, There and Everywhere 


Maruti Suzuki has the largest network in the country 


เพ Number of outlets Number of cities covered Source: Industry data for Sept 2013 
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Suzuki has in Japan since all the learning from there will 


be incorporated at Rohtak. "All the testing for future models 


The centre will help Maruti develop vehicles just the 


way the Indian customer wants it. Once it is fully func- Call he done there (at Rohtak). 
tional, Raman and his team of 1,300 engineers will move 

there. For context, when Raman joined the engineering We call ilo the complete PDCA 
wing in 2001, it had less than 100 engineers. 


PL 
Overall, the company has put aside 15,000 crore for cycle: plan-tlo-check-action 


Gurgaon, Manesar and the new factory to be set up in | 
s. C. V. Raman/ Head of Engineering and R&D, Maruti 


Gujarat. ไท a presentation made at the Tokyo 
Motor Show last November, Suzuki talked about 
14 new models for India, "the most critical region", 
in four years. 

“We should not be defending, we should be 
attacking,” says Ayukawa. “We have accepted 
[keeping market share above 40 per cent] as a 
challenge.” 

A November 25, 201 3 report 
by Credit Suisse says Maruti 
is the best placed car- 
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Getting into a better positi: 
with the market swing, it has set 
capacity for 1 50,000 diesel engin: 
Gurgaon. The plan was to set 

1 50,000 in the second pha 
has been put on hold for 
maker in India on the For good reason: d 
parameters of suit- P have been on the ri: 
able products, sales A, ing the gap with 


and service network, result is an 1 1.5 p 


India as an export m in sales of diesel | 
base, brand strength, April-Novembet 
ownership costs, and while petrol ca 


commitment to India. 
Under the sub-head, 
Maruti: Almost flawless 
execution, it says: "It is also 
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l'here is a Ii 
salion drive 
"We have bi 
developing a small diesel import cont 
engine for its A segment 
cars where none of 
its key competitors 
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has a diesel offering. 


This smaller diesel engine says Seti 
will also be used by the 


company for its foray into 
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Good Times 


said in a report of January 9 that Total income and 


it expected Maruti to report 38.6 net profit 
per cent higher profit in the quar- 
(in € Crore) 


ter ended December 2013. Some 
ofit would come from the merger 
of Suzuki Powertrain, the com- 
pany that owned the engine and 
transmission facility at Manesar. 
with Maruti. 

However, the story of how 
Maruti morphed from a defender 
into an aggressor goes beyond 
hard-nosed facts. To truly un- 
derstand it. you need to do what 
Ayukawa is doing: get to know 
the people who make the com- 





un 

pany what it is. And it will be a A 

candid encounter, for these men | I 
do not hesitate to share their ป 

2008/09 2009/10 


deepest secrets, sanguine in the 
belief that no one among their 
competitors has what it takes to 
do what they are doing. So what 
does it taker 


A Unique Sabbatical 

When Mayank Pareek told his wife about taking a two- 
year sabbatical, she was not happy. This was not a sab- 
batical from work but from the duties at home. Pareek had 
realised that his company. Maruti, needed all his energy 
as it prepared to face a slowing economy. The wife, to his 
immense relief, was supportive. 

That was five years ago. He is still in the sabbatical. In 
this period, the share ofthe rural market in Maruti's total 
sales has grown from a mere 10 per cent to more than 30 
per cent, as the total has grown from about 800,000 ve- 
hicles to nearly 1.2 million. 


2,307 


2010/1 


Wictal income . Bi Net Profit 
Source: CMIE Prowess 


During one 


Speeding Up 


Key financial ratios of Maruti Suzuki 
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: Operating profit margin (%) 
Source: CMIE Prowess, BSE 
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of them he met a petty shop- 
keeper in Dhanbad who said 
the slowdown was only for 
those who read The Economic 
Times and watched CNBC. 

An enlightened Pareek 
told his team to pay no atten- 
tion to what thev read and 
saw, to be aware but not be- 
come victims of the news. And 
he set out to find customers 
who would not bother much 
with the slowdown. 

Last September while trav- 
elling in Gujarat he noticed 
several outlets along the high- 
way which were bigger than 
dhabas but smaller than mo- 
tels. He stopped to talk to the 
owners. It turned out they 
raked in 31 lakh every day. 
Once back in office, he devised 
a special package for them on 
the Omni van, which has space to carry goods. The pack- 
age gets EY sales three to four dozen every month. 

c Coimbatore he noticed 
Ther were doing 
à iat package for 
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ng cession i which 
did well d ad times. The answer 
was temple DH who receive more offerings as people 
pray more. Maruti now has a special package for priests. 
which started at the Trimbakeshwar temple in Nashik. 

To counter the rising interest rates, he looked for cus- 
tomers who did not want to buy on loan. Typically, farm- 
ers like to pay in cash. There is a special package for them. 

Pareek also loves government teachers in villages. 
They draw more or less the same salary as their counter- 
parts in the cities, but a teacher's monthly expenses in 
Orai would be a fifth of a teacher's in Lucknow. Maruti's 
guru dakshína programme reaches out to teachers. 

The income from NREGA is not enough to help its 
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Maruti Suzuki stock on BSE (int Crore) 


Sep 2009 


1698.9 









Oct 2010 


1551.2 





Feb 2010 


1463.5 Apr 201 


| 1319.7 


175.1 
Mar 
2009 


beneliciaries in the villages buy cars, but they do end up 
buying soap, detergent and toothpaste. That puts more 
money in the pocket of the shopkeeper, who becomes a 
potential car buyer. 

All told, Maruti has 332 special packages for small and 
niche customer segments. each of which buys 30 to 50 
vehicles every month. “Every drop counts,” says Pareek. 
“We are counting each drop and these are adding up to 
something big. This year our sales growth is 1.3 per cent, 
but the rural market has grown more than 18 per cent.” 

There are two things that encourage rural folk to buy 
Maruti's cars more than ever before. First, road connectiv- 
ity in villages has improved vastly in the last few years, 
thanks to the Prime Minister's Gram Sadak Yojana. The 
second is the company's network of Resident Dealer Sales 
Executives (RDSEs), an army of 7,743 that covers 93 per 
cent of India's 3,854 tehsils. These are men and women 
drawn from the local population. Surveys had shown that 
village people did not really trust English-speaking attend- 
ants in shiny showrooms. RDSEs collect data and sell cars, 
each of the two functions equally vital 
to the company. 

Pareek has a fat log book. A swish 
of its pages can tell you that village 
Sasa in Gujarat's Saluja tehsil has 
10,000 people. three government 
schools with a combined 24 employees, 
a primary health centre with six em- 
ployees, branches of Dena Bank and 
Canara Bank, and 10 farmers with 
land holding larger than 10 acres. The 
village has 400 two-wheelers and 40 
tractors but just five four-wheeled pas- 
senger carriers. Pareek's eves light up 
by the time he reaches that last bit. "As 
much as 4.8 per cent of our sales are in 
villages with less than 100 households. 
Last year we sold our cars in 46,000 
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Fuel favours the brave 


Industry diesel car sales growth(%) 
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villages. A large number, you might sav. but that is iust 
seven per cent of total number of villages in the country. 
Our mission this year is to raise that number to 100.000." 

Maruti has set up 500 new sales and service out! 
small places in the last five years, adding to its already 
formidable network (see Here, There and Everywhere). U 
has started a Maruti Mobile Service, which will come to 
your house in a village to service your car. There will be a 
thousand of those by the end of this year. 


What the Eye Can See 


M. M. Singh has been with Maruti for 30 years, the last 
10 as head of manufacturing. He is a much respected 
figure on the shop floor. But this was too much. Having 
observed the conveyer belt in the engine assembly at the 
Gurgaon factory, he said it was stopping everv now and 
then. The plant manager refused to believe him. As far 
as the eye could see, the line was running srnoothiy. 














ooling — was fixed and the output 
went up by 20 to 30 engines a dav 

without anybody even noticing the 
| change. 

“| have images in my mind 
of all the parts of our factories. 
can see what others do not. 
You have to involve yourself 
to that level.” says Singh. in 
manner so down to earth that he 
seems incapable of grandiloquence. 

This ability to see has made Singh 
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a popular speaker at cor- 
porate conferences, where 
he gives out his secrets 
without fear. “Nobody can 
replicate us. By the time 
they get to where | am, | 
will have moved to an- 
other level.” 

The levels indeed 
change fast. Every year 
Singh exceeds his cost re- 
duction target. It was {351 
per vehicle for April- 
November last year, but he 
had touched %628 by the 
middle of December. Belore 
you scoff at the figure, 
multiply it by the annual 
production of 1.2 million. 
The total manufacturing 
cost has fallen nearly 40 
per cent in seven years. 

When Maruti intro- 
duced the K series of en- 
gines in 2008/09, its tool 
cost — a key indicator of 
production cost — worked 
out to 1185. Singh said he 
wanted it brought down to 
122, which was the tool 
cost for the old engine. In 
live years it has come 
down to 125. (The old en- 
gine, though. has moved 
to another level at 113 

The guiding principle 
at the factories is that the 
machine and the conveyor must not be made to wait. O. 
Suzuki is known to say that nobody should be paid for 
walking. Moreover, if a worker walks 20 steps to get to a 
component bin, that is 40 steps for each camponent. If his 
shift produces 200 cars, that is 8,000 steps for him, leaving 
him exhausted. 

So the com | ‘have been brought closer and closer 
to the assembly line worker, not an easy task given the 
layout of car factories. The walk is now a tenth of what it 
used to be a few years ago. In some cases, there is no walk- 
ing needed. In these cases, Singh has moved to a new level, 
monitoring the bending and lifting by each worker. 
Components are now placed to his left and right and as 





much as possible at a comfortable height. 

There are meters installed all over the factories to meas- 
ure electricity and water consumption for each car. During 
the two tea breaks of 7.5 minutes in each shift, the assem- 
bly line is stopped and all lights switched off, leaving only 
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"I can see what others do not. You 
have to involve yourself to that level” 


M. M. Singh/ Head of manufacturing’ Maruti 


the tea shacks lit up. “It is 
in our DNA to switch the 
lights off when leaving the 
desk." says Seth, the CFO. 

Most of the compo- 
nents now move from one 
place to another without 
consuming electricity, they 
simply slide on pulleys and 
rollers. In some cases this 
gravitational pull-fuelled 
system starts right where 
the component suppliers 
offload their trucks, 

For two months every 
year, starting February, 
Singh works seven days a 
week. On Sunday he pre- 
pares a list of things he 
wants to achieve the next 
financial year. The other 
days he holds sessions with 
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workers, supervisors, engi- 


neers and managers telling 
them about his piens. 





ast | to year, 
Maruti saved %350 crore 
by implementing sugges- 
tions made by the rank 
and file. Most of it was the 
small things. For example, 
the company used to pay 
a supplier 17 34,000 every 
vear for the seal of leak 
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testing machines. The seal is now made in-house and the bill 
is down to 11 30,000. 

“The workers have understood that if we are to survive 
we have to be cost-effective and the best in quality, that 
they will do well ifthe company does well." says Singh. 

But what if they get other ideas, as they did at Manesar 
in 2011 and 2012: 


Taking strife out of Labour 
The Gurgaon factory has been free of labour trouble for 
nearly 14 years. However, Manesar has been a different 
story: it was even a different company: Suzuki Powertrain 
India, which was merged with Maruti in 2012/1 
had its own system of recruitment, conducted through 
two external agencies. 

The workers stayed in small, rented accommodation. 
often four to a room, and had nothing to do after work. 
Manesar also had a high percentage of workers provided 


3. It also 
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Great Lakes is where 'the Art of leadership blends with the 
science of management’ to offer a learning environmen 
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It is that place where imagination is not limited by 
boundaries, where every thought is taken to its logical 
conclusion, where you are free to roam the skies of 
possibilities and go beyond every definition. 


For only when the imagination is unbound, will the potentia: 
be unleashed. 
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by contractors, over 50 per cent as 
per some estimates. The workforce 
there was new to the company, its 
age profile young. In consonance 
with the ambition of their genera- 
tion, they were restless. 

That was in contrast to 
Gurgaon, where many of the work- 
ers have been working for 20 years 
or more and take pride in their 
uniform, which gives them a high 
status in their villages. The large 
number of seasoned workers in 
Gurgaon kept the ambition of the 
young in check. “Your time will 
come,” they told their juniors. 

Manesar did not have such a 
calming influence of seniors. 

It does now, to an extent. 
About 150 senior workers from 
Gurgaon, who lived near the 
Manesar factory, have been trans- 
ferred there. Still, the average age 
of Manesar's 4,800 workers is 29: 
for Gurgaon's 7.200 it is 35. 





The most important thing is 
the attitude," says Chairman 
Bhargava. 

A portion of the recruitment is 
being done under a new system. If 
there is a fall in demand, some of 
them will be retrenched. The per- 
son who joined last will be the first 
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What If 


By VIKAS SEHGAL 
Managing Director & Global 
Sector Head - Automotive, Rothschild 





Maruti can do well in the short term but the 
loncer term may prove more challenging. 
Given the bottom-heavy structure of the 
Indian market, by 2020 it is possible that 
Maruti may be able to retain its significant 
volume share of the small car market given 
its traditional positioning and/or lack of 
interest from global majors. 


It's hard to predict the future. However, 
Maruti's share of revenue and profitability 
is likely to face high pressure because the 
high-volume, low-price segment barely 
generates any profit in absolute terms, 
even after taking into account Maruti's 
depreciated asset base. 


Can Maruti fight a global player in the 
lonc term? It is possible that Suzuki could 
change the paradigm in India. However, 

in no other market has it been able to ef- 
fectively compete with the likes of Toyota, 
Ford, Volkswagen and Hyundai. 


Suzuki's withdrawal from the large car 
market in the United States, its lack of 
significant presence in the premium small 
car market in Europe, and its marginal posi- 
tion in the emerging car market in China, 
indicate it struggles to compete in markets 
where global majors have a focused pres- 
ence. It has performed well only in the 
small car markets of India and Pakistan 
during decades when global majors did not 
show much interest. 


What if Toyota or Ford were to deploy the 
strength of their global resource base to 
compete in India? 


If success is survival, Maruti is going to be 
all right. If success is thriving... 


For full version go to businesstoday.in/maruti-sehgal 





temporary workers. You do want 
flexibility in the workforce because 
demand is flexible. So people take 
contract workers and the system 
gets misused,” says Bhargava. "We 
do not want hire and fire, we want 
temporary workers. What we also 
need in India is some kind of social 
security system.” 

Some other companies, too, are 
beginning to embrace this system. 
“There is no other way,” says the 
human resource head of a financial 
services MNC. 

In the first decade and a half of 
its existence, Maruti had facilitated 
housing for its workers in the 
nearby villages of Chakrapur and 
Bhondsi. Over 2,000 houses, all 
owned by workers. were con- 
structed. The company now wants 
to revive the system. 

Talks are on with the Haryana 
government for flexibility in build- 
ing laws so a large number of high- 
rise buildings of small units can be 
constructed. "That is the way to 
lower the cost for each worker." 
says Bhargava. Maruti will help 
them get land, finance, architects 
and contractors. 

And MD Ayukawa is not alone 
in facilitating communication with 
workers. All senior managers are 
bonding with their underlings. 
Workers representatives are 
sent to Japan to understand the 
systems there. 

"| never questioned my father. 
But both my sons and both the 
daughters-in-law question me. 
They also question their mother-in- 
law. In our time, the mother-in- 
law's word was law. If things have 
changed so much at home, they 


to go. If the demand picks up. the guy laid off last will 
be the first to come back. All regular workers' vacancies 
will be filled from this cadre, unless somebody turns out 
to be a bad apple. "The idea is to keep them and give 
them the motivation of becoming regular workers," says 
Bhargava. 

Eventually, the new system will account for about 30 
per cent of the total workforce, which is also the percent- 
age of demand swing that occurs every once in a while. 

"Unfortunately our law does not have a provision for 
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must change at the factory," says Singh. 

So he and the other senior managers often tell the 
workers how the company is doing, how the market is 
doing, the triumphs and the tribulations. "You have to 
get them involved," says Singh. "Once they feel involved. 
they can produce unthinkable results." 

He has numbers to back his belief. Many would think 
of 1350 crore saved through workers' suggestions as 
unthinkable. ๑ 
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Is striving 


to boost growth at Larsen & Toubro. 


By ANAND ADHIKARI and SUPROTIP GHOSH 





rishnamurthi Venkataramanan, 69, still remembers the motto of his alma 
mater, St George's Grammar School, in Hyderabad. "Perseverantia Omnia 
Vincit is Latin for ‘perseverance conquers all things," 
Managing Director of Larsen & Toubro (L&T). Perseverance will be the key to 
success as he leads the country's biggest engineering and construction com- 
pany in one of the most difficult times in its 75-year-old history. 
Venkataramanan, or KV as he is popularly known, took over as CEO and MD in April 
2012 after a management reshuflle that split the post of chairman and managing director. 


says the CEO and 





The redoubtable A.M. Naik, L&T's public face for more than a decade, remained chairman 
but shifted his locus to completing a business restructuring he had started in 2011 and 
creating a leadership pipeline. KV was tasked mainly with running the day-to-day affairs 
of the company. He has faced a turbulent time since then with the $ 1 4-billion engineering 
behemoth's financial performance deteriorating sharply. In the year through March 201 3, 





"ÜWER: L&T tied up with 
Mitsubishi Heavy to make 
boilers and turbines, but 
many power projects are 
facing fuel shortages and 
delays in land acquisition 
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| s&s L&T has 
a shipyard near 
Chennai that can 
make warships, but 
it hardly has any 
defence contracts 





cus 





NUCLEAR: A forgings 
joint venture with state- 
run Nuclear Power Corp is 
working at low capacity 
as atomic power plants 
are facing trouble 
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KRISHNAMURTHI VENKATARAMANAN 
CEO and MD, L&T 
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L&T's gross revenue rose 15.7 
per cent compared with a 24 
per cent expansion the previous 
year. The company's order book 
increased at a muted 5.4 per 
cent in 2012/13 compared 
with growth rates of more than 
30 per cent until two 
vears ago. Other im- 
portant performance 
metrics, including net 
profit growth and re- 
turn on net worth, 
have also worsened in 
recent years. 

Part of the reason 
for the company's 
poor performance is 
the country's slowing 
economic growth. 
India's gross domestic 
product grew only five 
per cent in 2012/13, 
the slowest pace in a 
decade, as high interest rates 
curbed consumer demand. Also, a perceived policy pa- 
ralysis in the wake of corruption allegations stalled invest- 
ment in several sectors including infrastructure and en- 
ergy, key operational areas for L&T. The economic slow- 
down also meant that the investments the company had 
made in creating manufacturing capacities in several 
sectors including power equipment, nuclear forgings and 
shipbuilding haven't yielded the desired results. "For the 
next few years, things are going to remain challenging," 
admits KV. 
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Overseas Expansion 

Like Naik, KV is an L&T veteran. He joined the company in 
June 1969 after graduating in chemical engineering from 
the Indian Institute of Technology, Delhi. And like Naik, 
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he is passionate about L&T. “That 


L&T's sales, profit and order book are !!"! 's the only life I know,” he 
rising at a slower pace than before 


e 


says, sitting in his office at the 
company's Powai 
10.9% plant in suburban 
Mumbai. KV shuttles 
between Powai and 
L&T's corporate head- 
quarters in South 
Mumbai's Ballard 
Estate while Naik has 
shifted to a new office 
in suburban Andheri. 
How do they share the 
work load? KV says 
Naik is more passion- 
ate about technology, 
real estate and 
Infrastructure 
Development Projects 
Ltd (IDPL), a unit that 
builds roads, ports and 
metro rail networks. 
"[There are] some 
business areas Naik focuses much 
more on. [There are] some areas I focus more on,” says 
KV, who directly oversees the hydrocarbons business. "We 
have a good understanding." 

What are his plans to put L&T back on track? The CEO 
says one of his main goals is to boost L&T's international 
business. The company first forayed outside India in the 
1970s, but it continued to thrive mostly on domestic 
growth. It was only after Naik took over as CEO in 1999 
that the company started strategising its international 
business in a more structured way. Now. it is looking 
overseas more aggressively than ever. The plan is to in- 
crease the contribution of overseas markets to 25 per cent 
of revenue from 15 per cent in the next three years. 
“Tactically, it is worthwhile to have an alternative market 
if India is not at its productive best," says R. Shankar 
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MX. Kotwal, 65, is the senior-most 

director and joined L&T in 1968. He 

looks after two businesses: Heavy 
engineering and shipbuilding 


5.N. Subrahmanyan, 54, is Senior Executive Vice 
President and joined in 1984. A whole-time director, he 
handles five businesses: Buildings and factories, power 

transmission and distribution, transportation infrastructure, 


Shailendra Roy, 6l, is Senior Executive 
Vice President and joined L&T in 2004. 
A whole-time director, he looks after the 
power business and corporate affairs 


water anc renewable energy, and heavy civil infrastructure 
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Raman, Director and Chief Financial Officer, L&T. 

While the overseas business is highly competi- 
tive, it provides a good opportunity to diversify the 
revenue stream. Kunal Sheth, analyst at brokerage 
Prabhudas Lilladher. says about a fourth of L&T's 
orders are now coming from outside India. This is 
partly compensating for the slowdown in the domes- 
tic market, he adds. KV says L&T is exploring markets 
around the world. The company has executed 
projects across West Asia and in a number of 
Southeast Asian nations. Africa offers opportunities 
in the infrastructure, mining and metals sectors. The 
company is also looking to sell equipment 
in the United States, where a shale gas 
boom is giving a fillip to industries such as 
fertilisers and chemicals. 

Of all the businesses, the hydrocarbon 
subsidiary is at the forefront of efforts to 
grow globally. Overseas business makes up 
almost half the unit's revenue. L&T has 
hived it off into a separate company called 
L&T Hydrocarbon Engineering Ltd, which 
provides services to oil and gas producers, 
refiners, as well as chemical and fertiliser 
makers. The unit makes up about 13 to 14 
per cent of L&T's revenue. The aim is to 
double the unit's revenue to $4-5 billion, 
says KV. He adds that he wants to attract 
global talent to create a multi-cultural lead- 
ership in this business. 

The new subsidiary also wants to beef 
up its skills for subsea and deep-water 
projects. It wants to bid for bigger projects 
by enhancing its engineering and design 
capabilities. This could be achieved by form- 
ing a joint venture or making an acquisi- 
tion, an area where L&T has been a bit 
conservative so far. "We have to be a little 
more systematic and good at doing small 
technological acquisitions," says KV. The 
company may look for a stake sale or over- 
seas listing at a later stage. The order flow 
from the overseas market is already on the 
rise. In 2012/13, the share of overseas or- 
der flow in the total order inflow was 17 per 
cent. This rose to 27 per cent in the July-to- 
September quarter of 201 3/14. 
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HEAVY 
BURDEN 


*Consolidated debt in 1 billion 
Source: Annual report 
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The hive-off of the hydrocarbon business is part 
of the business restructuring Naik is focusing on. 
Under this plan, L&T has created a dozen business 
verticals such as hydrocarbon. infrastructure and 
power, Over time, each of these will be spun otf! 
separate companies with separate boards, whic 
have already been constituted. Broadly, there are 
two aims to this exercise: simplify the corporate 
structure to focus on key businesses and develop 
leadership pipeline that can take the 09 iv for 
ward once veterans like Naik and KV ev ร 
leave. The new structure encourages toss second fine 
of leadership to think independent! ly and 
develop domain expertise. H also gives 
Naik and KV a chance to spend time on 
areas that require greater attention. 
rather than looking after each business. 
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Maximising Capacity 

The focus on international business is 
just one part of L&T's strategy to offset the 
growth slowdown. Equally important is 
greater utilisation of the new manufac- 
turing capac Hy it has created over the 





past few vears. The company be ega nin 
vesting in manufacturing capacity in de 





middle of the last decade. when the 
Indian economy was cruising at near 
double-digit growth rates. LAT formed a 
joint venture with Japan's Mitsubishi 
Heavy Industries to make supercritical 
boilers and turbines for the power sector. 
The venture has a factory at Hazira in 
Gujarat with an annual capacity of 
5,000 megawatt of power equipment 

L&T also set up a shipyard at Katt. 
near Chennai that is capable oi bi | 
warships and submarines tor the Indian 
Navy. Besides, it tied up with state-run 
Nuclear Power Corporation to make 
forgings for atomic power plants. 

These ventures were expected to 
boost profitability, as manufacturing ol 
fers higher margins than project execu- 
tion. But that hasn't happened bec 
most of this new capacity is lying idle. 
The power sector has been hit y fuel 
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shortages and land acquisition problems. The entry of 
Chinese equipment suppliers has made matters worse. [เท 
the defence sector, dominated by state-run organisations, 
there is little clarity from the government on whether 
greater participation from domestic private players will be 
allowed even though the country is one of the biggest arms 
importers in the world. The atomic power industry is also 
facing problems due to environmental and safety concerns, 
particularly after the Fukushima nuclear disaster in Japan. 

KV admits that these businesses face several hurdles but 
defends these investments. He says L&T is working with the 
Defence Research and Development Organisation and has 
contributed to the BrahMos missile project. The company 
has also supplied equipment for the Indian Space Research 
Organisation's moon and Mars missions. The power ven- 
ture is supplying components to Mitsubishi's overseas 


WORSENING SHAREHOLDER 
RETURNS 
L&T's return on net worth is on the decline 
30.71 





2006/07 2007/08 2008/09 2009/10 2010/11 2011/12 2012/13 
Consolidated numbers in per cent Source: Annual report 


projects. The forgings factory is one of only half-dozen such 
facilities in the world and is making components for atomic 
reactors. "The capacity is not idle," he says, adding that the 
plant is making forgings for steel factories. The govern- 
ment, KV feels, will have to open up the defence sector for 
private players to reduce dependence on imports. 

Power is another promising area - the country needs 
an additional generation capacity of 100,000 MW every 
five years to boost growth. India also plans to quadruple its 
nuclear power capacity to 20,000 MW by 2020. "L&T has 
always believed in investing a little ahead of time... We 
have the right investments in place which will stand us in 
good stead for the next 15 years. We are optimistic of 
India's growth story," says KV. Finance chief Raman 
agrees. "It takes four to five years to stabilise a new set up,” 
he says. "These investments will pay off in the long term." 

Analysts, however, are not entirely convinced. “You 
can do something in those plants and keep them running 
at 20 to 30 per cent capacity. But ultimatelv if you have 
made a plant for nuclear forgings, you have to use it for 
nuclear forgings to meaningfully utilise it and make 
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K. VENKATARAMANAN 





L&T CEO and Managing Director K. Venkataramanan 
spoke with Anand Adhikari and Suprotip Ghosh on the 
company’s overseas plans, new verticals and a range of other 
issues. Edited excerpts: 


What are the main challenges in expanding 
the overseas business? 

In the international business you need to carry your 
whole supply chain with you. Secondly, there is a lot of 
resistance from local players in overseas markets. The 
customers also are a little wary of you. There are a lot 
more demands in terms of matching the specifications, 
limited flexibility in choosing vendors and tighter in- 
spection. All these add to the difficulty of execution ini- 
tially. There is something called ‘customer intimacy’. 
That means you need to understand your customer and 
he needs to understand your capabilities. 


Which business seqments hold promise? 
Infrastructure and power are holding strong. India 
needs trillions of dollars in the infrastructure sector. 
India’s biggest appetite is in metros, roadways, build- 
ings, and hospitals. We are quite dominant in this space. 
We see a great future in water also. There are also new 
forms of energy like solar and renewable. 


With growth slowing at L&T, how do you 
manage short-term pain? 

In a good company you have to look both at the short 
term and the long term at the same time. Obviously, 
there is no long term if you don't have a good short 
term. But if you think only short term you will not have 
long-term sustainability for the organisation. You will 
not realise your true potential. We have been trying to 
balance it out. We have 65 to 70 per cent of our revenue 
coming from whatever is well established. And another 
30 per cent we would like it to come from newer areas... 
L&T has always believed in investing a little ahead of 
time. We are optimistic of India’s growth story. We are 
always bullish on being a company that builds India. 











What are the company's plans for the 
defence sector? 

Besides infrastructure, the other big area where 
India can contribute in indigenous manufactur- 
ing is the defence sector. We [India] are import- 
ing 140,000 crore of defence equipment every 
year. We are one of the largest importers in 
the world... In our country, many things 


RACHIT GOSWAMI 


come through ส democratic process, which takes a lit- 
tle time. But it will happen. We have unfortunately suf- 
fered because it is happening very slowly. We have 
made large investments in the defence and shipyard 
business. We have contributed to the BrahMos missile. 
We are doing very exciting stuff for the DRDO [Defence 
Research and Development Organisation]. But we are 
not doing enough in volumes. I’m sure that will hap- 
pen. Defence is difficult everywhere because it is strate- 
gic. If you don't have a track record of doing something 
in India, it is not easy to get orders in overseas markets. 


Are you exploring opportunities in the US 
in the wake of rising shale qas output? 
We are looking at the US for equipment. They [the US] 


“L&T HAS ALWAYS BELIEVED IN 
INVESTING A LIT TI 





have many new crackers and plants because [shale] 
gas is so cheap. There will be great scope for us to sell 
high-end equipment like reactors and heat exchang- 
ers. Each piece of equipment will cost around $70-80 
million manufactured in Hazira. The US is going to be- 
come like Saudi Arabia in petrochemicals... I don't 
think we can do any construction 
work there... America has its 
own issues and strengths. 
We can supply all the criti- 
cal equipment. 




























What is the next step 
for the hydrocarbon 
subsidiary? 

We are looking at newer 
areas like sub-sea and 
deep-water | projects]... 
On the merg- 
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ers and acquisitions front, we have been a little con 
servative. We have not been as daring as some other 
people... We have to be a little more systematic and 
good at doing small technological acquisitions. We ar 
not looking at acquiring big companies, but looking al 
technological association. 


How will you deal with cultural issue: 
related to the hiring of foreign national: 
When I started my career, the company's board wa: 
largely international. We worked under them. leani 
and we grew. In the mid- 1970s, L&T got a completely 
indigenous board. Now, we are going international. By 
2020 I won't be surprised if one or two people on thi 
board come from overseas... In our type of work vou 





AHEAD OF TIME 


have to work from the ground. We need an inter 
national team. L&T has always been international 
in outlook, collaboration and joint ventures. We arı 
not new to it. 





What is the progress on the new vertical 
The philosophy behind the verticals is to focus on spe 
cialisations and bring attention to detail. As these verti 
cals grow in scale they also help more talent to be di 
veloped in-house and more positions get created. I1 
the company's prerogative whether it wants to spit 
some verticals through initial public offerings and 
monetise value... The senior management can spend 
more time focusing on the whole company... This wa 
there is a little order in the conglomerate. 


How are you managing cost-related 
challenges: 

We have an operational excellence plan lor reducing 
costs, improving productivity, reducing working capi 
tal and being ahead of schedule. In many of them. we 
have brought in external consultants... We are looking 
hard at our manpower and leadership. We are lookin 
at areas where we have surplus manpower to relocat 
We are disengaging wherever we have surplus man 
power. We are not adding. but cutting down. We are 
redeploying. We also have a target in various vertical: 
for reducing the number of consistent non-periorme: 
This is the best time to recruit good people. At the san 
time, we have reduced our intake. 
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“TACTICALLY, IT IS WORTH 














money." says Sheth of Prabhudas Lilladher. But. he adds, 
L&T is still better placed than many other engineering 
companies. “Given the weak balance sheets of other com- 
panies, L&T becomes the natural beneficiary. A lot of these 
guys are under stress and probably will not be able to ex- 
ecute orders or bid for orders. whereas L&T's balance sheet 
capabilities allow it to have that flexibility,” says Sheth. 


Monetising Assets, 
Leadership Challenges 
L&T is also looking to monetise some in- 
frastructure projects executed by its IDPL 
unit. The company said in December it 
has sought government approval to raise 
as much as 32,000 crore by selling a 
stake in the unit to a global investor. The 
engineering giant has made massive in- 
vestments in these projects but has yet to 
see any substantial benefits. The subsidi- 
ary has a portfolio of 345,000 crore 
(about $7.2 billion) that comprises 19 
road projects, two ports and the 
Hyderabad metro rail network. Of these, 
10 are operational. KV says the philoso- 
phy behind IDPL is to build, run and 
monetise these assets and then invest in 
other projects to grow the business. 
Analysts say many IDPL projects 
have yet to start generating revenue. For 
instance, the Hyderabad metro rail, be- 
ing built at a cost of 316,400 crore, is due 
for completion only in 2015. Some op- 
erational projects. such as Dhamra port 
in Odisha where L&T and Tata Steel are 
equal partners, are also not making 
money. Emkay Global analyst Pritesh 
Chheda says IDPL will need to invest 
more and it will take at least another 
couple of years for these projects to start showing a profit. 
KV says L&T's growth strategy includes an operational 
excellence plan across all verticals to cut costs and im- 
prove productivity. Besides, it is taking a hard look at its 
54.000-strong manpower. "We are disengaging wher- 
ever we have surplus manpower," says KV, without 
clarifying whether the company is firing people. 
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How L&T aims to counter 
the growth slowdown 


GROW OVER 





SEAS BUSINESS: 


Raise the share of revenue 

from international markets 
to 25 per cent from 15 per 

cent in three years 





UTILISE IDLE CAPACITY: 
Look for other markets 
to use capacity in power, 
defence and shipbuilding, 
and nuclear forgings 





MONETISE B 


INESSES: 
Raise funds by selling 
stakes in highways and 


port projects 





IMPROVE PRODUCTIVITY: 
Control costs, boost 
operational efficiency 
and rationalise manpower 
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The company’s well-laid plans, however. could go 
awry if it fails to tackle its leadership issue. KV is due to 
retire in 2015 and Naik in 2017. This leadership vacuum 
will be difficult to fill for new top managers. One option, 
says a company executive who does not want to be iden- 
tified, is to name KV the next chairman so that he gets 
more time to groom a new team. S.N. Subrahmanyan, 
who heads five business verticals. and 
M.V. Kotwal. a company veteran who 
heads the heavy engineering vertical. 
could be contenders for the CEO's post. 
The possibility of an outsider heading 
L&T looks remote. The company tried 
lateral hiring at a senior level when it 
recruited Ravi Uppal, a former top ex- 
ecutive at engineering company ABB 
India, in 2009 to grow its power busi- 
ness, but Uppal left in September 2012. 

Whether it is the leadership issue or 
the business slowdown, KV is not unduly 
worried. He is content and focused on 
doing the job at hand. A dog lover and a 
cricket enthusiast, KV describes L&T as a 
"learning and training" programme. He 
believes in maintaining a good work-life 
balance and has finished reading two 
books recently — The Billionaire's 
Apprentice by Anita Raghavan on the 
insider-trading scandal involving former 
McKinsey managing director Rajat 
Gupta and The New Digital Age by top 
Google executives Eric Schmidt and 
Jared Cohen. 

What is his forecast for L&T? The 
company. he says, will bein much better 
shape by 2015/16. However, that may 
not be sufficient to satisfy shareholders 
and investors, who sometimes look for 
quick returns. "You have to look both at the short term 
and the long term,” says KV. "Obviously, there is no long 
term if you don't have a good short term. But if you think 
only short term you will not have long-term sustainability 
for the organisation." € 
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Caring for profit: CEO Meena 
Ganesh and her husband 
Chairman Ganesh Krishnan, 
co-founders of Portea 
Medical Pvt Ltd, puer 2 es, 

2 


= กั จ บน 






few months ago, 82-year- 
old Faridabad resident 
Rukmani Devi Jhamb 
was diagnosed with leu- 
kaemia. After a few days 
in a hospital, she was 
moved back home with a 
medical prescription. She 
was weak and immobile, 
so the doctor suggested she hire the services of a home care 
agency for blood transfusion. And she readily found one. 
Until recently, only hospitals did blood transfusions, but 
now, patients who can cough up can get them at home. 

Big investors are getting into home health care, using 
technology and the cloud, and trying to set benchmarks. 
Their success depends on getting the combination of serv- 
ice charges, delivery efficiency and market response right. 

In July, serial entrepreneurs K. Ganesh and his wife 
Meena Ganesh bought out Delhi-based Portea Medical Pvt 
Ltd, founded by entrepreneurs Zachary Jones and Karan 
Aneja. Portea offers in-home services 
such as nursing, physiotherapy, and , 
doctor visits in seven cities. The couple 
raised $8 million (348 crore) in ven- 
ture funding from Accel Partners and 
Ventureast in December. Meena savs 
they are open to buying smaller com- | 
panies in the sector to expand their ade 
footprint and plug gaps. 

In September last year. technol- 
ogy entrepreneur V. Thiyagarajan 
sold a 26 per cent stake in his 
Chennai-based company, India Home 
Health Care (IHHC), to US-based ry 
Bayada Home Health Care. In 
October, the Burman family (the pro- / 7' 
moters of Dabur) formed a joint ven- > 
ture with the founders of the UK-based | 
Healthcare at Home, in which the 








“>> Children overseas 


~ prefer home care for 
| parents back home 


~y 150 million Indians 
1 are 60+ 
“yp Rising incomes make 
7 home care affordable 


Existing players lack 
scale and mostly pro- 
vide only nursing care 


the next three years. It functions in two cities - Chandigarh 
and Delhi — and plans to spread to 10 cities. 

The Ganeshes, who have tasted success with c 
ventures — they sold online tutoring firm TutorVista for 
$213 million to Pearson Plc — are upbeat. "We got into t 
space because ego guided us that we do something higge 
than TutorVista,” says Ganesh. “This is a large business in 
the US, but there are no players in India." He adds that their 
skills for project execution, building scale and a consumer 
brand stand them in good stead. He savs the opportunity 
is huge. because India has 150 million people aged 60 
years and above. According to him, another reason behing 
the opportunity is that hospitals get more revenue per bed 
with patients scheduled for surgery than with prolon 
post-operative care. Meena adds that most of Portea s 250 
employees are nurses, and the company notched 340 
home visits in Delhi and Bangalore in December alone. 

some companies rely heavily on 
technology. For instance, Portea s 
nurses upload patient records using 
handheld devices. Their reports are 
reviewed by a central medical quality 
team, so the doctor gets to up-to-date 
information and the company can 
ensure delivery meets high standards. 
says Meena, IHHC uses paper docu- 
mentation, but plans to upgrade to 
handheld devices. 

The Burmans joint venture. called 
Health Care At Home (HCAH! India. 
offers in-home services such as post- 
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ogy. physiotherapy and respirator 
care. “Local nursing agencies provide 
only supportive care - they may or 
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may not have medical care,” 
says Gaurav Burman, co- 
founder of HCAH. “We do chem- 
otherapy at home. We have set 
up ICUs at home.” 

For specialised services, 
HCAH hires nurses who have 
more than five vears of special- 
ised experience. Recruited 
nurses get two months’ train- 
ing, in a classroom and through 
simulation models. 

To ensure quality service 
delivery, HCAH's specialised 
nurses use company cabs, and 
must press a button on their 
handheld device when starting 
their journey. In case of a de- s 
lay, the central office calls 
them to know the reason, and 
the customer is informed. 
HCAH says it constantly tracks | 
the percentage of delays. 
"These percentages are ridicu- 
lously low - five to 10 per cent. 
and delays are largely due to 
issues bevond our control, 
such as traffic jams," says 
Vivek Srivastava. CEO of HCAH. 

As these companies plan to 
scale up. getting the right tal- 
ent could be a challenge. Already, HCAH pays nurses 10 
to 15 per cent more than hospitals do — and there are 
greener pastures. "If you compare with some foreign loca- 
tions, the pay scale difference could be five times." says 


MD, India Home 


Srivastava. "The salary difference cannot be matched. If 


we scale up, we will be hit by attrition." 

Sheeba George, a nurse who joined HCAH after work- 
ing in a Singapore hospital, says home care is different 
[ห อ ท า a hospital job. "It's more personalised and relaxed," 
she says. "In hospitals, we handle four or five patients at 
a time. In home care, we handle a maximum of three 
patients dailv, one at a time." 

For voung home care companies, much depends on 
how they price their products. Will they follow the telecom 
model. in which companies started out with steep เล ท ปิ จ 
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V. Thivagara 


"We have understood 
the Indian model and 
want to leverage our 

. US partner's expertise 
. for expansion" 
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and expanded rapidly as call 
rates fell? ” Affordability remains 
a big issue," says octogenarian 
customer Jhamb. She says 
HCAH charged her 17.000 to 
transfuse two units of blood. 
while Fortis Escorts Hospital in 
Faridabad charges 35.600. 

“It's a myth we are trying to 
break," says Srivastava of 
HCAH. "There are certain serv- 
ices that are more affordable 
than hospitals." For instance, he says, setting up a home 
ICU costs 50 per cent less than a similar hospital set-up. 
HCAH says its target customers are middle class. with a 
household income of at least 15 lakh a year. 

Portea's Ganesh savs it is not easy to enter the busi- 
ness, even though it is unregulated and there are no of- 
ficial standards. Managing home care infrastructure is 
complex. he adds. "I expect there will be five players in 
this field," he says. "We want to be among the top three." 
There are standards for services such as radiology. den- 
tistry, wellness and laboratories. and experts say home 
care standards are a matter of time. 

Four years ago, while searching for a nursing agency 
for his friend's mother, Thivagarajan found that there was 
no institutional player in home-based medical care. He did 
some more research and invested 11 crore to start IHHC. 
Since then, life has been a roller-coaster ride. Soon after 
starting out, he considered pulling the plug because of high 
attrition (40 per cent) and losses. But he figured his busi- 
ness model was not right. Till 2011, his workforce con- 
sisted of nurses registered with state nursing councils. But 
most of IHHC's services, such as supportive and post-oper- 
ative care, did not require a nurse, and could be performed 
by a cost-efficient medical care-giver. So Thiyagarajan 
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decided to hire more care-givers, 
and train them to perform non- 
clinical tasks through three 
months of classes and a month of 
on-the-job instruction. 

Today. nearly 80 per cent of 
IHHC's staff are medical care-giv- 
ers, and 15 per cent are auxiliary 
nurse midwives. Only five per 
cent are registered nurses. This 
lets IHHC offer services at various 
price points, and has cut labour 
costs by 30 per cent. The attrition 
rate is also down to 10 per cent. 
"Nurses are always in demand. 
due to constant poaching by hos- 
pitals." says Thiyagarajan. “Low 
attrition helps us keep bench 
strength low." IHHC broke even 
in mid-201 2, and expects to end 
the current financial year with 
revenues of $2 million. 

Portea works closely with 
corporate hospitals and insur- 
ance companies, and offers pack- 
ages to companies to encourage 
employee enrolment. “It would 
cost us about 15-20 per cent to 
acquire a patient from a hospi- 
tal," says Meena Ganesh. The 
percentage refers to the propor- 
tion of a typical month's home- 
care charges that Portea pays the 
hospital to acquire a patient. 
Portea says 30 per cent of reve- 
nues come from working with 
hospitals and insurance compa- 
nies, and the rest from working directly with customers. 

Thiyagarajan says in-home care is a highly localised 
business, so knowledge of one market cannot always be 
implemented in other markets. Customers, affordability 
and medical requirements vary. Also, because nurses are 
not well paid, localising services reduces their accommoda- 
tion and commuting expenses. 

Indian companies are better equipped to understand 
the market than foreign ones. When Bayada first entered 
India about three years ago, it was unable to crack the 
market. But through its stake in IHHC, it could make a dif- 
ference. "We have understood the Indian model and now 
we want to leverage Bayada's expertise in expanding and 
improving existing operations," says Thivagarajan. "They 
have a network of over 2 3,000 nurses." 

Private equity and venture capitalists, too, are inter- 
ested in the home care business in India. Delhi-based 
Alacurity Services, for instance. is funded by investment 





banking firm InQvent Holding. 
also based in Delhi. Mahendran 
Balachandran, Partner at Accel, 
says his company has invested in 
Portea because it bler 
care with technology. 
early to say how quickly custom- 
ers will accept. but we are opti 
mistic the model will work.” he 
says. “I think we will need five to 
seven years to get good returns.” 
The business has begun to 
attract even hospitals. Manipal 
Hospitals became the first corpo 
rate health-care provider to enter 
the sector in April 2010. Its 
to expand its home-care 
- currently 
Bangalore, Mangalore 
Manipal - to Salem in Tamil 
2 and Vijayawada in Andhra 
Pradesh soon. “At present. we 
want to offer services only where 
we have hospitals. Later. we will 
go beyond hospitals." says $, C. 
Nagendra Swamy, President of 
Manipal Health Enterprises, the 
company that owns Manipal 
Hospitals. "We started home 
as an extension of services i 
own patients, but now we m i3 rit 
t Oo ot oi too. i ae amy : 
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e suc ids as dialysis 
and chemotherapy. 
the home-care services make 
some 9,000 home visits a vear, 
and the business has broken even. 

Studies show that people who receive post-surgical 
rehabilitation care at home are likely to have a better cual- 
ity of life. However, a hurdle that in-home care businesses 
face is that many health-care professionals prefer to work 
for a hospital than for a home-care company. 
Somnath Das, founding member of National Accre 
Board for Hospitals and Healthcare Providers. 

While the business potential is undeniable. some wrin- 
kles need to be ironed out. For instance, w en air-hound 
Chennai resident Kamala Ramaswamy pays’ 
month for IHHC's nursing services. She says dier ave 
experience is all right. but there is one eae 
nurses are mostly late by 30 minutes to one hour.” 
However, she says. finding another agency she 
would be tough. “I am used to their services.” she savs. % 
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Traditional forms of healing are once 
again in vogue with more people 
opting for integrative health-care. 
By E. KUMAR SHARMA 


ajeswari Vathalpatti, 50, has been a 
herb gatherer all her life on the 
Western Ghats near Madurai in Tamil 
Nadu. A few vears ago she was bitten 
by a cobra while collecting herbs. She 
had no hope of getting any prompt 
medical help. She was about 30 km 
from the nearest hospital, which meant a good 50 minutes 
travel time. It was then that the training from her uncle, 
a herbal expert, came to her aid. She consumed the plant 
Andrographis paniculata, known for its anti-cobra venom 
properties. Vathalpatti survived. Today, she narrates this 
story to anyone doubting the healing powers of herbs. 
Separately, on October 1, 2012, Vathalpatti took on a 
new role. She became one of the founding shareholders in 
Maruthi Mooligai Producer Company Ltd, which procures 
medicinal plants from poor herbal gatherers and farmers 
and then markets them, a bulk of it to companies involved 
in the production of herbal medicines in India. It is an ini- 
tiative by Kalanjiam Thozilagam Ltd (KZL). a profession- 
ally-managed for-profit company owned by the poor. 
Maruthi Mooligai (mooligai means herb in Tamil) is 
already making the most of a surge in demand for herbs 
in India, particularly from the fast-growing herbal medi- 
cine manufacturing companies. Its clients include The 
Himalaya Drug Company and Natural Remedies. 
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NEG Traditional Medicines 





In demand: Delhi-based 


acupuncture expert 
Dr Raman Kapur at work 


"We have 'Project Abhiyaan', a project that we have 
been running to engage small and marginal farmers. es- 
pecially poor women farmers. The initiative has led to the 
empowering of around 4,000 farmers across India. 
Collectivelv they contribute 40 per cent of our raw mate- 
rial requirement," says Philipe Haydon, Himalaya's CEO, 
explaining the link with entities like Maruthi Mooligai. 

Himalaya has been clocking robust growth rates re- 
cently. "The pharmaceutical market growth in India is 
about 10 per cent whereas Himalaya's pharmaceutical 
division is growing at 23.2 per cent," says Havdon. He 
attributes this growth to a rising demand for traditional 
medicines among doctors. "Doctors are realising that no 
single system of medicine adequately addresses all dis- 
eases. This has given rise to the practice of integrated 
health-care, where diverse systems of medicine are com- 
ing together to provide the best care for patients,” he says. 

Agrees Venu Srinivasan, Chairman and Managing 


Director of Sundaram Clayton and TVS Motor Company. 
Srinivasan himself prefers traditional medicines and sees 
growing demand for it in India. “I think all Indians tend 
to use traditional medicines to a certain degree, be it ho- 


meopathy, acupuncture or ayurveda, partly because of 


the side effects of allopathy,” he says. 

Dr Devi Prasad Shetty, a well-known heart surgeon 
and the chairman of Narayana Hrudayalaya (now 
Narayana Health) too is a votary of traditional medicines 
and feels they “have a huge unexploited, unexplored 


, Vice Chairperson, Piramal Enterprises 


“The growing popularity of traditional 
medicines indicates a move towards a 
natural philosophy of life” 








potential”, Shetty shares his personal life ex; 
make a point. His wife used to suffer from a na 
backache. Shetty says she was almost totally 
vears ago when she finally opted for acupre 
ditional form of treatment that relies on ap 
pressure at certain body points 

Shetty had to turn to yoga to cure himsel! 
"Last year, based on the advice of a yoga te: 
LO some breathing exercises and lor the 


have not had even a single attack of sinusiti 
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Venu Srinivasan 


The growing popularity of traditional forms of medi- 
cation indicates “a move towards a natural philosophy 
of life with focus more on yoga, natural foods, chemical- 
free foods”, says Swati A. Piramal, Vice Chairperson, 
Piramal Enterprises. Her group is now making a major 
foray into phytopharmaceuticals (plant-based medi- 
cines). The company is setting up a plant in Indore, 
which will be commissioned in 2014. Some of the prod- 
ucts, for which clinical trials have been completed, have 
already been approved by the Drug Controller General 
of India (DCGD. Its main product, Tinefcon. is an anti- 
inflamatory used to treat psoriasis, a kind of skin disease. 
It has also got the traditional medicine registration for 
the product in Canada. The first drug is expected to be 
launched in the second half of 2014. Piramal plans to 
focus on the market for dietary supplements in the west. 
“Our goal (for our new) phytopharmaceuticals business 
is to get to $50 million revenues in three years,” says an 
upbeat Piramal. 

Himalaya too has big plans to cash in on the growing 
demand for traditional medicines. "Prior to 2007, 
Himalaya's pharmaceutical division was a single entity 
with 633 medical representatives. The division reached 
out to 200,000 doctors and 100,000 chemists with a 
total of 35 brands," says Haydon. "Our medical repre- 
sentatives now reach out to specialists in cardiology, 
hepatology, gastroenterology, neurology, gynaecology, 
dermatology and dentistry with over 70 pharmaceutical 
brands.” 

Himalaya is now positioning itself as a health-care 
company. “Today, we operate in specific segments and 
within each of these segments we compete with big phar- 
maceutical brands like Abbott, GSK and others,” says 
Haydon. The company is now targeting not just “the 


Dr Devi Prasad Shetty 
Chairman, Narayana Health 


“Traditional medicines 
have huge unexploited, 
unexplored potential" 
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Chairman & MD, Sundaram Clayton and TVS Motor Company 


“It is difficult to get good practitioners 
of alternative medicines..." 
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16.000 crore market in India for herbal medicines but the 
over 170,000 crore total Indian health-care market" 
because its product offerings today address a wide range 
of health ailments. 

Importantly, as Shetty's experiences have revealed, 
it is not just the traditional medicines but even traditional 
cures and treatment methods that many people are opt- 
ing for today. A good example is acupuncture. Dr Raman 
Kapur, a Delhi-based acupuncture expert, has some of 
the who's who of corporate India and sports stars as his 
patients. "The demand for acupuncture is definitely 
erowing. On an average, we see about 20 patients a day 
as compared with about 12 or 1 3 about a year ago,” says 
Kapur. "I get people from all strata of society for acupunc- 
ture treatment." And the list of ailments people come to 
him with is long including back pain, frozen shoulder, 
cervical spondylitis, fibromyalgia, knee joint arthritis, 
sinusitis, asthma, irritable bowel syndrome, paralysis, 
bells palsy, eve diseases, tennis elbow, smoking addiction 
and infertility. Kapur charges 11,500 for the first consul- 
tation and thereafter it is 131,000 per session. The number 
Of sessions depend on the severity of the problem. 

Clearly. then. there is a distinct revival of interest in 
traditional medicines and cures. "One indication of a 
rising demand for traditional medicines is the increasing 
clamour for setting up colleges offering courses in ay- 
urveda, unani and siddha systems of medicine. This vear 
we received 140 applications in all for such colleges as 
against 42 applications last year,” says Nilanjan Sanyal, 
Secretary, Department of Ayush, Ministry of Health and 
Family Welfare. 

However, there is one area of concern. TVS' 

Srinivasan, while pointing to the virtues of tradi- 
tional medicines, also cautions that there is a 
“lack of standardisation. It is difficult at times 
to get a good practitioner of alternative medi- 
cines who can treat you". This is not a prob- 

lem which can be addressed overnight, point 

out experts, but perhaps the growing inter- 
est in such alternative forms of healing will 
gradually attract more talent. ๑ 
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y 2008, Vishal Sikka, the 
first Chief Technology 
Officer of SAP, the world's 
third largest software 
company, had almost 
given up. Customers, analysts and 
competitors saw the €16-billion 
German multinational as too slow. 
unable to innovate or to adapt its 
enterprise software for the cloud. SAP’s 
software is designed to manage 
business operations such as 
accounting. supply chain, inventory, 
human resources and customer 
relationships. Smaller rivals such as 
Salesforce.com had started giving SAP 
sleepless nights. As if that was not 
enough, Sikka was injured in a car 
accident. 

Sikka wanted to quit. "I cannot do 
this any more," he told SAP Chairman 
and Co-founder Hasso Plattner over 
dinner one evening at a hotel in Aspen. 
Colorado. But Plattner was having 
none of it. "Damn it Vishal. vou have 
to lead the intellectual renewal of SAP." 
he said, thumping the table. Sikka 
came away wondering how to 
reinvigorate the company. Should he 
form an intellectual renewal 
committee? Or hire a Chief Intellectual! 
Renewal Officer? He spoke to other 
executives and concluded it had to be 
a product that would fire everybody's 
imagination. “The burden was not 
only to build a product, but to do it in a 
way that was exemplary,” he says. “It 
had to demonstrate that the company 
could innovate, It needed to revive the 
pride of developers.” 

Later that year, he started the 
HANA Project. 

HANA is short for 'High- 
Performance Analytic Appliance’. 
Within SAP, it is jokingly called 
'Hasso's New Architecture’. because it 

vas Plattner's idea. It is a database 
management system — a product cat- 
egory where rival Oracle, the world's 
second largest software company, is a 
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clear leader (it had a revenue share of 


more than 48 per cent in 2012). SAP 
has traditionally had little presence in 
this area, but Sikka's team changed 
the architecture that was in vogue for 
decades. They adopted an "in-mem- 
ory" approach that allows big data to 
be crunched and analysed many times 
faster, in real time. In-memory com- 
puting does away with the need for 
disk storage in the hardware system, 
as data is stored in the memory. HANA 
stores data in columns in the data- 
base, rather than in rows, which was 
the old way, which speeds up search 
and access. 

When Sikka started developing 
HANA, there was scepticism all 
around, within SAP and outside it. 
Oracle founder Larry Ellison called the 
in-memory technology “wacko”. 
Many predicted a spectacular failure. 

jut since HANA’s commercial 
launch in June 2011, the numbers 
have been telling a different story. By 
December 2012, the product had 
more than 1,000 customers. It be- 
came the fastest growing product in 


SAP's history. In the third quarter of 


2013, SAP reported that HANA had 
more than 2.100 customers. Full- 
vear HANA software revenues for 


2013 are expected in the range of 


€650-700 million. up from €392 mil- 
lion in 2012. 

Large customers report that the 
product is producing faster results. For 
example, Colgate-Palmolive, which 
uses HANA in Mexico lor sales profit- 
ability management and analysis re- 
porting, says its sales representatives 
can now run reports with real-time 
results up to 100 to 300 times faster 
than before. 

The turbocharged adoption shook 
up the market and has forced its previ- 
ously reluctant competition to adopt 
in-memory. On September 23 this 
vear, Oracle's Ellison announced a 
solution based on this technology. 


Vishal Sikka, 46 


Member of the Executive 
Board 


CLAIM TO FAME: 
Father of the HANA system 








Sikka's spectacular success went 
bevond the numbers HANA mus- 
tered in a short time. HANA changed 
the company's culture. SAP execu- 
tives now say their company has 
become more customer-centric, its 
employees have upgraded their 
skills, and they are developing soft- 
ware faster than ever. The company 
has even redesigned its work spaces: 
many SAP offices now have the feel 
of a garage start-up, which enables 
rapid product development. 

Sikka, an Indian based in the 
United States, is now called the 
'Father of HANA'. His passion for 
HANA is evident when he savs: "The 
HANA name was solely my idea. I 
have protected the name fiercely, 
like a mother lion protects her chil- 
dren," he says. over Telepresence 
from his office is Palo Alto, digging 
into watermelons. Other SAP execu- 
tives wanted to call the product ‘SAP 
In-memory Computing’ and ‘SAP 


In-memory Platform’. “Now, of 


course, everybody says HANA is 
a beautiful name, it has a soul." 
Sikka says. 
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Senior Vice President 
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Ganapathy 
Subramanian/36 


Vice President 


CLAIM TO FAME: Building 
next-gen applications 
on HANA 


Sikka. who is of Punjabi herit- 
age, grew up in Rajkot. His father 
was a civil engineer with the 
Railways. After high school in 
Baroda, Sikka went to the US and 
ended up with a doctorate in compu- 
ter science from Stanford University, 

After founding two start-ups, he 

joined SAP in July 2002. Sikka 
was appointed to SAP's board in 
2010 and in addition to HANA, 
he also leads all of SAP's prod- 
ucts and innovation. 

While Sikka played a prom- 
inent role in conceptualising 
and developing HANA, as well 


SAP, important contributions 
10 HANA came from around 
the world - China, France. 
Germany, India, Israel, South 
Korea and the US. Besides 
Sikka, a few other Indians are 
also playing global roles that 

could well determine 
the future of the 

product. 








as in the subsequent revival of 





HANA 


stores data in 
columns rather 
than in rows as was done 
before in the 
database,which 


speeds up 
search and access 


V.R. Ferose, a Senior Vice 
President. was involved in early 
research, even before the system 
came to be called HANA. He says: 
“This was in 2009. Along with a few 


others, | started testing the power of 


HANA with real customer data, fine- 
tuning the product. It was a closely 
guarded project, and not too many 
people knew about it," he adds. 
Ferose is now adapting applications 
such as payroll for the HANA 
platform for many non-English 
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Anirban Dey, 41 
Managing Director, SAP Labs India 


CLAIM TO FAME: Built HANA's modeller 


speaking countries. 

Anirban Dey. the current 
Managing Director of SAP Labs 
India, joined the company from 
Oracle in 2008. He led the team that 
built a critical component of HANA 
called the modelle 
HANA, and was designed and devel- 
oped in Bangalore,” he says. The 
modeller is used to interact with the 
database, programme it and produce 
models that help derive analytics. 

Dilipkumar Khandelwal, 
Senior Vice President, is from 
Rajasthan. His family owns several 
stores in Mumbai that sell sweets 
and dry fruit, but he chose the cor- 
porate path and joined SAP in 2001. 
Today, he heads a division that has 
4,000 people globally working on 


V.R. Ferose, 39 


Senior Vice President 


CLAIM TO FAME: 
Tested HANA, was involved 
in localising it 
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developing a 
family of critical ap- 
plications, from supply chain to 
customer relationship manage- 
ment. His team in India is now 
adapting SAP's older products for 
manufacturing, transportation, lo- 
gistics, banking and retail to the 
HANA platform. 

Then there is Ganapathy 
Subramanian, 
Customer Engagement and Strategic 
Projects. His team is building next- 
generation applications that are 
helping SAP move into areas where 
it was not present before, such as 
health care. One of the applications 
he developed is called TracOHealth, 
which monitors the health of school 
students. "We did a tablet-based ap- 
plication where the health data of a 
student can be quickly entered and 
uploaded on a cloud system," he 
says. He explains that it facilitates 
real-time analytics that can 
show, for example, which 
hospitals need more medi- 
cine because of a greater 
number of referrals. His 
team also works on RNA 
/ sequencing, and is cur- 
rently working with a can- 
cer research facility in 
India. All these applications 
require high data-process- 
ing speed, and would be 
difficult to do without an 
in-memory database. 

Sikka says he hopes 
that new applications such 
as these will drive SAP in 
the future. “Our lives 
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says. "We are in the early sti 
the software revolution.” He add 
that there are great applicatior 
have not yet been built, and | 
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in Mexico, says its 
executives are able to 
run reports with 
real-time results - 
100 to 300 times 
faster than 
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INDIA HAS THE POTENTIAL TO BECOME TOP EXPORTER OF 
GRANITES, MARBLES & NATURAL STONES 


-says J B Surana, President AIGSA 


With the 11" edition of STONA, one of the top 5 fairs of granites, marbles and other natural stones in the world, 
organized by the All India Granites & Stones Association (AIGSA), scheduled between February 12-15, 2014 in Bangalore, 
the apex body of the Indian granite and stone industry is of the view that the country is well-positioned to occupy the top 


slot in exports of granites, marbles, and other value-added products provided that the government lends complete 
support through appropriate policy intervention. AIGSA President J B Surana shares his thoughts and views. 





INTALKWITH 


J B SURANA 
PRESIDENT, AIGSA 





พ The AIGSA has worked hard to promote the granite and stone industry 
in the last three decades. How is the situation now? 

We started from the scratch in 1983 when the industry was unregulated. We 
organized the first-ever STONA fair in 1987 when Indian exports of granites, 
marbles and other stones were mere INR 50 crore. Because of our persistent 
efforts, in 2012-13, Indian exports reached INR 9,000 crore and the country 
is now the 7" largest exporter behind China, Italy, Turkey, Egypt, Greece and 
Brazil. We have the largest resources of granite and natural stones. We can 
become the top exporter with the assistance of the government. In an effort 
to further consolidate our role, we are transforming AIGSA into Federation of 
Indian Granite & Stone Industries (FIGS!) from April 1, 2014, onwards. 


พ Does India have abundant resources of granites and other natural 
stones? 

India, probably, has the largest reserves of granites and natural stones in the 
world. India accounts for 20 per cent of the total world reserves in granites, 
marbles, sand stone, slate and others (approximately 1,690 million cubic 
meters). There are over 160 shades of granite colours. Untortunately, 
majority of the reserves are located in the forests and restricted hilly areas. 
Today, Karnataka, Andhra Pradesh, Tamil Nadu and Rajasthan are the top 
producers of granite and marble. Jharkhand, Chhattisgarh, M.P Orissa and 
Gujarat are the emerging states. Because of various restrictions, such as, 
poor state rules and environmental concerns, we are able to exploit a dismal 
3% of the existing resources. 

@ What are the major hurdles for the Indian granite and stone industry? 
Unfortunately, granites and other stones are still under the Minor Minerals 
category. There is an urgent need to declare Granite under Major Minerals. In 
the case of Minor Minerals, each state follows their own policy over looking 
Granite Conservation and Development Rules (GCDR) 1999 framed by the 
Central Government for the uniform development of the Granite quarrying in 
the country thereby affecting the growth of the industry. Under Granite 
Conservation and Development Rules (GCDR) long-term leases are permitted 
(20 years). Unfortunately, all the states are not following these rules which 
has become an obstacle to recover the investment from short-term leases. If 
the granite quarrying is brought under the Major Minerals category, we can 
fully exploit the resources using appropriate technology. 

The Mineral resources play a vital role in the economic growth and GDP of 
the country and hence “A mineral zone” should be createc for all the 


minerals in the country including Granite and Marble and the same should be 
free from all restrictions like reserve forest, wild life sanctuary, eco sensitive 
zone and western ghats etc., which are creating major hurdle for the 
development of the mining industry in the country. Like any other products 
minerals are also equally important for the economic growth of the country 
You cannot imagine the growth of the country without iron ore, coal, bauxite, 
zinc, granite, marble and other natural minerals anc stone. We want the 
government to declare “Mineral Zones” for the speedy development and the 
smooth functioning of the mining activities in the country. We can also 
attract FDI provided the license system for the import of marble rough blocks 
is withdrawn from the Exim policy and import of Granite and marble rough 
blocks are brought under OGL (Open General License) Scheme. Presently, we 
cannot import rough Granite and Marble dimensional blocks to produce 
value-added products for re-export under Chapter 25 of the Exim Policy. On 
the contrary, finished goods are permitted to import under OGL under Chapter 
68 which is detrimental to the growth of the domestic industry. 

W Are these hurdles impacting exports business? 

Look at China, who started this business just a decade ago. They too have 
granite quarries, but imports of rough granite blocks are permitted. In 2010, 
their imports of rough dimensional blocks were US$ 2300 million and their 
exports of value-added products were US$ 4,134 million! We had ten-decade 
advantage over China and today our exports are still at US$ 159 million 
because of the restriction on imports of rough dimensional blocks. The gap is 
huge and widening. We need a level-playing field to compete at the global 
level. We can drastically improve the exports if the import of both Granite and 
Marble rough blocks is brought under Open General Licensing (OGL) scheme. 


พ How is STONA positioned to enable the growth of the Indian granite 
industry? 

STONA has a rich history and legacy because of which today it is considered 
one of the premiere stone fairs in the world. It was the first such fair ever 
organized by AIGSA in Asia. It has witnessed a growth of 20%-22% year-on- 
year. The fair has become so popular that Italy and Germany, which were 
organizing multiple fairs every year, have reduced the number because of 
poor participation. On the contrary, the participation for STONA has 
increased. Every year, we record 35,000 visitors from both India and abroad, 
including traders, buyers, technology firms, and other stakeholders. STONA 
has become the international face of Indian granite and stones industry. 

@ What are the highlights of STONA 2014? 

This is the biggest stone fair in India and second biggest stone fair in Asia. 
The stalls, at the Bangalore International Exhibition Centre (BIEC), are spread 
over 22,000 meters. More than 8 to 10 countries are participating in the fair. 
First time participants among them include Vietnam, Ukraine, Saudi Arabia, 
Spain and Dubai. More than 1,500 international delegates are also expected 
to visit the show out of which a significant number of them are expected from 
the African countries this year. A major highlight of the STONA 2014 is the 
Shilpagram', which will host more than 50 artisans from across the country. 
They will display their sculpting skills at STONA 2014. We aim to become one 
of the top 3 fairs in the world by 2016. So, STONA is , WF- ~ 

growing every year with new additions. d c ga S 
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7 Amusement Parks 





uktesh Apte vividly remembers the 
neighbourhood melas his parents took 
him to when he lived in Ranchi as a 
child. The ferris wheel, the merry-go- 
! round and similar delights were 
among the high points of the limited entertainment 
available those days. Continuing the tradition, Apte, 37, 
who heads the IT department at a software company in 
Pune, often takes his two children to Mumbai's Essel 
World and Kidzania. Unlike the melas, which lasted but 
a few days, permanent amusement and theme parks like 
these are becoming big business across the country. 

Market intelligence firm Euromonitor notes that 153 
amusement parks have come up in India between 1984 
and 201 3. It started with Appu Ghar in Delhi, set up by 
a Sweden-based Indian entrepreneur, which, however, 
was shut down in 2008. However, another pioneer, 
Mumbai's Essel World, begun in 1986 by media baron 
Subhash Chandra and partner Ashok Goel, is still thriv- 
ing. It later even added another establishment, Water 
Kingdom - providing, as the name implies, water-based 
amusements — in Gorai, north Mumbai. Other re- 
nowned amusement and theme parks include Kingdom 
of Dreams in Gurgaon, or Imagica and Smaaash in 
Mumbai which have all left the traditional mela-style 
entertainment far behind. 

Euromonitor estimates the annual revenue from 
India's amusement park business currently at about 
32,000 crore, and projects a compound annual growth 
rate (CAGR) of four per cent to touch 32.600 crore by 
2018. Volume growth, or the number of people visiting 
such parks, estimated by another global market re- 
search firm Mintel has been much higher. Mintel says 
the market grew 30.7 per cent by volume in 2012 and 
will keep expanding at a CAGR of 18.9 per cent till 2017 
when there will be 129.1 million visitors. "The indus- 
try's growth will be stimulated by a growing Indian 
tourism sector. Moreover, as disposable incomes rise, 
Indian citizens will allocate a greater share of their 
money to leisure activities," says an October 
Euromonitor report. 

And indeed, a number of these parks have suc- 
ceeded beyond their promoters' expectations. Arun 
Chittilappilly, for instance, set up Wonderla in Cochin 
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in 2002 hoping to get around 2,000 visitors a day. He 
was overwhelmed to find 5,000 people turning up อ ท 
the opening day itself. “We had to eventually redesign 
the park to accommodate more people.” says 
Chittilappilly, MD, Wonderla Holidays. He has since set 
up another park close to Bangalore. while a third is be- 
ing built in Hyderabad. 

A full scale amusement park, such as Essel World, 
needs around 70 to 80 acres to set up and an investment 
of around 3300 crore. Smaller, theme based ones. cost 
less - Smaaash, for instance, which focuses mainly on 
simulated sports, particularly cricket, occupies a little 
over an acre and cost about 220 crore to set up. “We 


thought of the aspiration people have to play with their 


favourite stars and play at Lords." says Sripal Morakhia, 
who founded it in November 2012. 

However, amusement parks face hurdles as well. 
"India is not the place for large theme parks,” says Smita 


Thrills, but Chills Too 


Visitors to amusement and theme parks 

are increasing, but the slowing economy has 
made its impact here too. The growth rate 
has fallen in 2013 





Q Absolute size (million visitors) 
Q Growth (in per cent) 


Market sizes are adjusted owing to a reclassification of theme parks in India 
Source: Indian Association of Amusement Parks & Industries, Mintel 














Jha, Director, PricewaterhouseCoopers India. “Indians do 
not have a gaming culture, and families tend to go to the 
movies rather than amusement parks.” Viraj Jit Singh, 
Chief Marketing Officer, Kidzania, a Mexican entertain- 
ment-cum-education chain which set up its first amuse- 
ment park in India in Mumbai this September, agrees. "I'm 
not only competing with other amusement parks but also 
with cinemas, or laptops at home," he says. 

So how do amusement parks try to lure more visitors: 
Many have realised that the secret of success lies in provid- 
ing entertainment for the whole family, not just the chil- 
dren. "The first two years were very hard." says Mohit 
Sawhney, General Manager. Unitech Amusement Park 
Ltd, which runs the Delhi-based Adventure Island, begun 
in December 2006. "Then we realised the place had to 
provide complete fam- 
ily entertainment." 
Adventure Island in- 
troduced a live stunt 
show and another 
combining Magic, 
Acrobatics and Dance 
— what it called a MAD 
show - which led to a 
30 per cent increase in 
footfalls. So too the 
likes of Kingdom of 
Dreams and Smaaash 
have consciously 
sought to address the 
needs of all members of 
a family. 

Sustaining interest 
is another major con- 
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Director. Kingdom of Dreams. 

Amusement parks primarily depend on 
ticket sales for revenue, which can vary from 3400 
to more than 11,000 per person. (A few allow free en- 
try, but charge for each ride, game or show.) They earn 
70 to 80 per cent of their revenue from tickets, with food 
and beverage sales and merchandising providing the rest. 
But footfalls can be notoriously fickle, with even a spell of 
bad weather making 
a difference. "We 
hope someday the 
dependence on ticket 
sales will reduce,” 
Shirish 
Deshpande, CEO. 
EsselWorld and 
Water Kingdom. He 
notes that the Walt 
Disney amusement 
parks are far less de- 
pendent on ticket 
sales. 

However, some 
still claim the fare 
provided at Indian 
amusement parks do 
not yet match the so- 
phistication and vari- 
ety of the West. “Our 
amusement parks are 
a good entertainment 
option,” says 
Chittilappilly of 
Wonderla. “But they 


"| HOPE SOMEDAY 
OUR DEPENDENCE 
ON TICKET SALES 
WILL REDUCE” 


Shirish Deshpande, 
CEO, Essel World and 
Water Kingdom 


says 


“OUR AMUSEMENT | 


are not at the same 
level as those in for- 


cern. The same old 
things will not do for 





PARKS ARE NOT 


long, new features have 


to be continually added AT THE SAME 

to keep visitors inter- LEVEL AS THOSE 
ested. Parks such as IN FOREIGN 
Kidzania keep tweaking COUNTRIES” 


their offerings every few 
months. “I have 60 ac- 
tivities here and we'll 
keep tweaking each ac- 
tivity so it remains €x- 
citing,” says Singh. 
Essel World launched a new joyride called Top Spin, in 
April this year, and yet another one, Shot n Drop, will be 
launched soon. Even the Kingdom of Dreams and the 
theme-based smaller ones, such as Smaaash are constantly 
innovating. Smaaash will add more simulated recreational 
games such as paint ball and drag racing, as well as a vir- 
tual zoo in November. “One needs to keep upgrading the 
park, only then you're up to speed,” says Viraf Sarkari, 


Arun Chittilappilly, 
Managing Director, 
Wonderla Holidays 





eign countries.” 
Curiously, barring 
Kidzania, none of the 
major park compa- 
nies overseas have 
shown much interest in entering India so far. Disney UTV, 
the Indian arm of The Walt Disney Company, in particu- 
lar, despite its substantial presence in Indian entertain- 
ment, has made it clear it will not set up any amusement 
park here, unless the scale permitted and the infrastruc- 
ture allowed are to its liking. 

“From a macro stand point the prospects for amuse- 
ment parks are fairly decent,” says Jehil Thakkar, Head, 
Media and Entertainment at consultancy firm KPMG. “The 
question for the long term is whether they can scale to the 
level where they become destination parks. We still don't 
have a large brand in this space." @ 
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What employees really require to be their 
most productive. By ROB GOFFEE and GARETH JONES 


uppose you want to design the best company on 
earth to work for. What would it be like? For three 
years we've been investigating this question by 
asking hundreds of executives in surveys and 
in seminars all over the world to describe their 
ideal organisation. This mission arose from our 
research into the relationship between authen- 
ticity and effective leadership. Simply put. people 
will not follow a leader they feel is inauthentic. 
But the executives we questioned made it clear 
that to be authentic, they needed to work for an 
authentic organisation. 

What did they mean? Many of their answers 
were highly specific, of course. But underlying 
the differences of circumstance, industry, and in- 
dividual ambition, we found six common impera- 
tives. Together they describe an organisation that 
operates at its fullest potential by allowing people 
to do their best work. 

We call this "the organisation of your 
dreams." In a nutshell, it's a company where in- 
dividual differences are nurtured: information is 
not suppressed or spun; the company adds value 
to employees, rather than merely extracting it 


from them; the organisation stands for some- 
thing meaningful: the work itself is intrinsically 
rewarding; and there are no stupid rules. 

These principles might all sound commonsen- 
sical. Who wouldn't want to work in a place that 
follows them? Executives are certainly aware of 
the benefits, which many studies have confirmed. 
Take these two examples: Research from the Hay 
Group finds that highly engaged employees are, 
on average, 50 per cent more likely to exceed ex- 
pectations than the least-engaged workers. And 
companies with highly engaged people outper- 
form firms with the most disengaged folks - by 54 
per cent in employee retention, by 89 per cent in 
customer satisfaction, and by fourfold in revenue 
growth. Recent research by our London Business 
School colleague Dan Cable shows that employ- 
ees who feel welcome to express their authentic 
selves at work exhibit higher levels of organisa- 
tional commitment, individual performance, and 
propensity to help others. 

Yet. few. if any, organisations possess all six 
virtues. Several of the attributes run counter to 
traditional practices and ingrained habits. Others 
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are, frankly, complicated and can be costly to implement. 
some conflict with one another. Almost all require lead- 
ers to carefully balance competing interests and to rethink 
how they allocate their time and attention. 

So the company of your dreams remains largely aspi- 
rational. We offer our findings, therefore, as a challenge: 
an agenda for leaders and organisations that aim to cre- 
ate the most productive and rewarding working environ- 
ment possible. 


Let People Be Themselves 

When companies try to accommodate differences, they 
too often confine themselves to traditiona! 
diversity categories — gender. race, 

age, ethnicity, and the like. These 

efforts are laudable, but the 
executives we interviewed 
were after something more 
subtle — differences in per- 
spectives, habits of mind, and 
core assumptions. 

The vice chancellor at one of 
the world's leading universities, for in- 
stance, would walk around campus late 
at night to locate the research hot spots. 
A tough-minded physicist, he expected to 
find them in the science labs. But much 
to his surprise, he discovered them in all 
kinds of academic disciplines - ancient 
history, drama, the Spanish department. 

The ideal organisation is aware of 
dominant currents in its culture, work 
habits, dress code, traditions, and gov- 
erning assumptions but, like the chan- 
cellor, makes explicit efforts to transcend 
them. We are talking not just about the 
buttoned-down financial services com- 
pany that embraces the IT guys in shorts 
and sandals, but also the hipster organi- 
sation that doesn’t look askance when 
someone wears a suit. Or the place where 
nearly everyone comes in at odd hours 
but that accommodates the one or two 
people who prefer a 9-to-5 schedule. 

For example, at LVMH, the world’s largest luxury- 
goods company (and growing rapidly), you'd expect to 
find brilliant, creative innovators like Marc Jacobs and 
Phoebe Philo. And you do. But alongside them you also 
encounter a higher-than-expected proportion of execu- 
tives and specialists who monitor and assess ideas with an 
analytical business focus. One ofthe ingredients in LVMH's 
success is having a culture where opposite types can thrive 
and work cooperatively. Careful selection is part of the se- 
cret: LVMH looks for creative people who want their de- 
signs to be marketable and who, in turn, are more likely to 


effo 
the dominant 
currents in its culture 


explicit 
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appreciate monitors who are skilled at spotting commer- 
cial potential. 

The benefits of tapping the full range of people's 
knowledge and talents may be obvious. yet it's not sur- 
prising that so few companies do it. For one thing, un- 
covering biases isn't easy. (Consider the assumption the 
diligent chancellor made when he equated research in- 
tensity with late-night lab work.) More fundamentally, 
though. efforts to nurture individuality run up against 
countervailing efforts to increase organisational effec- 
tiveness by forging clear incentive systems and career 
paths. Competence models, appraisal systems, man- 

agement by objectives, and tightly defined 
recruitment policies all narrow the 
range of acceptable behaviour. 
Companies that succeed 
in nurturing individual- 
ity, therefore, may have to 
forgo some degree of organi- 
sational orderliness. Take 
Arup, perhaps the world's 
most creative engineering and de- 
sign company. Many iconic buildings 
bear the mark of Arup's distinctive imprint 
~from the Sydney Opera House to the Cen- 
tre Pompidou to the Beijing Water Cube. 

Arup approaches its work holistically. 
When the firm builds a suspension bridge, 
for example, it looks beyond the concerns of 
the immediate client to the region that relies 
on the bridge. To do so, Arup's people col- 
laborate with mathematicians, economists, 
artists, and politicians alike. Accordingly, 
Arup considers the capacity to absorb dif- 
ferent skill sets and personalities as key to 
its strategy. “We want there to be interest- 
ing parts that don't quite fit in...that take 
us places where we didn't expect to get to,” 
says chairman Philip Dilley. "That's part of 
my job now — to prevent it from becoming 
totally orderly." 

Conventional appraisal systems don't 
work in such a world, so Arup doesn't use 
quantitative performance-measurement 
systems or articulate a corporate policy on how employ- 
ees should progress. Managers make their expectations 
clear, but individuals decide how to meet them. "Self-de- 
termination means setting your own path and being ac- 
countable for your success," a senior HR official explains. 
"Development and progression is your own business, with 
our support.” 

Ifthis sounds too chaotic for a more conventional com- 
pany, consider Waitrose, one of Britain's most successful 
food retailers, according to measures as diverse as market 
share, profitability, and customer and staff loyalty. In an 
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industry that necessarily focuses on executing processes 
efficiently, Waitrose sees its competitive edge in nurturing 
the small sparks of creativity that make a big difference to 
the customer experience. 

Waitrose is a cooperative: every employee is a co- 
owner who shares in the company's annual profits. So 
the source of staff loyalty is not much of a mystery. But 
even so, the company goes to great lengths to draw out 
and support people's personal interests. If you want to 
learn piano, Waitrose will pay halfthe cost ofthe lessons. 
There's a thriving club culture - cooking, crafts, swim- 
ming. and so on. We have a friend whose father learned 
to sail because he worked for this organisation. In that 
way, Waitrose strives to create an atmosphere where 
people feel comfortable being themselves. We were 
struck when a senior executive told us, "Friends and fam- 
ily would recognise me at work." 

"Great retail businesses depend on characters who 
do things a bit differently," another executive explained. 
"Over the years we have had lots of them. We must be 
careful to cherish them and make sure our systems don't 
squeeze them out." 

Pursuit of predictability leads to a culture of confor- 
mity, what Emile Durkheim called "mechanical solidar- 
ity." But companies like LVMH, Arup. and Waitrose are 
forged out of "organic solidarity "— which, Durkheim ar- 
gued, rests on the productive exploitation of differences. 


Why go to all the trouble? We think Ted Mathas, head of 


the mutual insurance company New York Life, explains 
it best: "When I was appointed CEO, my biggest concern 
was, would this [job] allow me to truly say what I think? 
I needed to be myself to do a good job. Everybody does." 


Unleash the Flow of Information 

The organisation of your dreams does not deceive, stone- 
wall, distort, or spin. It recognises that in the age of Face- 
book, WikiLeaks, and Twitter, you're better off telling 
people the truth before someone else does. It respects its 
employees' need to know what's really going on so that 
they can do their jobs, particularly in volatile envi- 
ronments where it's already difficult to keep ev- 
eryone aligned and where workers at all levels 
are being asked to think more strategically. 
You'd imagine that would be self-evident to 
managers everywhere. In reality, the barri- 

ers to what we call "radical honesty "—- that 

is, entirely candid, complete, clear, and timely 
communication — are legion. 

Some managers see parcelling out informa- 
tion on a need-to-know basis as im- 
portant to maintaining efficiency. 
Others practice a seemingly benign 
type of paternalism, reluctant to 
worry staff with certain information 
or to identify a problem before having 








a solution. Some feel an obligation to put a positive spin 
on even the most negative situations out of a best-foot- 
forward sense of loyalty to the organisation. 

The reluctance to be the bearer of bad news is deeply 
human, and many top executives well know that this ten- 
dency can strangle the flow of critical information. Take 
Novo Nordisk's Mads Ovlisen, who was CEO in the 1990s, 
when violations of FDA regulations at the company's Dan- 
ish insulin-production facilities became so serious that Us 
regulators nearly banned the insulin from the Us market. 
Incredible as it seems in hindsight. no one told €viisen 
about the situation. That's because Novo Nordisk oper- 
ated under a culture in which the executive management 
board was never supposed to receive bad news. 

The company took formal steps to rectify the situa- 
tion, redesigning the company’s entire qualitv-manage- 
ment system — its processes, procedures, and trainir 
all involved personnel. Eventually, those practices were 
extended to new-product development, manulacturing, 
distribution, sales, and support systems. More generalis, 
a vision, core values, and a set of management principies 
were explicitly articulated as the Novo Nordisk Way. To 
get at the root cause of the crisis, Øvlisen also set out to cre- 
ate a new culture of honesty through a process he called 
"organisational facilitation" - that is, facilitation of the 
flow of honest information. 

A core team of facilitators (internal management 
auditors) with long organisational experience now regu- 
larly visit all of the company's worldwide affiliates. They 
interview randomly selected employees and managers to 
assess whether the Novo Nordisk Wav is being practised. 
Employees know, for instance, that they must inform ali 
stakeholders both within and outside the organisation of 
what's happening, even when something goes wrong. as 
quickly as possible. Does this really happen? Many em- 
ployees have told us that they appreciate these site visits 
because they foster honest conversations about funda: 
mental business values and processes. 

Radical honesty is not easy to implement. 

It requires opening many different com- 
munication channels, which can be 
time-consuming to maintain. And or 
previously insulated top managers. it 
can be somewhat ego-bruising. Wit- 
ness what ensued when Novo Nord- 

isk recently banned soda from all its 
buildings. PeopleCom. the company s 
internal news site, was flooded with 
hundreds of passionate responses. Some 
people saw it as an attack on persona! 
freedom. ("I wonder what will be the next 
thing NN will ‘help’ me not to do.” wrote 
one exasperated employee. “Ban fresh 
fruit in an effort to reduce sugar consump- 
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tion?") Others defended the policy as a log- 
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THE “DREAM COMPANY” DIAGNOSTIC 










Let Me Be Myself 

Cil'm the same person at home 
as | am at work. 

[ ]I feel comfortable being myself. 


[ ] We're all encouraged to express 
our differences. 


[ J People who think differently 
from most do well here. 


[LJ] Passion is encouraged, 
even when it leads to conflict. 


[ More than one type of person 
fits in here. 


ical extension of the company's focus on diabe- 
tes. ("We can still purchase our own sugary soft 
drinks... Novo Nordisk shouldn't be a 7-Eleven.”) 
That all these comments were signed indicates 
how much honesty has infused Novo Nordisk's culture. 
Trade secrets will always require confidentiality. And 
we don't want to suggest that honesty will necessarily stop 
problems from arising, particularly in highly regulated 
industries that routinely find themselves under scrutiny. 
We maintain, though, that executives should err on the 
side of transparency far more than their instincts suggest. 
Particularly today. when trust levels among both employ- 
ees and customers are so low and background noise is so 
high. organisations must work very hard to communicate 
what's going on ifthey are to be heard and believed. 


Magnify People's Strengths 

The ideal company makes its best employees even bet- 
ter - and the least of them better than they ever thought 
they could be. In robust economies, when competition 
for talent is fierce, it's easy to see that the benefits of de- 
veloping existing staff outweigh the costs of finding new 
workers. But even then, companies grumble about losing 
their investment when people decamp for more-promis- 
ing opportunities. In both good times and bad, managers 
are far more often rewarded for minimising labour costs 
than for the longer-term goal of increasing workers' ef- 
fectiveness. Perhaps that explains why this aspiration, 
while so widely recognised and well understood, often 
remains unfulfilled. 

Elite universities and hospitals, Goldman Sachs and 
McKinsey, and design firms like Arup have all been adding 
value to valuable people for a very long time. Google and 
Apple are more recent examples. They do this in myriad 
ways ~ by providing networks, creative interaction with 
peers, stretch assignments, training, and a brand that 
confers elite status on employees. None of this is rocket sci- 
ence, nor is it likely to be news to anyone. 











Discover and Magnify 

My Strengths 

| ] am given the chance to develop. 
LJ Every employee is given the 
chance to develop. 


[ | The best people want to strut 
their stuff here. 


. C] The weakest performers can 
____ see a path to improvement. 
= [C] Compensation is fairly distributed 
2 throughout the organisation. 
CJ We generate value for ourselves 
* by adding value to others. 
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But the challenge of finding. training, and retaining 
excellent workers is not confined to specialised, high-tech, 
or high-finance industries. We contend that the employee- 
employer relationship is shifting in many industries from 
how much value can be extracted from workers to how 
much can be instilled in them. At heart, that's what pro- 
ductivity improvement really means. 

Take McDonald's, a company founded on the primacy 
of cost efficiency. In an economy with plenty of people 
looking for jobs, McDonald's nevertheless focuses on the 
growth paths ofits frontline workers - and on a large scale. 
In the UK, the company invests £36 million ($55 million) 
a year in giving its 87,500 employees the chance to gain 
a wide range of nationally recognised academic qualifica- 
tions while they work. One of the largest apprenticeship 
providers in the country. McDonald's has awarded more 
than 35.000 such qualifications to employees since the 
programme's launch in 2006. Every week the equivalent 
of six full classes of students acquire formal credentials in 
math and English. Every day another 20 employees earn 
an apprenticeship qualification. 

Like many large companies, McDonald's has exten- 
sive management training programmes for its execu- 
tives, but the firm also extends that effort to restaurant 
general managers, department managers, and shift 
managers who, as the day-to-day leaders on the front 
lines, are taught the communication and coaching 
skills they need to motivate crews and to hit their shifts' 
sales targets. The return on the company's investment 
is measured not in terms of increased revenue or prof- 
itability but in lower turnover of hourly managers and 
their crews. Turnover has declined steadily since the pro- 
grammes were initiated, as reflected in the Great Place to 
Work Institute's recognition of McDonald's as one of the 
50 best workplaces every year since 2007. 

To get a sense of how far employee development can 
be taken, consider Games Makers. the volunteer training 
effort mounted by the London Organising Committee of 


How close is your organisation to the ideal? To find out, check off each statement that applies. 
The more checkmarks you have, the closer you are to the dream 


Make My Work 
Meaningful 


and pleasure. 





the Olympic Games. LOCOG was responsible for the largest 
peacetime workforce ever assembled in the UK. It coordi- 
nated the activities of more than 100,000 subcontractors, 
70,000 Games Makers volunteers, and 8,000 paid staff. 
Games Makers used bold, imaginative schemes to em- 
ploy people who had never worked or volunteered before. 
Through its Trailblazer programme. for example, paid staff 
learned how to work effectively with volunteers of all so- 
cial backgrounds. Through a partnership with other state 
agencies, the Personal Best programme enabled more than 
7,500 disadvantaged, long-term-unemployed individuals, 
some with physical or learning disabilities, to earn a job 
qualification. Games Makers' School Leavers programme 
targeted students who have left school in east London, the 
host borough for the games, by granting them two three- 
month placements that, upon successful completion, were 
followed by a contract for employment until the end ofthe 
event. LOCOG's model has inspired government agencies 
and private-sector employment bureaus in the UK to re- 
write their work-engagement guidelines to enable them 
to tap into - and make productive — a far wider range of 
people than had previously been considered employable. 

We recognise that promising to bring out the best in 
everyone is a high-risk, high-reward strategy. It raises 
reputational capital, and such capital is easily destroyed. 
Goldman Sachs. for one, spent years building its reputa- 
tion as the most exciting investment bank of all. That's 
why Greg Smith's scathing resignation letter, accusing 
the company of not living up to its own standards, was so 
damaging. Once a company heads down this road, it has 
to keep going. 


Stand for More Than Shareholder Value 


People want to be a part of something bigger than them- 
selves, something they can believe in. “I've worked in or- 
ganisations where people try to brainwash me about the 
virtues of the brand." one seminar participant told us. “I 
want to work in an organisation where I can really feel 


[_] My job is meaningful to me. 
[ .] My duties make sense to me. 
[ 7 My work gives me energy 


[ 1 1 understand how my job fits 
with everyone else's. 


C] Everyone's job is necessary. 
[ 1 At work we share a common cause. 





where the company comes from and what it stands for so 
that I can live the brand.” 

it has become commonplace to assert that ergani- 
sations need shared meaning, and this is surelv so. But 
shared meaning is about more than fulfilling vour mission 
statement — it's about forging and maintaining powertul 
connections between personal and organisational values. 
When you do that, you foster individuality and a strong 
culture at the same time. 

Some people might argue that certain companies 
have an inherent advantage in this area. An academic 
colleague once asked us if we were working with anyone 
interesting. When we mentioned Novo Nordisk, he pro- 
duced from his briefcase a set of Novo pens for injecting 
insulin and said simply, "They save my life every day.” 
Engineers who design the side bars lor BMW's mini have 
been known to wake up at 4:00 in the morning 10 write 
down ideas that will make the cars safer. And thai might 
be expected of people drawn to the idea of building “the 
ultimate driving machine." 

But the advantage these companies have is got the 
businesses they re in. The connections they forge stem, 














A 
that works more generally, consider Michael Barry. who 
once was a teacher made redundant by state speruiing 
cuts, Three decades later, the experience remained vividiy 
traumatic: "It was a case of ‘last in. first out. nothing to 
do with merit. 1 decided | never wanted to lose mv job like 
that again. I researched things quite carefully. looking for 
places that were clear about what they wanted." 

And where did this idealistic man go? He became an 
insurance salesman for New York Life. | 
ferent company - from the top down,” he said, when we 
asked him what connection he felt to the company 
further explained it this way: "Back when other life i 
surance companies were demutualising and becoming 
financial services supermarkets, New York Life made it 
very clear that life insurance would remain our core fo- 








"His a very dif- 
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Shared 
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meaning is about more than fulfilling vour mission 


statement — it's about forging powerful connections 
between personal and organisational values 


cus. The agents didn't like it [at first] 
- they felt they were losing the oppor- 
tunity to make more money. But Sy 
Sternberg, the CEO at that time, went 
to public forums with the agents and 
pulled no punches. He told us, ‘We are 
a life insurance company, and we are 
good at it." This is more than a business 
strategy, Barry says. “It’s how we oper- 
ate every day. This is not a place where 
we wriggle out of claims. One man took 
out a life policy, went home to write out 
the check. It was on his desk when he 
died that night. The policy was unpaid, 
but we paid the claim. The agents really 
buy into this.” 

Current CEO Ted Mathas acknowl- 
edges that New York Life's status as a 
mutual company gives it an advantage 
in claiming that profit is not all that mat- 
ters. But he argues that the same logic 
applies for public firms — that profit is (or should be) an 
outcome of the pursuit of other, more meaningful goals. 
Again, this is hardly a new idea. "But many companies in 
public ownership have lost their way and with it a sense of 
who they are," Mathas suggests, and we agree. 


Show How the Daily Work Makes Sense 


Beyond shared meaning, the executives we ve spoken to 
want something else. They seek to derive meaning from 
their daily activities. 

This aspiration cannot be fuifilled in any comprehen- 
sive way through job enrichment add-on. It requires noth- 
ing less than a deliberate reconsideration ofthe tasks each 
person is performing. Do those duties make sense? Why 
are they what they are? Are they as engaging as they can 
be? Thisis a huge, complex undertaking. 

Take John Lewis, the parent company of Waitrose and 
the department store Peter Jones. In 2012 it completed a 
review of its more than 2,200 jobs, slotting them within a 
hierarchy of 10 levels, to make it easier for employees to 
take advantage of opportunities across the organisation. 
This sounds like a homogenising move, and it might be at 
a traditional company. But at John Lewis, which operates 
for the benefit of its employee owners, it was a deliberate 
effort to match its people with the work they want to do. 

Or consider Rabobank Nederland, the banking arm 
of the largest financial services provider in the Nether- 
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lands, Rabobank Group. After several 
years of development, the bank has rolled 
out Rabo Unplugged. an organisational 
and technical infrastructure that al- 
lows employees to connect to one an- 
other from practically anywhere while 
still meeting the stringent encryption 
standards that banking systems require. 
With no fixed offices or rigid job descrip- 
tions, Rabobank's employees are, like 
Arup's, responsible for the results of their 
work. But they are free to choose how, 
where, when, and with whom to carry it 
out. This approach requires managers to 
place an extraordinary amount of trust 
in subordinates, and it demands that 
employees become more entrepreneurial 
and collaborative. 

Beyond reconsidering individual 
roles, making work rewarding may 
mean rethinking the way companies are 
led. Arup's organisation, which might be described as 
"extreme seamless," is one possible model. As such. it 
takes some getting used to. In describing how this works 
in Arup's Associates unit, board member Tristram Car- 
frae explains: "We have architects, engineers, quantity 
surveyors, and project managers in the same room to- 
gether... people who genuinely want to submerge their 
own egos into the collective and not [be led] in the clas- 
sic sense." That was a challenge for Carfrae, who as a 
structural engineer wrestled with the question of when 
to impose his will on the team and push it towards a 
structural, rather than a mechanical or an architectur- 
ally oriented, solution. To participate in such an even- 
handed, interdependent environment is extremely hard, 
he says. There were "incredible rewards when it worked 
well and incredible frustrations when it didn't." 

We don't wish to underplay this challenge. But we 
suggest that the benefits of rising to it are potentially very 
great. Where work is meaningful, it typically becomes a 
cause, as it is for the engineers at BMW and the agents at 
New York Life. We also acknowledge an element of risk: 
When we interviewed legendary games designer Will 
Wright, he told us that his primary loyalty was not to his 
company, Electronic Arts, but to the project — originally 
for him the record-breaking Sims franchise and, more re- 
cently, Spore. Will ultimately left EA to start his own com- 
pany, in which EA became a joint investor. 
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The challenge is similar to that of fostering personal 
growth. If you don't do it, the best people may leave or 
never consider you at all. Or your competitors may de- 
velop the potential in people you've overlooked. When you 
do make the investment, your staff members become more 
valuable to you and your competitors alike. The trick, 
then. is to make it meaningful for them to stay. 


Have Rules People Can Believe In 

No one should be surprised that, for many people. the 
dream organisation is free of arbitrary restrictions. But it 
does not obliterate all rules. Engineers, even at Arup, must 
follow procedures and tight quality controls — or buildings 
will collapse. 

Organisations need structure. Markets and enterprises 
need rules. As successful entrepreneurial businesses grow. 
they often come to believe that new, complicated processes 
will undermine their culture. But systematisation need not 
lead to bureaucratisation, not if people understand what 
the rules are for and view them as legitimate. Take Vester- 
gaard Frandsen, a start-up social enterprise that makes 
mosquito netting for the developing world. The company 
is mastering the art of behaviour codes that can help struc- 
ture its growing operations without jeopardising its cul- 
ture. Hiring (and firing) decisions are intentionally simple 
~ only one level of approval is required for each position. 
Regional directors have significant freedom within clear 
deadlines and top- and bottom-line targets. Knowledge- 
management systems are designed to encourage people 
to call rather than e-mail one another and to explain why 
someone is being cc'ed on an e-mail message. Vestergaard 
sees these simple rules as safeguards rather than threats to 
its founding values. 

Despite the flattening of hierarchies, the ensuing 
breakdown of organisational boundaries, and the unpre- 
dictability of careers, institutions remain what Max Weber 
calls "imperatively coordinated associations," where re- 
spect for authority is crucial for building and maintaining 
structure. However, we know that, increasingly, employ- 
ees are sceptical of purely hierarchical power — of fancy 
job titles and traditional sources of legitimacy such as age 
and seniority. And they are becoming more suspicious of 
charisma, as many charismatic leaders turn out to have 
feet of clay. 

What workers need is a sense of moral authority, de- 
rived not from a focus on the efficiency of means but from 
the importance of the ends they produce. The organisa- 
tion of your dreams gives you powerful reasons to submit 
to its necessary structures that support the organisation's 
purpose. In that company, leaders' authority derives 
from the answer to a question that Steve Varley. manag- 
ing partner of Ernst & Young UK, put to senior partners 
in his inaugural address, after he reported record profits 
and partners’ earnings: "Is that all there is?" (In reply. he 
proposed a radical new direction — a programme called 


"Growing Successfully, Making the Difference" - aimed 
at achieving both financial growth and social change.) 
During the past 30 years we have heard the following 
kinds of conversations at many organisations: "Uli be 
home late. I’m working on a cure for migraine.” “Sail at 
work. The new U2 album comes out tomorrow - it's bril- 
liant." "Very busy on the plan to take insulin into East 
Africa.” We have never heard this: “lll be home late. im 
increasing shareholder value." 





PEOPLE WANT TO DO GOOD WORK - to feel thev mat- 
ter in an organisation that makes a difference. They want 
to work in a place that magnifies their strengths. not 
their weaknesses. For that, they need some autonomy 
and structure, and the organisation must be coherent, 
honest, and open. 

But that's tricky because it requires balancing many 
competing claims. Achieving the full benefit of diversity 
means trading the comfort of being surrounded by kindred 
spirits for the hard work of fitting various kinds of people, 
work habits, and thought traditions into a vibrant culture. 
Managers must continually work out when to forge ahead 
and when to take the time to discuss and compromise. 

Our aim here is not to critique modern business struc- 
tures, But it's hard not to notice that many ofthe organi- 
sations we've highlighted are unusual in their owner- 
ship arrangements and ambitions. Featured strongly are 
partnerships, mutual associations, charitable trusts. and 
social enterprises. Although all share a desire to gener- 
ate revenue, few are conventional, large-scale capitalist 
enterprises. 

It would be a mistake to suggest that the organisations 
are all alike, but two commonalities stand out. First, the 
institutions are all very clear about what they do well: 
Novo Nordisk transforms the lives of people with diabetes: 
Arup creates beautiful environments. Second, the organi- 
sations are suspicious, in almost a contrarian wav, oi 
and fashions that sweep the corporate world. 

Work can be liberating, or it can be alienating. ex- 
ploitative, controlling, and homogenising. Despite the 
changes that new technologies and new generations 
bring, the underlying forces of shareholder capitalism 
and unexamined bureaucracy remain powerful, As vou 
strive to create an authentic organisation and fully re- 
alise human potential at work, do not underestimate 
the challenge. If you do, such organisations will remain 
the exception rather than the rule — for most people. a 
mere dream. € 
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Why the state-sponsored Rajiv 
has failed to generate en 





t has all the trappings of a 
government welfare scheme 
~the name, tedious rules and, 
not to forget, complex proce- 
dures. The Rajiv Gandhi 
Equity Savings Scheme, or RGESS, 
launched last financial year, was the 
government's attempt to encourage 
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small investors to buy equities by giv- 


ing them tax breaks. 

Like many government schemes, 
while the intention was right. the 
execution was not. The scheme has 
failed to bring retail investors to the 
equity market in large numbers de- 
spite the promotion and awareness 





andhi Equity Savings Scheme 
USIaSM. By DIPAK MONDAL 





campaigns launched by the govern- 
ment and mutual fund houses. 

The RGESS, which offers tax de- 
duction up to 325.000 a year over 
and above the 31 lakh exemption 
under Section 80C, had managed to 
collect just 163 crore (valued at ac- 
tual acquisition cost) as on September 


30, 2013, according to data from the 
two depositories, NSDL and CDSL. 

{Note: This is the amount eligible 
for the tax benefit. However, RGESS 
schemes launched by fund houses 
have collected more money than is 
eligible for RGESS benefits. Six fund 
houses launched RGESS schemes 
(close-ended funds) early this year 
and together collected over 3200 
crore]. 

The buzz is missing in the current 
financial year as well. Even as the 
tax-saving season is about to begin in 
a couple of months, mutual funds, 
which accounted for almost 85 per 
cent collection last year, are not too 
buoyant about the scheme. Neither 
are the distributors of products. 

LIC Nomura Mutual Fund, whose 
RGESS product collected around 315 
crore last year, will launch another 
soon. However, CEO Nilesh Sathe says 
it's not that there is too much interest 
in the scheme. He says since they 
launched an RGESS product last year, 
they had to offer investors a window 
to invest in the scheme this year as 
well (now one can claim tax deduc- 
tion for three years as against the 
earlier limit of one year). 

Debashish Mallick, CEO, IDBI 
Mutual Fund, says they do not intend 
to launch any new RGESS fund this 
financial year as long as some issues 
are not resolved. IDBI Mutual Fund's 
RGESS fund had collected {17 crore 
last year. 

Another reason fund houses are 
not keen to launch new funds under 
the RGESS is that many existing 
schemes — Nifty and Sensex-based 
index funds — are RGESS-compliant. 
So, new investments can be chan- 
nelled through these funds as well. 
"Those who launched new funds got 
negative press for allegedly paying 
high upfront commissions," says 
Surjit Misra, executive Vice President 
and head of MF Group, Bajaj Capital. 

MF houses were reportedly paying 
up to 6 per cent commission to dis- 
tributors for selling their RGESS funds. 
However, fund houses justify such 
high commissions saying that dis- 


tributors only receive one-time com- 
mission (no trail commission) in 
schemes with lock-in periods. 

Let us discuss some issues that 
Mallick of IDBI Mutual Fund and oth- 
ers have been raising for a while now. 
Eligibility criteria: Tax benefit under 
the RGESS is only for first time equity 
investors — those who did not hold 
equities or derivatives in demat form 
before November 23, 2012. 
However. ifone is eligible, the benefits 
can be availed of for two more years. 
Also, anyone with more than 112 
lakh annual income is not eligible. 
These conditions, says experts, are a 
constraint for investors as well as 
distributors and fund houses. These 
not only limit the number of investors 
but also make it tough for distributors 
to identify the eligible investors. Take 
people opting for ESOPs. They may be 
holding these stocks through their 
demat accounts but will not be eligi- 
ble for the RGESS benefits. 

"Identifying eligible customers is 





No. of RGESS demat a/cs 


31,736 








Total investments 
(at acquisition cost) 





Investments via mutual 
funds/ ETFs %51. 28Cr 


Direct equity TAN 


111.52Cr 


RGESS stats as on Oct 31, 2013 








Source: NSDL, CDSL 


a problem. First, we have to find in- 
vestors interested in the scheme. 
Then we have to see that they are 
first-time equity investors and ihe e 
income is not more than 712 lakh. if 
the investor is not eligible on anv of 
these two accounts, our efforts : 
vain," says Mallick of IDBI Mutua 
Fund. 

Mandatory demat requirement: One 
of the key requirements for availing 
of tax benefits under the scheme is 
that the investment has to be in de- 
mat form. This means having a de- 
mat account is a must. 

This is a big impediment for inves- 
tors as opening a demat account is 
tedious. Besides, as is clear from lasi 
year, most investors are entering t 
scheme through mutual funds and 
mutual fund agents — mostly inde- 
pena ส 700 ็ ั -are not 



















can undertake the demat process on 
their own. 

This means the investor has to so 
to another intermediary (DP) for 
opening a demat account and go 
through the long procedure to corn 
ply with the know-vour-customer, or 
KYC, norms. Even mutual fund in- 
vestments under the RGESS have to be 
in demat form. 

However, if a person has been 
investing in equity mutual funds hut 
does not hold the units in dem 
form, he will be eligible for the bene 
f ts if He fu a bor d criteria. 











in 







mat อ อ is not une end lof ih e 
hassles. You also have to declare thai 
you want your investments throuzh 








the account to be considered for the 
scheme's benefits. For that. vou have 





to fill Form A, which you can 
from the DP. 

You can invest any amount in 
such an account, but the tax benefit 
will be available only up to 150,000. 
You have to, therefore, submit Form 
B to the DP if you wish to keep some 
securities outside the RGESS 
Flexible lock-in: All invesiments tor 
saving tax have a lock-in period. 
RGESS, too, requires the investor to 





amit 








February 2 2014 BUSINESS TODAY 95 
d 


ooo ร ร ฑ์ n m Please fill in the form and send it us at the address mentioned below — — ee — me me me me moo - 





FOR MANAGING TOMORROW 


Stay Ahead 


Subscribe and Succeed with Business Today 


SUBSCRIBE FOR 
2 YEARS AT 
31995/- 


Save 


INDIA'S MOST 
VALUABLE COMPANIES 





Business Today: A 10,000 Ft, 
360 Degree View offers 
€ Deep insights into the Corporate World 






€ Exclusive Interviews with top business personalities เง 0 D 0 





Save 23% + Get a Book FREE 


(Year|) 26 7 1300 1095/- Save 15% on the Cover Price 


@ Special features that mine data to analyse a range 
of topics 


@ All the latest Trends and Events in the world of 


business and economy 2 


Business Today Subscription Form 


Send form with your payment to LIVING MEDIA INDIALTD. 
A-61, Sector 57, NOIDA-201301 (U.P.) 


Yes! | would like to subscribe for: 
.; 2 Years (52 Issues): Pay * 26807- £1995/- Save 23% + Get a Book FREE! 


.: 1 Year (26 Issues) : Pay 131300/- 11095/- Save 15% on the Cover Price 





OX FO hà P à 9 4 K eOR EON À 9 € 9 AB 4B ON AUR I O0 9 NO 694 9 88 X09 R 0 VN RO3 ox Ph VOR ON 9 9 KY WO 3 V9 & V4 € A 4 8 8 7203 9 ^ V5 PR F6 8 $4 9€ 8 FA £448 9 k 9 ^4 ^49 493 u92 £44 4 


Payment Details: : 
z Charge my Credit Card O Ts [ ได 





Payment Enclosed: — Cheque © DD No... (in favour of Living Media India Limited. For non-Delhi cheques, please add € 50/- 


Subscription Terms & Conditions: This authorises us to communicate about our products & promotions through mail/phone/printed material/email etc. This authorisation is irrespective o! 
my instructions elsewhere of not to be contacted or informed over phone/email/mail etc. “Cover Price of BT is 1 50. “Special Rates and offer valid in India only for a limited period. “Allow 
3-4 weeks for processing of subscription. “Your free gifts will reach you in about 6 weeks of commencement of your subscription. TThe images shown here are indicative, actual product may 
vary Add Rs. 50/- for non-Dethi cheques. CSuperscribe your name and address on the reverse of the cheque/DD. CAH disputes are subject to the exclusive jurisdiction of competent courts 
and forums in Delhi/New Dethi only. “Business Today can revise this offer any time at its discretion without any prior intimation. “Subscription can not be cancelled once the free gifts are 





To Subscribe - Email: wecarebg@intoday.com or Call Toll Free No.: 1800 1800 100 or (0120) 2479900 





Equity Savings Schemes 


ต อ ต อ อ ล อ อ แล ต อ แอ อา อ 5 อ 5 ยา ้ ห ++++++ น น น ้ ั ้ ้ ้ ้ ++ 1 ไ 1 0 เ เ (1(13 ื 1 เว ง จ ็ 


The Journey So Far 


Returns from RGESS funds have been highly volatile 
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Scheme | 





UTI RGESS | 


5.15 


Figures show absolute returns in %; *benchmark returns are since launch: 
data as on December 18, 2013; Source: Accord Fintech 


keep the amount on which the tax 
benefit has been claimed invested for 
three years. 

However, the RGESS has the con- 
cept of fixed and flexible lock-in peri- 
ods. During the first year or the period 
of fixed lock-in, the investor cannot 
sell any holding. From second year 
(flexible lock-in), he can sell a part of 
the holding provided he maintains in 
his account the amount on which he 
has claimed the tax benefit or the 
value of the RGESS portfolio before the 
sale, whichever is less. He has to 
maintain this amount in his account 
for at least 270 days a year for the 


next two years. 

Consider a situation where your 
initial investment of 350,000 rises to 
380,000 after the end of the fixed 
lock-in period. In such a case, vou 





3 Months 


| 6 Months | Since launch | Benchmark* 


| 


fun 


6.85 12.42 


can sell 330,000 worth of securities 
and maintain 150,000 in the ac- 
count for at least 270 days a year for 
the next two years. 

However, what if the value of the 
securities falls to 340,000 after the 
first year? You can still sell part of 
your holdings provided you replenish 
the amount. So, if you sell shares 
worth 110,000, you have to invest at 
least this amount again. However, if 
the markets go up and your portfolio 
value touches 138,000, then you 
need to bring back only 32,000. If the 
investment grows to 140.000, there 
is no need to invest any money. In 
another case, if 330,000 falls further 
to 328,000. you still have to re-invest 
only 310.000. 

You will be saved these hassles 
and calculations if you do not sell the 


"We are not going 
to launch any 
special RGESS 

d this financial 
year as long as 
existing issues are 


not resolved” 


Debashish Mallick | CEO, 
IDBI Mutual Fund 
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securities during the Bexi 
ble lock-in period. 

Compare the &GES: 
norms to those of equity- 
linked savings scl 
(ELSS) of mutual funds, n d 
vestments in which are 
gible for tax ded ee un- 
der Section 80C. 

Any adult who is an 
Indian resident can invesi 
in ELSS funds and a f 
tax deduction upt 
lakh. He need not be a firs 
time equity investor. He 
also does not have to keep his hold- 
ings in a demat account. Besides, the 
rules regarding the lock-in period are 
simple. Each instalment has 
locked-in for three years. One cannot 
redeem the investment but can opt 
for the dividend option. 

For investors, it is a question of 

taking a lot of pain for little gain. 
Under the scheme. one can clair 
maximum of 125,000 tax dec 
(save only upto 17.725 in the ` 
cent tax bracket). 

No wonder investor interest is 
minimal, But awareness is not an is- 
sue, says Mallick of IDBI Mutual Fund, 
"Earlier this year. when the scheme 
was launched, the government 
and fund houses created a lot of buzz 
about it,” he says. (Sebi is Securities 
and Exchange Board of India.) 

Jitendra Solanki. a New Delhi- 
based financial planner, says. “Mx ost 
of my clients have annual income of 
x10 lakh and above. Last year. they 
were not eligible. Though this 
individuals with annual income 
112 lakh can avail of the scher 
benefits, the tax saved is too little." 

However, some feel that the 
sion to allow investors io ava 
benefits for three years instead o fs ne 
year, and increasing the income limi 
from X10 lakh to 312 lakh will attract 
more people to the scheme this vear. 
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More and more independent regional filmmakers ar 
looking at crowdfunding to make movies. By ARUNIMA | 





or Amrit Amlan for indie filmmakers ii 








Pattanaik, cinema meant he collected 11 crore 
just a medium of enter the total budget for hi 
tainment and discussion The movie, whi xpi 
But that was only until he issues such as child ab 
became a film investor. The sex relationship 
Hyderabad-based lecturer in mass awards in tu ti 
communication had been impressed couraged many oth: 
with independent, or indie, film- ers to look at crowdfund 
maker Srinivas Sunderrajan’s first movies on offbeat topi 
feature, The Untitled Kartik Krishnan The trend 1 
Project. “What fascinated me is that, tion. More and mo 
even with a shoestring budget of ers, particularly in regio 
14 5.000, he didn't compromise on have started reac! 
aesthetics and story-telling,” says through social m 
Pattanaik. So, when he found on crowdfunding platfor 
social networking site Facebook Wishberry an 
that Sunderrajan was raising platforms chat 
money for his second feature, Irom portal to port 
Greater Elephant, he in 
jumped on the Op- Pawan Kumar raised gL OOO ut 
portunity. Pattanaik L-. 1 “Pas for creati 


contributed 15,000 


lor the making of the via crowd-funding for 




























Ir M 
movie about a ma- his movie Lucia final am: 
hout looking for his on a proje 
missing tusker that turns into ส Wishberry has} 
search for a greater purpose. projects so fa 
Like Pattanaik, many others are Dubey, who founded 
coming forward to help indie film- along with Pi 
makers make movies which big April 201 2. Dubey, wh 
studios may not want to produce. worked with McKin 
Typically, these supporters contrib- thored a report on crowd 
ute money through crowdfunding, the consulting firn 
a concept borrowed from the West has raised 3 
where a large number of people back projects fron 
independent projects by making 2012. A quarte! 
3 small investments over the Internet. raised was lor films. “A pi 
> To be sure, crowdfunding is not have an online 
Z new to Indian cinema. In 1976, project crowd-funded 
5 celebrated filmmaker Shyam he latest region 
7 Benegal made Manthan by collecting join the crowdfunding | 
2 ~2 each from lakhs of dairy farmers is Pawan Kum 
> in Gujarat. More than three decades Kannada actor-direc! 
" later, director Onir set a precedent raised 151 lakh fr: 
PULLING A CROWD 
| บ ป ว E 
ld JI yi เจ จ น 2 
os Shyam Benegal's Crowdfunding Wishberry raised 11.5 
és 3 Manthan is one of the websites such as crore for 115 projects 
In nes 


from 3 500 nf | D 
2012. A quart: hi 


earliest examples of a 
movie made through 
crowdfunding 


Wishberry and 
Catapooolt help indie 


filmmakers raise funds Im 


LBNL Cinema 


Vasan Bala 
raised {1 crore 
through Facebook 
for the movie 
Peddlers 


100 investors through a Facebook page and his blog for 
this thriller Lucia. The movie, released by PVR Director's 
Rare, part of multiplex chain PVR, has had a great run. It 
was screened at the Mumbai Film Festival and premiered 
in London in July last year. It hit theatres across 10 cities 
in September and earned 34.1 crore in theatrical earnings. 
Udaya TV bought the satellite rights to the film for 395 
lakh. Tamil producer C.V. Kumar, known for hit films such 
as Pizza and Soodhu Kavvum, purchased the rights to re- 
make Lucia in Tamil and Telugu for 350 lakh, while Fox 
Star Studios bought the Hindi rights. 

Many other crowd-funded films have made a mark in 
recent times. Director Vasan Bala raised 11 crore via 
Facebook for the movie Peddlers while Marathi filmmaker 
Sujay Dahake mobilised 36 crore for Shala by marketing it 
on social media websites. Sarthak Dasgupta. winner of the 
Sundance-Mahindra Global filmmaking award 201 3, is 
crowdfunding for his upcoming movie 
Cutthroat. Best known for his 2010 movie 
The Great Indian Butterfly, Dasgupta has 
raised about 110 lakh for Cutthroat and 
plans to shoot the film this summer. The 
film revolves around a B-school student 
and is a quirky take on management edu- 


Marathi filmmaker 
Sujay Dahake raised 
{6 crore for Shala by 
marketing it on social 
media websites 


Sarthak Dasgupta 
raised about 


via crowdfunding for 
his movie Cutthroat 


cation in the country. Dasgupta says crowdfunding is of 
great help to those looking to make offbeat movies. 
Anamitra Roy, an alumnus of Jadavpur University, 
and his wife, Sriparna Dey, launched The One Rupee Film 
project last year at a film festival in Orissa where one could 
contribute as little as one rupee for a multilingual movie 
Aashmani Jawaharat (Diamonds in the Sky). They began 
shooting in September 2012 and have raised {285,000 
via crowdfunding, both offline as well as through websites 
such as Wishberry, funduzz.com and Indiegogo. About 
250 contributors have supported the project so far. The 
duo released the first look of the film on YouTube in May 
last year followed by a promotional video in October. The 
movie is in the last leg of post-production. “We now need 
completion funds,” he says. 
Why does crowdfunding attract regional filmmakers: 
"There is an emotional affinity to a crowdfunded movie 
even before it is made." says Yogesh 
Karikurve, a film consultant who co-founded 
Catapooolt. "This ensures a captive audience, 
thereby mitigating the risks of failure." 
Technological developments have helped 
indie filmmakers drastically cut costs while 
they have more options than ever before to 
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Anamitra Roy (right) 
and Sriparna Dey raised 


72.85 lakh 


via crowdfunding for 
Aashmani Jawaharat 


"UN 


earn revenue. A film's life doesn't end 
with its theatrical release, as it is now 
available on home videos and on the 
Internet. Hiren Gada, Director at 
media company Shemaroo 
Entertainment Ltd, says a digital print 
release can cut expenses by as much 
as 80 per cent. He adds that non- 
theatrical distribution of Marathi, 
Punjabi, Bengali and South Indian 
films has increased 15 to 20 per cent 
in the past vear. 

Regional movies also offer a 
higher return on investment with a 
lower risk. Industry observers say two 
trends are prominent. One, 
Hollywood films are being dubbed in 
Hindi and regional languages: two. 
Hollywood as well as Bollywood stu- 
dios are producing more regional 
films. "Even the best Bollywood films 
sometimes pale in comparison to 
their regional counterparts, which 
are grittier and made on a much 
smaller budget," says Gada. He cites 
the example of Marathi movie 
Duniyadari, which garnered 125 crore 
in box-office collections. "This was 
unheard of earlier," he says. 

The Indian audience, too, is be- 
coming more aware of regional cin- 
ema with such movies travelling to 














Director Onir's 
| Amis the 
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about crowd- 
funded film 
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movie project 
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contribute 
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global film festivals and 7 


showing these movies wit! 


subtitles. "The Indian au 


opened up to watching wo 


with subtitles. so whv n 


cinema in the same form 


Nina Lath Gupta. Managii 


National Film Devel 


Corporation (NFDC). The 


ment-backed agency ti 
promoting cinema has 
video-on-demand platforn 
large number of regional 
The growing popularit 
funding apart, there are 


areas as well. It is unregu! 


one has to be careful about t 


ing ol money, says An 


Managing Partner at Nail 


Company Advocates. | 
about the source of moni 


pose filmmakers to anti-mo1 


dering laws while invest 
risk of fraud because ther 
trol over how the funds : 


adds. NFDC's Gupta a: 


crowdfunding has some le: 


in India. "It is a hazv area 
are trying to navigate," sh 
the race has begun.” ๑ 
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RJ Lucky (Radio OYE), Samip Rajguru (Headlines Today), Hari Singh (JK Racing), Rohitaas Kumar (JK Racing), Sweta Singh (AajTak) and Akriti Mehrotra (Radio OYE) 
at the flag off at 5:00am Qutab Minar, Delhi. » Yogendra Pratap (Editor, Auto Bild India) and the drivers at the flag in at 8:25 am at Amer Fort, Jaipur. 


Tutu Dhawan (Regional Director, FMSCI) and Yogendra Pratap (Editor, Auto Bild India) handing over the Trophy to Hari Singh of JK Racing, 
who drove the Hyundai Verna and Rohitaas Kumar of JK Racing, who rode the Honda CBR 250R. 
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Common, Yet Uncommon 


The diva of behavioural economics looks again at the paradox called the Indian consumer 





A Never-Before 
World: 
Tracking the 
Evolution of 
Consumer India 
By Rama Bijapurkar 
Penguin Books India 
Pages: 256; Price: 3699 





he conversational ice-breaker at an 

informal corporate dinner I recently 

attended turned out to be maids and 
chauffeurs. One guest shared how his do- 
mestic help hires the services of an old 
neighbour to look after her children while 
she is at work. Another revealed his chauf- 
feur does not clean the car he drives for a 
living, but pays another person to do so. He 
believes cleaning cars is too menial a task. 

We swap stories about the consumption 
patterns of Indians all the time nowadays. 
These are rapidly changing in ways that 
surprise and confound us. We hear of men, 
who hardly stepped into a kitchen before, 
rustling up quick dinners with pre-mixes 
and exotic ingredients, or of seven year olds 
discussing downloading of games. At such 
a juncture comes Rama Bijapurkar's latest 
book on the subject. She is, of course, our 
very own diva of behavioural economics, a 
well-known management consultant and a 
market researcher whose last book, We Are 
Like That Only: Understanding the Logic of 
Consumer India, brilliantly nailed the para- 
dox called the Indian consumer. 

By now many ofthe Indian consumer's 
foibles are in plain view all around us - we 
do not really need a Bijapurkar to point 
them out. Facts such as the extraordinary 
heterogeneity of the country's consumers, 
or that India is a huge market, with a GDP 
set to cross $2 trillion. are well known. But 
the book was certainly needed to point out 
how uncommon it still is to find companies 
taking cognisance of what is so common 
and building a strategy around it. 

While many marketers tend to focus on 
wealthy sections - the 'cream' as Bijapurkar 
calls them - there is need, she feels, to ‘right 
size’ investments to meet the requirements 
of the rest ofthe population. A significant 38 
per cent of total consumption is by people at 


the bottom 60 per cent of the pyramid. 

The new book maintains that instead of 
employing a multiplicity of offerings, busi- 
ness models and business systems to serve 
even a reasonable slice of the opportunity in 
India as many retailers tend to, they should 
locus on learning to do so cost effectively. 
Like the former book. this one too is replete 
with vignettes and anecdotes about different 
kinds of consumers. Consider this one: “A 
young worker in the building ! live in 
bought a new Honda motorcycle, paving i 
premium to the list price. because there was 
not enough stock out yet in the dealership." 
Why did he pay extra rather than wait for 
his motorcycle? He knew he would not be 
able to replace his bike soon, and hence 
wanted one which would stay current for a 
long while. 

True, some entrepreneurs have not been 
blind to such trends. Future Group's ‘Fair 
Price Shop’ targets modest localities, where 
people do not want pomp and show, but a 
decent environment to shop in, and some 
shopping choices. They want something 
affordable next door, but not a hole in a 
shanty. Day-care centres are springing up 
in urban slums. They target children of 
people who are busy chasing livelihoods. 
but who can afford to pay a reasonable 
charge for child care. 

Bijapurkar also highlights the growing 
phenomenon of ‘workmate consumption 





prove their education or take them up the 
value scale. Such insights make the book 
interesting. though it does ultimately seem 
like a revised version of her former hook. 
Indian consumers do tend to leaplrog dis- 
concertingly and do not fit into marketers 
familiar patterns for long. @ 
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Men at work: D. Radhakrishna (L) 
and his colleague Mahindra Bhosle 
working on the S-92 helicopter 
cabin at the Tata-Sikorsky facility 
near Hyderabad 
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High-fliers 


Careers in aerospace are mainly in the public sector, but the entry of a few 
private players has thrown up more opportunities. By E. KUMAR SHARMA 


anasa Janaki, 24, spends most of her day 
in a helicopter cabin. Though she wanted 


to be a pilot, she eventually yielded to her 


parents wishes and studied engineering 
instead. But in a happy compromise 
which keeps her connected with the skies, she chose aero- 


nautical engineering, enrolling at the Institute of 


Aeronautical Engineering, Hyderabad, and is today help- 
ing build the spacious cabins of Sikorsky S-92 — the four- 
bladed twin-engine helicopters made by US-based Sikorsky 
Aircraft Corp. Peering through her safety goggles, ticking 
off details on a file in her hand, she seems to enjoy her 
work. She sits inside a partially ready S-92 cabin at a facil- 
ity set up under a joint venture between Sikorsky and Tata 
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Advanced Systems Ltd (TASL) on the outskirts of 
Hyderabad. The unit makes helicopter cabins, which are 
then shipped to Sikorsky for final assembly. TASL, set up 
in 2007, is the Tata Group arm working with the national 
security and defence sectors. 

A short distance away, D. Radhakrishna. a worksman 
or technical worker (called an ‘associate’ within the com- 
pany), is fixing the electrical cables. Radhakrishna, 22, 
who trained as an electrician at the Industrial Training 
Institute (ITI) in Visakhapatnam, says he is also simultane- 
ously pursuing a BCom degree. 

"There are three factories here, emploving 1,300 
people," says Masood Hussainy, Head of Aero Structures 
jusiness, TASL. "Around 400 are involved in the making 
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of the helicopter cabins, an equal 
number make various parts for the 
cabin and the remaining make the 
empennage (the tail of the aircraft)." 
For worksmen roles, the company 
hires from the ITIs, while for aero- 
space engineers it looks at the 
Indian Institutes of Technology 
(HTs) and other leading engineering 
colleges. 

Demand for both kinds of profes- 
sionals is growing. "Against six com- 
panies which came to our campus 
last year looking for aeronautical 
engineers, 11 did so this year,” says 
Debasish Ghose, Chairman and 
Professor of the Aerospace 
Engineering Department at the 
Indian Institute of Science (IISc), 
Bangalore. "They include companies 
like Airbus and GE," 

Among the ITs, Bombay, Madras 
and Kharagpur have been in the 
forefront of offering courses in aero- 
space. The Department of Aerospace 
Engineering at IIT Bombay, for in- 
stance, has 22 full-time faculty mem- 
bers and an annual intake of 65 
students each at both the under- 
graduate and postgraduate levels. 
"Most job opportunities still lie in the 
public sector," says S.D. Sharma, 
who heads the department. 

But change is in the air. "Till a 
few years ago, this field was largely 
confined to opportunities in defence 
establishments like DRDO (Defence 
Research and Development 
Organisation), Bharat Dynamics and 
HAL (Hindustan Aeronautics Ltd)." 
adds [Sc’s Ghose. “But now private 
sector jobs are increasing with the 
likes of GE, Airbus and Boeing look- 
ing at research out of India." 
Sharma notes that if more companies 


follow in the footsteps of Airbus, 
Boeing and GE, more opportunities will open up. 

Among other private employers. the Mahindra Group 
has about 2,000 people in aerospace engineering and re- 
lated technologies. Its vision statement for the aerospace 
business claims it intends to expand its “portfolio of utility 
aircraft to fulfil global demands. and become a Tier-I sup- 








Sky's the limit: Aeronautical engineer 
Manasa Janaki on the job 


plier of aircraft structural components and assemblies to 


the world market”. 


Mahindra Aerospace, the group's 


products is long - 


aircraft and components manufac- 
turing arm. plans to produce the first 
eight-seater aircraft in India in the 
next two vears. 

"Aerospace is a good career op- 
portunity as plavers 
will be increasingly looking to com- 
bine aerospace engineerin 
bilities with the knowledge 
bling IT technology like clou 
bility, networking and analytics to 
provide the next level of ac 
innovative solutions. 
Ramaseshan Satagopan. 
Aerospace and Defence 
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areas soli ก bre repair anc 
overhaul, he adds. 
TASL's Hussainy harps on i a 


need for greater industrv-academia 
linkages in this field, which would 
make education more 'pr n tical’ He 


it 

i 
also notes that some specialised pre 
grammes, which are provided 
to new recruits by companies, could 
be taught at the institutes to prepare 
students better. 

The lack of sufficient trained 
faculty, however. is a problem 
Institutions such as the lisc and HTs 
are able to attract faculty from ove 
seas and also hire some of thet 











related courses. HSc's ee 
notes that the big attraction 
institute is not just tts bran i ne, 
but the liberal seed grant it provides 
many of its faculty members io sei 
up their own labs and undertake 
research. The newer ones cannot 
afford this. 

Finally, scope for sweeping in 
novation in this eld may be limited, 











warn veterans. Since the lifecvcle of 

a civilian aircraft's design mav remain 
broadly unchanged for 30 years, for example - not many 
aeronautical engineers get a chance ! ra 
new platform or aircraft design too often. 
to tweak an existing design or focus on how to make 
things cheaper and easier. € 
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Adecco India Private Limited 
Lead PCE Engineer 
Location: Chennai 
Job ID: 14437394 | 


 Eaei-9u€9 Description: Require Candidates with 15+ 
Co i years of experience with Technica 
. Knowledge of Static Equipments, 
international codes(ASME,API, TEMA). 
Will be responsible to create/ 
review/approve technical specifications etc. 

















Altisource Business Solutions Pvt. Ltd. 
Vice President, Engineering 

Location: Bengaluru 

Job ID: 14334064 

Description: Bachelor's degree in 
Computer Science / Engineering with 184 
years of software development experience, 
and 10+ years experience in a managerial 
capacity 








Aitisource' Labs 
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Macher Technology Private Limited 
Deputy General Manager 

Location: Hvderabad 

Job ID: 14474518 

Description: Bachelors Degree in Science/ 
Masters in Business Administration with 
overall 8 - 12 years of experience in which 2 - 
4 years of experience in selling discovery 
services to diverse clientele. 











. Newgen Software Technologies Limited 

: Sales Head 

Location: Delhi 

Job ID: 13204916 

Description: Engineering and or 
| . Management Graduate from premier 
— .... institutes (IITs, IIMs) with 12-15 years of 
sales and marketing experience in Selling 
Software Products/Solutions across 
multiple regions in India. 
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DBOI Global Services Private Limite: 
Assistant Vice President + 

Location: Bengaluru 

Job ID: 14467917 

Description: Collateral Managemer 
responsible for managing & develo 
client and firm treasury and ma 
solutions for listed derivatives, OTC 


cleared products. 





Deutsche Bank [7] 











Williams Lea India Private Limited 
Associate Vice President - Innovation L: 








Opns 
jr, WILLIAMS LEA Location: Chennai 
| . Job ID: 14494820 





Description: Ideal candidate wouk 
. about 10 years of post-premier bus: 
school/CA experience leading teams in 
or more of BPO Solution Design/Delis 
Consulting/ Advisory services 





: Interakt Digital Solutions Pvt. Ltd. 

.. Creative Director 

Location: Chennai 

Job ID: 11957918 

Description: Looking for professional: 
10 years experience in interactive. m 
design. Exposure in IT industry and m 
publishing. Experience with diverse m 
content. 








interakt 








Sobha Developers Limited 

Head Land Acquisition 

Location: Bengaluru 

Job ID: 14475719 

Description: Candidates should be grac 
. with over 15 years of experience in 
^ Acquisition and liaison including thor 
knowledge of legal due diligence to be c: 
out and documentation required \ 
acquiring land. 
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Exfo Electro Optical Engineering India 
Private Limited 


| Technical Lead- Documentation 
| Location: Pune 
| Job ID: 14258799 


| 
| 
| 


| Description: Your main responsibility 


would be to produce technical documents in 
English related to EXFO's fiber-optics test 
and measurement instruments. 


Headstrong Services India Pvt. Ltd. 
Genpact Headstrong Hiring Java/J2EE 
Techies For Noida 

Location: Noida 

Job ID: 13351179 

Description: We are currently hiring 
Java/J2EE Techies with 4-8 Years 
experience For Noida Development 
Center. The candidate should have Strong 
programming skills in Core Java etc. 


Courion IT 

Technical Lead 

Location: Pune 

Job ID: 13102286 

Description: 7-12 years of experience 
(Minimum of 2-3 years of experience in 
leading a Team) in delivering commercial, 
enterprise software using C#, ASP.NET 
with MVC with Razor Engine 


Zensar Technologies 

SAP Basis Lead 

Location: Hyderabad 

Job ID: 14224284 

Description: 10 yrs + experience in SAP 
and worked in both domestic and 
international projects. Ability to lead a team 
of about 30+. Experience in setting up Basis 
Competency. 


Better Access 








assystem 


Replicon 

Web developer 
developer 
Location: Bengaluru 

Job ID: 14343446 
Description: 3-5 years of web des 
experience for. commercial w a 
on web development vate noe in st 
web technologies (e.g., HTML, 
JavaScript, JQuery, Ajax, "PHP. 


/ Web Designer / Ul 







Assystem India Private Limited 


\ Project Managers / Project Leads 
| Location: Bengaluru 

| Job ID 
| Description: Engineering graduate with 10 
| 8 BE 

| to 17 years of experience and hig hly 
proficient in management of full 


14351167 





v» 


H fe AME ë ie 
safety - critical software development, 310.5 
years of experience as a Project Manager. it 
the aerospace/avionics domain 


^x Alliance International 
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| exp as Demantra Technical / Functional 


| Demantara Resource PTP 

| Location: Bengaluru, Noida 
| Job ID: 14498567 

| Description: Professional with 4 - 7 vrs ol 


T" 


1 


Consultant. Knowledge of EBS- Demantra 
Integration. Trade mgmt PTP (Predictive 
Trade Planning) and good exp on PL SOT. 


Infostretch Solution Private Limited 
Mobile Technocrats GOS & Crass 
Platform) 

Location: Pune 

Job ID: 13064136 


Monster on mobile helps you find candi da 


anytime, anywhere 





Get Lucky. Get Active with Monster. | 
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ac randstad - 


| EVALUESERVE | 


È 
i Yar Global Knowledge Partner i 


To apply for above jobs logon to www.mons:er.com >> Type the Job ID in the "Search Jobs" box >> And clic 


! Sharekhan Limited 

|! Team manager - Sales 

| Location: Amritsar, Jalandhar 

Job ID: 14498720 

| Description: MBA / Graduate with 3-5 yrs 
/ of sales experience in broking industry with 


excellent selling & interpersonal skills. 


| Embitel Technologies India Pvt. Ltd. 
_ Associate BDM/BDM 


Location: Bengaluru 


| Job ID: 14498401 
| Description: 
/ Entrepreneurial driven person with 4+ 


Locking for an 


years of experience in Business development 
dealing with OEM, Tier 1 and Tier 2 
suppliers 


Randstad India Limited 

B2B/Corporate Sales 

Location: Bengaluru, Gurgaon 

Job ID: 14472233 

Description: To sell and promote LN 
Online products. Maximise subscription 
renewals and product sales by increasing 
market penetration, visibility and by 
strengthening relationships etc. 


Evalueserve.com Private Limited 
Business Analyst 

Location: Gurgaon 

Job ID: 14496453 

Description: Looking for graduates/Post 
graduates for Gurgaon location with 1+ 
years of exp in Marketing automation 
campaign with hands on experience in 
either of the tools: Exact Target 
/ MeetingVi iew / Eloqua/ Marketo 
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Roland and Associates 
Manager-Distribution Sales 
Location: Ahmedabad 

Job ID: 14498597 


| Description: 4 - 8 years of experienc 


|! Sales in Telecom Industry. Will hav 


REST A 


| deliver sales target for all products (vi 


prepaid / postpaid, data, handsets etc. 
executing the distribution strategy at 
channel-partner level 


Karavadi Techno Services Pvt. Ltd. 
Regional Sales Manager - Molec 


| Diagnostics Services (MDS) 
| Location: Pune 


. | Job ID: 14497162 


| Description: The Ideal candidate sh 


/ have expertise / knowledge of Pha 


Biotech, Healthcare sales. The sele 
candidate will be responsibel for sellin 
Molecular Diagnostics Services (MDS) 


™ JK Technosoft 
| Business Development Manager 
| Location: Bengaluru 
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| Job ID: 14494162 


Description: Business Manager จ 


| experience in ERP sales (SAP & 


Dynamics), handled South Indian mai 
Should have relevant SAP Sales experi 
of 3to 4 years minimum. 


IGT Solutions Pvt Ltd 


| AM-Marketing 
| Location: Gurgaon 
| Job ID: 14402888 


Description: Solid (3 to 5 years) experie 
in a marketing demand generation/ | 
generation role. Understanding of a typ 
enterprise sales process. Stre 
communication, presentation, interfac 


abilities. o 


etter Connections 


Page Connects people to Brands อ ท 


k the "Go" butt 


the Most Active Social Network. 


ห ่ น่ อ:/ /apps.facebook.com/beknown 





Get Lucky. Get Active with Monster. 






Deloitte Consulting India Pvt. Ltd. 
Senior Consultant-FARS 

Location: Gurgaon 

Job ID: 14218631 

Description: Professional with 3 - 5 yrs exp 
as Chartered Accountant / CPA with 
Knowledge of US GAAP; IFRS standards. 
Experience with financial statement audit of 
SEC registered clients. Knowledge of 
Derivative and hedge accounting. 





Deloitte. 


Tesco Hindustan Service Center 
Accounts Executive 
Location: Bengaluru 


TESCO | Job ID: 13995693 


"aw wae — Description: B.Com graduate with min 2 
| yrs of experience in Fixed Assets - 
— ^ Capitalization, Retirement, Month End 
Reconciliation. Ensuring FAMS is 
reconcilied with Oracle FA module GCS. 
| EXL 
|. Associates/Sr. Associates - US Taxation 
| Location: Bengaluru 


Job ID: 14412546 

Description: Commerce / Administration 
graduate with 1 - 3 years of experience in US 
Premium Tax with strong concepts of US 
taxation 





Red Hat 
Project Accountant - Coordinator 
| Location: Pune 
| Job ID: 14488219 
9 redhat | Description: Bachelor's degree in 
| accounting, or equivalent with 5 years of 
s  Felevant experience. Oracle ERP experience 
is required, with. Oracle 11i or R12 
experience helpful 
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| Altimetrik India Private Limited 
| Business Finance Manager 


Location: Chennai 

Job ID: 14068169 

Description: Ideal candidate shouk 
12 yrs of experience in Finance. ! 
possess SAP knowledge. Should 
MBA/CA or equivalent 


















, EMC Corporation 
| Sr/Client operations Analyst 
EMC | Location: Bengaluru 
where information lives’ | J ob ID :1 4489694 | 
Description: Experienced & pro: 


| professional responsible for mana 
. resolving 2nd level complex 
queries/issues and guiding junior 
professionals. 





Capgemini 
Financial Reporting 
Cap: ม จ ร า ย ษ์ | Location: Ko lkata 
wA 5 cut Luis ta ' Job ID: 14462079 
. Description: 2 - 5 years of expe 










ORACLE , TALLY is preffered. M S Excel 
Advanced proficiency, 


5 Rolta India Limited 
^ AccountsExecutive | Payroll 
Location: Mumba: 
Job ID: 14483393 
Description: B.Com Graduate with 4 t0 5 
years experience in payroll. Know! 
ERP Accounts System and Tally. 
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All the Natural World's a Stage 


“I'm a scientist and I deal with the natural world and how it works. If you don't try enough in science, 
you fail at it," says SIR PAUL NURSE, awarded the Nobel Prize in Physiology or Medicine in 2001 and 
voted the UK's most influential scientist in 2010. The geneticist, who is also President of the Royal 
Society, the world's oldest scientific academy. was on a visit to India recently. He believes his current 
research into cell biology will inspire à new boom in British science, which in turn will drive the 
economy. 

A theatre aficionado, Nurse, 64, believes being theatrical is an eflective way to communicate. "My 
children think I'm too theatrical, but when you teach you need to connect with your students." He 
relaxes by flying an aircraft that dates Gack to 1940%"My aeroplane ig” O years older than me. I fly over 
the Alps for 10 days every summer.” - 

ARUBIMA MISHRA 


~ 
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Chiding India 


“Jugaad should not be confused 
with innovation. Jugaad is 
improvisation which can get 
you over the immediate 
hurdle," says ASHISH SINGH, 
India Chairman and Head of 
Global Healthcare Practice at 
Bain & Co. Singh, 48, feels 
Indians have a tendency to look 
for short-term fixes. “You 
cannot build a sustainable 
growth powerhouse by looking 
at the short-term. You have to 
address fundamental long-term 
issues like infrastructure, 
education, agricultural 
productivity and health-care,” 
he says. Singh, a running 
enthusiast who took a fast track 
to the top at the US-based global 
management consulting firm, 
says even if inflation reduces, 
there has been no change in the 
fundamentals to ensure prices 
won't go up again. However, 
the country's macro health- 
care story is very positive, he 
adds, stressing the importance 
of public-private partnerships. 
MANU KAUSHIK 


Chair 





man, Bain & Co, India 


> 





Curious Comeback 


Many were surprised by RAJ JAIN's abrupt exit from America) 
giant Walmart as its India country head around six months ag 
just as surprising, is the announcement by Bharti Retail that | 
been appointed its CEO. Bharti and Walmart were in a six-veai 
venture, which was terminated only last October. Undoubted| 
the person who set up the entire superstructure of Walmart’s 
cash-and-carry business, including its backend and consultin; 
in India. His 27-year career has seen him in various other rok 
including that of Regional Head, Marketing and Supply Chain ! 
Asia Pacific region at Whirlpool Corp. He was also the young: 
manager at Hindustan Unilever (th 
Raj Jain Hindustan Lever Ltd) 
CEO, Bharti Retail SHAM 


SHEKHAR GHOSH 


February 2 JU] ; 





Peoplebusiness 


X A 
Capt. G.R. Gopinath V. Balakrishnan OS™ Meera Sanyal 


Founder, AipDeccan Fy-CFO. Infosys Ex-chief, RBS India 





Magnet for Managers 


High profile names from Corporate India are making a beeline for the Arvind Kejriwal-led Aam Aadmi Party (AAP). 
V. BALAKRISHNAN, 49, widely expected to become the next CEO at Infosys, startled all when he announced his 
resignation from the IT bellwether and joined the fledgling party. The flamboyant CAPT. G.R. GOPINATH. 61. 
fellow-Bangalorean and Founder of Air Deccan, followed. MEERA SANYAL, 52. who resigned from Royal Bank of 
Scotland as its India head, came next. Yet another was Adarsh Shastri, 40, grandson of former prime minister 
Lal Bahadur Shastri, who quit Apple Inc., for AAP. Says Balakrishnan: “A big change is happening 
in this country and | want to be part of it.” 

K.R. BALASUBRAMANYAM 





Going for Gold he did odd jobs for a living — he 
was an autorickshaw driver and 
later made small jewellery pieces 
for retailers. But eight years ago, 
he took the plunge into gold 

retailing and has never looked 

back since. He expects a turnover 
of 3800 crore this March-end. He 
plans to open six more gold 
showrooms and a hotel in Mysore 
in the next two years. (See 
businesstoday.in/nanjundi for the 
full story.) 

K.R. BALASUBRAMANYAM 





“Everything you get in a slum is third 
rate, says K.P. NANJUNDI, 49 
How does he know: “Well, I 
grew up in a slum in 
Bangalore," he adds. Today, 
he owns seven jewellery 
showrooms in Karnataka 
under the brand name Sri 
Lakshmi Golds Palace and is 
one of Bangalore's wealthiest 
businessmen. Nanjundi spent the 
first two decades of his life in a slum 
with his parents and seven siblings. 
Determined to come out of the hole, 





NILOTPAL BARUAH 
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RACHIT GOSWAMI 


Hooked to Books 


PRITI PAUL is passionate about 
literature and books. She heads the 
near-century-old Oxford Bookstore, 
with over 30 branches across the 
country, which is part of the more 
than %6,000-crore Apeejay 
Surrendra Group. She has been 
involved with the bookstore chain's 
expansion for the past 2 3 vears. Paul 
is also the moving spirit behind the 
Apeejay Kolkata Literary Festival, 
held in January and now in its fifth 
year, which brings together leading 
Indian authors. The event is 
organised around architectural and 
cultural themes. "It's for people who 
want to think and analyse," says the 
Kolkata-bred Paul. Last year, the Priti Paul 
festival saw seven book launches. 


Director, Apeejay Surrendra Group 
MANU KAUSHIK 








Mass Appeal 


In his 14-year stint with Multi Screen Media (MS? 
which owns entertainment channels such as Si 

SAB TV, Sony PIX and Sony SIX, N.P. SINGH, its 1 

has seen the company go through many highs and | 
be it the huge investment in the 2007 ICC Crick 
Cup. where the company incurred huge losses : 
India's disastrous run. or its overtly successful 
investment in Indian Premier League. Singh's 
focus will be to revive MSM's flagship channel Si 
which has seen a significant dip in viewership in the 
year. Sony has always been positioned as a met 
channel. "The focus now will be to offer content ! 
appeal not only to the metro audience, but also 
audiences in smaller towns,” says Singh 
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MANASIJE MISHRA 
CEO, Max Bupa 


My first role model/guru 

My father. Despite his 
humble background and 
limited family support - he 
lost both parents by the age 
of five - he was able to get 
into the !AS. His life taught 
me the value of self belief, 
hard work and tenacity 


My first job 


As Officer-in-Charge 
(Remittances), HSBC, Delhi 


My first boss 
Pranam Wahi, who is 





currently with DBS Bank. | 
remember the advice he 
gave me about managing 
some difficult senior 
representatives in my 
department. They were my 
father's age and he said if | 
showed them the kind of 
respect | gave my father, | 
would build a good working 
relationship. And he was 
absolutely right 


My first promotion 

Within about 18 months of 
joining HSBC, | was made 
financial controller for 
northern India. My new 





designation, Officer-in- 
Charge (Books), led to a 
number of friends believing 
| was running the godown of 
a library 


My first disappointment 
| joined HSBC in 1989 and 
the normal expectation was 
that after doing operations 
and retail banking, | would 
be moved to the much more 
‘glamorous’ world of 
corporate banking. | was 
promised such a move but 
in the end | was moved to 
the treasury department 
Photo and text by Vivan Mehra 
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Caper and Limerick by Herman Miller. 


Lightweight, stackable, 
comfortable seating. 
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Herman Miller's agile Cap 
make moving easy. The stylis 
brighten up classroon inferi 
cafeterias with colour a 

seating is required, you'll fin 
chair at Herman Mille: 








Say no to Fakes. 


‘With your phone, original HP cartridge 
verification is now just a scan away. 
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Mobile Authentication gives you instant 
verification of original HP ink and toner. Simply 
scan the QR code on the security label with your 
smartphone. Don't let counterfeits ruin your 
prints-make sure you get original HP every time. 






Our three-tier security system protects you from fraud. 


Mobile 

Authentication Security Seal Online 

Scan the OR code with your Tilt the security seal for the To validate, visit 

smartphone to validate as presence of a shifting image. ho.com/go/ok and 

authentic HP. enter the serial number 
from the label. 





To report counterfeit cartridges, visit: 
http://www.hp.com/sbso/product/supplies/fraud/_report.html 

Now become our most valued customer & get great deals on print cartridges. 
To know more email at in.contact@hp.com or call 1800 3003 3003 








Amit Agarwa 
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From the Managing Editor 
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here are few businessmen around in India who have taken what were 

essentially start-up gigs to stratospheric levels in the last three decades: 

Brijmohan Lal Munjal in bikes, N. R. Narayana Murthy in software services. 
Subhash Chandra in broadcast media. Aditva Puri in banking. Sunil Mittal in 
telecom, Anil Agrawal in commodities, and Kishore Biyani in retail. If vou lower 
the bar a little in terms of wealth created, you have the likes of Harsh Mariwala in 
consumer goods, the now-fallen Jignesh Shah in financial markets, Kiran 
Mazumdar-Shaw in biotech, and, in recent years, Rahul Bhatia in aviation and 
Rahul Sharma in phones. (If you move the time slider back a little. vou would have 
the king of them all. Dhirubhai Ambani, but he's not alive.) The common thread 
running through their stories is that all of them kept their enterprises at the top of 
the game as the market for their wares boomed. That may seem a truism in hind- 
sight. but think about this: there were other better-resourced competitors in each 
of their markets but these gents, and lady, came up tops. 

That is the essence of entrepreneurship. There's always someone out there who's 
hungry for the next big thing. If he or she is stupid enough to take the risk and a 
bunch of things like team. market timing. early benign customers, and luck come 
แว right, some succeed wildly. Especially in markets that come into being 

almost overnight. Even if the odds are near impossible 
~ one in hundreds of thousands, if not millions, makes 
it big ~1 think the underdog has the advantage in this 
game. As, too, Sachin Bansal and Binny Bansal, the 
00- -founders of Flipkart, India’s top online retailer by 
revenues. (The Chandigarh boys are not brothers: 
Sachin is the son of a grains trader and a homemaker, 
Binny of a bank manager and government employee.) 
In the exploding market of e-commerce - India's crossed 
$10 billion in such business - luck has been with 
Sachin and Binny so far. They had the distributed com- 
puting basics to write code that helped Flipkart scale, 
the early entrant's luck, and a remarkable ability to 
learn along the way. But all their chuptzah will be challenged in the years ahead as 
they prepare to battle it out with Amazon. started nearly two decades ago by another 
underdog, Jeff Bezos, and with sales that are nearly half of India's federal revenues. 
Read from page 56 the story of Amazon's entry into India and how Flipkart is ready 
for the fight with its elbows stuck out. Associate Editor Sunny Sen and Assistant 
Editor Taslima Khan put together the two-story package. 

Chronicling business and economy in these times is serious work but there are 
fun stories to be done, too. Just as we have interesting stories this issue of Gond art 
edging towards the mainstream (page 126). the Auto Expo (page 50). and the 
Bollywood Bhatts' hit formula (page 86), there are a few deep-dive stories that will 
set you thinking. On page 76. Special Correspondent Sarika Malhotra writes of 
Bihar's surging excise revenues on the back of a five-fold jump in liquor consumption 
in the state over six vears. Liquor has always been a source of easy revenues for 
governments but comes with social costs, and Bihar is not any different. Senior Editor 
N. Madhavan writes about a deeply troubling year for the truck and bus makers in 
India and how the business. with strong linkages with the rest of the manufacturing 
economy. may be stuck in the mud for a while (page 102). As sobering is fellow 
Senior Editor Anand Adhikari's story (page 92) on how difficult it is lor the banking 
system to get rid of its burgeoning non-performing assets. The RBI has taken the 
stance that lenders need to exit bad loans even it means taking a haircut, but as it 
turns out choices are not easy in an economy with little visibility of a turnaround. If 
food inflation continues to ease (page 16) in the coming months, that could change. 


-- WS น กิ ต 


josey.john@intoday.com 
@joseyjohn 
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Presenting Loan Against Property 
for Small & Medium Enterprise (SME) owners: 


Features include: 


e [ oans against residential & 
commercial properties 


e Tenure of up to 15 years 
e Low interest rate 


e Pan India presence 


* Terms and conditions apply. Credit at sole discretion of Capital First Ltd. 


SME LOANS 


Visit www.capfirst.com | SMS <SME> to 5667725 


S M 


E 


EUN 


LOAN § 





MAKE it 





WA Huawei 


WHAT HAPPENS WHEN SOMEONE 
UNDERSTANDS THE ASPIRATIONS OF 
1.2 BILLION INDIANS? 





Huawei. Inspired to enrich lives. 


At Huawei, we create solutions that are nspired 3y your aspirations. From Smartphones that spark a fashion trend to end-to-end 
solutions for enterprises and carrier networks — our innovations have been adding value to people's lives in more ways than one 
Huawei India, for over a decade now, has been partnering India's Top 10 Telecom Operators with seamless, secure-by-design and reliable 
communication services. Further, with local R&D, manufacturing and various CSR initiatives that bridge the digital divide, Huawei has 
been fostering inclusive growth in India. All this because at Huawei, your aspirations inspire us to make it possible. 


Enterprise Business Solutions | Camier Network Solutions | Consumer Devices 


GLOBAL > No. 1 Telecommunications » No. 1 share of LTE » World's first WiFi, Voice Dialing enabled 
LEADER IN Equipment Vendor Network Contract Awards Video Conferencing Solution 
BROADBAND & > 26,539 Patents » No. 1 in Datacards » No. 2 in Enterprise Router & 
TELECOM Tele-presence markets globally 
» Sth Most Innovative > No. 3 in Smartphones 
Company » No. 3 in Global 





Campus Switch Market 
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FREETMINKERS' MAVEN pee SMALL CHANGE paz 





Great Strategy 

The feature on Maruti (God Is in 
the Detail, February 2) was worth 
reading. Despite cut-throat 
competition from other 
automobile giants such as 
Volkswagen, Ford, and Toyota, 
and the current downturn in the 
auto market, Maruti has 
succeeded at the Herculean task 
of winning back the 40 per cent 
plus marketshare it earlier had. 
Maruti's strategy of focusing on 


villages, on network, resale value. 
re-purchase (through true value), 
and cheaper parts, is laudable. 
With an affordable price tag. the 
re-born Alto has also picked up 
sales. Though Maruti s 
contribution in the four-wheel 
segment is high, its management 
should not rest on its laurels. 

It should concentrate more 

on exports. 

Akhilesh Kumar Sah, Faizabad 


AAP Conundrum 

The spectacular win of the AAP in 
the Delhi assembly election has 
brought it into national and even 
global focus (Free Speech Haven, 
February 2). The massive support 
it received has also prompted the 
party to go national and think of 
fielding around 400 candidates in 
the coming Lok Sabha elections. 
So setting out its policies on all 
fronts such as economics, foreign 
affairs, health, education and 
agriculture, has become 
imperative. But the recent dharna 
on the streets by AAP Chief 
Minister Arvind Kejriwal against 
the Central government has 


raised many a question. | 
right kind of action for a ne 
party aiming at national 
significance? Time will t 


Jacob Sahayam, //urivi 


India's "Head" 


This refers to your story on 
debate over Article 370 ol the 
Constitution which grants sp 
status to Jammu & Kashmi 
(Article of Contention, Januari 
State Chief Minister Omar 
Abdullah's remark ". 

one corner of the countrs 
neither are we a market n: 
logistic advantage" is, howe 
incorrect. In fact. Kashn 
“head” of our nation, 
geographically. It is high tin 
government reviews some 
major hurdles impedin; 
investment — such as the 
provision that debars non 
residents from buying prope 
the state —so that Kashm 
attracts both talent and b 
from outside its bord 

V.N. Ramaswamy, Hid 

Send all your comments to: 
editor.bt@intoday.com 
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Bill Gates predicts there will be no poor 
country in the world by 2035. 


Either the poor country will have a new 
definition or it will be missing from map. 
- Nik Azri 


RBI to withdraw all pre-2005 currency notes. 


It is a very good step to reduce fake currency. 
- Prakash Das 


Real estate prices are still high despite 
weak demand: India Ratings. 


Definitely, the real estate prices are 
crashing 

soon, So for new investors, it will be a 
long-term profit. 


- Siddhesh Vijav Patil 
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Date with Davos: Emerging-market economies will feel some impact from the US Federal Reserve's 
winding down of its stimulus but India is better prepared than last year to deal with it, Finance 
Minister P. Chidambaram (second from left) said during a panel discussion at the World Economic 
Forum in Davos, Switzerland. Other panelists at the discussion were Nikesh Arora, Chief Business 
Officer at Google Inc.; Sunil Bharti Mittal, Chairman of Bharti Airtel; Jeremy Bennett, CEO for Europe, 
Middle East and Africa at Nomura Holdings Inc.; and New York Times columnist Thomas Friedman. 


Corporate 


Domestic airlines have 





slashed fares by as much as 
50 per cent on advance 
bookings as peak travel sea- 
son draws to a close. 
SpiceJet was the first off the 
blocks, with IndiGo, GoAir. 
Air India announcing simi- 
lar fares in quick succes- 
sion. The discounted tickets 
are valid until April 15. 


Ranbaxy Laboratories sul- 
fered a fresh setback as the 
US Food and Drug 
Administration banned 
drug imports from the com- 
pany s Toansa factory cit- 
ing manufacturing viola- 
tions. Last year, the com- 
pany pleaded guilty to fel- 
ony charges relating to 
manufacture and distribu- 
tion of adulterated drugs 
made at two factories and 
agreed to pay $500 million 


to settle charges. 


M5 richest 85 
individuals hold 
wealth equivalent to 
that owned by the 
bottom half of the 
world's population, 
according to a report 
titled 'Working For the 
Few' by international 
development 
organisation Oxfam. 
Since the late 1970s, 
tax rates for the richest 
have fallen in 29 of the 
30 countries for which 
data are available. 


Tata Motors has 

launched its first 
indigenously developed 
petrol engine Revotron 
for passenger vehicles. 
The company, which 
commands $-10 per cent 
market share in the 
diesel segment, aims to 
make a Strategic shift to 


a complete portfolio with 


the four-cylinder engine 


sporting multi-point fuel- 


injection tecnnology. 





Corporate Scorecard 


Results for quarter ending December 2013: 





Mor EE e 
Colgate Palmolive 884 16% 113 9% 
Dabur India 1904 | 17% 243. 15% 
HDFC 6,020 15% 1278 12% 
Larsen &Tubro — 14,388 | 12% | 1244 22% 
Bharti infratel 2,731. 41 62% 
Cairn India 5000 17% 2,884 -14% 


Sales and profit in 7 crore 


Paulraj. 
Emeritus at 
Stanford University, has be- 


Arogyaswami 


Professor 


come the first Indian to bag 
the Marconi Society Prize, 
considered an equivalent to 
the Nobel prize for the tech- 
nology sector, Paulraj, who 
served 25 years in the navy, 
is credited with developing 
wireless technology used in 
Wi-Fi and fourth-generation 
(4G) mobile systems. 


China's economy grew 

7.7 per cent in 2013, 
matching the previous 
year's pace, amid painful 
reform measures taken 
to avoid defaults on 
huge debts. This is the 
first economic data of 
the government that 
assumed power last 
March under the 
leadership of Xi Jinping 
in a once-in-a-decade 
political transition in 
the communist nation. 


Economy 


The worst is over for India's 
economy, with gross domes- 
tic product likely to expand 5 
per cent to 5.5 per cent this 
year and more than 6 per 
cent in 2015, according to 
Moody's Analytics. Concerns 
over the rupee and current 
account deficit are under con- 
trol, said the agency. Ratings 
firm Crisil has forecast 6 per 
cent growth for 2014/15, up 
from the estimated 4.8 per 
cent for 201 3/14. 





Tepid economic growth, in- 
frastructure bottlenecks, and 
lack of transparency and con- 
sistency in foreign direct in- 
vestment policies seem to 
have taken a toll on India's 
attractiveness as an invest- 
ment destination, says an 
Ernst & Young survey. 
Projects with FDI component 
fell 16.4 per cent across the 
globe in 2012 from the previ- 
ous year. The drop in India 
was steeper at 21 per cent. 


State-run carrier Air India is 
doling out free tickets to its 
24,000 employees, even as it 
expects to incur a loss of 
13.900 crore this financial 
year and has a debt burden of 
135.000 crore. Functional 
directors and joint managing 
directors are entitled to get 24 
free tickets each year while 
deputy general managers and 
above get 20 passages. 
Assistant general managers 
and senior AGMs with less 
than 20 years of service can 
avail 12 such tickets and 
those above 20 years can get 
16. Half of these tickets can be 
used for global travel. 


390,000 


The number of jobs 
generated across India 
in 2013, a fall of 0.4 per 
cent as compared with 
a year earlier. The 
National Capital 
Region has a one- 
fourth share in total 
jobs created, according 
to a study by industry 
lobby group Assocham. 
Banks, real estate, 
automobile and 
telecommunications 
sectors are showing 

a rise in job creation. 


$805 mn 


Investments by 
venture capital firms 
in India during 2013, 
registering a drop of 
about 18 per cent 
over the previous 
year. The Information 
Technology and IT- 
Enabled Services 
industry retained its 
status as the favourite 
among venture capital 
investors in 2013. 


AND MONTHS TO SLEEP BEFORE | GO 
AND MONTHS TO SLEEP BEFORE | GO! 





Markets 


Pakistan has temporarily 
banned gold imports for the 
second time in six months, 
as it tries to stem smuggling 
into India. India's import 
duty on gold is 10 per cent 
and curbs on purchases have 
dried up legal imports into 
what used to be the world's 
biggest bullion buyer. The 
World Gold Council puts the 
amount smuggled into India 
at up to 200 tonnes in 201 3. 





The Reserve Bank of India 
(RBI) has proposed that 
unclaimed bank deposits, 
estimated to be about 13,500 
crore, be used for education 
and awareness among de- 
positors. According to the 
plan, deposits that have not 
been claimed for at least 10 
years will be transferred to 
the scheme. 
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/ \ GOVERNMENT OF INDIA 


Coming Up 





The government 

planning to offer 
four of the proposed 
10 coal blocks to be 
auctioned in the first 
lot throug! 
competitive bidding 
to the power sector 
It is yet to finalise 
the sectors to whic! 
the other six blocks 
would be offered in 
the first tranche 
The road map for the 
auction is set to be 
ready in a mont 


The RBI has 

up an expert pane 
to review the 
governance of bank 
boards. The pane 
chaired by forme: 
chairman and CE! 
of Axis Bank 
P.J. Nayak, will 
submit its report 
within three months 
after its first 
meeting 




































Off the 
Boil 


Food inflation is set to decline 
further, thanks to a projected 
record rabi harvest. 

By AJAY MODI 





he country is poised for a record harvest this 





year. This is why prices of pulses like gram 
(chana) are down by more than 30 per cent, 





year-on-year. Onion prices have crashed, 
after their rise made headlines four months ago. 
Commodities such as groundnuts and maize are selling 
below their minimum support price (MSP). Sugar prices 
remain soft. The central government has nearly 43 
million tonnes of grain stock — well above the 25-mil- 
lion-tonne norm. All indicators point to a bearish trend 
in food prices and a fall in food inflation in coming 


months, 

High food prices, witnessed 
primarily during the July-to- 
November period of the 
2013/14 financial year, were a 
crucial factor in the recent state 
polls, and contributed to the 
dismal performance of the 
Congress. In a media interaction 
in early January, Prime Minister 
Manmohan Singh admitted that 
his government had not suc- 
ceeded in controlling inflation. 
“This is primarily because food 
inflation has increased,” he said. 

But the situation is changing. “If you compare 
January 2014 prices with those in January 201 3, 
they will be more or less the same. Going forward. 
prices will remain in control and food inflation will 
keep coming down every month for the next five 
months,” says Ashok Gulati, Chairman of the 
Commission for Agricultural Costs and Prices, and 
a sector expert. However, he added that inflation 
would persist in items such as milk and meat, be- 
cause of demand pressure arising from higher in- 
comes. Government data shows milk prices in Delhi 
have risen by more than 1 3 per cent since January 
201 3, to 134 per kilo. 

Onion prices crashed after remaining abnor- 
mally high in September-October last year. At the 
retail level, they were almost at 3100 per kg. They 
are now available at 325 per kg. The government 














had to cut the minimum export 
price of the bulb from $1,150 per 
tonne in early November to 
$350 in mid- December. to en- 
courage exports and prevent à 
free fall in domestic prices. 

N. R. Bhanumurthy, 
Professor at the National 
Institute of Public Finance and 
Policy, says: "Prices are off the 
peak. With estimates of a histori- 
cally high agricultural output, 
one can expect prices of most ed- 
ible commodities to fall. The 
downside, however, could be limited, since there 
will be some cost push inflation in these." 

Sugar prices have been depressed for more than 
a year. At the retail level, sugar is selling for 135 to 
136 per kg in Delhi, compared to 137 a vear ago. 
according to data with the Department ol 
Consumer Affairs. The same data shows that retail 
prices of gram dal, arhar dal, mustard oil and wheat 
are down, compared to last year. 

Declining prices of pulses provide huge benefits 
to Indian households where pulses form a domi- 
nant source of protein, says a December report by 
CRISIL. This is especially true for vegetarian house 
holds. India is indeed the world's largest producer 
consumer and importer of pulses. “Pulses inflation 
will most likely remain significantly low in the next 
| 2 months, as the rabi crop — which forms over 60 
per cent of total pulses production in India — enters 
the market,” the report said, Gram is selling for 
around 32,900 a quintal in markets such as Indore 

and Bikaner, while its MSP is 33.000. The MSP 
for new gram crop that will arrive April on 

wards has been increased to 13, 1 OO 
Groundnut prices have slipped below 
MSP in Gujarat, and the central govern- 
ment agency 
National 


Inflation 

















Veggie Treat Prices* of most vegetables have begun declining 
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Agricultural Cooperative Marketing Federation 
(NAFED), has been called in to procure ground- 
nuts at MSP. NAFED is also doing so in 
Rajasthan. Earlier, it had to similarly intervene 
when the market price of urad dal slipped below 
its MSP. 

There is also marked decline in vegetable 
prices. Supplies have improved, but the increase 
in production must be sustained to ensure the 
inflation rate stays moderate. “Once there is a 
clear estimate of the rabi output, further easing 
of price pressure is possible,” says Shashanka 
Bhide, Senior Fellow at the National Council of 
Applied Economic Research. 

Rising vegetable prices had also contributed 
to high inflation, and their cooling is reflected 
in the latest inflation data. In December 201 3, 
wholesale price index-based inflation fell to 
6.16 per cent from 7.52 per cent in November, 
triggered by the fall in vegetable prices. In 
December 2012 it had been 7.31 per cent. 

Commenting on the vegetable price out- 
look, Pradipta Sahoo, Business Head at Safal, 
the vegetable and fruit retail arm of Mother 
Dairy, says: "No abnormal price fluctuation is 
expected in vegetables until at least mid-April if 
weather conditions remain normal." 

As of January 1 this 
year, the government 
had 15 million tonnes of 





*Delhi prices quoted 


rice and 28 million tonnes of wheat in the 
central pool, for sale through the public distri- 
bution system at subsidised rates. Rice pro- 
curement is currently on, and fresh wheat 
procurement will begin from April. The large 
stock in the government kitty ensures that 
open market prices do not rally, as the govern- 
ment can intervene any time if required. 
Agriculture Minister Sharad Pawar said re- 
cently that the country was likely to harvest a 
record 100 million tonnes of wheat in the 
201 3/14 crop year (July to June), beating the 
record of 94.88 million tonnes in 2011/12. 
The sowing of rabi crops such as wheat, 
oilseeds and pulses is progressing well, and is 
above last year’s levels. After the rabi crop is 
harvested in April and May. prices will drop 
further. A Food and Agriculture Organization 
report in November 201 3 noted that incremen- 
tal import requirements of edible oil by India in 
2013/14 should be small, compared to previ- 
ous years, because of the domestic harvest. 
The United Progressive Alliance govern- 
ment had to deal with the untamed price rise of 
the second half of 201 3. following erratic and 
unseasonal rain in some states. But things are 
changing. It remains to be seen who reaps the 
political benefit of moderating food prices. € 
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MODI SPEAKS 
WITH CONVICTION 
ON HOW FUTURE 
CITIES WILL COME 
UP AROUND 
OPTICAL FIBRE 
NETWORKS AND 
EMPHASISES THAT 
SCIENCE AND 
TECHNOLOGY 
WILL LAY THE 
FOUNDATIONS OF 
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Curious Confluence 


Narendra Modi's economic vision has much in common with that 
of former prime minister Atal Bihari Vajpayee. By SHWETA PUNJ 


n an October morning in 1998, then 
Prime Minister of India, Atal Bihari 
Vajpayee, called his finance minister 
Yashwant Sinha to discuss a ‘big idea’ before 
his address at FICCI, one of the two largest 
industry bodies in the country. Vajpayee 
wanted to put forth an idea to key business 
leaders that would capture their imagination. 


That's when he first pitched the idea of 
connecting the country through a network of 


highways. “The government will start within 
this year and from twenty different places 
from across the country work on a major 
7 ,000-km road project," he told a FICCI gath- 
ering on October 24, 1998. 

At the time, the proposal by the Vajpayee- 
led government to connect the entire country 
through highways and roads was considered 


uary 16 2014 


audacious. “People made fun of Vajpayee. 
They would ask where the money will come 
from,” says Sinha. "There were several chal- 
lenges, including land acquisition issues.” The 
154. 000-crore project — currently underway 
- was initially funded through an additional 
11 cess on petrol and diesel. 

Fifteen vears later, reactions are some- 
what similar to BJP's prime ministerial candi- 
date Narendra Modi's vision for India which 
includes interlinking rivers, introducing bullet 
trains, modernising railways and building gas 
grids, optical fibre networks and a hundred 
smart cities. It will cost the exchequer some 
120 lakh crore. 

Interlinking rivers is an idea that took 
shape in the Vajpayee era in 2002 — it seeks 
to link 14 Himalayan rivers in North India 
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and 16 peninsular rivers 
in South India — but was 
put on the backburner 
after the Congress-led 
UPA came to power in 
2004. “The idea has the 
potential to prevent 
floods and droughts, pro- 
vide new sources of hy- 
dro power and irrigate 
millions of hectares of 
land,” says Vinayak 
Chatterjee, Vice 
Chairman of Feedback 
Infra, a leading inte- 
grated inlrastructure 
services company. 

At an awards func- 
tion in New Delhi on 
January 17, Modi also 
spoke with conviction on 
how future cities would 
come up around optical 
fibre networks and em- 
phasised that science and 
technology would lay the 
foundations of modern 
India. His audience in- 
cluded doyens of the IT 
industry, including Shiv 
Nadar, Kiran Karnik, 
Vineet Nayyar and C.P. 
Gurnani. "Lam not a fan 
of Modi or his partv but 
he seems to understand 
innovation," says a senior IT company execu- 





UE 3 tive who did not want to be named. 
Modi's vision document seems to be in 
PANNED BY e hdi 
CRITICS FOR sync with what Vajpayee began. While 
BEING TOO FAR Vajpayee started the process of laying the 
AWAY FROM THE building blocks of the nation through roads, 
REALITIES OF highways, linking of ports, etc, Modi is taking 
INDIA AND NOT that vision forward by focusing on informa- 
NECESSARILY E 
tion highways. “Vajpayee was the first prime 
ORIGINAL จ ทื 


minister who thought about linking all rural 
roads to all the major markets of the country. 

When you plan nationally, you need to have 
an understanding cf the grassroots and Modi 
is a man of development himself. He clearly 
has the vision,” says Suresh Prabhu, former 
power minister in Vajpayee's cabinet. 

Modi's followers say that his vision for 
india is based on what he has delivered in 
Gujarat. For instance, there are about 125 
smart city projects underway in the state. 
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Smart cities are con- 
nected through IT as well 
as through traditional 
roads and highways. 

But Modi's ideas 
have been panned by 
critics for being too far 
away from the realities 
of India and not neces- 
sarily original. Bullet 
trains, for instance, are 
prohibitively expensive 
and the idea has been in 
the pipeline for many 
years now. There is al- 
ready a plan in place to 
provide broadband con- 
nectivity to over 
200.000 gram panchay- 
ats by expanding India's 
optical fibre network. A 
proposal by Modi to pro- 
vide real time data on 
agriculture was termed 
redundant by prominent 
agri economists as track- 
ing output using satel- 
lites is considered unvi- 
able in India where farm 
sizes are small. But then 
experts also say this is 
the first time after many 
vears that infrastructure 
is finding its wav back 
into the main political 
discourse and conversation is moving away 
from entitlement based incentives. 

“Lam happy that interlinking of rivers is 
being spoken about again. It is a programme 
that could have four times the impact of na- 
tional highways. All these ideas can lead to 
huge employment generation. [ give them 
full marks for saying these things." says 
Chatterjee. Others are more cautious. "All of 
this sounds very good, but unless vou fill in 
the gaps and spell out the details, it can all 
very well be rhetoric." says Rajiv Kumar. 
Senior Economist at Centre for Policy 
Research. 

Vajpayee had the unmatched ability to 
take people along with him on crucial deci- 
sions. It is a trait Modi will need to work on to 
execute his vision. € 
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Disinvestment 





Last Minute Hurry 


With the government hard put to meet its fiscal deficit target, 
disinvestment is now an imperative. By ANILESH S. MAHAJAN 


inance ministry officials are running 
against time to meet their disinvestment 
and fiscal deficit targets. The Election 
Commission is expected to announce the dates 


February. Once these are set, all kinds of re- 
strictions will kick in 

By November 261 3, the fiscal deficit was 
reportedly at 94 per cent of the full-year target. 
Officials in the ministry are worried that the 
deficit seems intractable even after curtailing 
expenditure, so they are looking at non- 
tax means of raising revenue. The 
government is trying to boost dis- 
investment numbers before 
the vote-on-account sched- 
uled for February 17. 

In the last Budget. 
Chidambaram had set a 
disinvestment target of 
140,000 crore. Sales of 
stakes in seven PSUs over 
first two quarters have raised 
only 33.000 crore, of which 
the Power Grid Corporation 
of India Ltd (PGCIL) stake 
alone brought in 11.637 
crore. The government 
has also offloaded stakes 
in Hindustan Copper, 
National Fertilizers and 
MMTC. 

“The government 
needs to figure out when 
and where it will get maxi- 
mum returns for its assets,” 
says Anis Chakravarty, 
economist at Deloitte 
Touche Tohmatsu. “It 
should not be an exercise of 
the last two quarters, but 
should be based on system- 
atic year-long planning.” 

On January 21, the 
government-backed 
Specified Undertaking of 
the Unit Trust of India 
(SUUTI) appointed three 
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of the general election in the third week of 











bankers — JPMorgan Chase & Co, Citigroup Inc 
and JM Financial Ltd - 10 help it sell its 23.58 
per cent stake in Axis Bank on the stock mar- 
ket. The government is expected to get 
112,000 crore from this sale. It is also keen to 
sell SUUTI's equity in L&T and ITC. 
Chidambaram's team also plans to disin- 
vest from Hindustan Zinc, BALCO, Engineers 
India, BHEL and Hindustan Aeronautics. On 
January 20, the Cabinet Committee on 
Economic Affairs (CCEA) cleared the auction 
ofthe residual 29.5 per cent government 
stake in Hindustan Zinc. 
Already. the finance ministry 
has forced Coal India Ltd 
(CIL) to choose between five 
per cent disinvestment 
or payment of an in- 
terim dividend. CIL's board, 
under pressure from trade 
unions opposed to the disin- 
vestment, decided to pav a 
dividend totalling 118,317 
crore, so the government 
would get dividend distribu- 
tion tax as well. On January 
10, Chidambaram met Coal 
India Chairman S. Narsing 
Rao, IndianOil Chairman 
R.S. Butola and ONGC 
Chairman Sudhir Vasudeva, 
to iron out his ministry's plan 
to rake in more revenue. 
This meeting took place 
a day after petroleum minis- 
ter M. Veerappa Moily in a 
CCEA meeting opposed 
the sale ofa 10 per cent 
government stake in 
IndianOil, arguing its 
share price was cur- 
rently well below its 
52-week peak. The 
finance ministry ex- 
pects 14,000- 
5,000 crore from 
the IndianOil 
deal. ๑ 
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The new round of bidding for oil and gas blocks, unlike before, 
will allow those exploring to carry on irrespective of the 
nature of the fuel they find. By ANILESH S. MAHAJAN 


etroleum Minister M. Veerappa Moily 

has set the ball rolling for the next 

round of the new exploration licencing 
policy (NELP). It is the tenth round of the NELP, 
probabiy the last, as it may soon be replaced 
by Open Acreage Licensing Policy, which will 
permit companies to select the blocks they 
want to explore without waiting for the gov- 
ernment to make an offer. 

The change this time is that NELP X offers 
an integrated approach to exploration. The 
block operator will be allowed to go ahead ir- 
respective of the fuel found — coal bed meth- 
ane, shale gas, conventional gas or oil. “There 
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will be the same contract with no distinction 
relating to the source of gas.” says P. Elango, 
CEO of Cairn India. “This is a step forward.” 
Currently, companies can only explore the fuel 
specifically mentioned in their contracts. 
Recently, the petroleum ministry declared 
the shale gas policy. which allows only PSUs to 
participate in exploration. But under NELP X, 
even private companies can tap shale reserves 
if discovered in the blocks allotted to them for 
exploring other fuels. In 2009/10, US based 
Joshi Technologies had informed the 
Directorate General of Hydrocarbons (DGH) 
that it had hit upon shale rocks while explor- 
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IN HIS HURRY TO 
ANNOUNCE THE 
NEW ROUND OF 

NELP, MOILY 
SEEMS TO HAVE 
IGNORED THE 
FACT THAT THE 
CABINET IS YET 
TO DECIDE ON 
THE FISCAL 
REGIME FOR 
NELP X 





ing its block in the Cambay 
basin off Gujarat. But it 
was not given clearance to 
go further. since no policy 
had been formulated. 

Much has changed. In 
a significant policy deci- 
sion, the petroleum minis- 
try notified the new gas 
pricing formula for domes- 
tic gas, which in fact has 
paved the way for the cur- 
rent auction of blocks. The 
new formula links the gas 
price with the price of gas 
at four international hubs. 
"Now things are much 
more streamlined,” saysan ภ «: 
official in petroleum minis- 
try. The pricing formula 
for gas having been deter- 
mined. the ministry is 
pushing for a revenue 
sharing model. he adds. 

All necessary approv- 
als are in place for the auc- 
tion of the 46 blocks, ac- 
cording to Moily. Cf these 
17 areonland, 15 are shal- 
low water and 14 are deep- 
water blocks. This round 
will include the auction of 
blocks in two of India's ba- 
sins with proven potential 
-one in Rajasthan and the 
other near the Reliance Industries' 
owned KG D6. 

But in his hurry to announce the new 
round of NELP, the petroleum minister seems 
to have ignored the fact that the cabinet is vet 
to decide on the fiscal regime for the round. 
Officials in the DGH also say the list announced 
by Moily is not final yet and 10 to 15 more 
blocks might be auctioned, along with the 46 
shortlised. The minister has not vet an- 
nounced the auction date. 

Moily himself is keen on revenue-sharing 
contracts with explorers, replacing the cur- 
rent profit-sharing mechanism or the cost 
recovery model. This was also suggested by a 
committee headed by the Prime Minister's 
Economic Advisory Council Chairman. C. 
Rangarajan. A revenue-sharing contract 
would not be linked to the cost incurred by 
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the operator. This is important in the wake of 
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A snapshot of India's oil and gas 
scenario after nine rounds of 
bidding under the NELP 
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the controversy involving 
RIL ~ the company has 
been accused by some of 
‘gold-plating’ (inflating) its 
KG-D6 gas field costs to 
take a larger share of rev- 
enues than it should have. 
Bui a revenue genera- 
tion contract. which does 
not factor in the cost in- 
curred by the operator, is 
unlikely to go down well 
with the private sector. 
“This might not be an at- 
tractive regime for the big- 
gies of the world.” says 
Aashish Mehra, Managing 
Partner of the US based 
Strategic Decisions 
Group's Asia Pacific chap- 
ter. India, in any case, is 
not an attractive destina- 
tion for investments by oil 
and gas exploration com- 
panies. In the last nine 
rounds of NELP auctions 
over 16 years, India of- 
fered 254 blocks. which -- 
after 128 discoveries from 
42 blocks -- are producing 
a meagre 6,938 barrel of 
oil per day, and 14.14 
mmsemd of gas. In con- 
trast, a pre-NELP block in 
Rajasthan operated by 
Cairn India produces 200,000 barrels daily. 
This is the reason many cabinet ministers 
want to continue with the existing cost recov- 
ery model. “The cabinet has to take a view on 
the financial regime. Some cabinet colleagues 
have their own views, we will weigh them and 
then take a decision,” says Moily. In a recent 
report, a high-level committee headed by Vijay 
Kelkar also ratified the cost recovery model. 
Moily, then. appears to be pushing ahead 
with NELP X without tying up all the loose 
ends. Also. experts believe that to invite inter- 
national players, India needs to do extensive 
marketing including road shows, at which the 
minister' s presence is required. "When general 
elections are round the corner, it looks really 
impractical to have bids before it." says an 
industry expert. on condition of anonymity. € 
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Ad hoc Decision 


Can Indian advertisers and broadcasters afford a TV ratings 


hursday mornings are crucial for 
Indian broadcasters as they wait with 

bated breath for TAM Media Research’s 
weekly viewership ratings. After all, it is these 
ratings that draw in much-needed advertising 
revenue. But, of late, the country’s only view- 
ership rating agency is the one that has been 
holding its breath. The reason? Early in 
January, the government issued guidelines 
barring a single company from owning more 
than 10 per cent in both a ratings agency as 
well as a broadcaster, advertiser or advertising 
agency. TAM Media Research is a 50:50 joint 
venture between WPP-owned Kantar Market 
Research Services and New York-based A.C. 
Nielsen. TAM has less than a month to comply. 
Kantar had challenged the rule in the 
Delhi High Court, but the industry is worried. 
A new industry-backed TV viewership meas- 
urement company, the Broadcasters Audience 
Research Council (BARC). will be launched on 
October 1. But, until then, broadcasters and 
advertisers will have no way of measuring 
viewership. Can the industry afford to do with- 
out ratings, even if temporarily? Most in the 
industry are hopeful TAM will get a breather, 
but in case of a ratings blackout, they will 
have no choice but to rely 
on trends. Bashab Sarkar, 
Senior Vice President 
(Media), Emami Ltd, says 
the industry can manage 
for a couple of months, 
but any more will lead to 
confusion. "Ratings dark- 
ness would lead to ineffi- 
cient buying and chaos. I 
don't think we will get 
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blackout, even if it is for a few months? By AJITA SHASHIDHAR 





* Advertising companies 
barred from owning more 
than 10 per cent in a TV 
viewership ratings agency 


* New viewership 
measurement company 
to be launched on Oct 1 





into such a situation. If we do, we have to use 
our judgement and make projections," says 
Sarkar. Others in the industry agree. "We 
have a lot of historic data and understand well 
how the TV industry operates. We will make 
temporary adjustments," says N.P. 
Sathyamurthy, President DDB Mudra Max. 

While big broadcasters with a large view- 
ership base may not be so worried, Jehil 
Thakkar, Partner (Media Practice), KPMG, says 
a long ratings-free period could hurt smaller 
broadcasters. "Advertisers will rely on percep- 
tion and gut feel, and this is where the smaller 
ones will suffer," he says. "Bigger ones like the 
Hindi entertainment channels have already 
created a perception of reaching out to a cer- 
tain core audience which advertisers can't 
ignore. They will try to cut ends with the 
smaller ones due to lack of information." 

However, Smita Jha, Leader (Media 
Practice), PricewaterhouseCoopers, sees the 
row as an opportunity to develop new yard- 
sticks for viewership measurement. “With 
digitisation, most distribution companies 
have information on actual viewership and 
how many homes various channels reach." 
she says. "Almost all broadcasters today have 
a relatively good pres- 
ence on online and mo- 
bile platforms which is 
not properly measured. 
A period without ratings 
would probably force the 
stakeholders to take 
other forms of data more 
seriously." € 
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The power generation targets set by 
7 the government are being met... 
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Power tariffs may fave been cut recently in Delhi and Maharashtra, and more 
Statesqmaydellow suit But power supply continues to be a problem. India has 
the biggest synchronised power grid in the world with 236 GW installed 
capacity. At the root of its power woes is poor transmission 
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... Dut almost a quarter of the supply 
is lost during transmission 
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FOCUS Tech 


Enchanted 
Frontiers 


Trends that will dominate the tech 
world in 2014. By NIDHI SINGAL 


WEARABLE TECH 
Google Glass and 
smartwatches created a 
buzz in 2013. There are 
high expectations in this 
area in 2014. Pebble has 
added a steel cast to its 
smartwatch and priced 
it at $250. LG has also 
forayed into this segment 
with its ‘Lifeband Touch’ 
accompanied by its 
‘Heart Rate Earphones’, 
a wristband paired with 
a smartphone and 
earphones to monitor 


4K LAPTOPS 

4K or 4-times High 
Definition was the 
biggest hit at the 
Consumer Electronics 
Show in Las Vegas in 
January this year. 
Toshiba has taken this 
level of resolution 
beyond TVs, bringing 
it to laptops running 
Windows 8.1. It has 


TVs THAT BEND 
This is a prototype, but 
prototypes show the 
future. Samsung recently 
showcased its 85-inch 
‘Bendable TV’. The demo 
unit could switch 
between a flat panel and 
a curved screen at the 
touch of a button. It had 
a mechanical system 
pushing out the edges 
of the screen to achieve 
the transformation 









your heart rate 
announced two such, 


the Tecra W50 and the 
Satellite P50t. These 
are notebooks designed 
K for professionals 
working with graphic- 
intensive applications 


DUAL-OS IN TABLETS 
Intel has announced its 
dual-OS platform that brings 
w Android and Windows 

‘Together in a single device. 


ee able from February. 
Asus's Transformer Book 
Duet is also on the same lines 
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Hold it Tight 


What happens when a supercar 
and a luxury brand come 
together? You get the most 
expensive waistbelt in the world. 
Bugatti and Swiss luxury brand 
Roland Iten have unveiled an 
incredible trouser belt, R22 
Bugatti Calibre, which costs 
more than a new Porsche 
Cayman. Limited to just 11 units, 
the belt comes with a £60,000 
price tag. The belt has 100 
moving, mechanical pieces. Each 
component is carved by 
precision laser from a solid block 
of gold or titanium. 





What Lies Within 


It took more than 50 hours for 
Angie Collins, resident of Devon, 
UK, to get back her diamond 
wedding ring worth £18,000, 
after her pet dog swallowed it. 
She had left the ring on a side 
table and was shocked when her 
dog Jack popped it into his 
mouth and swallowed it. After 
sieving Jack's poop for two 
days, she finally found the 
diamond. She promptly insured 
it this time, which she had not 
done before. 


Where is Kejriwal? 
State-run Chhattisgarh Power 
Distribution Company has asked 
residents of Boergaon, in 
Gariaband district, to pay 
15.78 lakh for the village's 
electrification. Boergaon is home 
to a very poor tribe, which cannot 
even dream of paying such an 
amount. Ironically, the power 
connection is a welfare project 
designed for the village ahead of 
Lok Sabha polls due by May. Chief 
Minister Raman Singh, however, 
has assured them the district 
collector will resolve the issue. 


Etcetera 





HOW THINGS WORK 





Vanquished Virus 

On January ] 3 this year India was finally declared ล polio-free country, with not a 
single case of the disease having been reported in the past three years. What polio is and 
how India managed to extirpate it: 


The disease: Polio, or poliomyelitis, is a virus-borne, highly infectious disease that 
spreads either through the mouth or through faeces (fecal-oral route). In its minor form, 
the attack leaves no aftereffects. The more serious form, however, attacks the central 
nervous system and thereby the part of the brain that controls muscular function. The 
muscles in different parts of the body grow weak, even leading sometimes to paralysis. 


The treatment: There is no cure for polio. Treatment can only be symptomatic to 
prevent infections in the affected part, apart from prolonged physiotherapy. Health-care 
efforts thus concentrate on preventing polio by administering the polio vaccine. 


The vaccine: The first. injectible polio vaccines were created separately in the early 
1950s by scientists Hilary Koprowski and Jonas Salk. What is universally used today, 
however, in polio eradication efforts, is the oral polio vaccine (OPV) developed in the late 
1950s by Albert Sabin at Children's Hospital Research Foundation in Cincinnati, US. 


The Indian achievement: India's war against polio on a mass scale began in 1978 
with the Expanded Programme in Immunisation. At the time, between 200,000 to 
400,000 children, mostly under five years. were being afflicted by polio every year. 
About 40 per cent of all infants were covered by 1984. In 1985, the Universal 
Immunisation Programme began. But the emphasis on polio alone started in 1995/96 
with Pulse Polio, supported by WHO, UNICEF and Rotary International. The campaign 
has cost around $3 billion and used 2.4 million vaccine administrators. At its peak, 
about a tenth of India’s annual health-care budget was allocated to it. The concerted 
effort saw polio cases drop year by year — the last one reported being that of Ruksar 
Khatun in West Bengal's Howrah district on January 13, 2011. 

The flip side: Some health-care experts attribute the increasing cases of non-polio 


flaccid paralysis in children to an overdose of OPV, but this is not conclusively proved. 
COMPILED BY BASUDHA DAS 
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You’ve seen game changers in 
business. Here’s one for your home. 


It takes the special skills of Fenesta to produce a precision T 


engineered solution that insulates your home against noise \ 
rain, wind, dust and pollution. Lowers energy consumptior Li 
Introduces natural light. Allows ventilation and yet prevents a 
the invasion of mosquitoes. Integrates a security grill in the ! 
frame. Unites spaces. And adds an element of architectural 

style. From design to fabrication, installation and service, 

only Fenesta can deal with the complexity of customisatio! 

Within hours, old windows can be replaced with impeccable 

picture windows, using the new ‘sills and trims’. No hassle 

No disturbance to family life. 


The extended design palette now has three new doors of Europea: 
Slide & Fold, Lift & Slide and Tilt & Slide. 


Upgrade to Fenesta today: Renovating a single room? Building 
house? Consult experts who know which Fenesta original windows ar 
work best in your home. 


Fenesta windows 


© Product perfórmancii varies. according to design Call: 1800 102 9880 (Toll Free) / SMS: WINDOW to 56161 / Email: resp 
specifications and other efaronmentai fatos. = 5 Visit: www.fenesta.com / Fenesta Head Office: Ground Floor, Plot No. 5. 
X - 


Ei íacehnnk com/fenesta hiuilding svstems Ywl vn utuhbe 








8- ร 6 ห 00 เ อ ธ ธ แหะ Diversity 










Dwaipayan Chakraborty 
PGP Class of 2015, Indian Institute 
of Management, Shillong 
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“Industry won't empower women 
unless there is legal enforcement” 


Legalised quotas for women are not discriminatory, 
but they rather compensate for existing discrimination. 
Ensuring the presence of women on boards adds new 
perspectives to board discussions, and further paves the 
way for increasing female leadership across all levels. 
In Norway, the imposition of such a quota initially 
met with resistance and a fear of loss of economic 
competitiveness. But the fears were proved false. The 
World Competitiveness Yearbook 2010 showed the 
country doing better with the quotas in place. 


Though some companies in India have created an 
environment for the proper growth of women, a large 
section of industry dominated by conservatives shies 

away from empowering them unless there is 
legal enforcement. 


V research report, women.gov.on.ca, shows that Fortune 
300 companies with a greater presence of women 
on their boards score well on financial performance. 
Companies with both women and men on their boards 
tend to have good employee relations, ethical product 
sourcing, strong environmental and human rights 

records and support for local communities 


Legalised quotas would engage the board and executives 

to find suitable woman candidates. They would compel 

organisations to come up with training programmes for 
women so they can do justice to their positions. 







Manish Hasija 
PGPM student, Great Lakes 
Institute of Management 


“Merely reserving board seats will 
not beat the gender bias” 


Reservations promote mediocrity and undeserved 
benetits. To counter the prevailing gender bias, 
corporations need to make work policies more 

comfortable lor women. Women constituted just 6.8 1 
per cent of the total number of board positions in 201 3 
in India and this needs to change. But a quota has 
far-reaching consequences, and could impede women's 
growth as responsible citizens. 


On one hand, it would reduce women’s interest in 
investing in themselves as they would believe their path 
towards advancement has been made easier. It would 
also worsen attitudes and allocations of work to women, 
which may in turn lead to stereotyping of women as 
less qualified and competent. 


According to a paper for the World Development 
Report on Gender, by Rohini Pande and Deanna Ford, 
“a greater number of career interruptions and a lower 
number of working hours result in women having less 
experience’. This shows that merely reserving board 

seats for women will not beat the gender bias. 


Providing a common ground for women to compete is 
the way to beat the gender bias. Introducing day-care 
centres in the office, and policies such as ‘bring your 
child to work’, ‘work from home’ and ‘flexible work 
timings’ for women will give them a chance to manage 
their personal and professional lives effectively. 


The debate continues online. Management students, do log on to www.businesstoday.in/bschooldebate and record your views, to make 
this an intellectually stimulating endeavour. The most well-thought out comment wins a year's subscription to Business Today 
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The most advanced range of Banking Security Solutions with 
35,000+ Installations for India's top banks across 700 Cities in 


Nothings more important than the trust your customers have 
placed on your bank with their money. That's why, when it comes to 
securing their assets, trust only AnG Indi ia, an end-to-end security 
solutions provider that offers © Sustommised Solutions with the most 
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Corp. Off. AnG House A-34, Sector 83 Noida (U.P.)-201305, Regd. Off. 30, Community Centre, 1st Floor, East of Kailash 











By MAHESH NAYAK 


ipul Sarvaiya is a 
53-year-old dis- 
tributor of finan- 
cial products, 
based in Uran, 65 
km from Mumbai. 
He has lately been struggling to 
convince his clients to hold on to 
their mutual fund units. Since 
October last year. when the equity 
market started to rally, many of 

Sarvaiya's clients have moved out 

of mutual funds. "For the past few 
vears investors have not made 
money on their mutual fund invest- 
ments. With the market touching 
new highs, they were able to recover 
their cost and, therefore, many ex- 
ited by selling their funds.” says 
sarvaiya who has been selling mu- 
tual fund products for the past 25 
years. "People who have moved out 
have a simple argument - thev 
would have earned more had they 
kept the same money in fixed depos- 
its. Today no fresh investments are 
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Why investors are shunning mutual funds 











O 


coming into mutual funds. They all 
go into fixed deposits and bonds.” 
indeed, in the last one year up to 
November 30. 2013. the equity as- 
sets under management (AUM) of the 
entire mutual fund industry has 
fallen by 10 per cent even though 









the BSE Sensex went up 7.5 per cent. 
(See Moving Away. ). 

Why? The track record of mutual 
funds in India does not inspire confi- 
dence. Most have not delivered the 
kind of returns that would convince 
investors to stay put for the long 
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MOVING AWAY 


The equity AUMs of fund houses have been falling, as are the equity 
folios - which shows investors are withdrawing from mutual funds 


2013 
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Bl Equity AUM BI Folios (Figures are % of total AUM) 


india Equity AUM has declined to 11.62 lakh crore in September 2013 from 11.93 lakh crore in September 2009 
Folios in the same period declined to 31.1 million from 41.2 million 


MIXED BAG 


The top 11 fund houses hold 86 per cent of the total equity AUM of 
the industry. But many of them have struggled to give 
substantial returns over their benchmarks 


iii 


-AUM (in crore) 
November 13  . 


Fund Fouse 
ICICI MF 


BIRLA SUN LIFE MF 
HDFC MF. 


FRANKLIN TEMPLETON ป 
KOTAK MF | 


DSPBR MF 


SBIMF - 


TATA MF 


3,338.09. 


UTIMF | 


RELIANCE MF - 22,743.25. 


Exclude: Index funds, Inst. plans, ETFs; Data as on November 


term. The equity AUM of India s top 
11 mutual funds, accounting for 86 
per cent of the total equity AUM of 
the industry. have struggled to give 
substantial returns over their re- 
spective benchmarks - the BSE 
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43.42. 
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Source: Morningstar 


Sensex or the NSE Nifty in most 
cases. According to Morningstar, an 
independent mutual fund data pro- 
vider, in the past year, only two 
mutual funds - ICICI Prudential 
Mutual Fund and IDFC Mutual Fund 


| Beats Fund's Stated 
eo 





baat ur 


Source: AMP) 


- have given stellar returns. Almost 
the entire equity AUM managed by 
ICICI Prudential Mutual Fund and 
IDFC Mutual Fund beat the bench. 
mark. But, in the same period, ihe 
other nine leading mutual funds ~ 
including 0 such as Reliance 
Mutual Fund. HDFC Mutual Fund 
and Birla Sun I n Mutual | Fund : 
have seen their equity AUMS under- 
performing, most of them 
beat the benchmark even by hali. 
(See Mixed Bag.) Reliance Mutual 
Fund fared the worst, with only 
17.8 per cent of its equity AUM 
beating the benchmark. 

Many fund managers have 
blamed it on the skewed market 
which favours select stocks. © 
phenomenon is seen across | 
globe. Passive investment ! 
vour and this is the rea 
active funds have underp 
says Kenneth 
Tay EIE nS. 
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or rmers. a un ie manage 
the trend to the underperic: 
of certain key sectors such as imira- 
structure and energy as w 
lack of participation of mi d 
small-caps in the recer 

Most fund managers 
pear to have got it all 
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instance, India's largest mutual 
fund in terms of AUM, HDFC Mutual 
Fund had only 58 per cent of its eq- 
uity AUM beating the benchmark. 
"The underperformance is due to 
the revamp of its portfolio by mov- 
ing out of overvalued stocks, espe- 
cially consumer staples, pharma- 
ceutical and IT, which despite over- 
valuation remained in limelight 
over the last vear," said a source at 
the fund house on condition of ano- 
nymity. This also impacted the 
fund's three-year performance with 
only 59 per cent of equity AUM beat- 
ing the benchmark. "Focus on 
short-term performance, emotional 
bias in investment decisions and 
most importantly, no investment 
philosophy, has been the reason 
why mutual funds have been under- 
performing even their benchmarks,” 
says Vikas Gupta, Executive Vice 
President at Arthveda, a Mumbai- 


based fund management firm. “If 


vou see the large-cap funds in the 
last five years only seven of the 49 
have beaten the benchmark." 

Star ratings of mutual funds by 
various rating agencies, too, have 
proved unreliable. These ratings are 
based on a fund's historical risk- 
adjusted performance compared 
with other funds in the same cate- 
gory. "The star ratings and relative 
returns have to go. These have been 
deceptive and investors have been 
taken for a ride. We have decided to 
locus on absolute returns and only 
sell funds to investors that have 
performed without actually consid- 
ering star ratings," says Rajiv Bajaj, 
Vice Chairman and CEO of Bajaj 
Capital, a mutual fund distributor. 

He is doing it by concentrating 
on capital protection funds that fo- 
cus on protecting the invested capi- 
tal at any given point in time. "The 
primary focus of investors is protec- 
tion of their capital which many 
mutual funds have not been able to 
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LAS U Mutual Funds 


NIMESH SHAH, 
Managing Director, 
ICICI Prudential 
Mutual Fund 


Relative 
returns from 
mutual fund 
investments 


should be the 


real mirror 
of their 
performance 


ensure in the past few years, This 
has seen loss of confidence among 
investors who are moving out of the 
market.” Bajaj seems confident that 
capital protection funds even on 
underperformance will give inves- 
tors 100 to 200 basis points more 
than savings deposit rates of four 
per cent, 

Many in the mutual fund indus- 
try think it unfair to compare rela- 
tive and absolute returns. 
“Everyone thinks mutual fund re- 


turns should be two per cent more 
than fixed deposit returns. This is 
not possible. Mutual funds invest in 
markets which are volatile and, 
therefore, relative returns should be 
the real mirror of performance,” 
says Nimesh Shah, Managing 
Director, ICICI Prudential Mutual 
Fund. He feels his funds have out- 
performed peers because of the 
strong processes lollowed at the 
lund house. “It takes time to exe- 
cute any change. At least 1,000 
days are required to get the set re- 
sult,” he adds. “None of my fund 
managers Manages more than 
15.000 crore of AUM. More impor- 
tantly, we have a culture where 
fund managers are encouraged to 
develop their individual styles, but 
at all times, these have to be within 
the overall investment framework.” 

The challenging times are a 
wake-up call for the mutual fund 
industry. “It was a cruel year for 
actively managed funds, but the fact 
is only 150 of 750 funds are invest- 
ment grade. The time has come for 
the industry to focus on solutions 
rather than products,” says Sanjay 
Sinha, Founder and CEO, Citrus 
Advisors, a Mumbai-based financial 
advisory firm. Solutions are pack- 
ages which help investors attain 
their financial goals. 

Some funds have already taken 
the route. Puneet Chaddha, CEO. 
HSBC Mutual Pund, concurs. “As a 
fund house we have taken a con- 
scious decision to offer solutions to 
clients rather than just products,” he 
says. Mutual funds will have to ad- 
just to this new reality. Going for- 
ward giving healthy returns and 
selling solutions rather than prod- 
ucts will be the mantra to survive 
and grow in the industry which 
seems to have a large pool of players 
but is actually dominated by a few. @ 
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"es ES armin Shah wants 
à E | 
+: EN to start his own 


"Mae ma) ร | ; xs 
อ เอ 1 business some day. 


ES That explains why 
the 22-vear-old de- 
cided to join real estate start-up 
Housing.com as a business analvst 
instead of a top global consulting 
firm once he graduates from the 
Indian Institute of Technology (IIT). 
jombay. An open work culture at 
the Mumbai-based venture. a com- 
petitive pay package and an oppor- 
tunity to learn skills that could prove 
useful when he starts his own busi- 
ness helped him make the decision. 
he says. "I will get to do my kind of 
work at Housing.com with innova- 
tive ideas and enthusiasts around 
me," he says. 

Shah is one of about 90 students 
at IIT-Bombay who got job oflers 
Irom start-ups led by Housing.com 
and online retailer Flipkart during 
campus placements that began in 
December. "Students have accepted 
over 90 per cent of these jobs,” says 
S.K. Mehta, who is in charge of train- a 
ing and placements at the institute. 
l'he number of offers made by home- = 


grown ventures this academic year = s 
is about 30 per cent more than in the = : a 
| i -  Bookmycab.com CEO Avinash Gupta (left) wit 
previous year and a Tar cry koma ว ก a ” Rajat dees bb handles 
lew years ago when only Silicon : the 1 " 
5 company's mobile strategy as advisor. Gupta 


Valley start-ups visited HTs to hire : plans to hire from the IITs and IIMs next year 


computer-science graduates. 3 
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A similar story is playing out at 
the remaining IITs, other top engi- 
neering colleges as well as business 
schools such as the Indian Institutes 
of Management (IM). Online retail- 
ers Yepme.com and Jabong have 
hired from IIM-Lucknow. Mvntra. 
com, another online retailer, has 
made 20 to 25 offers at IITs, IIMs, the 
Indian School of Business (ISB), and 
the National Institute of Fashion 
Technology. At the Birla Institute of 
Technology and Science, Pilani, half 
of about 400 students appear for job 
interviews with start-ups. “The 
number of start-ups participating in 
campus placements has steadily 
grown in the past two-three semes- 
ters," says Professor M.S. Dasgupta, 
chief of the placement unit. 

Besides the well-known ven- 
tures, smaller start-ups have also 
thronged these campuses in search 
for talent. Hyderabad-based ISB saw 
start-ups including Taxiforsure, 
Limeroad, Vserv and Zipdial take part 
in placements. Similarly, Nutanix, 
Rocketfuel, Fuzzy Logix, InMobi and 
Khitchdee were among the start-ups 
that visited IIT-Kanpur. “Start-ups in 
the e-commerce, cloud computing 
and analvtics segments that have 
funding and are in a growth phase 
have grown their campus footprint, " 
says Moorthv K. Uppaluri. India and 
Sri Lanka CEO of human resource 
services firm Randstad. “They have 
become an important chunk of cam- 
pus recruiters.” 

One of the most aggressive start- 
ups at campuses is Zomato, which in 
November raised about 1227 crore 
from Naukri.com parent Info Edge 
and venture capital firm Sequoia 
Capital. The online restaurant guide 
hadn't hired any fresh graduates in 
2012 but made 115 offers in 201 3. It 
is also looking to hire from B-schools 
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MONEY MATTERS 


Start-ups are offering competitive 
salaries to graduates of top institutes 


Start-ups offered a package of 
%14 lakh at XLRI, Jamshedpur 





. Zomato's top compensation to an 
IIT graduate is 126 lakh 





-Myntra pays 113 lakh to IITians 
and offered 118 lakh at ISB 


-Myntra pays 4-6 lakh a year to 
NIFT graduates 





. Housing.com offered 112-15 lakh 
a year to IITians this year 





-Start-ups offered salaries in a 
range of 15.5-15 lakh at BITS Pilani 





.. Yepme.com pays 16-8 lakh to 
IITians and 12 lakh at IIMs 


Source: Industry 
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others like Bhartisoft and InMobi 
provide iPads, smartphones and 
other gadgets. Their pay packages are 
comparable with that of established 
companies (see Money Matters). 
“Students’ perception has seen a 
major shift over the years, 
Professor Pushpendra Priyadarshi, 
Chairman of Placements at IIM- 
Lucknow. “They are more willing to 
explore job options with start-ups.” 
One reason why start-ups are hir- 
ing from IITs and IIMs is that many of 
these companies have been founded 
by alumni of these institutes. Sample 
this: Flipkart founders Sachin Bansal 
and Binny Bansal and Yepme.com 
co-founder Sandeep Sharma are 
alumni of IT-Delhi. Bookmycab.com 
CEO Avinash Gupta studied at IIT- 
Bombay while Sahil Baghla, CEO and 
Co-founder of Bluegape.com, is from 
IIT-Kanpur. Baghla says it's better to 
hire one IIT student rather than three 
average ones from a lower-rung col- 
lege. Bluegape.com. a fan merchan- 
dising venture that sells customised 
T-shirts, coffee mugs and posters. has 


says 


hired four students from IIT-Kanpur 
and IIT-Delhi. V.K. Menon, 
Director for Careers. Admissions and 
Financial Aid at ISB, says more than 
350 ISB alumni have turned entre- 


Senior 
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START-UPS Recruitment 
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Advitiya dici (in green n T-shirt) witha group of 
students at IIT-Bombay. The start-up has 120 IITians in its workforce of 800 + 


preneurs over the past 11 years. 
Sumeet Nayak, placement co-ordina- 
tor and a second-year student at XLRI, 
Jamshedpur, says five students turn 
entrepreneurs every year and hire 
their juniors from the campus. 

Apart from fresh graduates, start- 
ups are also hiring experienced pro- 
“I'm not an Infosys or a 
Wipro that I would spend money to 
train new hires.” says Surjendu 
Kuila. Co-founder, Reviews42.com, 
which provides product reviews and 
compares prices. The company has 
hired scientists and post-graduates in 
technology who previously worked 
with Yahoo! Labs, Microsoft Research 
India and IBM Research. 

Myntra.com is also doing “exten- 
sive lateral hiring", says Pooja Gupta. 
Vice President lor Human Resources. 
Sharma of Yepme.com says the com- 


fessionals. 


pany has hired experienced alumni of 


IIMs Ahmedabad and Bangalore for 
senior positions. One of the compa- 
ny's lateral hires is Ankur Gur, who 
previously worked with global online 
retailer Amazon's Hyderabad office. 
The tIM-Ahmedabad graduate says 
that, while Amazon was a great place 
to work and offered a high salary and 
several perks, he wanted a role with 
greater responsibilities. At Yepme, he 


is general manager in charge of the 
supplv chain and draws a salary 
comparable with Amazon, he says. 

While many start-ups are ramp- 
ing up hiring. a handful of them are 
starting internship programmes. 
Delhi-based Tokkri.com, which lists 
retail outlets to help shoppers. is one 
such start-up. Co-founder Arun 
Tangri says Tokkri.com offered in- 
ternships last year to 20 students of 
Delhi Technological University for 
website and smartphone application 
development and five students of IIM- 
Lucknow to conduct market research 
and help conceptualise products. 

Amid the euphoria about start- 
ups hiring from premier institutes, 
V. Suresh, Business Head at Naukri. 
com, sounds a note of caution. He 
says that, while IIT and IIM graduates 
may improve the brand image of a 
start-up and even help in attracting 
angel investors, there are a few pit- 
falls as well. "Some of these high- 
profile students get impatient and 
bored at times. They look forward to 
faster growth and quick reward. It 
becomes difficult to retain them,” he 
says. That will be the next challenge 
for start-ups. ๑ 
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Jack Daniel’s 


India’s Most Prestigious Rock Awards Show 


13 Awards For The Best Independent 


Music Performers In 2013 


21st February, 2014, 7 PM Onwards, Mehboob Studio, Bandra, Mumbai 





AUTO EXPO Cars 








CHEVROLET 
CORVETTE STINGRAY 
General Motors India will showcase two 
of its most iconic muscle cars, the 
Chevrolet Corvette Stingray and the 
Camaro in addition to its big SUV, the 
Trailblazer. Besides, it will be launch a 
facelift version of the Beat hatchback. 
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SKODA YETI 
Czech carmaker Skoda-Auto will launch a 
facelift version of the Superb sedan and display 


HYUNDAI 
SANTA FE 

The South Korean company’s 
focus will be on its sub-four- 
metre sedan, which we 
expect will be based on the 
Grand i10 hatchback. To 
attract global media 
attention, the company will 
launch the car a couple of 
days before the start of the 
Auto Expo. Hyundai's new 
Santa Fe SUV will also make 
its India debut at the expo. 


Mercedes-Benz will showcase two cars it is 
expected to launch in India - the striking coupe-like 
CLA small sedan based on the A-class and the 
concept that spawned the GLA small SUV. Also on 
display will be the Mercedes AMG Petronas [1 car 


and the armoured version of the M-class. 








For more, goto E 
AUTO EXP 0 Cars T" businesstoday.in/autoexpo2014 = 
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RENAULT 
KOLEOS 
The star of the 
Renault stall will be a 
world premiere which 
the company is tight- 
lipped about. The 
company will launch 
the new Koleos SUV 
and also showcase 
the new Fluence 
sedan. It will also 
launch a limited 
edition version of one 
of its existing cars. 















DATSUN GO 

The emerging-market brand from Nissan will 
be one of the big talking points at the Auto 
Expo. Apart from the launch of the Go hatch- 
back, which will pose a serious challenge to 
the Maruti Alto, there will be the Go* multi- 
purpose vehicle (MPV) on display as well as 
the world premiere of the new SUV-concept 
based on the Go platform. The SUV is ex- 
pected to be launched later in the year and 
will complete the Go family of vehicles com- 
prising a hatchback, an MPV and an SUV. 


NISSAN GT-R 

The main attraction of the Nissan 
display will be the GT-R in its GT500 
racing avatar. But of interest to the 
public will be the launch of the 
Sunny sedan facelift. 
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STREET 750 
Harley-Davidson, the US 
bike giant, will launch the 
India-specific Street 750 
at the expo. Based on a 
brand new platform, the 
Street 750 will be 
Harley's bread and butter 
in India. The bike will be 
made in India, so expect 
a tempting price tag. The 
Street 750 is powered by 
a V-twin 749cc liquid- 
cooled engine, which is 
mated to a six-speed 
manual gearbox. Apart 
from the 750, Harley 

will also display four 
custom bikes based on 
the Street platform. 





KTM will showcase the RC200 and the RC390. These are 

essentially fully faired versions of the Duke 200 and Duke 
390, which is already sold in India. These performance bike 
will be costlier and come loaded with features. KTM is also 
likely to display the bigger and beefier Duke 690 and 1190. 


HYOSUNG GD250N 
DSK Hyosung will launch the GV250, which looks like a full- 
size cruiser but is powered by a 250cc engine. It will also 
display the RTI25D and the GD250N. The RTI25D is powere 
by a 13.5bhp, 124cc engine. The GD250N comes packed wit! 
muscular styling and a load of attractive features. 


Giving Shape to Ideas 





IKONICA MINOLTA 























Enhance Security 


HDD encryption, Biometric 
authentication, Encrypted PDF & 
Secure printing are few of the 
security enhancements on 
our MFP's. 


Control Costs 


User wise & group wise print/copy 
quota setting, restriction of colour & 
b/w usage by users/group. ID & print 
features with auto job deletion 
reduces unwanted prints. 
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Increase productivity 


A large intuitive & customized 
touch panel , walkup access for 
print/scan through USB flash, 
mobile printing/ scanning support 
from IOS & android devices. 
Flexible file formats support 
for print & scan. 








Ensure Sustainability 
Copy & print preview features to ensure 
minimum waste, enforce duplex printing 
by default setting on print driver, use of 
polymerized toner enables reduced energy 
consumption, fusing at lower temperature 
ensures reduced emissions 


Efficiently run business and control costs, without 
compromising on service and quality. Our MFP's help 
you stay on course with business objectives, as we 
take care of the rest. State of the art printing solutions 
deliver all the business imperatives, including 
responsibility towards planet and the future. 


For more information SMS “KM OFFICE” send to 52424 
or Call: 1800 266 2525. 
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Konica Minolta Business Solutions India Pvt. Ltd. 
10th Floor, Building No.8, Tower C, DLF Cyber City, Phase Il Gurgaon, Haryana - 122002, India 
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KALELA Amazon 


Amit Agarwal VP 
and Country Manager, 
Amazon India 











ust before Christmas 
last year, in Seattle 
in the US, Jeff Bezos 
sat with Diego Pia- 
centini to discuss 
India. where Ama- 
zon was nearly sev- 
en months young. 
It was a quarterly 
review for 





vigil on his fledgling business in In- 
dia. The message to Piacentini, who 
runs Amazon's international busi- 
ness, was succinct and direct: con- 
tinue to invest big and build the most 
customer-centric company in India. 

In Bangalore. meanwhile, a cus- 
tomer's experience on Amazon.in, 
the India unit of the world's largest 
online retailer, was something that 
would have sent Bezos into a furious 


> s 
D 


tizzy. A young father in India's tech 
capital had ordered a toy for his son 
for Christmas but the present did not 
ship on time. Missing a delivery 
promise is near-criminal at Amazon, 
given Bezos's obsession with cus- 
tomer satisfaction. The miffed cus- 
tomer, in this instance, escalated his 
complaint to Amit Agarwal, who 
heads Amazon's India business and 
reports to Piacentini. It didn't take a 
detailed audit for Agarwal to find out 





For interviews, go to 


businesstoday in/amazon ind 
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what went wrong: the tox 
imported one, the seller on 2 
in did not have it in its im 
it took time to procure ii, | 
the late shipment. 
Agarwal, a "shadow" « 
cal adviser to Bezos betw 
and 2009, had to fix it, or 
forever. He put in a new 
agreement with seller 
ment time, worked backy 
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deadlines that couid be 
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to the root cause, vou fix it, 














Loves India | 
The e-tail market 
(excluding travel) is 
poised to grow 60 
times in 10 years 
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In 19 years, Bezos built Amazon 
from an online book seller to the 
world’s largest online store, valued at 
over $180 billion today - as much as 
Ireland's gross national income. It 
sells everything, from diapers to sex 
toys and from electronics to grocerv. 
The growth was driven by three fun- 
damentals of the business: choice, 
price and delivery. A vast stock selec- 
tion. low prices. and fast and reliable 
delivery rolled together into value 
and convenience for customers — over 
215 million at last count. 

In the US, Amazon is a retailer 
who sells directly to customers, and 
also a marketplace where other re- 
tailers can list and sell their products. 
In India, where laws don't allow in- 
ternational online retailers to sell 
multiple brands. Amazon only has a 
marketplace — its tenth such venture. 

Even at half strength (market- 


place accounts for 40 per cent of 


Amazon's global sales), India is 
Bezos's biggest new bet lor simple and 
obvious reasons - it has the world's 
third largest Internet user base, and 
online retail promises immense scale. 
In a retail business of about half a 
trillion dollars. online retail (not in- 
cluding ticketing) is close to a billion 
dollars. Retail consultancy 
Technopak expects it to grow 61 
times in the next 10 years. That is 
almost deja vu for Bezos and 
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COVER STORY Amazon - 


CAGR since 2010 is m 


Amazon. When the Internet was 
coming into the mainstream in the 
early 1990s, Bezos, then a Wall 
Street banker, read a report which 
is that e-commerce would grow 

2, 300 per cent in a few years. "I want 
a y Da of it,” he told himself. He quit 
his job. drove from New York to 
Seattle and started Amazon in 1994 





(the original name ofthe start-up was 
Cadabra) from his garage. 

There is a small but critical difler- 
ence in the Indian situation. though. 
The country's online retail industry 
already has a growing gorilla: 
Flipkart, the largest domestic e-com- 
merce company, which replicated 
Amazon s model and is often called 
the Amazon of India. Started in 2007 
by former Amazon employees Sachin 
Bansal and Binny Bansal (they are 
not related). Flipkart has cornered 






more than 20 per cent of the online 
retail market. It has raised over $550 
million from a clutch of venture capi- 
tal funds including Vulcan Capital, 
which in the past has backed another 
Amazon rival, Alibaba.com in China. 

Amazon is unfazed. Much of 
Bezos's and Piacentini's ambitions 
ride on Agarwal, 39 vears old and a 
graduate of IIT Kanpur. Bezos has 
faith in the Mumbai native. "After all 
he was Bezos's most technology- 
savvy technical advisor." savs 
Piacentini. 


Out of the Shadow 


In a setting other than his Bangalore 
office, Agarwal could easily be mis- 
taken for a bouncer. In one of his four 
interactions with Business Today for 
this story, he lets อ ท that he cross- 
trains and can dead-lift 200 pounds. 
But what lights up his face even more 
is talking about his experience as 
Bezos's technical advisor from 2007 

to 2009 - the best workout of his ca- 
reer. Technical advisors are often re- 
ferred to as Bezos's shadows, and the 
Amazon CEO has had just eight of 
them to date. Something like a chief 
of staff, the shadow spends most of 
the work day with Bezos - travelling 
with him, attending meetings with 
him and, at the end of the day. dis- 
cuss the day with him and preparing 
for the next one. 





All figures in per cent 


It was during one such chat in 
early 2008 that Agarwal brought up 
India. The timing was prescient. 
Amazon was struggling in China and 
had to look lor an alternative coun- 
try. "We didn't want to just dabble 
with India. We wanted to make sure 
we were absolutely ready with our 
game plan and investments, says 
Piacentini. It took Amazon four years 


Charles Duhigg 





Jeff Bezos/ CEO/ Amazon 
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440,000 products, in addition to 12 
million books and two million e- 
books. It has 2.300 sellers. as com- 
pared with 100 sellers seven months 
ago. Flipkart has 1.000 sellers. "The 
goalis to constantly expand the depth 
of the selection in existing categories 
and add new categories," say 
Agarwal. 

Agarwal knew that if Amazon 
had to deliver fast to customers, it 
needed control over logistics, and it 
needed warehouses. By the time it 
launched, it had already built a 
150,000 square-foot (roughly 3.5- 
acre) ‘fulfilment centre’ on the out- 
skirts of Mumbai. in Bhiwandi. The 
idea was to let sellers stock goods in 
the warehouse, and manage packag- 
ing and delivery for them for a fee. 
Such delivery, called ‘Fulfilment by 
Amazon, and accounts for three out 
of every four deliveries by Amazon in 
India. A second 150,000 sq ft ware- 
house will be operational from 
February in Bangalore, for buyers in 
southern India. 

The bulk of Amazon's invest- 
ments in India will go into logistics 
and payments. The US and Europe, 
when Amazon started, already had 


ue 


Seven months 


of Amazon in 
India 
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an efficient payment infrastructure. 
India has multiple systems — cash on 
delivery (COD), credit cards, debit 
cards and net banking. 

Mobile technology is next. “We 
are looking forward to facilitating 
mobile internet shopping, as it is an 
important factor for technology in- 
vestments for us.” says Piacentini. He 
says that lessons about mobile 
learned in India could be applied in 
other countries, 


Ambareesh Murthy. founder of 


online retailer Pepperfrv, says: "The 
marketplace model scales very fast, 
because it is a platform where many 
retailers come to sell and put in a lot 
of variety." At the same time, he 
points out that the model fetches 
lower margins, as they are split be- 
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& personal care 
wu? appliances, and health 
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tween the seller and the platform 
owner. But who cares about profits: 
Certainly not Amazon, which took 
eight vears to turn in its first profita- 
ble quarter and which to date has 
had losses in more quarters than 
profits. Agarwal, like the ultra-com- 
petitive Flipkart, wants to scale up 
business in India. Period. 

“They are building the capabil- 
ity... If they have the infrastructure 
and product portfolio in place, cus- 
tomers will flow in,” says Technopak 
Chairman Arvind Singhal. To lure 
customers, Amazon also started offer- 
ing next-day delivery for an addi- 
tional charge of 399, Within a week, 
Flipkart copied the idea, calling it In- 
a-day Delivery and charging nine 
rupees less (See story on Flipkart, page 
68). And then eBav.in launched 
nine-hour delivery for some products. 


Follower | 

turns Warrior 

It was the second time Flipkart 
adopted Amazon’s idea. It launched 
its marketplace in April 2013. just 
two months before Amazon launched 
in India. Copying the one-day deliv- 
ery service confirmed that the battle 


. Entry into fashion 
and lifestyle with 
© launch of watches 

' and fashion 
jewellery stores 
























had begun. Hew could Flipkart 
let go of its turf? From 15 crore 
in 2008/09, its revenues grew 
to over 11.180 crore in 
2012/13. according to the 
Registrar of Companies. Like 
Amazon, the Bansals built 
their own logistics. copied the 
cash-on-delivery model from 
China and picneered it in India 
(See COD: Necessary Evil, page 
62). Flipkart's business is 
growing at breakneck speed - 
the company is running at 
annualised revenues of over 
13.600 crore, and is targeting 
over 16,000 crore by 2015. 
After enjoying a free run for 
five vears, Flipkart launched 
its health-care and fashion 
jewellery categories soon af- 
ter Amazon did. 

The battle has only begun. 
What Flipkart did in six years, 
Amazon did in seven months. It has 
already reached one-third of 
Flipkart's size in terms of the number 
of transactions, says Mahesh Murthy, 
Chairman of digital marketing com- 
pany Pinsterm and co-founder of 
SeedFund. “They have done that 
with one-tenth of the money that 
Flipkart has spent.” 

Flipkart sells about 100,000 
products daily. When that number 
reaches a million, the company will 
have to do things differently, says 
Bansal. This will require a lot of 
money. Flipkart recently raised $360 
million, but that will last only a cou- 
ple of years. says Murthy. He notes 
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that Flipkart is built with venture 
capital money, and may not able to 
keep investing as it has done. 
Amazon. however, is under no such 
pressure, he says, and it can keep 
pouring in money without worrying 
about profits. 

To sustain its business, Flipkart 
will need an initial public offer. 
Though Flipkart's cash burn is 
smaller than Amazon's when it listed 
its shares in 1997, its losses are not 
small for an Indian company: on 
revenues of 131,180 crore, Flipkart 
made losses of 3192 crore. 

On the other hand, Amazon gen- 
erated $2.25 billion in cash in 2012 


(313.770 crore then) and invested 
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$3.6 billion back in the Busi 
ness. f Amazon invested even 
10 per cent of its global i 
vestment in India, that wouk! 
be $360 million. Amazon 
executives decline to give i 
vestment details. “We are 
literally investing hundreds 
of millions of dollars.” says 
Piacentini. That was a lese 
son well 
Amazon's nine years so far 
in China. 
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COM, the country s 
largest online re- 
tailer of books. mu 

sic and videos. But 
eventually it lost the market 
to Alibaba.com, China's 
grown e-commerce giant. 
China has home-grown leaders ir 
search, social networking ang 
e-commerce. In India, on the other 
hand, US companies dominate: 


home- 





in search. Amazon could well iead in 
e-commerce. 

Agarwal and Piacentini cid not 
want to make the same mistakes in 
India as it had in China. it decided to 
invest big from day one. instead ol 
deferred investment. ft also started 


from scratch, rather than by acquir- 










Üpens 
second 


February 16 2014. BUSINESS TODAY 61 


| "Fulfillment 
| Centre’ in 
Bangalore 





ing a company. It imported its 
transportation model from 
China, something which it had 
not done anywhere else, says 
Piacentini. It also put to use the 
COD lessons it learned in China. 
It also started educating sell- 
ers about Amazon —something it 
had not done in China. Unlike in 
other countries, seller registra- 
tion is free in India for the first 
year as part of a promotion to 


Amazon.in started offering 
one-day delivery in November 





Why COD 


* Low credit-card 
penetration in India 





* Black money culture 





* Privacy and securit 
concerns of using cards online 





* Desire to touch and feel a 
product before paying for it 





* Builds trust for new 
companies 





attract sellers. "There is no risk 
or cost for them, and we are help- 
ing them get started," says Amit 
Deshpande, Director of Amazon 
Seller Services in India. 

The promotion is for a year, 
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t may well have begun when King Charles I of England first made postal services 

available to citizens in 1635. There were no stamps. and the cost of postage was 

paid by the recipient. Its modern avatar in India is cash on delivery (COD) - the 
biggest reason for the success of e-commerce in India. According to Ernst & Young 
(E&Y), COD accounts for 50 to 80 per cent of online transactions in India. For the 
larger e-retailers, this payment mechanism is available in 600 cities and towns, and 
has helped them acquire first-time customers rapidly. 

There are many reasons why India took to COD. Credit-card penetration is low - 
in August 2012, former Reserve Bank of India governor D. Subbarao noted that in 
comparison to other emerging markets such as Brazil, Mexico and Russia, the value 
of banknotes and coins in circulation in India, at 12 per cent of GDP. is high. The 
number of non-cash transactions per person in India is six per year — low compared 

with other emerging economies. Many cardholders 
avoid paying with plastic because of security con- 
cerns. Another reason for COD's popularity is black 
money, says Milan Sheth, Partner and Technology 
Industry Leader for Ernst & Young India. People pre- 
fer to use cash for high-value transactions. "Many 
want to pay by cash in Tier-II areas. Aspirational 
purchases are ล trigger for COD," he says. 

COD is used in other emerging markets such as 
China, Russia and Vietnam, too. The popular percep- 
tion is that Flipkart, India's biggest online retailer, pi- 
oneered it in India. In fact, older e-commerce compa- 
nies have tried it before. "In 2005, we were doing it at 
Indiatimes shopping." says Sharat Dhall, President of 
Yatra Online. He was vice president of e-commerce at 
Indiatimes.com between 2005 and 2007. Flipkart 
started in 2007 and introduced COD in 2010. 

E-commerce companies also use COD to build 
trust. E-commerce is young in India, and COD bridges 
the gap between online and brick-and-mortar retail, 
by allowing consumers to touch and feel the product 
before they pay up. “COD offers a fairly risk-free trial 
process for a new user,” says Dhall. “It has helped un- 

lock a huge amount of demand." Some travel e-com- 
merce players, he adds, offer COD for international tickets and holidavs. "When it 
started happening five or seven years ago. it popularised international products. 
Customers had card limits, and these were high-value transactions," he says. 

Trust is a driver for COD, considering that none of India's e-commerce compa- 
nies are huge brands, says Harish Bahl, founder and Chairman of online retailer 
Fashion & You. "COD is easier than credit cards, which have a high failure rate," he 
says. "Then there are category-specific factors that necessitate COD. In fashion, vou 
may not be sure of the fit." Sixty per cent of Fashion & You transactions are COD. 

COD has helped e-commerce grow, but it does have pitfalls. It can be expensive 
for the seller if the buyer returns a product, as the company pays two-way courier 
charges. The return rates in online shopping in COD transactions averages around 
40 per cent, the E&Y report says. 

There are also working capital issues. The report notes that COD adds a laver to 
the supply chain, because of cash handling. This can increase the settlement period 
of online retailers and courier companies to as much as three weeks. This stretches 
the online retailers' cash collection cycle. 

"Besides more supply-chain costs, from a control perspective, it is not the best 
environment. There are chances of pilferage in cash handling." says Gaurav Gupta. 
Senior Director at Deloitte in India. 

However, for now the cons of COD are outweighed by the pros - it is expanding 
the e-commerce market and drawing in new customers such as students, who don t 
own credit cards but spend a lot of time on the Internet. No wonder many industry 
watchers call it a "necessary evil”. 


HSOHD แห แพ“ พ า ท ร 


GOUTAM DAS / @®Goutam20 


RELIANCE | 
[eve 7-77 atte i Mutual Fund 


- i 
"mw 
a" 
= es = — 
pi 
1 
Ed 


ak Me TS ว - ROME 
| | | TUA FUND 
l y 7T L c IiE 
น P a s dieu PT 
a. 1 a s 


+ 
ion, À 4 


๒ 
7 


4 ศร 4 | 

x! | ห 

dq l ย ' 
5 Xe EN Xe 
lw | mm T —9 





Scarecrow/RMF/O 1/14/06 


” Save Tax U/S 80 ๐ ” 3 year lock-in period 


Give a missed call on 022-33598553 


www.reliancemutual.com/Investor-Education/home 





The tax benefits are as per the current Income Tax laws & rules and any other law for the time being in force. Investors are advised ! 
tax advisor be*ore investing เท such schemes. Investment in a ELSS fund is subject to lock in period of 3 years from the date of allotm 


Tax Savings น “ร 80C of Income Tax Act. 





Mutual Fund investments are subject to market risks, read all scheme related documents carefully. 


COVER STORY | Amazon 


——————————————————————————————————————————————————————————————————————————— 


and to benefit from it, seller 
must sign a two-year con- 
tract. In the second year, 
Amazon charges {499 a 
month as fees. Sellers get 
nationwide reach. They 
pay a minimum commis- 
sion of four per cent on 
mobiles, laptops and com- 
puters, and up to eight per 
cent on jewellery and 
watches. A 110 closing fee 
is also charged on each 
purchase. Globally, 
Amazon has two million 
sellers contributing 40 per 
cent to its sales. 

It also launched its 
"Mainstream-ing Sellers/SMEs" pilot 
project in three cities, where 
Amazon s staff helps small businesses 
become sellers. including those who 
have never made a transaction on- 
line. Amazon makes their catalogue 
and teaches them how to accept pay- 
ment. 

Ifa seller fails to maintain stand- 
ards, Amazon reaches out and tries to 
help. If logistics are a problem. the 
seller is offered Fulfilment by Amazon 
services. Sellers who can still not 
maintain standards are politely asked 
to discontinue and come back when 
they are ready. "Until then, vou have 
to stop. because it's a bad customer 
experience," says Deshpande. 


Secret Recipe at 
Amazon 

To start any new venture, a press re- 
lease is the first step. and Agarwal 
thinks that is the best way to connect 
with the consumer. In April 2011, he 
wrote a release to start Junglee.com, 
a website that helps buyers in India 
compare options from a mix of online 


64 BUSINESS TODAY February 16 2014 





and offline sellers, and provides ana- 
lytics to registered sellers. Junglee 
started with 220 online sellers. and 
has expanded to 1,600 online and 
50.000 offline stores, with a cata- 
logue of 30 million products. 

It is not profitable. but Agarwal 
savs it can be monetised with value- 
added services. "It is a thoughtful 
business decision to build something 
that would make a significant free 
cash flow in the long run." he says. 

Amazon is tight-lipped about the 
number of transactions, revenue, 
technology back-end, investment and 
budget for India, and even about how 
it compares itself with rivals. One 
exception comes after 38 questions 
over about an hour's chat with 








Piacentini, when Agarwal 
interrupts to say: "We... 
have a higher coverage 
than what Flipkart does”. 
Amazon adds a new PIN 
code every day for service 
delivery. Amazon.in is re- 
portedly negotiating with 
India Post, the world's 
largest postal service. for 
logistics. It reaches 21.000 
PIN codes, compared to the 
12,000 served by courier 
companies. 

Shreya Vora, director 

of Peora, a company that 
sells silver jewellery on 
Amazon.in, was surprised 
on December 31, when she got a 
13.000 order from the tiny town of 
Duttaphulia. West Bengal. "At the 
end of October, we started [selling on 
Amazon.in|, and we are getting or- 
ders from tier-II and tier-II towns," 
she says. Filteen per cent of her online 
sales come from Amazon, 12 per cent 
from Flipkart, and the rest from other 
online retailers. 

Vora also says Amazon in has the 
best back-end set-up among all online 
retailers. Everything is automated. 
she says, and she does not need to 
contact anyone to upload new prod- 
ucts or change prices, unlike other 
sites. "There is a large factor of trust, 
and they are bringing the best prac- 
tices and service guarantees," says 
Parag Rao, who heads HDFC Bank's 
credit cards business. 

Kaushal Arora, Founder of 
Techeye Creations & Technologies, a 
seller of health-care devices. says: 
“Flipkart is very good as far as pay- 
ment is concerned, but they haven't 
got the resources as far as market- 
place is concerned." Amazon pro- 
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Diego Piacentini/ Senior VP, 
Int’) Consumer Business/ Amazon 


vides better analytics, he says, and 
adds that its control panel is much 
more advanced, as it gives details 
such as number of units sold and in- 
ventory remaining in the warehouse. 


oe Set on the 
onsumer 

Agarwal realised early on that India 
has address issues. so he added PIN 
code and landmark fields to the ad- 
dress form on the delivery page 
something the US site does not have. 
“Fulfilment by Amazon" 
nently displayed when applicable. to 


is promi- 


gain the buver's trust. Cash on deliv- 


ery is an option only on Amazon- for Android and 105 devices. 
" Amazon India is the fastest growing 


geography that we have seen in 


fulfilled orders. and not if the seller 
ships the product. 

Mobile is another area of locus in 
The country has 198 million 


terms of mobile share of sessions and 


India. gross mobile sales," says Agarwal. 
Amazon.in still has 


A significant one is ap- 


Internet users. most of them users ol Of course, 


mobile devices (of which 70 million gaps to fill. 


are smartphones). "Forty per cent of parel, the biggest component of the 


e-commerce is over mobile, and that's lifestyle category. Lifestyle accounts 
15 per cent of all Indian online 


according to Technopak. 


where the industry is going to be." for 


savs Rachna Nath. Director at retail, 


PricewaterhouseCoopers. 
So Amazon launched mobile apps 
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Sellers such as Myntra and Jabong 
have a lead, and Flipkart has a grow- 
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ing presence. An Amazon executive 
says apparel will be launched in a 
couple of months. Some experts ex- 
pect this to increase Amazon.in's 
traffic by about 20 per cent. 

There are signs that the ticket size 
of orders at Amazon.in has grown. 
According to an executive at a large 
private bank. the average credit card 
transaction at Amazon Racin 
equals Flipkart's at about 12,700. 

"You have to have Hic iction 
that, over long periods of time, vou 
can generate a large free cash flow for 
shareholders." says Agarwal. How 
Ten vears and 
Amazon's in- 


long is long term: 
more, savs Piacentini 
ternational business head has some- 
thing else in mind for the long term, 
too: "We want to build India apera 
tions so that, when we look back 2 
years from now, it will be bigger iia 
the US." 

The battle for supremacy in on- 
line retail in India, set to be the worlds 
second-largest Internet market by 
this summer, has barely begun, but it 
is already bitter. ๑ 
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For longer interview of Sach 
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pockets (it is expected to close 201 3 
with more than $70 billion in reve- 
nues), the Jeff Bezos company is the 
strongest competitor Flipkart (annu- 
alised revenues: $550 million) will 
fight for supremacy in India. 

A credible rival can do wonders to 
an enterprise and Flipkart is no differ- 
ent. A month before Amazon 
launched its marketplace in India 
under the Amazon.in name, Flipkart 
launched its version of the market- 
place. In July, it first announced its 
payments brand PayZippy for online 
merchants and customers seeking 
fast, hassle-free and safe payment 
options. Given the critical mass of 
transactions Flipkart controls - about 
100,000 a day — the company is bet- 
ting that it has the volumes to lay the 
foundation of what will be a profita- 
ble business. It is much like how 
Amazon bet on web server and stor- 
age services and made a successful 
business out of it. In December, 
Flipkart launched a one-day guaran- 
teed delivery service, just five days 
after Amazon.in announced it. 

The two companies are in the 
same business and there will be simi- 
larities in the services or features each 
launches. Bansal shrugs off competi- 
tion from Amazon — his and co- 
founder Binny Bansal's former em- 
ployer. “I think it's a good thing. It 
makes things more interesting. 
We've been very aggressive on 
growth, irrespective of Amazon's 
entry. We're not a very competition- 
focused company," says Sachin. 
What bothers him more is something 
different: "Whatever we are 

doing today is very insignifi- 
cant compared to what will be 
required to do by 2020. " 

That is a fairly accurate 
assessment. Says Ashish 
Gupta, Senior Managing 
Director at venture capital 
firm Helion Venture Partners: 
“The story has just begun.” 
The size of online retail as a per- 
centage of the overall retail market is 

predicted to grow to seven per 
cent, or some $61 billion. by 


๐ 








2023, from just 0.2 per cent. or $1 
billion, today, says consulting firm 
Technopak. 

Flipkart is estimated to have a 
one-fifth share of the online retail 
market in India - how does it plan to 
hold that share? One is expand logis- 
tics, a core strength where big invest- 
ments and technology helped Flipkart 
become the gold standard in delivery 
in India. Flipkart ships books to al- 
most all of India’s 21,000 PIN codes 
and covers over a hundred cities for 
its entire product portfolio of 20 cat- 
egories like consumer electronics, of- 
fice supplies. watches, and health and 
beauty products. Some 70 per cent of 





its shipments are done by its own lo- 
gistics company and about half of 
deliveries are on a “cash-on-delivery” 
basis. “Having your own logistics can 
pay off as we scale; the benefit will 
come to us rather than to a logistics 
company. says Sachin, He looks at 
China with a logistics network cover- 
ing 2,000 cities and towns as an ex- 
ample to emulate. "That means 
reaching out to a 1.000-people (loca- 
tion). That's an area of improvement 
for e-commerce in general and for 
Flipkart as well," he adds. (See 
“Ability to Use Data Crucial.) 

For Flipkart, there is no option 
but to expand fast across categories 
to add choice for customers. "The 
wider the range of things you sell, 
the more people expect from you. 
You also need to show depth in cat- 
egories," says Helion's Gupta. 
Flipkart is now betting big on the 
marketplace model for growth 
which is a very attractive proposi- 
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tion for horizontal players who want 
to expand fast across products and 
categories without dramatically in- 
creasing fixed costs. The target: 
10,000 to 15,000 resellers in a year, 
up from the current 1,000. “We 
have learnt a lot in the last eight 
months about the ecosystem and 
what technology platforms are re- 
quired to scale up the business. In 


the long term, we see more than half 


of our business coming from third- 
party sellers,” says Sachin. 

Flipkart wants to expand its pres- 
ence in fashion and apparel that 
promise average margins of 20 to 30 
per cent, compared to categories such 
as electronics that promise less than 
half those levels of margins and 
hardly cover shipment charges. 
Online sellers with a big presence in 


fashion attract a higher number of 


visitors, too. Myntra. for instance, 
clocked over 24 million unique visi- 
tors in December and Jabong nearly 
20 million, as per data from online 


Myntra clocks 

over 24 million 
unique visitors 
and Jabong 


20 million 


tracker comScore. Flipkart, despite 
being a broad-category seller, in com- 
parison, recorded 13.22 million uni- 
que visitors. (Sachin says the Flipkart 
number is inaccurate, but declines to 
disclose in-house numbers. ) 

But as the market matures fur- 
ther, focusing only on acquiring new 
customers and increasing categories 
is not going to be enough. Customer 
stickiness is something to worry 
about. “Using cutting-edge analytics 
to offer loyalty bonuses or offering 
products not available elsewhere will 
be an important strategy going for- 
ward,” says Arvind Singhal, 
Chairman, Technopak. Sachin is well 
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Sachin Bansal 


Flipkart CEO Sachin Bansal, over two interviews, 
gives Business Today insights into his company's 
strategy for the future. Edited excerpts: 


On investments in technology: The biggest thing is invest- 
ments on people. We are ramping up the number of tech people we have 
(about 300 today). We are looking to hire not just in India, but from 
outside as well. We want to hire every good person who comes our way. 
Because we see that returns on every good person coming into Flipkart 
are huge. As we scale up, our success depends on how well we are able 
to use our data. We have millions of users coming on Flipkart, we have 
lakhs of shipments on a weekly basis. Our ability to use that data to 
generate better products for the customer will be crucial. 


On Flipkart's third-party marketplace: We have more 
than 1,000 sellers now. It will be 10,000 to 15,000 in a year's time. In 
terms of gross merchandise value (or total value of goods and services 
sold) contribution, 1,000 sellers is just a start. We have learnt a lot in the 
last eight months... about the ecosystem and what technology platforms 
are required. In the long term, we see more than half our business com- 
ing from third-party sellers. 


On categories that Flipkart is focused on: Lessthan a 
vear ago, we started developing clothes and shoes as a category. The 
skew is more towards electronics. But from about a third of the total mar- 
ket, shoes and clothes could become bigger than electronics. There is lot 
of speculation that Flipkart is acquiring Myntra; that's pure speculation. 


On profitability vs growth, funding, revenues: Most 
people who have their strategy right are focusing on growth, not 
profitability, at a time when the market is small and is going to be a 
huge market in the future. E-commerce is a low-margin business; 
there is a trade-off between growth and profitability. I think the money 
we have raised, puts us in a comfortable position today. By somewhere 
in 2015, we will reach $1 billion in sales. We have reached more than 
half way to the target. 


On the big pushes in the years ahead: First is mobile. This 
is a year when mobile has become a prominent thing. a growth driver 
for e-commerce companies in comparison to desktops and laptops. 
Second is adding more third-party sellers. Third, the biggest area and 
which continues to be our focus for sometime is category growth. 


On Flipkart's branding: Our advertising spend is the highest. 
On the marketing side, there is a focus to diversify our efforts across 
channels. When we focus only on TV, or only Google adds, the returns 
are not that great. If I spread it across multiple channels like affiliate 
marketing where we give commissions to people who drive traffic to us, 
Google ads, mobile app ads, Facebook ads, TV, print etc... Diversification 
generates more value, it is happening as we speak. 


(3 


EMPOWERING MINDS 





“AIMS has been directing me to reach my goal in a much efficient way 
grew up in a working-class family and wish to expand my horizon by being an entrepreneur 


am a student of MBA, and AIMS has been directing me to reach my goal in a much efficient way. Vit 
aculty, learning is fun. The support and guidance of the faculty to the student is commendable, | have ! 
tudents we can understand different cultures and overcome cross-cultural boundaries. | have mi 
nprinted in my memories. The on-campus job opportunities, stress-bursting social and cultural activitie 


leing in AIMS, we mould as good citizens with social responsibility along with the important 
Incertainties 


Jandini Ravi 
ABA, AIMS School of Business. 
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"T3: ร แ 10 แ ห Flipka 


aware of this. “Flipkart is good place 
to shop, ifyou come on the site know- 
ing what you want to buy already. 
There is a bigger market opportunity 
waiting for us if we are able to induce 
or seed the purchases, affect purchas- 
ing behaviour and our ability to rec- 
ommend,” he says. 

For instance, recommending a 
phone case to someone buying a 
Google Nexus 5 phone is common, 
but presenting a premium leather 
case or a functional plastic one based 
on past purchase patterns will decide 
the margins on the purchase. The 
holy grail for Flipkart lies at the in- 
tersect of “personalised experience” 
and “predictive analytics”, clearly. 
Add PayZippy to that mix and 
Flipkart could be sitting on some- 
thing that differentiates it from com- 
petition. Says M.N. Srinivasu, 
Director, Billdesk, a payments 
company: "Processing its own 
transactions can give Flipkart 
crucial analytics on consumer 
behaviour and help improve 
stickiness.” 

Like Amazon and others, 
Flipkart believes customers com- 
ing to shop via mobile phones will 
be big. “More than 40 per cent of 
traffic (on Flipkart} today comes 
from mobile, whether on apps or 
on our mobile website. It is quite a 
bit of change from one year ago 
when it was a single-digit percent- 
age." says Sachin, adding that in 
categories like clothes and shoes. 
the orders on mobile phones are 
more than those made from desk- 
tops. Increasing overall order vol- 
umes made from mobile phones to 
half from one-fifth today, however. 
will take a vear or two. 

The big question before those 
looking at Flipkart from a 
cash- flow point of view is 
how long it will be able to 
fund losses especially given 
its strategy to focus on 
growing its customer 
base rather than pull * 
in profits. "Out of a 
crore people that shop on- 
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line, very few think of online as a 
primary medium yet. We are cur- 
rently more focused on delighting 
the customer and getting more and 
more people to shop online." says 
Sachin. Flipkart backers, too, are not 
worried of its high cash burn. 


" Amazon burnt loads and loads of 


capital before even breaking even. A 
transformational change needs 
loads of capital," says Abhishek 




































Agrawal, Managing Director at 
Seattle, US-based Vulcan Capital. an 
investment firm founded by 
Microsoft cofounder Paul Allen, that 
was part of a recent $360-million 
funding round at Flipkart. 

Nor does growing competition 
bother Agrawal. “Amazon has not 
been able to dent local guys in any of 
the BRIC countries, whether it is 
Russian giant Ozon or Alibaba in 
China. TIl be very surprised if the 
story is different in India." Predicts 
Technopak's Singhal: "India will 
have five to six dominant players. 
That will include Amazon." 

Experts predict a consolidation 
among online retail companies this 
year as private equity investors are 
stepping in to fund an estimated $2 
billion to $4 billion required by the 

industry in the next three to four 
years. Even so, investments in the 
$150 million to $200 million 
bracket will not be easy to come 
by till regulatory changes allow 
foreign investment in e-com- 
merce. In other words, Flipkart 
may find it difficult to get more 
private cash. "The next best thing 
to raising private capital in the 
next two to three years will be to 
list themselves, something like 
what MakeMyTrip did with its 
NASDAQ listing." says Mahendra 
Swaroop, Managing Director at 
private equity firm Avigo Capital. 
Sachin dismisses any concern 
over cash, saying Flipkart re- 
mains focused on customer 
growth and the brand. In internal 
meetings, he often sets the bar 
high: Flipkart “should be some- 
thing that you are able to recom- 
mend to your mother and feel 
comfortable that it will not be a 
bad experience”. With $360 mil- 
lion in hand — and 
Amazon.in gain- 
ing ground — the 
do-or-die years are 
ahead of Flipkart, 
not behind. ๑ 


@Khantaslima 


"This io Thailand, Amazing Gol, Paradise" 
Gaganjeet Bhullar, Jadian Professional Golfer 





Tourism Authority of Thailand New Delhi Office: 


B - 9/1A, (GF) Vasant Vihar, New Delhi 110057 ama J g 

Tel: 91-11-46741111, 41663567-9 | Fax: 91-11-41663570 

Email: tatdel@tat.or.th X H A L A N D 
Tourism Authority of Thailand Mumbai Office: It Begins with ti opl. 

45 Free Press House, 4th Floor, 215 Free Press Journal Marg, www.tourismthailand 





Nariman Point. Mumbai 400021 | Tel: 91-22-22042727-8 B Farehnnk com/Tniiricmarthoantvatthailandindia 


Liquor Policy 


n 


A 
“6 


ON A HIGH: People queue up outside a liquor shop 
in Daudnagar village of Bihar's Vaishali district 


B 


rishna Kumar is struggling to find labourers for 
his dairv project in Bihar's Vaishali district. The 
work culture of the region has worsened drastically 
over the past few years, he complains. Why; “People 
have taken to excessive drinking,” he says, blaming the 
state government for the problem. “Until 2006, there 
was only one liquor shop for 16 panchayats in the 
vicinity, Now. there are five. The state govern- 
ment has made liquor easily accessible.” 
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Liquor shops have sprouted not just in Vaishali dis- 
trict but across the state. The number of liquor vends 
allotted by the state government climbed to 5,467 in 
2012/13 from 3,436 in 2006/07, according to official 
data. The jump was highest in rural areas, where the 
779 during the 


number of shops tripled to 2,360 from 


same period. Liquor sales surged at a much faster pace. 
Consumption of country liquor quadrupled while that 
of India-made foreign liquor (IMFL) increased almost five 








POT HOW LIQUOR IS 

y ร ะ ร FILLING THE BIHAR 
aaa GOVERNMENT S 
COFFERS. 


By SARIKA MALHOTRA 








| |J AT i HI 
times and beer sales soared more than | 1 times (see Liquor share of other components such 
Economics on next page). the period (see A New Cocktail on page 5t 
No wonder. then, that Bihar's excise revenue has So, what explains this trend 

jumped to 12,765 crore in 2012/13 trom 1525 crore in The state government changed it 
2007/08. The 40 per cent annualised growth has made Nitish Kumar became chief ministe 

7 excise tax the fastest-growing segment in the state s reve- of an alliance between Janata Dal (| 
nue kitty. The share of excise duty in Bihar's own tax Bharatiya Janata Party (BJP). It started al 
revenue has risen to 17.65 per cent in 2012/13 trom uor shops and began increasing | 


10.33 per cent five years before. On the other hand, the boost revenue. The growing importa! 





Bihar, one of India’s 


from ] 


Prohibition Department. 


no response. 


shot up. "On festivals such as Holi 
people are consuming more alco- 
hol instead of traditional favour- 
ites bhaang and gaanja,” he says. 
But he defends the excise policy. 
He says that before 2005, SO 
per cent of the liquor business 
was outside the revenue net. 
"The increase in revenue is a 
result of organising the liquor 
trade," he says. BJP leader 
sushil Kumar Modi, who was 
the state's deputy chief minister 
until his party's alliance with 
the JD (U) ended last year, con- 
curs. "The rise is on account of 
structural changes that were 
introduced post 2005 with a 
uniform excise tax structure," 
he savs. 

The state now allots licences 
for liquor shops through a lot- 
tery. A single licence is not 
granted, Depending on the area. 
it could allot licences for two or 
three shops in a group man- 
dated to sell IMFL or country 
liquor. In some cases. shops in 
rural and municipal areas are 
tagged together. The licence fee 
is substantial. A liquor vendor 
from Buxar says he pays 18.45 
lakh a month as licence fee for 
his three shops, two of countrv 
liquor and one of IMFL. 

A Muzaffarpur-based 
restaurateur, who does not 
wish to be named. says he 
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least industrialised 
states. is in contrast to Haryana, a more in- 
dustrialised state where liquor consumption 
is also high. The contribution of excise duty 
to Haryana s own tax revenue was 1 3.32 per 
cent in 2011/12, only marginally higher 
2.19 per cent in 2005/06. But the 
share of sales tax jumped to 67.09 per cent 
from 61.73 per cent during the same period. 
Emails and phone calls to the offices of 
Sandeep Poundrik, Secretary. Excise and 
and Excise 
Commissioner Syed Parvez Alam seeking 
comment on Bihar's excise policy elicited 
Shivanand Tiwari, 
General Secretary, JD (U), agrees that 
liquor consumption in the state has 






















































shelved plans to open a bar in his restaurant 
after the state increased the annual licence fee 
for bars from 35 lakh to 117 lakh in April 
2013. "In addition to paying several taxes for 
the restaurant. I will not be able to generate 
enough sales to offset this hike," he says. The 
restaurateur says that, based on his interac- 
tions with excise department officials, he feels 
the decision to increase the bar fee manifold 
is aimed at shifting consumers from bars to 
liquor vends, "An individual consumes a 
couple of pegs in a bar, whereas he would buy 
at least a bottle from a shop. Sales are limited 
in a bar and so they are not generating as 
much revenue." 
The government has also raised 
the minimum guaranteed quantity 
that vendors must procure from the 
state. Vendors’ total monthly 
quota for IMFL has been raised to 
3.91 million London proof litres 
T PL) in 2013/14 trom 2.90 mil- 
lion LPL the previous year. For 
country and spiced country liq- 
uor, the quota has been increased 
to 9.25 million LPL from 7.71 mil- 
lion LPL. Similarly. for beer the 
quota has been raised to 6 million 
bulk litres from 4 million bulk li- 
tres. LPL and bulk litres are units 
of alcohol measurement. 
Vendors say the rise in li- 
cence fee and quotas is making it 
difficult for them to operate. The 
fee increase also explains why 
315 of the 5,467 liquor shops 
allotted in 2012/13 were not al- 
lotted. A vendor from 
Muzaffarpur says that competi- 
tion among vendors is growing 
and many are encouraging 
credit or selling liquor at lower 
prices to attract consumers. 


Panned by critics 
While growing liquor sales may 
have boosted the treasury, the 
state is facing heavy criticism 
from social activists and academ- 
ics. Critics say a revenue model 
that promotes liquor sales has a 
cost on health and 
en in a state where 
ds still feudal- 
li dairy entrepre- 


*india-made foreign liquor; 
**| ondon proof litres 


Source: Excise department, Bihar 
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neur Kumar says there are few jobs for skilled or semi- 
skilled youth because no big or small-scale industry has 
been set up due to lack of political will, bureaucratic leth- 
argy and corruption. "This has led to growing frustration 
among the youth, especially in rural areas. who do not 
wish to till land or do manual work. Many of these people 
connive with village administration to siphon off money 
from welfare schemes and blow it up on liquor," he says. 
Sanjay Kumar, a social activist in Jehanabad, says al- 
cohol consumption in rural areas is rising because of 
"freebies". He cites the example of a 
household below the poverty line, 
which gets 15 kg rice and 25 kg wheat 
for 3155 a month. Even a man who 
works for five to 10 days a month and 
earns 1100-120 a day spends a large 
amount on liquor, he adds. Kanhiya 
Singh, Senior Fellow at the New Delhi- 
based think tank National Council of 
Applied Economic Research (NCAER), 
says high excise duty and licence fee 
could lead to adulteration and a thriv- 
ing black market, especially for coun- 
trv liquor. Shiv Prakash Rai, a social 
activist from Buxar, says while the 
government is giving the impression 
that it is dissuading people from con- 
suming more by increasing licence fees 
and liquor prices, it is also issuing more 
licences than before. “Clearly. one has 
to read between the lines," he says. 
Some experts feel excise revenue 
should be seen only as a necessary evil 
and there is nothing wrong if a state 
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"On festivals 
such as Holl 
people are 
consumin 
more alcohol 
instead of 
traditional 
favourites 
bhaang and 
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SHIVANAND TIWARI/ 
General Secretary/JD(U) 






IPIE 


Source: Bihar Economic Survey 2012/13 


taxes liquor heavily. "The state needed internal revenue 
and excise happens to be an area where it could enhance 
rates and expand the revenue base,” says Shaibal Gupta. 
Member-Secretary of the Patna-based Asian Development 
Research Institute. But some others question the tax struc- 
ture in which excise revenue is registering maximum 
growth. Pronab Sen, former chief statistician of India, feels 
the seven percentage point rise in the share of excise duty 
in total revenue is very high. "It can be worrying for any 
state. as excise has a limited role and scope.” he says. 
Digambar Mishra Diwakar, 
Director, A.N, Sinha Institute of Social 
Studies, Patna, says industry in Bihar is 
not developing due to lack of basic in- 
frastructure, with electricity shortage 
being the biggest hurdle. "For industry 
to grow, confidence building measures 
are still amiss,” he says. Official data 
back this opinion. The State Investment 
Promotion Board has 1.441 approved 
projects, of which only 191 have been 
established or have some kind of exist- 
ing unit. Singh of NCAER adds that ris- 
ing excise revenue does not reflect real 
economic growth. Nawal Kishore 
Chaudhary, Professor and Dean, 
Faculty of Social Sciences, Patna 
University, concurs. "It is not a healthy 
model for growth and is not sustaina- 
ble." he says. "Real growth should 
come from manufacturing, which 
is not ต น in Bihar.” @ 
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CEOs or managing direc- 
-based mobile technology 
abs. Its founders call them- 
r eye-ons'. So, you have a 
‘h lon, a Chief Noisy lon. a 
n and a Chief Product Ion. 
ve ions were extremely 
in t because of their quirky 
nedia giant Facebook had 
start-up in a high-profile 
der $15 million. 

! these ions? They are a motley 
group of entrepreneurs who got together while 
working at Rational Software/IBM long before 
they set up Little Eye Labs with seed funding 
from GSF India and VenturEast. None of them 


had any business experience — apart from Chief 


Ion Kumar Rangarajan. who had briefly flirted 
with entrepreneurship at the age of 14, when 
he and a friend started a local lending library. 
But they certainly had chutzpah. Plenty of it. 
It all began when Giridhar Murthy. a 
techie in his late 20s, was bitten by the entre- 
preneurial bug four vears ago, when IBM was 
reportedly toving with the idea of exiting 
Purify, a memory debugger program used by 
software developers. Murthy was tempted to 


make a bid along with friends, but realised it 
would not work. He shot off a mail to two 
techie friends, Rangarajan and Lakshman 
Kakkirala, suggesting they take a shot at en- 
trepreneurship. The trio in turn 
other new Satvam Kandula. 
with an IIT degree, and disc Uis ihe idea for 
two years. d they roped in another former 
colleague, Aditya Kulkarni. an engineer 
an MBA, and the group was now read: 
Little Eve Labs was finally 
in August 2012. 

s iai was Qu utc fa simpl 















born in Bangalore 


sets; apps din satu pa alotof {data app 
spond slowly: and the significant dis 

occupy. An app developer might no 
much disc space or battery energy 
going to consume. And this 
start-up served: it created tools to mu 





analvse and optimise the Android code 


X 





The five men had developed sini 
desktop products during their | 
They wanted to leverage their know 
skills, and extend them to the mobil 
In the initial days, Rangarajan worke: 
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Café Coffee Day outlets in Bangalore 
trying to understand the Android 
programme and write code for the 
proposed tools. "When we spotted 
them, they were working with the 
idea of measuring power. Our team 
helped broad-base the idea," says 
Rajesh Sawhney, founder. GSF India. 

So, Kandula became Chief Tech 
lon, Murthy Chief Engineering Ion. 
Kulkarni Chief Product Ion and 
Kakkirala Chief Noisy Ion as he en- 
joyed interacting with customers. 
The start-up received a further dose 
of energy when Gaurav Lochan 
joined as Big Coder Ion, Satheesh 
Anbalagan as Chief Customer โอ ท 
and Srikant Sahay as Coder Ion. 
Lochan earlier worked with Flipkart. 
where he used Little Eye tools for 
the online retailer's Android 
apps. but he would come up 
with so many feature re- 
quests he decided to join the 
team to create them himself. 

By November 2013, the 
company had about 
2,000 users and 25 
paving customers, 
including GE Medical 
Svstems, Qualcomm 
and Intel. Around 
this time, the start-up raised seed 
funding of 11.5 crore from GSF India 
and VenturEast. The investors saw 
big potential in Little Eye's products. 
"Tools for app developers is a multi- 
billion dollar market opportunity," 
says Sateesh Andra, Managing 
?"artner, VenturEast Tenet Fund. 
Sawhney was hopeful too. "We knew 
Facebook or Google kind of compa- 
nies would be interested in this com- 
pany. But we were ready to back the 
company even if the Facebook deal 
had not happened," he says. 

Little Eye's first contact with 
Facebook was in May 2013 when its 
representatives attended a Google 
conference in San Francisco. The 
Indian start-up's founders pitched 
their tools to the Silicon Valley giant, 
which showed interest and evaluated 
the product. The two teams began 
discussions — and in the end, the 


84 BUSINESS TODAY February 16 2014 





WHAT IT DOES 


Helps developers measure, analyse 
and optimise Android apps 


Facebook management negotiated a 
price not for Little Eve's product. but 
the company itself. 

Why did the company take up 
Facebook's offer? According to 
Sawhney. the founders probably 
thought it would help their product 
reach millions of mobile developers 





THE PRODUCT ` 


Performance analysis tool 
for app developers 





HOW FACEBOOK BENEFITS 


The product and the team will help 
Facebook's mobile strategy 


aa 


in a short period. "This is one deal 
with the best outcome where every- 
one — Facebook, investors. employ- 
ees and founders ~ is happy.” 
Industry experts say Facehook's offer 
was a big endorsement of the com- 
pany s product. "While from 
Facebook's perspective, it could be a 
small step to look at the Indian mar- 
ket for acquisitions, from the Indian 
start-up ecosystem's perspective, it's 






WHAT MAKES IT SPECIAL 


Easy to use; gives intuitive 
insight & detailed reports 


a giant step,” says Praveen Bhadada, 
Director (Market Expansion} at 
Zinnov, a consulting firm. 

Analvsts say the acquisition 
makes business sense for Facebook. 
The social network giant will save 
time, money and energy on develop- 
ing similar tools to plug any gap in its 
own portfolio. Facebook, analvsts 
say, is aggressively working on its 
mobile strategy — a good chunk of its 
recent revenue came from mobiles. 
The Nasdaq-listed social networking 
site with a market cap of $143 billion 
wants to ensure its app quality is 
continuously improving. "The Little 
Eve Labs technology will help us to 
continue improving our Android 
codebase to make more efficient, 

higher-performing apps." wrote 
Facebook Engineering Manager 
Subbu Subramanian on the 
Facebook timeline. Little Eye 
founders and Facebook de- 
clined to comment on the deal. 

It is a win-win for every- 
body. The Fac ne 
deal has also been 
windfall for GSF ha 
and VenturEast Tenet 
Fund. “In one year of 
our investment, we 
have had double-digit returns. Our 
returns are higher because we came 
on board first.” says Sawhney of GSF 
India. VenturEast's Andra says they 
have got “multiple x” returns. “We 
are exiting eight months after our 
investment. Usually we expect exits 
in five years or sometimes even 
more. This is an exception.” 

What are their plans for the fu- 
ture? The Little Eve team will move 
to Facebook's headquarters in Menlo 
Park, California. “From there, we'll 
be able to leverage Facebook's 
world-class infrastructure and help 
improve performance of their al- 
ready awesome apps,” Rangarajan 
wrote on his blog. “For us, this is an 
opportunity to make an impact on 
the more than one billion people 
who use Facebook." € 


@krbaloo 
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An event space that can cater to your requirements. 
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FILMS. Bhatts - The New Generation 






SMALL BUDGET, 


Movies made by the Bhatts eschew stars 
and big budgets and yet earn huge profits 


Films/ Year 05 Revenue 





(in X crore) 


IN COMPARISON 


Other hit films cost way more 


Films/ Year 80 Revenue 
7 ก 











(in ¢ crore) 
Source: BT Research; nos. are approximated 
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FILMS | Bhatts - The New Generation 





They made money no doubt, but an 
impression had gained ground that 
they were not for family audiences. 
Aashiqui 2 in contrast was a love 
story, and a family entertainer. 

Vishesh has been working with 
Vishesh Films since 2002, though he 
took a break in 2005 to study film- 
making at New York University. The 
success of Aashiqui 2 has encouraged 
him to steer the production house 
towards making more such family 
entertainers. Two are already in the 
works: Mr X, a 21st century fantasy 
about an invisible man, and Humari 
Adhuri Kahani, a love story. 

There are other ways too, in 
which Vishesh has been putting his 
personal stamp on the production 
house that bears his name. Big budg- 
ets, for instance, are no longer taboo. 
Raaz 3, released in 2012, cost 130 
crore, more than any other Vishesh 
Films production has done. (It went 
on to earn 158 crore.) He also played 
a key role in the production house's 
tie-up with Fox Star Studio - a joint 
venture between 20th Century Fox 
and Star — which has given it a global 
connection. For Raaz 3, for instance, a 
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3D film, the tie-up got Vishesh Films 
the same graphic artist who had 
worked on the Hollywood hit, Avatar. 
Both Mr X and Humari Adhuri Kahani 
are being co-produced by Fox Star 
Studio. The partnership has already 
tasted success — having collaborated 
on Murder 3, Jannat 2 and Raaz 3. 
"Raaz 3 was the first high quality 3D 
film in Bollywood,” says Vijay Singh, 
CEO, Fox Star. 

Following in Vishesh's footsteps is 
his sister Sakshi, 26, who joined 
Vishesh Films two years ago. Raaz 3 


Strong foundation: 

Mahesh Bhatt (left) and Mukesh 
Bhatt, who together founded 
Vishesh Films 


was the first film she was involved 
with as assistant producer, turning 
associate producer with Murder 3. 
“So far, ours has been very much a 
Mukesh Bhatt-Mahesh Bhatt organi- 
sation,” says father Mukesh Bhatt. 
“But eventually, Vishesh and Sakshi 
will take the company forward. They 
are the next generation and the proc- 
ess has already started.” 


Pooja and Alia 

Two of Mahesh Bhatt's daughters, 
Pooja and Alia, have also followed 
their father into the film business. 
After a decade-long run as a 
Bollywood actor in the 1990s, tasting 
critical acclaim with films like Daddy, 
and commercial success with the 
likes of Dil Hai Ke Maanta Nahin, both 
directed by her father, Pooja, 42, set 
up her own production house 
FishEye Network in 2002, jointly 
with actor-model Dino Morea. 

But the influence of Vishesh 
Films on her has been considerable. 
“Mukesh uncle taught me all I know 
about production,” she says. FishEye 

whose releases include films like 
Sur, Jism, Paap and Jism 2 - swims in 
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Material girls: Pooja Bhatt (above) is 
greatly influenced by uncle Mukesh's 
filmmaking style; Alia Bhatt is a rising 
Bollywood star 


the same waters as Vishesh 
Films: low budgets. tight scripts 
and hardly any stars. Indeed, Pooja 
claims to be even more frugal. “My 
films cost a couple of crores less than 
Vishesh Films's movies," she says. 
Jism 2, for instance, released in 
2013, featuring the ex-porn star 
Sunny Leone, was made on 114 
crore and grossed 140 crore. 

Alia Bhatt, just 20, has not given 
a thought to production or direction 
yet. but is already a rising Bollywood 
star. Her first film. Karan Johar's 
Student of the Year, which she did 
when she was 17, drew her consider- 
able attention. Johar has taken her in 
his next movie, too: an adaptation of 
prolific author Chetan Bhagat's Two 
States. She also stars in Highway, di- 
rected by Imtiaz Ali. She says she does 
not find the Bhatt tag a burden. "The 
only burden will be if the audience 
does not accept me." she adds. 


India's Roger Corman 
How did it all begin? Mahesh Bhatt 
lirst drew attention with a string of 
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movies that were called sensitive — 
among them Arth, Saransh, Naam and 
Zakhm. The last, released in 1998, 
had a paradoxical impact. Based on 
the director's own life, it was critically 
acclaimed and brought lead actor 
Ajay Devgn a national award, but 
Mahesh lost all his monev on it. 
It marked the end of 







Mahesh's tryst with meaningful cin- 
ema. The following vear, brother 
Mukesh made Sangharsh with 
Akshay Kumar and Preity Zinta. It 
did not do well either. That turned 
the brothers away from big stars, too, 

Their next, Kasoor, came after a 
lull of two years. The dark thriller 
made with newcomers on a shoe- 
string budget of 32.5 crore, made a 
profit of 150 lakh. It was a sign of 
things to come. Keeping their budget 
consistently in the 14-10 crore 
bracket, the Bhatt brothers produced 
a string of hits — Raaz in 2002, 
which made 130 crore, Murder in 
2004, which raked in 148 crore, 
Gangster in 2005 which gave them 
130 crore and Jannat in 2006, which 
again earned 139 crore. 

The figures may not boggle the 
mind at a time when films earning 
anything less than 1100 crore are 
considered lukewarm successes. But 
look at the production cost of some of 
these mega-hits — Chennai Express 


cost 170 crore (it grossed 1314 crore 
globally), Ek Tha Tiger's budget was 
180 crore (it earned 1310 crore) - 
and the uniqueness of the Bhatts' 
achievement becomes clear. 

Many in the industry refer to the 
Mukesh Bhatt as Bollywood's Roger 
Corman. Corman was one of the most 
successful makers of B-grade movies 
in Hollywood, who also launched 
actors like Peter Fonda and gave di- 
rectors such as Ron Howard and 
Martin Scorsese their breaks. Mukesh 
endorses the label. "Corman is my 
mentor," he says. "His economic 
formula and mine are the same.” 

So what was the secret sauce that 
made these low budget endeavours, 
hits? Hit music, a tight script and 
some skin show have been the run- 
ning threads. “It is a very potent 
genre and has been globally proven." 
says Mukesh. The Bhatts also started 
the practice of repeating film titles — 
Murder 2 and Murder 3, Jannat 2. 
Raaz 2 and Raaz 3. But there was a 
departure here from conventional 
film practice — these were not sequels 
but entirely different films, with the 
titles serving only to indicate the sub- 
genre — all the Murder films were 
about crime and sex, the Raaz ones 
involved the supernatural. the 
Jannats were both thrillers. 

And they were all successful. 
Murder 3, released last year, gave a 
280 per cent return on investment, 
Jannat 2, in 201 2, earned three times 
its cost. But there was the price to be 
paid — families stayed away. And 
persistently low-budget offerings 
meant they would never be consid- 
ered in the top league. This is what 
Vishesh and Sakshi want to change. 

One early, little remembered film 
Mahesh Bhatt directed was titled 
Naya Daur (A New Age, 1978). A 
personal maya daur began for 
Mukesh and Mahesh Bhatt in 2001, 
with the release of Kasoor. Now yet 
another naya daur awaits the next 
generation of Vishesh, Sakshi, Pooja 
and Alia Bhatt. € 
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TACKLING 
NON-PERFORMING 
ASSETS IS THE 
BIGGEST PRIORITY 
OF BANKS. BUT 
IT IS NOT EASY. 


BY ANAND ADHIKAR 


VERMA 


RAI 
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ON THE RISE 


Bad loans at domestic : 
banks have jumped in 
recent years 
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ท October 2000, a consign- 
ment sent by a Lucknow- 
based gold jewellery export- 
er was rejected by a client in 


banks try to recover loa) 
90 per cent defaulters challen 
E Gross NPAs in cr 
แพ % share of total lending 


recovery proceedings in co 
says R. Rudran, CEO of AR 


London. The jeweller had Source: RBI India's largest asset reconstn 

taken a loan from a state- c company. Delays in dis) 

run bank for the export. a cases by overburdened court: 
Following the rejection, he sought 2 - = pound the banks’ mise: 
the bank's permission to sell the “— Such cases highlight | 
jewellery in the local market. The e cb culties banks face as the 
bank, unsure of the jeweller's ex: oe their biggest challeng: 
ability to repay the loan, sought = 9 years — a surge in bad deb 
additional collateral to safeguard wax defaults by companies th; 
its exposure. The jeweller agreed LC» rowed heavily in the past few 
and pledged some gold bars with ซม to expand their businesse 
the bank, but eventually default- ing as the Indian econom) 
ed on his loan repayment. The 2007/08 2008/09 200910 2010 พ ด 2012/3 at its slowest pace in a dei 


bank soon began making efforts 
to recover its money. More than 13 
years on, the case has yet to reach a 
conclusion. 

So, what happened? In March 
2001. the bank started valuing the 
gold the jeweller had kept as collat- 
eral. To its shock, the bank found that 
the pledged gold was actually copper 
alloy plated with the yellow metal. It 
lodged a criminal complaint against 
the jeweller and followed it up with a 
lawsuit in a debt recovery tribunal, a 
quasi-judicial body that helps banks 
get their money back. The case 
dragged on until June 2008 when 
the bank got the go-ahead to seize 
and auction the borrower's properties 
to recover its loan. 

But the story did not end there. 
The jeweller challenged the recovery 
proceedings in an appellate tribunal. 
He also filed a lawsuit saying the 
bank had misplaced his gold and 
sought more than five times the loan 
amount as compensation. The appel- 
late authority dismissed the counter- 
claim in July 2011. Four months 
later, the borrower moved the high 
court seeking a rehearing of the case. 





The appellate body heard the appeal 
again and dismissed it. In February 
2012, the borrower again ap- 
proached the high court, but lost. In 
June of that year, the bank began 
auctioning the jeweller's properties. 
The auction was, however, put on 
hold by the State Consumer Disputes 
Redressal Commission. Though the 
commission had no jurisdiction on 
the case, the auction remained on 
hold even after the bank filed a re- 
view application. 

The jeweller's example is the rule 
rather than the exception when 


Birendra Kumar 
MD and CEO, International 
Asset Reconstruction Company 
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in the year through March 201 3 
from 325,2 36 crore two years before. 
And asset quality is about to get 
worse. Bad loans could climb to 4.6 
per cent by September this year and 
may even touch seven per cent of to- 
tal advances by March 2015 in the 
worst scenario, the RBI warned in 
its half-yearly Financial Stability 
Report released in December. 

The central bank's fears are 
not unfounded. The data for corpo- 
rate debt restructured by banks 
shows why. The amount of corpo- 
rate loans recast by banks was 
12.72 trillion at the end of 
September 2013, up 19 per cent 
from 32.29 trillion only two 
months before and 45 per cent 
higher than %1.87 trillion a year 
earlier, according to latest data on 
the website of the Corporate Debt 
Restructuring Cell. a group of lend- 
ers that decides on loan recasts. In 
percentage terms, the restructured 
loans were six per cent of total ad- 
vances as of September last vear. 
This means that the proportion of 
stressed loans — gross NPAs plus 
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plan to be ready 
within 17-100 days as 
against 180 days 


Raghuram Rajan, 
RBI Governor 

















Payment 
delay of 30 to 60 
days to trigger 
action, as against 
90 days earlier 










restructured debts — jumped to 10.2 
per cent of total advances as of 
September 201 3 from 9.2 per cent six 
months before, according to the RBI's 
December report. 

The number of companies seek- 
ing to recast their loans surged after 


Legal hurdle 

Asked to pay, defaulters 
often move court. Bad loans 
stuck in courts have surged 


— Bad loans (total amount) 
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ON THE REGULATOR'S RADAR 


RBI's action plan for ear!y identification and resolution of bad-loan cases 















Setting up 
special branches for 


speedy disposal of 
SARFAESI* cases 


"Securitisation and 
Reconstruction of Financial 
Assets and Enforcement of 
Security Interest Act 


the global financial crisis of 2008/09. 
Restructuring is typically the first step 
banks take when borrowers appear 
unable to meet their repayment obli- 
gations. A recast involves extending 
the loan tenor and deferring interest 
payments. But, it doesn't help most of 
the time and such loans eventually 
become dud. A case in point is liq- 
uor baron Vijay Mallya's 
Kingfisher Airlines. In November 
2010, the loss-making carrier's 
lenders recast loans of about 
16.000 crore by converting part of 
the debt into shares, extending the 
tenor and deferring interest pay- 
ments by two years. But the carrier 
kept defaulting on payments to 
lenders, employees, vendors and 
tax authorities, and was finally 
grounded in October 2012. By 
early 201 3, its lenders started cat- 
egorising loans to Kingfisher as 
NPAs in their books. 

So, how are banks trying to 
come out of this crisis? And what is 
the RBI doing? 

Analysts say most banks, es- 
pecially state-run lenders, have 
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weak credit appraisal and manage- 
ment systems and are not capable of 
dealing with NPAs. They sav most 
banks focus on acquiring new busi- 
ness rather than. handling dud loans. 
M.S. Raghavan, Chairman and 
Managing Director, IDBI Bank, con- 
curs. "There is no focused attention 
on NPA accounts [in most banks]." 
he says. IDBI is among the few banks 
that are getting proactive in going 
after soured debts. Last year, it asked 
regional, zonal and branch manag- 
ers to focus on the top 20 NPA ac- 
counts in their jurisdictions. "The 
initiative has started showing re- 
sults,” says Raghavan. 

Banks also lack adequate mecha- 
nisms to spot early signs of deteriora- 
tion in asset quality. RBI Governor 
Raghuram Rajan is nudging banks 
to take a hard look at the initial stress 
in loans. The RBI released a discus- 
sion paper in December where it fo- 
cused on early detection of financial 
stress. It suggested that if a loan is 
overdue by 30 davs it should be clas- 
sified as a ‘special mention account’. 
Currently, a loan comes under the 
category of NPAs when the interest 
and principal amounts are overdue 
for 90 days. The discussion paper 
also suggested banks should set aside 
more money to cover bad loans. It 
recommended the provisioning re- 
quirement for unsecured loans over- 
due by up to a year should be in- 
creased to as much as 50 per cent 
from 15 to 25 per cent currently. 

Many banks are moving debt re- 
covery tribunals and Lok Adalats 
under the SARFAESI Act to get their 
money back. The Securitisation and 
Reconstruction of Financial Assets 
and Enforcement of Security Interest 
Act, 2002, allows banks to auction 
properties of defaulters. But the tardy 
pace and the long-winding processes 
of the judicial system means banks 
recovered barely a fifth of the more 
than X1 trillion that is stuck in courts 
(see Legal hurdle). Banks are also in- 
creasingly writing off bad loans by 
making 100 per cent provision in 
their books (see Off the books). In fact, 
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Off the books 


Banks are increasingly writing 
off NPAs to clean their books 
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banks are often accused of using the 
write-off as a tool to lower their NPAs. 
Stuart Milne, CEO, HSBC India, says 
banks don't try to recover a loan after 
writing it off. Industry experts say 
banks should sell the written-off as- 
sets, as the sale proceeds go directly 
into their profit and loss account. 
"We are willing to buy written-off 
assets, but there is not enough sup- 
ply." says Birendra Kumar, MD and 
CEO of International Asset 
Reconstruction Company. 

The fastest way for banks to deal 
with NPAs is to sell them to asset re- 
construction companies (ARCs), 


which have greater expertise in deal- 






ing with rogue borrowers. In the 
nine months through December 
2013. banks auctioned bad loans 
totaling 113,766 crore to ARCs. But, 
these auctions did not generate 
much interest because of a mis- 
match in the valuation of loans that 
banks want and that ARCs are will- 
ing to pay. “The success rate is less 
than 10 per cent,” says Rudran of 
ARCIL. P.H. Ravikumar, Managing 
Director at Capri Global Capital, a 
non-banking finance company, says 
banks have higher expectations in 
the first year when bad loans do not 
require major provisioning and their 
book value is high. 

Raghavan of IDBI Bank says the 
concept has not picked up in India 
also because of the payment mode. 
ARCs initially provide security re- 
ceipts to banks instead of paying in 
cash and pay the actual amount with 
some profit later when they realise 
money from bad loans. Executives at 
ARCs defend the practice, arguing 
that it takes them at least three years 
to resolve a bad-loan case. They also 
say that banks approach them when 
there is no hope of recovery. “This 
mindset has to change as we are bet- 
ter equipped to handle NPAs,” says 
Rudran. “Not many [banks] recog- 
nise or appreciate the efforts that go 
into resolving a case.” 

Selling bad loans to ARCs, writing 
them off or approaching courts 
against defaulters won't be enough, 
however, if banks do not simultane- 
ously improve their lending prac- 
tices. Rising NPA levels not just hurt 
banks’ profits and share prices. they 
also hamper their ability to offer 
loans to borrowers who could actu- 
ally use the money for useful pur- 
poses. RBI Governor Rajan is aware 
of the need for better banking prac- 
tices. “We could wish for a more ef- 
fective judicial process or a better 
bankruptcy system,” he said re- 
cently. “But, while we await that, we 
have to improve the functioning of 
what we have." € 
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With growing support from venture funds, more entrepreneurs are now 
targeting bottom-of-the-pyramid consumers. BY SHAMNI PANDE 


or over 4,000 children in 
Mandya and Davangere 
districts of Karnataka, 
Hippocampus Learning 
Centres (HLCs) are a life- 
line. Some 100 odd HLCs dot the vil- 
lage hamlets here. “I initially started 
with Hippocampus libraries for chil- 
dren, but realised the need for pre- 
school among the poor,” says Umesh 
Malhotra, Co-founder and CEO. HEC. 

What makes this venture 
unique is that it is not altruistic — 
Malhotra makes a profit on his in- 
vestment despite targeting the poor. 
HLCs charge a fee of 32.000 to 
13,000 per month per child. de- 
pending on the size of the village 
and the level at which the children 
there enroll. "Barring five to 10 per 
cent, almost everyone in these vil- 
lages is a BOP (bottom-of-the-pyra- 
mid) consumer," he says. "Most 
families have only one working 
member, usually employed in the 
town." Malhotra's initiative has at- 
tracted seed funding from several 
venture funds including Unitus, 
Acumen, Lok Capital, 40k 
Foundation and Asha for Education. 

Far away in Hyderabad, Andhra 
Pradesh, Naveen Kumar has a simi- 
lar story to tell. He is Founder and 
CEO, Sudiksha Knowledge Solutions, 
and is opening pre-schools for the 
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urban poor. Sudiksha today runs 22 
schools that charge X400 per month. 
"We identify local women who have 
some formal education and train 
them to teach and manage the cen- 
tres. We pay them on par with mar- 
ket rates," he says. 

Launched in 2011, Kumar is set 
to scale up his venture in 2014. "Of 
the 12 pre-schools launched in 
2013. six have broken even,” he 
adds. "But my goal is to have 1,000 
schools in the next five years and 
reach 50, 000 children. " 

Malhotra and Kumar are just 
two among a small but growing 
numbers of entrepreneurs who are 
reaching out to BOP consumers with 


"We have seen 
a rise in social 
entrepreneurship 
in India as well 
as of investors 
supporting such 
ventures" 


ANKUR SHAH, 
Head of Sector Strategies & 
Education Portfolio - UAE, Acumen 


for-profit business models. Indeed. a 
report by a team of researchers from 
IT-Madras, India Venture Capital and 
Private Equity, 2013: Convergence of 
Patience, Purpose, and Profit. notes 
that investment activity in impact 
sectors — as those relating to social 
development or change are called - 
picked up after 2006. 

Of course. mainstream companies 
have always sought ways to cater to 
the poor. There have also been start- 
ups as well focused on the BOP con- 
sumers. But today there is a greater 
diversity of ideas. "According to the 
Rockefeller Foundation, India is al- 
ready the second largest impact in- 
vesting market after the US," says 
Ankur Shah, Head of Sector 
Strategies and Education Portfolio - 
UAE at global impact venture capital 
fund Acumen. 

Several entrepreneurs now spot 
opportunities in the BOP category. 
"Why should investing in impact 
sectors not be commercially viable?" 
says Ronnie Screwvala in the report 
by the IIT-Madras team. Screwvala, 
the Founder of the UTV Group (now 
called Disney UTV), is also a philan- 
thropist. His for-profit investment 
vehicle, Unilazer Ventures, too in- 
vests in these sectors. 

There are more instances. Take 
Neha Juneja and Ankit Mathur, both 








A different tack : Greenway Grameen Infr 
manufactures a fuel efficient cooking stove for the poor 


alumni of the Delhi College of 
Engineering. Their for-profit com- 
pany, Greenway Grameen Infra, 
makes a cooking stove which needs 
65 per cent less fuel than the tradi- 
tional stove and also produces 70 per 
cent less smoke. It can use any type 
of solid bio-mass, including wood 
and cowdung, as fuel. “I do not think 
poor people want cheap products. 
They want good products that are 
value for money," says Juneja. 

She notes that during the pilot 
stage, consumers rejected a cheaper 
stove in favour of the more efficient 
model. The company is already gen- 
erating revenue and has attracted 
seed funding from an angel investor. 

Or take Chaupal, which has 


launched health centres and 
a chalta phirta aspatal (mobile hospi- 
tal) in Sonepat, Haryana. "We work 
on a dual model. The mobile hospi- 
tals are funded and are in the 
non-profit space, but we have for- 
profit, health centres as well," says 
Aloka Singh, founding board mem- 
ber of Chaupal. 

The for-profit clinics charge pa- 
tients {20 for a general check up and 
have different — though affordable - 
rates for other procedures. "We hope 
to reach other districts in Haryana 
next through small, 20-bed hospi- 
tals,” she says. 

Acumen has been investing In 
India since 2002, with an active 
presence since 2006. “We have deti- 


nitely seen a rise 
neurship as well 


porting such venti 


a, run by Neha Juneja and Ankit Mathur, 
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แน แนะ บ ล 9 Commercial Vehicles 


THE COMMERCIAL VEHICLES SECTOR IS FACING ITS WORST-EVER 
RECESSION. EVEN THE STIMULUS IT IS BANKING ON MAY NOT WORK. 


By N. MADHAVAN 


iddhartha Lal says he has never seen a 

| slowdown such as this one in the recent 
history of the Indian commercial vehicles. 

“It has been much severe than anyone in 

. the industry imagined or prepared for,” 
แน says the Managing Director of Eicher 
แ Motors. His industry colleague Vinod K. 
‘Dasari, MD of Ashok Leyland, puts it even 

f more dramatically: "It is a perfect storm.” 
India's cycle-prone commercial vehicle 
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industry is not new to downturns. However, the present 
recession, which began in April 2012 in the medium and 
heavy truck segment, and spread to light commercial ve- 
hicles earlier this financial year, has clearly unnerved the 
industry. 

The medium and heavy truck segment — which ac- 
counts for the bulk of the industry's load-carrying capacity 
-shrank 26 per cent in 2012/13 and is expected to shrink 
further by 29 per cent in the current year. Demand is so 
sluggish that the industry will be more than happy if it sells 





TOUGH TIMES: Siddhartha Lal, MD, 
Eicher Motors, is still optimistic 


ALL FALL DOWN Sales of every kind of commercial vehicle have been declining 


MEDIUM & HEAVY 
: COMM VEHICLES 
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* Industry estimate (Source: SIAM) Bes 
I) Goods carriers 
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GLOOM AND DOOM Implications of the recession 










@ Unsold stock with 
the industry b 
end-December 
equal to 5 months’ 
Sales 


@ Trucks being sold 
at prices that 
prevailedin 2010 เ 


€) Average NPAs among finance 
companies at [ 
against 1.5 per cent in 2012 


157,000 medium and heavy trucks in 201 3/14 — in other 
words, about as many as it sold a decade ago. These esti- 
mated sales figures are 47 per cent below the peak sales of 
299,334 units in 2011/12. Other segments ofthe industry 
- light commercial vehicles and buses — are also expected 
to slow down by 10 to 15 per cent. Overall, the industry is 
expected to shrink by 19 per cent in 2013/14. 

"At 22 months and counting, it is more prolonged and 
deeper in impact compared to earlier recessions," says 
Vishnu Mathur, Director General of the Societv of Indian 
Automobile Manufacturers (SIAM). 

This adverse situation has left the industry in a deep 
mess. Despite huge discounts, unsold stock with dealers 
and in company stock yards at the end of December 2013 
was equivalent to five months’ sales. According to dealers, 
discounts averaged 25 per cent, and were as high as 40 per 
cent in select deals. Most vehicles are being sold at 2010 
prices. This has hurt industry’s cash flow significantly. 

“Low utilisation levels of trucks, higher operating costs 
due to costlier diesel, and stagnant freight rates have 
pushed up delinquencies,” says V.R.V. Sriprasad, Vice 
President for Marketing, Sales and After-sales at Daimler 
India Commercial Vehicles. In 2012, only 1.5 per cent of 
the loans for buying trucks were classified as non-perform- 
ing assets. Today, that figure has shot up to 4.4 per cent. 

The slowing economy is the main reason for the indus- 
try's predicament. "Manufacturing is down, and so are 
mining, infrastructure, electricity generation and exports, " 
says Vijay Kakade, Director, Automotive and 
Transportation, Frost & Sullivan. "The services sector has 
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4.4 per cent in 2013 


C) Average discounts 
as high as 25 
per cent 


€) Truck utilisation 
levels at 40 
per cent 


(9 No revival seen till 
third quarter of 2014 


declined, too. Investor confidence is low, and this has hurt 
the capital goods sector. Poor consumer confidence has 
impacted purchases. All this means less freight to move." 

But what the industry would not like to discuss are the 
internal reasons that contributed to this mess. From just 
two players a couple of decades ago, it now has nine. The 
incumbents - Tata Motors and Ashok Leyland - have 
adopted an aggressive pricing strategy, offering customers 
massive discounts, and flooding the market with their 
products in a bid to retain their market share and keep out 
new rivals. "Tata Motors and Ashok Leyland think they 
will be the last men standing," says an industry insider on 
condition of anonymity. "Funnily, every player in the in- 
dustry seems to think that way." 

The nature of the cycles has also changed over the 
years. Earlier the industry used to be small and growing at 
twice the rate of GDP growth. Then the cycles happened 
every seven years and lasted a year or two. "Now the vol- 
umes are high, there are more players, larger vehicles, and 
growth rates are normally four times the GDP growth. This 
has distorted the cycles, and they are more frequent and 
deep,” says T. T. Srinivasaraghavan, MD at Sundaram 
Finance, ล leading truck financing company. Growth rates 
of 30 per cent or more are not sustainable, considering the 
pace of economic growth in the country, with bulk of that 
coming from the services sector, he added. In mature mar- 
kets, the sector grows by just six to 10 per cent a year. 

A government stimulus programme helped turn the 
industry around after the last recession in 2008/09, which 
lasted for six months. The industry has been clamouring 
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NTS SHOULD FALL” 


ห แห. 1 PRESIDENT/ DAIMLER INDIA COMMERCIAL VEHICLES 


for a package to overcome the present crisis. The govern- 
ment has announced that 10,000 buses will be funded in 
a fresh programme under the Jawaharlal Nehru National 
Urban Renewal Mission. “This will definitely help, but in a 
limited way," says Mathur of SIAM. So the industry is push- 
ing for a fleet modernisation programme. 

Under the scheme, trucks that are more than 10 years 
old will be replaced with new ones, and the government 
will offer incentives by halving excise duty and sales tax. 
This will effectively cost the government 21.2 lakh per 
vehicle. SIAM wants the scheme to be rolled cut first in 
seven states (Andhra Pradesh, Delhi, Gujarat, Karnataka, 
Maharashtra, Tamil Nadu and West Bengal) where there 
are 3.9 million old vehicles that qualify. The benefits of the 
scheme are multi-pronged (see: The Steroid). “The scheme 
helps the nation as a whole,” says Mathur. “It will reduce 
pollution, save diesel consumption and improve road 
safety, apart from boosting demand for trucks.” 

Although the government is keen to kick-start the 
economy - and according to SLAM, the automotive sector 
accounts for 22 per cent of the country's manufacturing 
GDP - it is not clear if it will cough up the thousands of 
crores that this scheme will entail, considering the fiscal 
deficit targets it has set for itself. 

Some even question the workability of the scheme in 
the Indian context. “Almost 80 per cent of the trucks on 
the road are run by non-fleet operators, and most of them 
are single-truck owners,” says Srinivasaraghavan of 
Sundaram Finance. “Under the current conditions, they 
will not be able to raise the funds to replace their truck, 
even considering the government subsidy. Only fleet op- 
erators will benefit from this scheme, and they anyway 
replace trucks every few years.” 

For the scheme to succeed, the government should 
clearly lay down rules for taking old trucks off the road and 
strictly enforce them. But this would cause heartburn 
across the country, and the UPA government would have 
to worry about the electoral fallout. A study by the 
Brookings Institution, a think-tank based in Washington, 
DC, on a $2.85-billion US government scheme in 2009 
called “Cash for Clunkers", found that its impact on GDP was 
“small and short lived”, and generated fewer jobs. The cost 
per tonne of carbon-dioxide reduced was far higher than 
other available means, the study noted. 

So when can the industry expect a revival? "We don't 
see a turnaround in 2014." says Srinivasaraghavan. Some 
say there could bea revival in sentiment after the general 
elections. "A stable govemment will revive demand from the 
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third quarter of 2014,” says Kakade of Frost & Sullivan. But 
he warns that a fractured mandate could make things 
worse. Ashok Leyland's Dasari says: “There is huge pent-up 
demand, and that will get released once sentiment im- 
proves." But Sriprasad is more realistic. "For any revival, 
economic fundamentals need to improve, freight availability 


THE STEROID 
What SIAM's truck fleet modernisation 


programme will mean: 





» Replacement of a part of 3.9 million vehicles, 
which are over 10 years old, across 7 states 


> Incentives of about 41.2 lakh for each vehicle 
replaced 





> it could run to a few thousand crore 
depending on number of vehicles covered 





» Carbon monoxide emissions alone will 
decline by 67,673 tonnes per annum 


€ 





» 4487 mi illion litres of diesel will be saved 
annually, thus saving 12,47,000 crore in fuel bill 


» Reduction of government's diesel subsidy 





> Government can earn up to $48,093 crore 
through levies on new vehicles bought 
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> improved road safety 





* Low road maintenance costs 


“Benefits are based on replacement of 39 mn vehicles 
must increase, pushing up truck utilisation levels, and dis- 
counts should fall," he says. Eicher Motors's Lal is hesitant 
to make a prediction. He says his last two attempts failed. 
Goad him and he says: “2014 will be better than 2013. I 
can't see it getting worse." The industry is with him in hop- 
ing that he is not third time unlucky in his prediction. € 
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Ripple in the 
Backwaters te= 


An engaging panel discussion aboard The Oberoi 
Motor Vessel Vrinda in the serene environs of 
Kerala's backwaters throws up a host of suggestions 
for better policy making for six different industries. 
By ALOKESH BHATTACHARYYA 
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All on board: (Clockwise from left) Vikram Madhok, Managing Director, Abercrombie & Kent India; Avinash Vashistha, Chairman & 
Managing Director, India, Accenture; Sanjay Rishi, President - South Asia, American Express; Kapil Chopra, President, The Oberoi Group; 
Chris White, President & Group CEO, RJ Corp; V. Sunil, Executive Creative Director, Wieden & Kennedy; Josey Puliyenthuruthel, 

Managing Editor, Business Today; and J.C. Sharma, Vice Chairman & Managing Director, Sobha Developers 
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t was a panel discussion with a 
difference. The panellists for 
the Business Today-Oberoi 
Group roundtable flew into 
Kochi on the morning of January 16, 
and drove to Pathiramanal Island 
Jetty. There they boarded The Oberoi 
Motor Vessel Vrinda, Kerala, a lux- 
ury houseboat owned by The Oberoi 
Group, and spent a day together. 
There was networking, bonhomie, 
lots of back-slapping and leg-pulling. 
champagne, cigars, a delightful veg- 
etarian sadhya lunch of 16 courses, a 
serene ride through the backwaters, 
a Kathakali performance, and dinner 
with scampi and other delicacies. 

Most importantly, though, there 
was a dead-serious panel discussion 
on how the government could be 
more effective in different industries. 
It was moderated by Josey 
Puliyenthuruthel, BT's Managing 
Editor, who set the tone with a poser 
on the government's contribution — 
including central and state govern- 
ment spending, public sector units, 
etc — to India's gross domestic prod- 
uct (GDP). Many guesses followed — 
ranging from 50 to 70 per cent. The 
actual figure is closer to 25 to 30 per 
cent. "In our minds, the government 
has a much bigger share of GDP than 
we think it does, because it has ส 
presence in the economy that is com- 
pletely out of whack with its contri- 
bution,” said Puliyenthuruthel, and 
invited others to share their industry 
perspectives. 

First to speak was J.C. Sharma. 
Vice Chairman and Managing 
Director of Sobha Developers, a con- 
struction and real estate firm. 
Sharma said buying land was a prob- 
lem because government records are 
not reliable, and even after doing due 


diligence before buying a piece of 


land, a claimant may surface and the 
buyer may have to wage a legal bat- 
tle to get control of the land. Then 
there are problems of getting 60 to 
70 approvals before basic excavation 
work can start. "Even if you are do- 
ing everything right to the T, you still 
have to manage the local corporator, 
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Avinash Vashistha, Chairman 
and Managing Director for India at 
Accenture, runs a workforce of over 
108,000 - the highest for the com- 
pany anywhere in the world. He ac- 
knowledged that the IT outsourcing 
industry had actually benefited from 
the government's policies over the 
past 20 years, unlike the other indus- 
tries — a single-window clearance 
system and incentives being the pri- 
mary ones. But today, he felt, there 
was a need for start-up and innova- 





Kapil Chopra, President, 
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modalities of how best to sort this 
out," he said. He agreed with White, 
as did most others, that a simplified 
tax structure is needed: "We need to 
have an intelligent taxation regime 
in this country, which is not really 
the case now." He also spoke on the 
need to develop India's vast coastline 
for tourism purposes. 

V. Sunil, Executive Creative 
Director of independent creative 
agency Wieden & Kennedy. was in- 
strumental in the branding of India's 





For exclusive pictures of the trip, and more snippets from 
the discussion log on to www.businesstoday.in/ceos-kochi 





J.C. Sharma, VC & MD, 








sphere." He was bullish about India's 
potential for growth in 
e-commerce. He said five years ago. 
at three per cent Internet penetra- 
tion, China's e-commerce market 
was $3 billion. In contrast, today at 
similar Internet penetration, India's 
e-commerce market is $10 billion. 
Today. China's e-commerce market 
is between $130 billion and $150 
billion at 30 per cent Internet pene- 
tration. "So you can only imagine 
that when India has 30 per cent 
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tion ecosystems to be incentivised. 
"We need to create the start-up and 
innovation ecosystems, and be a little 
progressive on the labour laws front,” 
he said. Making it easy to apply tech- 
nology was also critical: "Financial 
inclusiveness is a big requirement, 
but there is no way we can do it un- 
less we apply technology." 

Vikram Madhok, Managing 
Director of luxury travel company 
Abercrombie & Kent India, was also 
happy with initiatives the govern- 


ment — especially the Ministry of 


Tourism - had been taking. "Visa on 
arrival will be given to visitors from 
about 30 to 40 countries - including 
the US, Germany, France, Spain, 
Italy. They are just working on the 
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ecosystems, and be a 
little progressive on 
the labour laws front" 


top airline, IndiGo, and the successful 
"Incredible India" campaign. He felt 
that design education was critical, as 
was an understanding of culture. 
"When ห อ น sell tourism, bevond a 
point vou won't be able to sell back- 
waters and Qutab Minar; we need to 
actually build cultural sentiments,” 
he said. “If the private sector and the 
government work together and build 
a few centres of excellence, things 
can really change.” 

Sanjay Rishi, President for South 
Asia at American Express, took a 
slightly contrarian view. “This is ac- 
tually a good time to be in financial 
services," he said. "There's a lot of 
positive thinking that is happening 
in the financial services regulatory 


unfortunately people 
who flout the rules 
normally get away" 


thinking is happening 
in the financial services 
regulatory sphere" 


penetration in the next five years, 
what that market is going to look 
like." He also had three recommen- 
dations: simplify KYC (know your 
customer) norms; remove geograph- 
ical restrictions for setting up busi- 
ness correspondents; and revise up- 
wards the threshold beyond which 
spending on a credit or debit card in 
a fiscal year has to be reported to the 
income tax authorities. The current 
threshold is 32 lakh per card. 

The discussion ended on a posi- 
tive note with lots of suggestions. 
Hopefully, the next government, fol- 
lowing the polls, will implement some 
of them for the benefit of industry. ๑ 
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The Radisson Blu Plaza Delhi 


is perfect for those travelling to the capital on business 


further than the Radisson Blu Plaza Delhi. 

Less than a 10 minute drive from the Indira 
Gandhi International Airport as well as the 
domestic airport, the Radisson lies on National 
Highway 8. A 15 minute drive from the hotel will 
take you to the business hub of Gurgaon, while 
it's just 30 minutes from Connaught Place. 


But it's not the hotel's convenient location that 
makes it so popular with business travellers. 
Featuring 35 Business Class rooms out of a total 
261, guests here get amenities like access to the 
Plaza Lounge, complimentary evening drinks and 
canapés, and upgraded in-room facilities. Those 
in the Business Class rooms will also get a two- 
hour, one time use of a meeting room. The hotel's 
Presidential Suite is a lap of luxury with 2 
bedrooms, a study room, a living cum dining room 
along with a private garden overlooking the pool. 
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EXECUTIVE SUMMARY 


Failure stared the founders of bayt.com, a 

est Asian job portal, in the face following 
the dotcom bust of 2000. They had neither a 
strong presence nor deep pockets. Yet today, 
bayt.com is the leading job portal of the region. 
Its traffic, revenue, job postings and profitability 
are higher than all its competitors combined. 
This case study looks at how the portal managed 
this transformation. 





By BISHOY AZMY, AMIT DESHPANDE, JYOTSNA SHARMA 
and NAVIN VALRANI 
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founders of job 
= portal bayt.com 
had a vision - to 


be a globally recognised and admired 
institution. That vision was at stake 
when the dotcom bubble burst in 
2000. At the time, Internet penetra- 
tion in West Asia was less than one 
per cent and there were about a 
dozen Internet companies in the re- 
gion that had been launched with fi- 
nancing in excess of $20 million 
each. Bayt.com did not have the kind 
of access to capital that its peer start- 
ups did and faced a dilemma on what 
it should do. Its founders knew they 
had to do something radical to suc- 
ceed. They made two changes to their 








\lgeria 





marketing strategy that proved to be 
the tipping point in their journey. 
The first was to launch the site 
with as much fanfare as they could 
afford. They went aggressive with a 
television advertising campaign, a 
novel idea as far as Internet compa- 
nies in the region were concerned. 
TV advertising was both expensive 
and inefficient, but it gave both 
customers and jobseekers the im- 
pression that bayt.com was a lot 
bigger than it really was and ena- 
bled the company to open doors it 
couldn't previously. 
The company used this newly 
found respect to negotiate relation- 
ships whereby it 
became the job 
๓ m site for various 
partners. The 
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New on Bayt com Blog 


How unll Bayt.com revo 


job search and hiring in 2014? 





and maintaining 
traffic to sell on- 
line advertising. 

On the other 
hand, bayt.com 
was primarily in- 
terested in getting 
as many résumés 
as possible so it 
could monetise 
them from em- 
ployers. The por- 
tal approached its 
partners with the 
argument that 
having a job sec- 
tion on their sites would drive more 
traffic to them and, therefore, 
more page impressions they could 
monetise through advertising. For 
bayt.com, it ensured that every time 
a jobseeker visited any of West Asia's 
leading sites he/she was exposed to 
the job portal. It encouraged people 
to build a résumé on it. 

The strategy worked wonder- 
fully. At practically no cost, a signifi- 
cant amount of registrations came 
onto the portal. The initial hurdle of 
establishing credibility had been 
overcome and now bayt.com moved 


utore your 


on to establishing itself as the leading 
job site in West Asia. winning se 

eral industry awards along the wa) 

In just 1 3 vears, it has grown expo 
nentially and is ranked as thi 
number one job site in West Asia 
and North Africa. It has expanded ti 
provide end-to-end employment so 
lutions, career planning tools and i: 
now available in three languages 

Until baut.com was created, em 
ployers and candidates used recruit 
ment agencies and word of mouth 
references for soliciting and sele 
tion. But traditional recruitment 
agencies were not able to connect 
candidates with top emplovers with 
out paying hefty fees and passing 
them on to the emplover, thus creat 
ing a need for an online platform 
Bayt.com initially served two strate 
gic segments — cost-conscious em- 
ployers and jobseekers. After the sit: 
gained traffic, it added another seg 
ment — the advertisers. 

The company's value proposi 
tion for its recruiting services con 
sists of three elements 

Choice: The sheer size ol the 
database gives employers a choic: 
they never got before in the region 
Rabea Ataya, CEO-and co-founder ol 
bayt.com, compared the company’: 
model to a shopping mall where th: 
shoppers are the jobseekers and the 
renters are the employers. The more 
shops there are, the more shoppers 
you get and vice versa. Today, baut 
com has over 1 2 million résumés and 
it gets some 5,000 résumés per da) 

Speed and ease: The techno! 
ogy is so efficient and convenient 
that human resources depai uments 
do not have to filter résumés am 
more. Earlier. they had to go 
through reams of résumés to short 
list candidates. Emplovers can now 
search through candidates’ profiles 
gauge their knowledge on relevant 
topics, and evaluate specific skills 
and the fit for the position 

The traditional method of hiring 


through a recruitment agen: 
could take 90 days or even longer 
This has been considerably reduced 
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his case study raises three interesting questions. First, why 

did bayt.com succeed? Second, why did it succeed in relation 
to its competitors, especially a globally successful one like mons- 
tor.com? And, what are the challenges for the company: 

The value proposition of bayt.com was simple and attractive. 
Essentially, it was to reduce the cost of and the time taken to 
match a potential employee with a firm looking for the set of 
skills that potential employees possess. Traditional approaches 
were costly, limited in scope and time consuming. While the idea 
is simple, pulling it off is not. Why? Firms want to go where there 
are large numbers of potential employees and jobseekers want to 
go where there are a large number of firms looking to hire. How 
did bayt.com solve this problem? By making the service free for 
potential employees and charging the firms for facilitating the 
matching process. The cost comparison with traditional media 
was appealing and unquestionable, as was access to jobseekers 
across the Gulf and the speed of the process. 

Bayt.com's TV advertising campaign was innovative for an 
[Internet company. It gave the impression of an already successful 
company and so attracted traffic to its site. The company also 
had a clear business model and kept the focus on potential em- 
ployers and employees before bringing in advertisers. Many 
Internet-based firms that relied on advertising revenue to drive 
business failed because advertisers would participate only if there 
was a large enough audience on the platform. 

The challenge for bayt.com now is to evolve and grow beyond 
West Asia. The region has a significant expatriate population in 
managerial jobs and most of these people move on after some 
time there. Access to a global professional network becomes im- 
portant for them and so there is a threat from networks such as 
LinkedIn. Changing a successful business model is not easy but 
firms that fail to do so often pay a heavy price. 













"It had a clear 
- business model and 
kept the focus on 
potential employers 
and employees 
before bringing in 


advertisers" 


NAUFEL J. VILCASSIM 
Professor of Marketing, 
London Business School 
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with baut.com's customised search 
options for employers and jobseek- 
ers. Additionally, jobseekers can pay 
extra to feature their profiles for a 
specific organisation, thereby short- 
ening the hiring process timeline for 
both segments. The speed and ease 
with which employers and jobseek- 
ers are able to navigate the site has 
led to seven million visitors per 
month on bayt.com. 

Cost efficiency: ^s organisa- 
tions have become more cost-con- 
scious, the online recruiting model 
has become even more attractive. For 
example, an ad for a single position in 
Gulf News, the most popular daily in 
the region, costs about $600 for a 
day while a job posting with just as 
much information on bayt.com costs 
$170 for 60 days. Clearly, bayt.com 
has eliminated the recruitment agen- 
cies and the associated hefty fees. In 
addition, an organisation can get 
year-round access to bayt.com’s ex- 
tensive database for approximately 
$5.000, a feature that traditional 
media cannot provide. 

The company offers a strong 
value proposition to advertisers as 
well. It provides better résumé target- 
ing than any other medium in the 
region. Any company advertising 
with bayt.com can monitor and adjust 
its ad campaign in almost real time. 
The portal also offers a more cost-el- 
fective solution when compared with 
traditional and other online media. 

Compared to traditional recruit- 
ment agencies, Gulf News. other on- 
line platforms such as monster.com, 
gulftalent.com and naukrigulf.com, and 
the word of mouth medium, bayt.com 
certainly ranks highest on cost effi- 
ciencv, ease of use and local knowl- 
edge, which is reflected in its value 
network. The portal's centralised and 
sophisticated technology enables it to 
provide real-time information on 
statistics for both employers and job- 
seekers. This is quite an achievement 
for a company that was born in West 
Asia, with competitors such as mon- 
stergulf.com (part of monster.com) 
which are international players. 
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7 
ecessity continues to be the dial agent even in the 
dotcom age. The founders of bayt.com had almost 

everything going against them at the start. The dotcom bust, a 

crowded market and well-funded competitors. They had to 

innovate or perish. 

Innovation need not necessarily be a new way of doing 
things. It could very well be, as bayt.com has shown, the appli- 
cation of traditional methods in a new context. Sticking to the 
basics but in an untried arena. 

The first, basic requirement for bayt.com was to get noticed 
in a crowded environment. Bayt.com's use of the Tv as a pio- 
neer in the dotcom world was truly brilliant. rv also brought 
credibility to bayt.com at the time of the dotcom bubble burst. 

There is an important lesson here. While the amount of 
money spent on TV by bayt.com was high, what the job portal 
has highlighted is the necessity of deploying critical resources 
where these can create the maximum impact and provide the 
necessary impetus for survival and thereafter, success. 

Many start-ups hesitate to partner. Often the fear of sharing 
knowledge and revenue holds them back. Bayt.com highlights 
the power of right partnering. It was a win-win arrangement 
for both sides — traffic for the dotcom sites and cvs for bayt.com. 
This helped bayt.com scale rapidly and gain the threshold size 
needed for recognition as a serious player. 

It doesn't matter whether you are a pioneer or a late en- 
trant. Stick to the basics - you cannot go wrong. 
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"Innovation need 
not necessarily 
be a new way 

of doing things. 

It could well 

be, as bayt.com 
has shown, 

the application 

of traditional 
methods in a new 





context" 
k | R. RAMARAJ 
| Advisor, Sequoia Capital 


Call centres in Jordan and Dubai 
cater to most customers in the region 
while sales offices in the United Arab 
Emirates. Kuwait, Qatar. Saudi 
Arabia, Bahrain, Lebanon. Egypt 
Morocco, Pakistan and Sri Lanka 
provide the localisation that is « 
to its success. Jobseekers and employ 
ers gel local knowledge and news on 
specific sectors, companies. candi 
dates, research reports on local and 
regional trends and customised re- 
ports for their profiles. In addition 
bayt.com has built customised socia! 
media features into its platform that 
allow users to make their profile pub 
lic and have followers 


ritical 


Marketing strategy 
Bayt.com looks at its marketing in 
four steps: brand building, encourag 
ing users to try out the site, driving 
purchases, and guaranteeing repeat 
customers. For brand building. it 
uses social media (more than 
200,000 likes on Facebook and 
35,000 followers on Twitter! as well 
as traditional media. with ads i 
newspapers such as the Gulf News 
However, CEO Ataya savs he is vet to 
see social media sites like Facebook 
drive traffic on bayt.com. For 
aging users to try out the portal. it 
uses search engine optimisation, 
search engine marketing. affiliate 
networks, and various partne 
in what it calls “white labelling 
Driving purchases and guaran 
teeing repeat customers are seen as 
efforts carried out by its sales fi 
Most of its postings are sold through 
relationship managers in its | 2 re 
gional offices and its technology 
headquarters in Jordan. Jobseekers 
can access most services through the 
Internet and a few premium paid 
services through regional offices 
Most general inquiries are 
through the call centres 


4 ง ล ง 


'rships 


handled 


Distribution plan 

The traditional recruitment agency 
model is not employed. Direct sales 
are done over the phone 
Internet, where each account man 


ind the 
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A Job Well Done 
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Bayt.com compares favourably with its competitors in the region 


WEBSITE BASE 
COUNTRY 





naukrigulf.com 


‘guiftalent.com UAE 
monster.com USA 


ager has 30 to 60 accounts, on which 
they earn commission. In this model, 
employing staff on a salary plus com- 
mission basis when compared with 
the traditional model minimises fixed 
costs. Further, the sales staff is much 
more productive as they are handling 
30 to 60 accounts at a time due to 
less personalised time with the cus- 
tomer but more on the phone and 
Internet. Also, many variable cost 
factors have been converted into 
revenue generators such as premium 
services for jobseekers and ‘white la- 
bel’ services for employers. 

Most employers at some point 
need to decide whether they shouid 
build an in-house recruitment plat- 
form or partner with technology 
providers such as bayt.com and host a 
co-branded and integrated careers 
portal with a back-end platform 
hosted by the technology provider. 
Bayt.com calls this a "white label 
strategy. It offers its recruitment plat- 
form under the title "Careers Sites" 
and is used by many private and 
government organisations. This al- 
lows jobseekers to access the em- 
plover platform. which is in turn 
routed to bayt.com. Additionally, it 
helps emplovers to upscale their im- 
age as a modern company with a 
professional and user-friendly online 
career portal to attract and retain top 
talent. The benefits of this strategy 
include converting visitors into po- 
tential candidates at much lower 
costs and minimal time by filtering 
résumés and interacting with only 
relevant candidates. 
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AREA OF t 
OPERATION 


TRAFFIC RANK 


TRAFFICRANK IN BASE COUNTRY 


Global 


* Middle East and North Africa; **Gulf Cooperation Council countries 






Source: Alexa.com 


The additional benefit of the 
‘white label’ strategy is in the saving 
of development costs, faster availabil- 
ity of the service and an expert part- 
ner who is responsible for updating 
the technology and features. 

Bayt.com competes with the likes 
of SAP and Oracle for the ‘white label’ 
software-as-a-solution provider. 
However. they don't see them as 
competitors in West Asia because 
bayt.com's platform has many more 
bells and whistles which make it far 
superior to its competitors. 

Bayt.com compares favourably 
with its direct competitors such as 
monstergulf.com, naukrigulf.com and 
gulftalent.com, which provide more or 
less the same kind of products and 
services targeting the same geo- 
graphical segment. Bayt.com is more 





Bayt.com's revenue 
almost doubled for 

its first eight years 

of operation from 
2000 to 2008. It 
suffered one bad year 
when revenue fell 

30 per cent in 2009. 





successful than any other in this 
category. It has a much more mean- 
ingful global traffic ranking than 
those companies. This ranking is not 
limited to recruitment portals and is 
across all websites on the Internet. It 
is also more successful in terms of job 
placements, popularity as a website, 
and standing in the market. 
Bayt.com has enjoyed robust rev- 
enue growth since its inception. Its 
revenue almost doubled for its first 
eight vears of operation from 2000 to 
2008. It then suffered one bad year 
when revenue dropped 30 per cent. 
Post-2009, it has continued on a 
double-digit growth trajectory till 
date. The company has a net profit 
margin of 25 per cent. Monster.com, 
the largest online recruitment com- 
pany in the world, had an annual 
turnover of about $1 billion in 2012 
and earned $212 million in the first 
quarter of 2013, with fairly low oper- 
ating profit margin of four per cent, 
which is comparable with the results 
of the several preceding quarters. 
Against this backdrop. it is re- 
markable that bayt.com has fared so 
well and is maintaining such growth 
and hefty net income margins. On the 
cautious side though, it must be 
noted that the dynamics, economies 
of scale and hayt.com's specific focus 
on one region make the comparison 
limited at best. Monster.com s difficult 
situation denotes a difficult environ- 
ment for big, diversified plavers in this 
field, hinting that bayt.com’s expan- 
sion plans may be challenging, facing 
difficulties in moving to markets that 
it is not as familiar with as well as 
struggling with negative pressure on 
earnings in the wake of increasing 
costs and a burgeoning operation. e 
(This case study is from the 
Aditya Birla India Centre of 
London Business Schoo!) 
What can we learn from bavt.com's 
success? Post your comments at www. 
businesstoday in/casestudy-bayt, The 
best response will win a copy of 
Marketing As Strategy by Nirmalya 
Kumar. Previous case studies are at 
www. businesstoday. in/casestudy 
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Rollin 
On 


By SARBAJEET K. SEN 


yre stocks are on a roll. 

A sharp fall in rubber 

prices in the past few 

months and high re- 

placement demand 
have ensured stellar gains for both 
tyre companies and their investors. 
In the six months to December 16, 
2013. the CEAT stock rose 186 per 
cent from 1109.60 to 3313.25 on 
the Bombay Stock Exchange (BSE). 
In the same the period, JK Tyre rose 
44 per cent from 3112 to 3162, TVS 
Srichakra 41 per cent from 1189.65 
to 3266.55 and Apollo Tyres 32.5 
per cent from 363.95 to 384.75. 
MRF rose 38 per cent from 114,295 
to 319,772. In comparison. the BSE 
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5 
Rubber 


Stocks of tyre companies have 
run up quite a bit. Experts say 
it's time to tread with caution. 


Sensex rose just seven per cent. 

^?rayesh Jain, Assistant Vice 
President, Research, India Infoline, 
says the fall in rubber prices has 
been the biggest gain for the sector. 
"The fall in rubber prices and revival 
of replacement demand have been 
driving the rally. Rubber accounts 
for 55 per cent of the raw material 
cost of tyre makers," he says. 





Rubber prices have fallen 27 per 
cent from 1195 per kg to 13153 per 
kg since the end of July on sluggish 
demand. Additionally, China has 
withdrawn its plan to procure 
200,000 tonnes of rubber to build a 
reserve stock. Savitree Singh, Senior 
Equity Research Analyst, The 
Market Financial Intelligence. 
agrees with Jain. "Tyre stocks have 


outperformed due to the crash in 
rubber prices to a three-and-half- 
year low,” she says. 

Singh, however, warns that 
there is little possibility of a further 
price fall. “If the government in- 
creases import duty to motivate 
domestic rubber growers, it may 
cause an uptick in prices. For tyre 
makers, raw material costs as a 
percentage to sales are 60 to 70 per 
cent. A price reversal will increase 


Running Ahead 
Investors in tyre stocks 
made major gains as 
rubber prices fell sharply 
Be 7 


© CEAT @ MRF 


costs and put pressure on compa- 
nies’ operating margins.” 

D. K. Aggarwal, Chairman and 
MD. SMC Investments and Advisors, 
says tyre companies will continue to 
gain from strong replacement de- 
mand. “The replacement market 
will continue to be strong over the 
next couple of years as almost nine 
million automobiles were added 
between 2009/10 and 2011/12," 
he says. Jain of India Infoline says 
companies have higher pricing 
power in the replacement market. 
“While auto sales have slowed in 
the past one year, the high growth 


© Apollo Tyres 


of the preceding three vears will 
continue to drive replacement de- 
mand. In fact, in the replacement 
market, companies have much 
more pricing power," says Jain. 

Is there scope for more gains? 
Sonam Udasi, Head of Research, 
IDBI Capital, says investors can buy 
tyre stocks for medium-term gains. 
"One can take positions in tyre 
stocks with a two-year perspective. 
Once the economy picks up. we will 





131.7 
95.2 
90.5 


Dec 16, 2013 
@ Rubber Prices 


Figures show returns in %; Graph normalised to 100; 
*Till December 16; Data Source: Ace Equity & NCDEX 


see more demand from auto compa- 
nies. Also, sector valuations and 
debt levels are not very high.” 

SMC's Aggarwal also says that 
investors need to take a long-term 
view. "The tyre industry's fortunes 
depend upon the fate of the auto 
industry, which is poised for 
growth. Considering the cyclical 
nature of the auto industry, one can 
invest in tyre stocks for the long 
term." 

Singh of The Market Financial 
Intelligence advises investors to 
keep an eye on rubber prices. “Once 
rubber prices start rising in interna- 
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tional and domestic markets, stocks 
of tyre companies may come under 
pressure. In the short term. we do 
not feel that there is much steam lefi 
in tyre stocks. But, to gain from the 
revival of the auto sector. int estors 
may accumulate these stocks. 


What to Bet on 


If you are keen to invest in tyre 
stocks, experts suggest Apollo Tyres, 
MRF, Balakrishna Industries and 
CEAT. SMC's Agarwal says he 
expects replacement demand 
to continue to drive volumes. 
Nearly 74 per cent of sales 
came from the replacement 
market. Also, its debt to eq 
uity ratio was just 0.6 (in 
March 201 3). 
IDBI Capital and The 
Market Financial Intelligence 
are also positive on the coun- 
ter. Recommending 
Balakrishna Industries, Singh 
Says the company has ag- 
gressive expansion plans 
Also, its tyres are priced 30 to 
35 per cent lower than the 
products offered by interna 
tional brands. Additionally, 
entry into different countries 
and a move from agri to non 
agri segment will be positive 
for the company 
India Infoline and SM( 
Capital also recommend the 
stock. Singh's other favourite 
is CEAT. She says the com 
pany will benefit from its focus on 
the profitable non-truck segment 
and exports. The companv reported 
an all-time-high operating margin 
of 13.4 per cent in the second quai 
ter 2013/14 on the back of soften 
ing raw material prices and favour- 
able product mix. She feels the com 
pany is likelv to further expand 
margins. 

Jain of India Infoline savs MRI 
can be a good pick in view of its 
leadership in the persona! mobility 
segment, strong balance sheet and 
profitability. 

Courtesy: Money Today 
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Rich Canva 


The traditional art 

of the Gond tribe 

of central India has 
achieved global 
recognition and is 
selling at high prices. 
BY GOUTAM DAS 


he basement of S-67 
Panchsheel Park. New 





Delhi, packs a surprise. 

A cat meows and runs 

away to hide behind a 
chair. But it is hardly the most inter- 
esting animal in the room. There are 
flying elephants, deer with striped, 
tiger-like skin, a pig with a face on its 
belly, gigantic fish, cows that blend 
into trees, snakes that merge into 
birds. These are all on paintings that 
hang on the walls. 

The basement is home to Must 
Art Gallery and it mostly showcases 
Gond art — the art of the Gond tribe of 
central India, dwelling mostly in 
Madhya Pradesh and Chhattisgarh. 
They were originally painted on the 
walls in Gond villages, with motifs 
ranging from imaginary animals to 
deities, fauna and flora. The art form 
~ with a distinctive style which uses 


characteristic patterns such as dots, 
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started making a comeback in the 
1980s after Jagdish Swaminathan, 
the former head of Bharat Bhavan, 
the arts complex in Bhopal, discov- 
ered Jangarh Singh Shyam, a Gond 
artist whose experimental work was 
to earn him international recogni- 
tion. There has been a mushroom- 
ing of artists from the community 
since, and in the last few years, 
many of their works have been 
bought by well-known Indian and 
global collectors. 

The appreciating value of their 
work is, perhaps. the best testament 
to its strong revival. Rajendra Shyam, 
39, exhibited his work at 
Nottingham's New Art Exchange 
Gallery in 2009 and at the Horniman 
Art Gallery in London in 2011. 
"Gond art has become popular," he 
says. "An A-4 size painting now sells 
for 32,000 to 15.000. Ten years back, 
it used to sell for 7150 to 1200." 

According to a Must Art Gallery 
spokesperson, the price of works by 
artists such as Narmada Prasad 
Tekam has appreciated steeply. "The 
minimum reserve price for an auc- 
tion of one of Tekam's paintings in 
2012 was 360.000. It sold at triple 
the price," she says. Another artist, 
Mayank Shyam, has seen a three-fold 
increase in his painting's price in the 
last decade, she added. His larger 
canvases can sell for 32.5 lakh. 

Rising prices of Gond art have 





helped tribal artists vastly improve 
their quality of life. “The artists have 
now bought cars, sofas, large TVs. 
Their children are going to better 
schools," says Padmaja Srivastava. a 
tribal art promoter in Bhopal. 
Srivastava runs an online Gond art 


gallery and is trying to promote Gond 


artists internationally too. 


While galleries such as hers a 
have popularised Gond art, — ๕ 


e-commerce is now mak- 
ing it accessible to inter- 
national collectors. 
"There is demand from the Us 
and Europe. Gond art buying 
has picked up as corporate 
gilts for over- s 

seas clients," 


savs the 
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Tweet Talk 


The history of the microblogging site which has united the world 


Hatching Twitter 
By Nick Bilton 
Sceptre 
Pages: 302: Price: 1599 





hen Twitter went in for its 

$18-billion initial public offer- 

ing last November, it produced, 
at a single stroke, the largest pool of mil- 
lionaires and billionaires globally. The three 
co-founders, 1,600 employees. and a 
bunch of investors who bet on this San 
Francisco-based start-up - which most 
people had initially dismissed as just an- 
other social networking and microblogging 
site when it began in March 2006 - were 
all amply rewarded. 

But Twitter's ride to the top has not 
been smooth. This book, by Nick Bilton. a 
columnist and reporter with the New York 
Times. provides fascinating insights into the 


way Twitter was conceived and the set of 


events that followed. Bilton tells the story 
through the people who were instrumental 
in making Twitter what it is today - the 
founders, Evan Williams, Jack Dorsey, Biz 
Stone and Noah Glass. and the current 
CEO, Dick Costolo. 

The anecdotes include Williams' nerv- 
ous guest appearance on The Oprah Winfrey 
Show, the President of Russia showing up 
at Twitter's office to send his first tweet. 
Williams and Stone going to dinner at 
former US vice president Al Gore's apart- 
ment where he tries to convince them to 
sell him part of Twitter. It also chronicles 
the bizarre acquisition attempts Twitter 
faced from actor/producer/investor Ashton 
Kutcher and Facebook's Mark Zuckerberg. 
There is much about the Twitter's co- 
founders modest backgrounds and how 
these nobodies went on to become the talk 
of the globalised village. 

Twitter's flight is also marked by nasty 
rivalries. The company has seen constant 
churn at the top - three CEOs were fired in 
a short period of time. First, it was Glass, 
whose name was later erased from the 


company's official history. (Twitter was in 
fact a side project of Odeo, a podcasting 
service launched by Glass, that eventually 
died.) Glass was followed by Dorsey and 
then Williams, before falling into the 
hands of Costolo, a former professional 
comic who is credited with making Twitter 
a revenue-earning business. The book 
notes that till around Februarv 2009, even 
though Twitter was growing at a phenom- 
enal rate with active users rising 900 per 
cent annually, its revenues stood at zero. 

The book is also full of little known 
facts about Twitter. It informs, for in- 
stance, that actor and musician Janina 
Gavankar was the first celebrity to tweet. 
It reveals that the first use of the @ symbol 
was by a young Apple designer Robert 
Anderen, in November 2006. The maxi- 
mum length of a tweet used to be 160 
characters at one point. This was the 
maximum length of a text message that 
could be sent from a cellphone, which was 
later brought down to 140. 

Paying great attention to minor details, 
the book also successfully captures 
Twitter's growing popularity, event by 
event. Twitter got its first ‘break’ at the 
‘South by Southwest’ music festival of 
2007, but its importance reached a pin- 
nacle during the “miracle on the Hudson” 
in 2009, when an Airbus 320 in the US 
narrowly avoided tragedy, and one of the 
first pictures of the aircraft after its landing 
appeared in a tweet. 

While Hatching Twitter has a good deal 
on Twitter's first few years, it is silent on 
recent developments in the company, in- 
cluding its ownership structure. which 
has undergone major changes in recent 
times, and the revenue model that CEO 
Costolo has adopted. € 

MANU KAUSHIK 
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MOST TRUSTED. 
MOST AWARDED. 


Aaj Tak dominates the ENBA with 10 Awards, 
wins the best news channel of the year. 





Best In-depth Series - Hindi 
Vande Matram - Aaj Tak 


Best Current Affairs 
Programme - Hindi 
Ayodhya Ko Kuch Kehna Hai 
Aaj Tak 


Best Continuing Coverage 
by a Reporter - Hindi 
Uttarakhand Flood Crisis - Ritul Joshi 
Aaj Tak 
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Best Channel or 
Programme Promo - Hindi 
Aaj Tak - Barfi Promo 


Best Channel Marketing - Hindi 
Aaj Tak 
Aaj Tak - Chennai Express 


qmm aa 


News Channel of 
the Year - Hindi 
Aaj Tak 


Best Anchor - Hindi 
Punya Prasun Baipai 
Aaj lak 


Best Integration of Brand 
in a News Programme - Hindi 
Chennai Express in Halta Bol 
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Best News Producer - Hindi 


Sweta Sinah - Aal Tak 
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Adecco India Private Limited 
Lead PCE Engineer | : 
Location: Chennai 3 


Job ID: 14437394 nr 
Ga ๓ เด G82 Description: Require Candidates with 15+ | 
(000 1i years of experience with Technical oo 2 
| . Knowledge of Static Equipments, : 
international codes(ASME, APIL, TEMA). 
Will be responsible to create/ 
review/approve technical specifications etc. 


























: Altisource Business Solutions Pvt. Ltd. 
Vice President, Engineering 

Location: Bengaluru | i WILLIAMS 

ก ' Job ID: 14334064 | 

Description: Bachelor's degree in : 

Computer Science / Engineering with 184 L E 

years of software development experience, | 

and 10+ years experience in a managerial 

capacity 
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^". Macher Technology Private Limited 
Deputy General Manager 

Location: Hyderabad 

Iob ID: 14474518 

Description: Bachelors Degree in Science/ 
Masters in Business Administration. with 
overall 8 - 12 years of experience in which 2 - 
4 years of experience in selling discovery 
services to diverse clientele. 















Newgen Software Technologies Limited 
Sales Head 

Location: Delhi | 
Job ID: 13204916 

Description: Engineering and or 
Management Graduate from premier : es 
institutes (ITs, IEMs) with 12-15 years of อ อ น อ เอ ตา น 
sales and marketing experience in Selling 

Software Products/Solutions across 

multiple regions in India. 
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DBOI Global Services Private Limited 
Assistant Vice President + 

Location: Bengaluru 

Job ID: 14467917 

Description: Collateral Management i 
responsible for managing & developin 
client and firm treasury and margi) 
solutions for listed derivatives, OTC an 
cleared products. 








Williams Lea India Private Limited 
Associate Vice President - Innovation Lab 8 
Opns 

Location: Chennai 

Job ID: 14494820 

Description: Ideal candidate wouid hav 
about 10 years of post-premier busines 
school/CA experience leading teams in on 
or more of BPO Solution Design/Delivery 
Consulting/ Advisory services 


Interakt Digital Solutions Pvt. Ltd. 
Creative Director 

Location: Chennai 

Job ID: 11957918 

Description: Looking for professional wit! 
10 years experience in interactive medi: 
design. Exposure in IT industry and medi: 
publishing. Experience with diverse medi: 
content. 


Sobha Developers Limited 

Head Land Acquisition 

Location: Bengaluru 

Job ID: 14475719 

Description: Candidates should be graduat: 
ith over 15 years of experience in Lar 
Acquisition and liaison including thoroug 
knowledge of legal due diligence to be carrie 
out and documentation required whi 
acquiring land. 
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Exfo Electro Optical Engineering India 
Private Limited 

Technical Lead- Documentation 

Location: Pune 


| Job ID: 14258799 
| Description: Your main responsibility 
would be to produce technical documents in 


English related to EXFO’s fiber-optics test 
and measurement instruments. 


Headstrong Services India Pvt. Ltd. 
Genpact Headstrong Hiring Java/J2EE 
Techies For Noida 

Location: Noida 

Job ID: 13351179 

Description: We are currently hiring 
Java/J2EE Techies with 4-8 Years 
experience For Noida Development 
Center. The candidate should have Strong 
programming skills in Core Java etc. 


Courion IT 

Technical Lead 

Location: Pune 

Job ID: 13102286 

Description: 7-12 years of experience 
(Minimum of 2-3 years of experience in 
leading a Team) in delivering commercial, 
enterprise software using C#, ASP.NET 
with MVC with Razor Engine 


Zensar Technologies 

SAP Basis Lead 

Location: Hyderabad 

Job ID: 14224284 

Description: 10 yrs + experience in SAP 
and worked in both domestic and 
international projects. Ability to lead ateam 
of about 30+. Experience in setting up Basis 
Competency. 
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Replicon 

Web developer 
developer 
Location: Bengaluru 

Job ID: 14343446 

Description: 3-5 years of web develo 
experience for commercial websites. Mand 
on web development experience m standár 
web technologies {e.g., HTML, CS 
JavaScript, JQuery, Ajax, Pr im. 


/ Web Des 
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Assystem India Private Limited 


| Project Managers / Project Leads 
| Location: 
| Job ID: 14351167 

. Description: Engineering graduate with | 

| to 17 years of experience and highly 
i proficient in management of fell Lifecyel 





Bengaluru 


safety - critical software development, 310 
years of ไร as a Project น m 
the aerospace/avionics domal 


> Alliance International 








' To ap ply for above jobs logon to www.monster.com >> Type the Job ID in the "Searc 


Monster on mobile 
anytime, anywhere 


| Demantara Resource PTT 
| Location: Bengaluru, Noida 

| Job ID: 14498567 

| Description: Professional with 4 - 7 yrs of 
| exp as Demantra Technical / Functional 
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Infostretch Solution Private Limited 
Mobile Technocrats GOS & Cross 
Platform) 

Location: Pune 

Job ID: 13064136 

Description: BE/B.Tech, MCA Graduate 
with Minimum 2 Yrs of Exp. in Mobile 
Application Development - iPhone & 
Cross Platform 





sh Jobs” box >> A 


helps you find candida 


Get Lucky. Get Active with Monster. 








" Sharekhan Limited 

| Team manager - Sales 

| Location: Amritsar, Jalandhar 

Job ID: 14498720 

| Description: MBA / Graduate with 3-5 yrs 
| of sales experience in broking industry with 
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^ Job ID: 14498401 


excellent selling & interpersonal skills. 


Embitel Technologies India Pvt. Ltd. 


| Associate BDM/BDM 


Location: Bengaluru 


Description: Looking for an 
Entrepreneurial driven person with 4+ 
years of experience in Business development 
dealing with OEM, Tier 1 and Tier 2 
suppliers 


Randstad India Limited 

B2B/Corporate Sales 

Location: Bengaluru, Gurgaon 

Job ID: 14472233 

Description: To sell and promote LN 
Online products. Maximise subscription 
renewals and product sales by increasing 
market penetration, visibility and by 
strengthening relationships etc. 


Evalueserve.com Private Limited 
Business Analyst 
Location: Gurgaon 


| Ww | JobID: 14496453 
|EVALUESERVE | 


Your Giobal Knowledge Partner | 


Description: Looking for graduates/Post 
graduates for Gurgaon location with 1+ 
years of exp in Marketing automation 
campaign with hands on experience in 
either of the tools: Exact Target 
/MeetingView / Eloqua/ Marketo 
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_ Rolandand Associates 
| Manager-Distribution Sales 


| Location: Ahmedabad 

| Job ID: 14498597 

| Description: 4 - 8 years of experience it 
. Sales in Telecom 0 Will have น 
/ deliver sales target for all products (voice 


prepaid / postpaid, data, handsets etc.) b: 
executing the distribution strategy at th 
channel-partner level 


Karavadi Techno Services Pvt. Ltd. 


| Regional Sales Manager - Molecula: 
| Diagnostics Services (MDS) 

| Location: Pune 

| Job ID: 14497162 

|! Description: The Ideal candidate shoul 
! have expertise / knowledge of Pharma 


Biotech, Healthcare sales. The selecte: 
candidate will be responsibel for seiling c 
Molecular Diagnostics Services (MDS) — , 


^ JK Technosoft 
| Business Development Manager 
| Location: Bengaluru 
| Job ID: 14494162 


Description: Business Manager wit! 


| experience in ERP sales (SAP & Aii 


Dynamics), handled South Indian market 
Should have relevant SAP Sales experier. 
of 3to 4 years minimum. 


IGT Solutions Pvt Ltd 


| AM - Marketing 
| Location: Gurgaon 
| Job ID: 14402888 


Description: Solid (3 to 5 years) experienc! 


enterprise sales process. Strow 
communication, presentation, interfacinj] 


abilities | 0 


To apply for above jobs logon to www.monster.com »» Type the Job ID in the "Search Jobs" box »» And click the "Go" button? 


Connects people to ) Brands o on 


the Most Active Social Network. 


Http://apps.facebook.com/beknown 


Get Lucky. Get Active with Monster. 






















3 redhat 


Deloitte Consulting India Pvt. Ltd. 
Senior Consultant-FARS 

Location: Gurgaon 

Job ID: 14218631 

Description: Professional with 3 - 5 yrs exp 
as Chartered Accountant / CPA with 
Knowledge of US GAAP; IFRS standards. 
Experience with financial statement audit of 
SEC registered clients. Knowledge of 
Derivative and hedge accounting. 


Tesco Hindustan Service Center 
Accounts Executive 

Location: Bengaluru 

Job ID: 13995693 

Description: B.Com graduate with min 2 
yrs of experience in Fixed Assets - 
Capitalization, Retirement, Month End 
Reconciliation. Ensuring FAMS 1s 
reconcilied with Oracle FA module GCS. 


EXL 

Associates/Sr. Associates - US Taxation 
Location: Bengaluru 

Job ID: 14412546 

Description: Commerce / Administration 
graduate with 1-3 years of experience in US 
Premium Tax with strong concepts of US 
taxation 


Red Hat 

Project Accountant - Coordinator 
Location: Pune 

Job ID: 14488219 

Description: Bachelor's degree in 
accounting, or equivalent with 5 + years of 
relevant experience. Oracle ERP experience 
is required, with Oracle 111 or R12 
experience helpful 
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Altimetrik India Private Limited 
Business Finance Manager 
Location: Chennai 

Job ID: 14068169 

Description: Ideal candidate she 
12 vrs of experience in Fina nc 
possess SAP knowledge. She 
MBA/CA orequivalent 







EMC Corporation 

Sr/ Client operations Analyst 
Location: Bengaluru 

Job ID: 14489694 
Description: Experienced 
professional responsible for w 
resolving 2nd level com 
queries/issues and zi 
professionals. 
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Capgemini 

Financial Reporting 
Location: Kolkata 

Job ID: 14462079 
Description: 2 - 5 years 
Financial Reporting. 
ORACLE , TALLY isi 
Advanced quond 





Rolta India Limited 
Accounts Executive _ 
Location: Mumbai 
Job ID: 14483393 
Description: B.Com Graduate 
years experience in payroll. Know! 
ERP Accounts System and T. 


Payroll 





ว apply for above jobs logon to www.monster.com >> Type the Job ID in the "Search Jok 
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All Smiles 


His father Franklin Loufrani, a journalist with French daily France Soir, created the Smiley logo in 1971 
with the intention of spreading positive thinking and happiness. Though he did license the logo to a few 
brands, making money was never a major priority for him. But ever since NICOLAS LOUFRANI took over 
the $167 million Smiley Company in 1996, his vision clearly has been to grow the franchise globally. 
Not only did he get more aggressive at licensing, he also launched a host of Smiley merchandise, which 
was sold through various lifestyle stores. The Smiley products range from apparel. footwear and jewellery 
to cookies and chocolates. The junior Loufrani, who was in Mumbai recently to scout for Indian 
partners, has also developed various emotional representations of the Smiley logo, which he licenses to 
various brands. "We have 20 categories of the Smiley logo," he said. This was his first visit to India, 

which has half-a-million out of Smiley's 4.5 million Facebook followers. “India has always been on the 
top of my mind and I am finally here,” he added. 


wwwiindiatoday 


WAMI 


แจ ็ 


AJITA SHASHIDHAR 








- Bundle of Energy 


'* When DANIEL YERGIN speaks, people in the 
energy sector listen. The Pulitzer Prize- 





winning American author is an authority on 
energy security. He was in Delhi recently 
where Prime Minister Manmohan Singh 
conferred a lifetime achievement award on 
him at the PetroTECH energy conference 
organised with the backing of the Petroleum 
Ministry. Yergin believes that it is not 
sustainable for an economy like India's to 
continue importing 78 per cent of its oil 
needs. "Too much dependence on fuel 
imports makes economies venerable," he 
said. India had done well to link its gas prices 
to international market prices, he added, but 
ideally the market, and not the government, 
should determine commodity prices. "India 
has already corrected its gas prices, but it has 
to reform other areas to attract more foreign 
investment," said Yergin, also the Vice 
Chairman at IHS, a global consultancy 
dealing with energy and allied sector. 
ANILESH S. MAHAJAN 
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Power Shift 
Having spent close to two decades with the Reli: 


JAYARAMA P. CHALASANI has now moved 
ae based infrastructure giant Punj Lloyd as its Grou 


” 


will be responsible for the group's entire valu 
jj the engineering, procurement and constructio 
business to infrastructure to equipment เท 
Punj Llyod generates 80 per cent of its revenue 
countries across the Asia-Pacific, West Asia ai 


Having joined Reliance from NTPC Ltd. Chalas; 
vital part of Reliance Energy (now Reliance Ini 
and later Reliance Power. A native of Vijavawat 

AM Pradesh. the soft-spoken Chalasani is widi 

lo shrewd executive, who played a vital role in Reli 


bids for three ultra mega power plants 
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Mistress of Spices 


She offers over 7.000 items, or stock 
keeping units, at her fifth gourmet store 
outlet called Foodhall. While ushering 
in guests at the store — located in 
Gurgaon - recently, AVNI BIYANI, 24, 
pointed out the new flavours she had 
curated through her spices with the 
help of Julian Amery. the Denmark- 
based spice specialist. The store, a 
result of Bivani's own interest in 
cooking, has a Chado tea bar, a sushi 
counter, a fresh bakery counter and a 
juice bar. It also stocks imported brands 
and ingredients. "We are even open for 
people who want eat a small meal here 
and discuss recipes with our chefs and 
specialists," says the daughter of 
Future Group's Kishore Biyani. 
SHAMNI PANDE 
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Indian Meets India 


ROSS CLIFFORD is a motorcycle aficionado. So much that this Director of Motorcycles at US-based Polaris [Industri 
has changed 50 bikes in 33 years. Clifford was in India recently to launch the iconic 1 1 3-year-old Indian Motor 
brand in the country. Indian Motorcycle, which got its first name from native (or red) Indians, sparks nostalgia i 
its cruiser design and the rumbling thud of the 1,81 1 cc engine. Clifford launched three models - Indian Chie! 
(326.5 lakh), Chief Vintage (129.5 lakh) and Chieftain (333 lakh) - and expects to sell about 30 of them by year-en 
Polaris also wants to achieve a market share of around 10 per cent in the luxury motorcycle ( 1.600cc and abov 
market in India. 


~ 


1 ==) Hong Kong Calling 


Its population of seven million is a tad below that o! Bangalo) 
Hong Kong's per capita income is one of the highest globally 

for entrepreneurs, it is a place where it just takes about an hi 
register a business. So, when SIMON GALPIN, Director-Ge 
Investment Promotion at Invest Hong Kong (InvestHk), visited เท 
January, his goal was to connect start-up hubs between the two. H 
Kong is also a hot base for start-ups. “In the last three years 
seen the number of start-ups that our department supports, grow | 
per cent. The number of entrepreneurs applying lor visas to start 
own businesses has grown by 59 per cent. The single larges 
seeking those visas is Indian." said Galpin. And despite attr: 
third-highest FDI after the US and China, Hong Kong is hungr 
because, as Galpin says: "We need to stay competitive 


K.R. BALASUBRA! 
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LBNL Leaderspeak 


SANDEEP GIROTRA 


Vice President and Head of India, 
Nokia Siemens Network 


My first role model 

J.R.D. Tata. His contributions 
as an entrepreneur, nationalist 
and social activist are truly 
inspiring and unparalleled. 


My first job 

As a sales engineer with 
Tektronix India, a test and 
measurement equipment 
company. Getting hands-on 
experience in the field was 
truly enriching. 


My first boss 

My first boss was the 

Sales manager with 

whom | began my first job. He 
told me that the job of the 
manager is to reduce 
complexity and make things 
simpler. It is something | value 
and try to follow even 

in my present job. 


My first promotion 

My first promotion was to the 
post of sales manager. | 
remember being ecstatic on 
hearing the news. It meant 
exploring new markets and 
being responsible for my 

own numbers. 


My first disappointment 

My first disappointment was a 
sales engagement in my early 
days. The outcome was 

not what | expected. No doubt, 
various external factors led to 
that development. Still, it was 
a great opportunity to learn 
the art of managing. As the 
saying goes, "When you lose, 


don't lose the lesson”. 
Photo by Shekhar Ghosh 
As told to Sunny Sen 
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OCOON IO THE FINEST 
FORTUNE 500 COMPANIES 





Because the best in the world... 


Cisco, Siemens, GE, Metlife, Amazon, Coca Cola... 


„dike to be associated with the best. 


Brigade Group, one of South India's leading property developers, is hub to some of the 
finest clients in the business world. With state-of-the-art infrastructure, Innovative 
thinking and professionalism, the Brigade Group has carved a niche for itself in the 
commercial real estate sector. 


When the likes of Fortune 500 companies have chosen Brigade Group as their 
business partner, need we say more. 


CREDAI CNBC AWAAZ CREDAI ; ACCE-BILLIMORIA Award 
Real Estate Awards 208 | Real Estate Awards 2012 Real Estate Awards 2012 } i Best Construction in : 
. Best Office Building Best Commercial project The Best Office Space % High Rise Buildings - 2 อ 
à in Bangalore (City based) of the Year 


1800 102 9977 or +91-80-40467666 | BrigadeGroup.com 
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